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“NU-SERIES” 
DRIVERS 


The IRWIN "NU-SERIES" SCREW DRIVER line was designed to fill the needs 
of smart buyers who want a complete line of quality drivers to sell at prices that 
will provide quick turnover and good profits. 

The "NU-SERIES" line consists only of the better selling types and sizes. You 
will find no unnecessary duplications to clutter up your stock and there is a price 
to meet the needs of every customer. 

A few of the "NU-SERIES" are shown on this page—LOOK THEM OVER— 
ORDER FROM YOUR JOBBER TODAY. 
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"300" SERIES —Large handle — smooth "600" SERIES— Drop forged and full 


polished blade. Perfect grip handle with hard- 
wood inserts, sizes 4''—6''—8"' and 10". Also 
5"" square blade with wheelabrated finish. 


satin black lacquer finish—full polished blade. 
Made in all popular sizes, including the Stubby. 


"3000" SERIES—Full polished Phillips "400" SERIES—Irwinoid amber plastic— 
point blade—full grip handle with smooth black unbreakable—shock-proof. Full polished blades. 
lacquer finish. Three point sizes including the All good sizes. Also furnished in thin-blade 
Stubby. and Stubby. 


"300-C" SERIES —thin-blace type, full "200" SERIES—Red lacquer finish with 


polished for electrical and radio work. Com- natural wood flutes. Blades bright tumble fin- 
fortable black finish handle. ish. A real competitive driver. 





"500" SERIES—Irwinite green transparent plastic— 
MOLDED TO FIT THE HAND — Exclusive with Irwin. It is 
new and different from other plastic handle drivers. Fur- 
nished in 3''—4''—5"' and 6"' sizes. Also in the thin-blade 
models. 








ASK YOUR JOBBER FOR THE IRWIN "NU-SERIES"! 


THE IRWIN AUGER BIT COMPANY ; 
500" 


"600" 400" "200" 
staes onan. sane WILMINGTON, OHIO onnene 























The improved new 1947 EKCO Pressure Cookers cre now 






coming off the production line—with all the cook-and-serve 
features that have put the EKCO in a class by itself plus 
new construction refinements that make it better than 
ever... easiest fo use and easiest to sell! 
Only the EKCO stays to dinner with the hostess—not only 
cooks in minutes, but serves the food piping-hot at the 
table. Full 4 %2-quart size, extra large for extra uses. Attrac- 


tively packaged. Nationally advertised. 





Only the EKCO offers all these features: 
1. Just a twirl of the Finger- 3. Handy Super-Sealer ball 
the cover! 


b,1 presture-tight oe eas hondles save 
49 


2. Pressure Control keeps space on stove and shelf! 
pressure proper—it’s part of 5 
cover, can't get lost! + Two covers! Serving cover 











SECO PRODUCTS COMPANY keeps = the table! 
2 PY coO%e; 
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MIGHTY PROUD 
OF THE NEW 
PRODUCT! BUT 


HOW CAN DADDY 





UNLOCK HIS 








NIGHT-LATCHED 
DOOR WITH 


ONE HAND? 





FOR THE ANSWER... WATCH FOR 
“OPENING NIGHT”...ANNOUNCING 
SOMETHING NEW — BETTER-LOOKING 
-MORE CONVENIENT... THE MOST 


REVOLUTIONARY LOCK INVENTION 


IN YEARS..........™] ALE 





THE YALE & TOWNE 


MANUFACTURING COMPANY 
STAMFORD- CONNECTICUT: USA 
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Hardware Age, published cvery other Thureday by Chilton Co. (Inc.). Bntered as second-class matter March 24, 1938, at the Post Office at Philadelphia under the Act of 
Murch o, Lose’ (rrinwd ion U. 3. A.) $1.00 per year. Single copies, 25¢ each. Vol. 158, No. 6. 








No wonder women everywhere are insisting 

on the new Wear-Ever Pressure Cooker 

above all others! The patented “Snap-Tite” 
cover makes a hit with them right at the start. 
Once they see how amazingly simple it is to 
use, they're sold. Even a child can operate it! 
Housewives demand a safe pressure cooker, too. 
And they're fast learning that even with the 


& bay A ij = ¥ a y € lid-lock unfastened you can’t remove 


Wear-Ever’s “Snap-Tite” cover while the 


 « o V * be pressure is on. In addition this cooker has 


features galore that make it ideal for he 


(PATENTED) é 


jet-propelled store promotions. 4 


PRESSURE 
COOKER 
FEATURE 


Neltonel advertising that 
builds store traffic 





WEAR-EVER 
T 


aan } Month after month your customers see the smashing 

| full-color advertisements in Wear-Ever’s continuous 
meses mon national advertising campaign. Watch for the new 
Fall ads appearing in: 











Made of the metal that cooks best. . . easy to cleaa 


%* American Home * Better Homes and Gardens 
a p A R 3 %* Bride’s Magazine * Good Housekeeping 
%* Ladies’ Home Journal * Life *& McCall’s Magazine 


ALUMINUM PRESSURE COOKER %* Parents’ Magazine * Woman’s Home Companion 
wilh the patented Snap Tile COVEeL 


—it can't be removed while pressure is on 


HARDWARE AGE 



























Frglishtown 


has the LODGE 
on CARVERS / 


and handles and steels too! 








The finest in America — or any other place. 
That's because Englishtown combines the 

highest level of modern scientific skill with 
traditional centuries-old “know-how” 


of masterful cutlery making. 


There's a style 
and price 
for every customer 


in this great assortment 


of carving sets. 


280 Fifth Avenue, New York I, N.Y. | 


t iit aye 















This illustration is from the Thermos 
advertisement in TIME, September 16, 


“It’s Shelby sir. 


He wants his Thermos Pienicker” 





* A great many of your customers want “Thermos” brand vacuum 
ware wherever they go. They want it for outings, for home use, for 
work and school. They want Thermos convenience in carrying food, 
its matchless service in keeping hot things hot and cold things cold. 
And the preference for vacuum-insulated goods made by “Thermos” 
“a , a grows larger every day. The fame of the trade name . . . its long-stand- 
° ing reputation for beauty, utility, quality . . . its consistent, friendly 
advertising . . . all combine to give you the topmost acceptance in 
vacuum ware. 


- THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT 
lowe Thermos Bottle Co., ltd., Toronto Thermos Limited, London 


+ — THERMDs 


TRADE-MARK REG. U. S. PAT. OFF, 


BRAND VACUUM WARE 
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CAST ALUMINUM 


GIFT SET 


1. CRUSHES 
2. JUICES 


3. MEASURES 
























A gift set that’s and small lemons. Bowl has no holes— 


holds all juice. No dripping. No mess. 
Pp r : c e a r i g ia] t Non-breakable graduate—measures liquids 
in '/2 0z., 1 0z., 2 0z., 3 oz. quantities. Lasts 


Here is an exciting, new type gift set with a lifetime. 


definite sales appeal. An ideal gift for the Attractive—all products are beautifully fin- 
person who has “everything.” And it re- ished with polished aluminum finish. 
tails for only $2.95. Beautifully packaged in gift set box. Cover 


is finished with high-quality black sky 
togen, and the inside is lined with contrast- 
ing primrose yellow. 


Individual Ice Cube Crusher — instantly 
crushes an ice cube into quick-cooling par- 
ticles. Top unfastens—enabling ice to be 
easily emptied. Lightweight. Durable. No. 1121—weight 2% Ibs. Packed 2 doz. 
Easy to operate. Easy to clean. to carton. Shipping weight approximately 
Lime Juicer—extracts juice of lime 68 lbs. to the case. 





EBALOY, Inc. ROCKFORD, ILLINOIS 
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NOW GILLETTE BROADCASTS 
5 GREAT CHAMPIONSHIP EVENTS 


IN A ROW... TO MAKE YOU EXTRA PROFITS | 
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“BASEBALL HAS MORE 
FANS THIS YEAR THAN 
EVER BEFORE... 
STARSARE 9 
















| Joe Louis maxes 
JOE Lous HISTORY} 
FoR GILLETTE DEALERS, 
EVERY TIME HE FIGHTS £ 
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Copyright, 1946, by Gillette Safety Razor Company 






MEN STORLISTEN AND BUY- 
WHEN YOUR STORE RADIOS 
TUNED TO GILLETTES | 
CAVALCADE OF SPORTS. 
YES, AND GILLETTE'S 
SMASHING WINDOW DISPLAYS 
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NINE OUT OF EVERY TEN MEN WHO PATRONIZE YOUR STORE 


Will Hear Gillette’s Hard-Selling Commercials. Put These Products Out Front! 






YOU KNOW HOW SALES SKYROCKET 
WHEN GILLETTE AIRS THE WORLD SERIES. WELL, 
BROTHER,NOW COMES THE GREATEST CONCENTRATION 
OF SPORTS BROADCASTS IN RADIO HISTORY. 
THINK WHAT THIS MEANS TO ‘YOU IN DOLLARS anv CENTS 


























GILLETTE 

TECH RAZOR 
(all-metal, gold-plated) 
give 5 Gillette Blue 
lades in new package 
with acetate window. 
10 sets to carton, $3.68 

Retail per set, 49% 











Gillette Safety Razor Co. 





Boston 6, Mass. 
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GILLETTE GOLD 
TECH RAZOR 
(24-karat eg 
and 5 Gillette Blue 
Blades in Texol-covered 
metal traveling case. 
6 sets to carton, 2 ctns. 
(12 sets) to container, 








$6.50. Retail per set, 79 










Major Features 


1 


2 
3 
4 









Lather or Brushless, 25c 
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Non-clogging 
construction 
Skid-proof— 
avoids cuts 
Holds blade 
rigidly. Prevents 
edge vibration 
Solid guard bar 
tightens skin as 
a barber does 
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NEW! . . . G-E "HARD GLASS” 

HEAT LAMP with the “built-in” 
red filter. Greater strength gives 
added protection against breakage 
by splashing water. Special red 
filter reduces glare. Fits any house- 
hold socket. Retails at $2.95. 


10 








OIL UP YOUR CASH REGISTER! An unusual 
money-making opportunity is coming your ~ 
way! More folks want heat lamps now than 
ever before—for relieving muscular aches 
and pains, and for dozens of heating and 
drying jobs around the home, on the farm, 
in the workshop. And right now, with this 
growing market ripe for the picking, G-E is 
ready with a big 8-point Sales and Advertis- 
ing Campaign to help you sell more heat 
lamps. Here it is! 


3 RADIO COMMERCIALS reaching 
nationwide audiences. 


NOW! .. . REDUCED PRICE for 
Regular G-E infra-red heat 
lamp—drastically cut from $1.60 
to $1.25. Here’s economy that will 





appeal to many of your customers— 
and build a high volume, big profit 
business for you. 
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— Coming Oct. I—Sensational new 
_ G-E campaign that helps 8 ways 
_ to boost your heat lamp business 








NATIONAL ADVERTISING in EFFECTIVE DISPLAYS, including NEW LITERATURE. A 2-color, 

Collier’s, Life and Better Homes 5 a 4-color counter card and a 2- 6 6-page folder that plays up the 
& Gardens, to pre-sell yourcustomers color window streamer, for point-of- | many uses of G-E heat lamps. And a 
on the advantages of G-E heat lamps. sale impact. 2-color envelope stuffer for mailing. 
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THE PAYOFF IS UP TO YOU! So get 
set now to,tie-in with this unusual 
selling opportunity. Keep plenty of 
SELLING TIPS on ways to make G-E heat lamps in stock. Call your 





AD MATS to help you give this successful use of this promotion — distributor today and let him help 
big sales event a real send-off in material to increase your G-E heat you with your plans for putting the 
: your local newspaper advertising. lamp profits. heat on G-E heat lamps! 





G-E LAMPS 


GENERAL €@ ELECTRIC 
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Springsiold | | 
CHAMPIONSHIP 
4 
SOFT BALLS and : 
BASEBALLS designed 
for LONGER, LIVELIER LIFE 
Because quality is so essential for repeat business 
today, the finest materials and workmanship go 
into Springfield T-O-P Q-U-A-L-I-T-Y Baseballs 
and Soft Balls. And every one is precision checked 
before it leaves the factory. 
SPRINGFIELD BASEBALLS, made to the rigid 
specifications of Big-League play, have extra per- 
formance . . . each one is manufactured from care- 
fully selected materials — to the rigid specifications that make Springfield famous for 
top quality. 
Cushioned Cork” and “Cork and Rubber” centers are wound 
with the best quality wool yarns and cotton finishing zt 
yarns. Extra selected alum tanned covers are thor- 
oughly cemented and doubled needle stitched with 
waxed 5-strand red Kingston thread. 
SPRINGFIELD SOFTBALL league leader- 
ship means the proper choice of materials . . . 
and manufacturing methods. The selection 
of first grade Kapok, cotton yarns, hides, 
and stitching thread guarantees quality. 
And the use of precision manufacturing 
insures the production of a perfect sphere J 
ball. Order now for 47! 2 
IT 1S THE PERFECT SPHERE BALL THAT COUNTS : 
; 
4 
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.- FOR MORE TODAY! 
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DESIGN WITH 
| THE TWO- ACTION SHAFT 
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BRINGS A NEW ADVENTURE IN GOLF! 
There’s more power . . . and control in golf, with the 
new Springfield Clubs with the Two-Action Shafts. 
More profits, too, because golfers look for more 
> C-O-N-T-R-O-L and P-O-W-E-R .. . with a sweeter 
feel at impact, similar to the time-honored hickory clubs. 
for Springfield Clubs, new in design and construction, provide golf’s new thrilling ad- 
venture. They feature registered stainless steel heads . . . new-style hosel . . . the Shot- 
and ‘ Control Grip . . . and the famous Two-Action Shaft. 
ing ; 
1or- The Two-Action Shaft, with a newly-located active waist, adds P-O-W-E-R and 
‘ith yardage to every shot. And the reverse tapered shaft, which is precision fitted over 
the new hosel, gives the C-O-N-T-R-O-L and the sweet feel of hickory that makes 
er- 
; golfers say, “Boy, what a club!” 
“a Advanced design makes Springfield Clubs “naturals” on the fairways — and in the 
es, 
see. sales room. Order now for *47! 
ing 
ere Set of 8 Clubs, Models 2-3-4-5-6-7-8-9 Putter to match 
RS Set of 6 Clubs, Models 2-3-4-5-7-9 available 
Ts 
* 
4 
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This sensationally beautiful Dutch- 
Oven is the finest piece of cookware 
engineering on the market. It’s perfect 


for low cost meals... succulent stews, Other e A Yy S 7 F E: f, “ued 


boiled dinners, soups, vegetables, etc. 


Slow, even simmering saves fuel and @ Both Oven and Lid are Long Wearing 12 Gauge 
Solid Aluminum. 





money. It’s kitchen-tested for cus- 
; , - @ Genuine Bakelite Handles Always Stay Cool. 
tomer satisfaction! And it’s exactly , 
? @ Full 5 Quart Capacity Big enough for Every Family. 

what your customers have been wait- 
@ Scientifically Constructed for Perfectly Even, Slow 


ing for—and want now! Heat Distribution. 


ZX , @ Eye-Catching Mirror Finish Outside. 


® Sparkling Sunray Finish Inside and Bottom. 
FOR IMMEDIATE DELIVERY Packed 6 to carton °* Shipping Weight, 18 Ibs. 


SUZ a CONTACT YOUR JOBBER TODAY! —S 


y gE gE We Do Not Sell To Dealers 


Manufactured and Guaranteed by 


THE PAYSEE COMPANY, 


General Offices and Display Rooms 
162 North Franklin Street, Chicago 6, Ill. 
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BIG GAME 
WATER FOWL 
SKEET 
UPLAND GAME 
MEDIUM GAME 
7 | SMALL GAME 
Bie Ropecting rine. = VARMINTS 
= PLINKING 
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EL 29—.22 cal. 
® Action Repeating 
¢ «22 Long, .22 Long 


TARGET 
BIG GAME 























































i Bieo—romeeien, WATER FOWL 
peating Shotgun. 
‘ 50. Double Barrel UPLAND GAME 
i Ms, 20, 28 and .410 
JON REPEATING 
: Bere town's VARMINTS 
Be a STEVENS 
rt ere 
” * FOX 
a WATER FOWL 
io, 22-410— "Over-and- 
Reve ce | SKEET ® 
pees" UPLAND GAME 
Be, 107s ered MEDIUM GAME 
Boom = SMALL GAME 
416-2—.22 col. Bolt VARMINTS 
4 - __ PLINKING 
oe 15 (Spingeld Bron TARGET 
petit BIG GAME 
a WATER FOWL 
rs 
: The J me for Every 
" | Shooting Requirement 
; You'll cover ‘d ms market completely from one great, dependable 
‘ source of su Dw to standardize on SAVAGE: nici “04 


and shotguns 
arms they wa 


4 if shooting they ) want to ‘do! 

Mi CORPORATION, Utica, N.Y. 

/ tam Utica, N.Y. and Chicopee Falls, Mass. 
oe 


MANUFACTURER OF SPORTING ve WERS AND ICE CREAM CABINETS 
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How You Plan Now, Determines Their Happiness in the Future 


DISTRIBUTED THRU 
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ANY GOOD THINGS have come out of the war. The 
M wonderful advancements by the Rubber Industry are 
outstanding examples. Faced with drastic curtailment of 
crude rubber, the industry’s chemists threw their experience 
and knowledge into the task of creation—and practical syn- 
thetic rubber became a fact. 


Never again need America fear foreign pressure on rubber 
prices. The alchemy of nature is now ours. Prominent in this 
great research for a manufactured rubber was the Mansfield 
Tire & Rubber Co. Such effort cost time and money and energy. 
But, the experience gained by Mansfield already is reflected 
in tires unsurpassed in quality and performance. 


Whether it be a Mansfield, Century, Richland or United 
brand, as made by Mansfield, the jobbers of America know 
that no competitive selling can pledge and deliver more in 
the way of long life, long wear or repeat buying on the part 
of satisfied tire users. Truly, the rubber industry is grateful 
to Mansfield for selfless contribution in a war crisis. 


Mansfield’s jobbers are more than distributors of merchandise. They, also, 
are arbiters of quality...value... price. By independent: choice and through 
deserved confidence of jobbers, dealers and users, tires made by Mansfield 


have earned their enviable reputation for service and dependability. 


THE MANSFIELD TIRE & RUBBER CO. - MANSFIELD, OHIO 





WHOLESALERS EXCLUSIVELY 
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and “leadership” 








is now spelled 


SILEX 


Steady, progressive development of one , 















exclusive product after another ...has made 







Silex, creators and leaders in the 


industry ... a household “buy” word. 






This preference for the ultra in appliances 






that over the years have eased household chores... 






led dealers and distributors successfully from 






one profit to another. 





oom, 


HARTFORD 2, CONN. ST. JOHNS, P. @., CANADA 











HARDWARE AGE * $} 





ie Cains oy ee ere — 
IA eh RRS by! Boe Surg f Date ak alba AWD ig lakes ea: a 






ee 


PRESS: 


.--by Eastern Metal 














Beauty, utility, new innovations combined in a newly designed 





heavy cast aluminum kitchenware line of the finest quality. 





Designed and styled by a € -» woman, engineered to provide the 






, finest cooking qualities, manufactured by the permanent mold 


> a 


\ & process. Covers that fit so closely that the modern housewife can 


\ prepare foods that retain all of their healthful vitamins. 








And last, but not least, they will be easy to clean. € 


See it at booth 137, National Hardware Show. 


HOUSEWARES DIVISION 





SEPTEMBER 12, 1946 















FLORENCE COMBINATION RANGES 








FLORENCE O1L RANGES 


FLORENCE 
OIL-BURNING HEATERS 


FLORENCE STOVE COMPANY... General Sales 
Offices and Plant: Gardner, Mass. Western Sales 
Offices and Plant: Kankakee, Ill. Southern Plant: 
Lewisburg. Tenn. Other Sales Offices: One Park Ave., 
N.Y.; 1459 Merchandise Mart. Chicago: 53 Alabama 
St., S. W., Atlanta; 301 No. Market St., Dallas. 





FLORENCE 
ELECTRIC RANGES 
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FLORENCE LP-GAS RANGES 
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FLORENCE GAS RANGES 


FLORENCE has the broad line 


of products and Sales Magnet’ 


features that insure the 


Soundest Business Future. 


@ The signs are many that the present “honey- 


moon” in many businesses... 


a market ready to take 


anything and everything produced...isn’t going to 


last forever. 


As ranges and heaters, for example, become more 


business for its dealers everywhere. 
With a buyer’s market coming up, you'll be ahead 
with Florence appliances and their “Sales Magnet” 
features...with Florence advertising support and 


attractive dealer policies, 


plentiful, customers will grow more critical of styl- 
ing and ‘features and prices. Once again you'll be 
moving into a buyer’s market—the real test of the 
line of ranges and heaters you’ve picked. When it’s 
Florence, you're associated with a company that for 


74 years has “known how” to build solid, sound 


FLORENCE 


Kang and Kealen 
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THE RED SAFETY SIDE REST bars on each side of the off the board when the iron is rolled to rest on its 
General Mills Tru-Heat Iron hold the soleplate up side. Lessens the danger of iron tipping or falling. 





its safe...it rests on its side ! 












The General Mills Tru-Heat Iron on its Safety Side Rest is 
87% more stable than an iron tipped up on a heel rest . . . safer 
because it hugs the board on broad, low supports. And the 
natural easy motion of rolling it to rest on its side takes 15% 
less energy than pulling an iron up on its heel. 


Safety Side Rest is just one feature...there’s Tru-Heat Control, 
which reacts faster to changes in temperature than ordinary 
types of iron heat regulators...the scientifically shaped 4-Way, 
Full-Vue Ironing Surface with more working area than any YY G% 
of five leading makes. ..the Tru-Heat Fabric Selector 
with both fabric and temperature settings. Each 
adds ease and speed to ironing—and selling! 


NOW BEING DISTRIBUTED IN: Minnesota, Nebraska, 
the Dakotas, Wisconsin, Upper Michigan, Montana, Idaho, 
Wyoming, Utah, Colorado, New Mexico, and parts of Illinois 
and Indiana. Other states to follow soon! General Mills, Inc., Bi na 


Home Appliance Dept., Minneapolis 13, Minn. “a, Ms rtag ve 
T H E | R Oo N S PO N S Oo R E D BY att Crocktn ag General Mills, Inc. 
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has the Electric Roaster 










Range with ‘“Deep-Heet” % 
surface oven built into the q 


cooking top. 






has the “Deep-Heet"’ Sauce 
Pan which has both side and 
bottem heat. 

























Sai Ys 


has the ‘‘Deep-Heet” Cooker 
with side application of heat 
—a six-quart insulated sur- 
face oven. 












has a Coal-Wood- Electric 
Range with “DUO-OVEN” — 


Only equipped with Oven Tem- 


perature Control. (Electri- 


city supplements coal-wood 
ee fire to maintain uniform 
temperature.) 


See ly Lae 





YES, the Monarch Line gives you 
cooking conveniences to sell that are 
100%, exclusive . . . cooking conven- 
iences which will keep your custom- 
ers permanently happy that they bought 
a Monarch ... happy that they made 
their purchase at YOUR store. 


MALLEABLE IRON RANGE COMPANY 


2496 Lake Street Beaver Dam, Wis. 
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RO-MATIC 








PATENT 2399115 


OTHERS PENDING 









Safety in the simplicity and precision of Sulety, in its’ extra-tough, close-grained 


its Control. Pressure is automatically limited to 52S aluminum alloy, stamped to rugged 6 gauge 













5, 10, or 15 Ibs., as selected. thickness in the pan, 8 gauge in cover. 
: i. afeti, ) MIRRO-MATIC is safety-engineered 
: in the efficiency of its vent-tube, throughout, and bears the seal of 
with 4 auxiliary outlets to exhaust steam under the Underwriters’ Laboratories, Inc. 





all conditions. 


= afety in its exclusive V-type locking 
gasket that automatically locks cover under 
operating pressures. 


Sul 4 in its non-variable fuse, that re- THE FINEST ALUMINUM 


leases if pressure exceeds 25 Ibs., or melts out 
if pan overheats. MIRRO has never stopped National Consumer Advertising 


heh your jobber for further detads on MIRRO-MATIC 
ALUMINUM GOODS MANUFACTURING COMPANY ¢ MANITOWOC, WIS. 


FIFTH AVENUE BLOG., NeW YORK 10 » MERCHANDISE MART, CHICAGO 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 
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COFFEE FILTER 


Women love this sparkling china filter 


that locks in place and can’t fall out; 


that's virtually unbreakable, and makes 
better, clearer coffee. The DUTCH Cloth- 
less Filter is just one of many VACULATOR 
innovations that spell P-R-O-F-I-T-S for 


you: gorgeous styling; PYREX brand 
glass; MAGIC-SEAL bushing. You find 
them all ONLY in VACULATOR, the cof- 
fee maker that hits a high spot in traffic 


appliance sales and profits. 


VACULATOR * CHICAGO 6 





FREE! Beautiful DUTCH 





Filter Counter Display- 
Dispenser. Sef it up 
near the cash register 
and watch the DUTCH 
Filter ring up new 
profits. The DUTCH 





Filter fits all standard glass coffee makers 





— replaces old style filters. Retails 50c. 
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~, ; - ELECTRIC BROILER 
% 

4 e ni ; 

é Why be a “bedraggled drudge” in the kitchen when you can be a cool, charming 
hostess right at your dining table? Broil and serve the modern, electric way 
Ei with your Holliwood Broiler! Its ‘““Even-Heat”’ Coil, regulated by a Two-Heat 
§ Control, insures over-all, all-at-once broiling just the way you like it! A*turn of 


the E-Z Lock Device and out comes the complete heating unit, enabling easy, 
thorough cleaning of the broiler. The well-tree platter, ideal for table service, has 
non-heat conducting Bakelite handle and legs . . . and you'll revel in Holliwood’s 


long-wearing cast aluminum construction with a handsome hammered finish... 


EB PS 


so complimentary to any table decor! 
FOR YOU... .“‘How to be a Holliwood Hostess”? with all the 


know-how on gracious entertaining ... a booklet prepared 


for you! Et’s yours for the asking. Write for your free copy. 


3 phar you own a Nothiwoord you cwn the bet 



















the electric broiler 













that’s top billing 






in every market! 








presenting the 


premiere advertisement 


1946-47 NATIONAL 
ADVERTISING 
CAMPAIGN 










Look for these ads in such 






leading publications as 













WOMAN’S DAY 

BRIDE’S REFERENCE BOOK 
BETTER HOMES AND GARDENS 
WOMAN’S HOME COMPANION 
LADIES’ HOME JOURNAL 
AMERICAN HOME 

HOUSE BEAUTIFUL 


when you sell a 
Holhwood 


you sell the best! 


Finders Manufacturing Co. 
3669 South Michigan Ave. 
Chicago, Ill. 
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DISTRIBUTOR 


“The Camfield is backed by an ex- 
perienced organization that really 
knows its way around in appliance 
merchandising. Keep ‘em coming — 
the trade wants more !"’ 





UY 
4 


\ 


WA 


DEALER 


‘The Camfield gives us more to talk 
about in improved features, conveni- 
ence and toasting perfection. It's a 
product of substantial quality — and 
we sell ‘em as fast as we get ‘em!”’ 





CONSUMER 


‘I'm the final judge, and believe me 
the family really took a shine to our 
Camfield —toast’s just the way my 
‘individuals’ demand without a speck 
of trouble. It's a honey !" 


Oe eee eee eee eee eee eee eee eee 2) 






Represented Nationally by 
D. E. SANFORD CO. 
NEW YORK « BOSTON ¢ PHILADELPHIA 
ATLANTA ¢@ CLEVELAND « CHICAGO 
ST. LOUIS « SAN FRANCISCO 

LOS ANGELES « DALLAS « SEATTLE 








*Camfield’s exclusive guard against 
voltage variation. For constant 
“toast-right” heat from the very 
start, for perfect toasting every time. 


eee eeee eee eee eeeeeeeeeeeeeeeee 
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CAMFIELD MANUFACTURING COMPANY 


GRAND HAVEN, MICHIGAN 


The highly satisfactory reactions to 
the new Camfield come from every- 
where — distributors, dealers and con- 
sumers. To you, we say: we're doing 


our best to “keep ‘em comin’— fast!” 









@ Exclusive Equa-Therm* 
@ Finger-Trip Release 

@ Hinged Crumb Tray 

@ Automatic Shut-Off 

@ Mirror-Chrome Finish 

@ Automatic Pop-Up 

@ Cushioned Pop-Up 

@ AC-DC Current 

@ Color Regulator 

@ Oven-Type Construction 


+ 


CAMFIELD 








HARDWARE AGE 
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YOUR BEST BET 


TO HELP YOU SMASH ALL HOME 
PRODUCTS SALES RECORDS! 






ACME 
WHITE LEAD & 
COLOR WORKS 


DETROIT, MICH. 







oS 


JOHN LUCAS 






Lowe Brothers 














m THE 
|W. LAWRENCE LOWE. BROTHERS 
| INC. 
g COMPANY, INC. COMPANY & — , - 


PITTSBURGH, PA. 








7. 
THE 
SHERWIN-WILLIAMS 

COMPANY 


CLEVELAND, OHIO 






CEES 


ROGERS PAINT 
PRODUCTS, INC. 


DETROIT, MICH. 


es TOR: 


.s BACKED BY THE MOST POWERFUL D 
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| ‘ SMASHING NATIONAL ADVERTISING CAMPAIGNS ON EAC! 














‘CTS OF 
THESE FAMOUS pROD e 


_SHERWIN- 
WILLIAMS 














It's Ant-Shp! : forthe Pgs 





_. THIS GREI 


Now-—in addition to the tremendous nation@goub! 
advertising campaigns behind each individgfma 
ual “Product of Sherwin-Williams Research® rod: 
—their combined stories are wrapped up if@dvar 
a single smashing advertising campaign. Bigge@nce 


A STAGGERING TOTAL OF 5 BILLION MESSAGES — 





FULOF HOME PRODUCTS ADVERTISING! 


yes2-NO-Mone <> \peermoy ODT ee 


‘ utiful lawn now ‘ p : 
or # De and next Spring! New. safe, sure-kill, brush on DpT! 


& 
i 


MIE 


KILLS WEEDs: sas ‘< pRSTS! 
as Nanbent ods *STROYS PESIS: 
oR YOUR MONEY Backs ras 4 IRE, LONG-LASTING 


ONT nett ow 





BTEC AS SSL EE 





ABINED CAMPAIGN! 


18 nation@souble-pages in color! Additional circulation 
ch individ@#f many more millions to give dealers who sell 
Research® Toducts of Sherwin-Williams Research the 
yped up i@dvantages of the greatest consumer accep- 
\paign. Bijg@nce these products have ever enjoyed. 


ACES -This Vall and neat Spring! 











The simple goal of these seven great com- 
panies is this: Better products that sell 
faster and more easily to more customers! 

Right down the line—from original re- 
search to actual sale—everything is pointed 
your way! You get products that are un- 
beatable . . . products created by the com- 


$35,000,000 DEALER FASTEST-GROWING 


PROFITS IN 5 YEARS! 


| PESTROY DDT | W 


PRODUCTS OF THEIR KIND! 


bined scientific knowledge of vast labora- 
tories. You get merchandising know-how 
that’s absolutely tops—the sum of years of 
experience of not just one but these seven 
great companies. 

You get unparalleled advertising sup- 
port ... millions of dollars spent to make 
rest tO ble)st Me) Mm e116) 0) (Me colehme-leleleha@m-belemmuu-bels 
these wonder products of Sherwin-Williams 
Research. And, finally, you'll get new prod- 
ucts — sound, scientific, salable products 
that open up new markets, new sales oppor- 
tunities, new goldmines of profit for you. 

Yes, this is beyond a doubt the greatest 
thing that has ever happened in the home 
products field! Get into it! Phone, wire, or 
write now for complete facts to any of the 
companies listed below. 


EED-NO-MORE | 


RES 
js Bet 


AMERICA’S NO. 1 
WEED KILLER! 


MOST SENSATIONAL OF 
ALL DDT BUG KILLERS! 


ACME WHITE LEAD COLOR w 


Detroit 


Ww W. LAWRENCE & CO., INC., 


Pittsburgh 
THE LOWE BROTHERS COMPANY. 
Dayton 4 
JOHN LUCAS & COMPANY, Inc. 
Philadelphia os 


THE MARTIN-SENOUR COMPANY 
Chicago : 


ROGERS PAINT PRODUCTS, INc., 


Detroit 


Cleveland - 
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{D} 
MODEL C-102 


(F) 
MODEL B-105 


(C) 
MODEL L-111 


Ask Your Jobber For These Quick-Selling 


TWIX Leaders 


QUALITY TOOLS AT PRICES THAT WIN INSTANT POPULAR ACCLAIM 


(A) *TWIXKLIP — 2 in 1 
clip for toe and finger 
nails. Model T.F. 51. 


(B) ALUMINUM FOLDING 
RULES — 6 Ft., Model 
RL-113; 3 Ft., Model 
RS-113, 


(C) *ADJUSTABLE LEVEL Jr. 
Model L-111. 


(D) CARPENTER SQUARE — 
with level. Model C-102. 


(E) HACK-SAW FRAMES — 
Heavy Duty. Model 
H-103. 


(F) SLIDING BEVEL—Model 
B-105. 


(G) No. 13 — JOBBER’S 
DRILL GAGE — Model 
G-115. 


(H) Electricians & Plumb- 
ers HACK-SAW FRAMES — 
Heavy Duty. Model 
H-109. 


*Pat. Pending U.S.A 


(1) *PROTRACTOR & DRILL 
GAGE — Model P-108. 


(J) COMBINATION SQUARES 
with levels and scriber. 
Model 100. 


(K) DEPTH MARKING GAGE 
— Model D-106. 


(L) ADJUSTABLE BENCH 
LEVEL (10 inch) — Model 
$-107. 


(M) PISTOL GRIP HACK-SAW 
FRAME — Heavy Duty. 
Model H-116. 


(mM) 


MODEL RL-113 
MODEL RS-113 


(t) 
MODEL S-107 


MODELH-116 9/4 
> 3 


WATCH FOR ADDITIONAL TOOLS. NEW NUMBERS APPEARING REGULARLY 


If your jobber can't supply you, write 


TWIX MANUFACTURING CO., Inc. 


40-09 2lst STREET + LONG ISLAND CITY 1, 


nf, 
MODEL G-115 fe 
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HERE is plenty of profit in stocking and featuring the only 
line with an abrasive product for every use. Whatever your 
customer’s need, from sharpening stones and sanding paper 
to grinding wheels, you can supply it with the exact item specifically 
made for the job. 


And when you recommend a product by CARBORUNDUM you 
know it’s right. You are sure it will enable your customer to turn 
out the work he wants to do easier, faster and better. 





T 


There is no hesitation on your customer’s part either in accepting 
abrasive products by CARBORUNDUM. He recognizes them in- 
stantly and favorably by both name and reputation. 


Products by ¢C AR 
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i 
only From experience, you realize there are few lines you carry that bring | 
our in more steady year-around business. Abrasives are in continual de- 
per : mand. Almost every person who enters your store is in the market I 
ally ff for one or more. It is a simple matter to turn this demand into a i 
neat profit. For instance, in selling tools, paint and many other items, 
é merely suggest an abrasive product and ring up an extra sale. i 
ot ' _ Displaying abrasives by CARBORUNDUM requires very little space. 
, They can be quickly set up in almost any department or on any F 
é counter in your store. Results in steady extra sales and profits are 
ting =f quickly noticeable. For these displays have an uncanny knack, i 
in- ; of turning prospects into customers. The Carborundum 
| Company, Niagara Falls, New York. j 
7 Sd TRADE MARK i 
: “Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company } 
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MUST HAVE 
ALL FIVE... 


(§ 
yas STRENGTH 
WATERPROOFING 
se old adage about Beauty being only skin deep is ENDURANCE 


not true of COLUMBIAN Tape-Marked PURE 
MANILA ROPE. For here’s a Balanced Rope—a Rope 


that keeps its sense of values all the way. It has the kind FLEXIBILITY 


of Appearance that counts most with men who work with 
Rope—with men who know Rope! It has a ship-shape, work- 
manlike look that wins the friendship of every man who uses 
Rope in his daily work. 
We'll readily admit that you can buy “prettier” Rope. 
But what you gain in handsome, bland coloring—you lose in 
Waterproofing. And if your Rope isn’t thoroughly Waterproofed—it will 
soon lose its Flexibility, then its Strength—it’ll have no Endurance! That’s 


what we mean by Balance. We sacrifice no quality to gain another. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn “The Cordage City,” N. Y. 


= 
Cobebiart VMK ROPE 
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N. Y. Daily 
News Photo 









E Dodger Pilot stars in sparkling new show 

. "The Sports Question Box” 

PROGRAM 

5 + BEGINS SUNDAY 


f OCT. 13" 


1:15 to 1:30 P. M. 
EST, ON COAST-TO-COAST 
ABC NETWORK 


mer 


tS Shed Aas 
















Meet us at the 
National Hardware Show 
Sept. 16 through Sept. 21 

Grand Central Palace, New York 


pls Matt avs 








You know Leo Durocher. Everybody knows Leo 
Tie in with the great new Durocher! And now, Baseball's No. 1 Manager is 
Durocher Show— Order going to sell Chimney Sweep, America’s No. 1 


Chimney Sweep’s 1896 Deal now! Soot Destroyer. Yes, the colorful, aggressive 
Dodger pilot now goes to work for you in a 

No. 1896 Key Dealer Assortment sparkling, fast-paced show—''The Sports 
den Sah aie Question Box.” Just as Leo pulls in the fans 

; , at Ebbets Field, he'll pull Chimney Sweep 

2 doz. 12-07. cans customers into your store. Customers who 

Retail value............. $18.96 want Chimney Sweep to get rid of soot, and 
give them more heat—cleaner heat—from less 











BS Riel ROT) SO dy oar 



































You pay only............ 11.38 
& fasy 1 fuel. With all this business coming your way, 
ss MN Your profit.............- $ 7.58 you'll need plenty of Chimney Sweep. Plenty! 
Py st So order Chimney Sweep’s 1896 Deal. Order 
be SW EEI F R E E as many deals as you need, and order now to 
aes ae — With Deal: Colorful avoid shipping delays. 
counter cards, hand circulars, cus- (Hear Durocher “deliver” for — on 
\ fomer order cards for mailing en- day afternoon. See your local paper for time and station.) 
enscnnlamelieht caries G. N. COUGHLAN CO. + WEST ORANGE, N. J. 
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CASH IN! FEATURE AND No. Size Per Case ‘per Case Per Case. “Price, 


OPEN A 48-ox. Standard 1 doz. $12.00 $7.20 $1.00 ea. 


thai STOCK oC eonomy Vader 1134 6.80 189 00, 
—BOTH 41.89 and #1 SIZES 








* FAIR TRADE—PRICE PROTECTED 
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THESE ADS SELL FOR YOU 


Waal -tdid-lallsllaats 


THEY 
very MONTH IM 


McCall's 


Better Homes and 
Gardens 





~~ 


FIXES, 


OKEN , toys 
BR jassware: jugease and 
..,- aes It’s transPa’ g., t0o- 
and furnitures 5 Oe 


waterprocs. 


Boys’ Life 
Popular Mechanics 


Popular Science 


CHINA, GLASS, WOOD, 
LEATHER and FABRICS 


Thete are scores of uses for 
Du Pont puco nag rs . for 
mending toys, dishes, furniture . . . 
for cenwaes luggage and books 
... for making models. It is water: 
proof, transparent and flexible 
(Cet a tube today. 








BOOK BINDINGS 


--- also broken china, glassway é 

toys, furniture and luggage. J furni, 

waterproof, transparent and. @L— ii 
Se Pe “es <a < % 


UGG ag 


wl60 Ching . 


Ladies’ Home Journal Science and Mechanics 
Mechanix Illustrated 
Home Craftsman 


Popular Homecraft 


MEND Ss 


E BOoks 


HARDWARE AGE 


= 
Sass 


SR 08 ean wat a 


GM 


ce ee 

















SEPTEMBER 12, 1946 


CAN’T RUST 
TOUGH STRONG 


ALDURA was tlie first aluminum screening 
manufactured. 


Now in ALDURA you have another first— 
screening made from an entirely new aluminum 
wire... Alcoa Alclad...the result of 15 years’ re- 
search by the Aluminum Company of America. 


To this product we have added the famous 
Multi-Strand edge that gives extra strength 
where needed most and provides printed foot 
numerals for self-measurement. The result is 
ALDURA alclad screening—one of the well 
known Multi-Strand line—along with LIBERTY 
BRONZE and OPAL, heavy zinc coated 
screening. 


You will want to sell this top-quality screening 


500 Fifth Avenue 


LONG-LASTING 





NEW YORK WIRE CLOTH COMPANY 


“IT’S MADE OF METAL” 
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CAN’T STAIN 
STAYS PUT 


because your customers are going to demand it. 
It’s made of metal. It’s fire resistant. It’s tough— 
strong —long-lasting —and stays put. And this 
new aluminum screening can’t rust —can’t stain. 
It’s rigid—not limp, and handles easily. 


You will want to sell it because of its full gauge, 
uniform weave and attractive neutral color that 
blends with most any color. It’s easy on the 
eyes—cuts glare. 

We can’t supply all the ALDURA you're going 
to need—just yet—but the available supply will 
be evenly distributed among our dealers. You 
can tell your customers there’s more coming off 
the looms every day. We’re looking forward to 
better days ahead—when we can meet all your 


demands for screening. 


New York 18, N.Y. 
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P. S. to retailers: 


You won’t be able to get all of the 
aluminum screening you want right 
now. There isn’t enough to go around. 
But, don’t forget to remind your 
customers, it’s on the way. And when 
you order—be sure you specify screen- 
ing of Alcoa Alclad Aluminum—the 
product of 15 years of research. 
ALUMINUM COMPANY OF AMERICA, 
1753 Gulf Bldg., Pittsburgh 19, Pa. 








Quality Comes FIRST 
PLUMB 
is FIRST in Quality HAMMERS * HATCHETS * AXES * SLEDGES 
























SELL THEM... 


NEOCETA 


BRUSHES 






“The Fascinating Story of Neoceta”—an intensely interesting booklet —is : 
yours for the asking. Write to nearest “Pittsburgh” branch for your free copy. i 
ee 
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ne line does it 


The Millers Falls Line includes a tool for every 
need ... yet every item is a wanted tool. So 
it is a volume-selling line. 

Examples? Consider Millers Falls Automatic 
Screw Drivers. They’re sturdy, smooth-acting, 
powerful, versatile, good-looking. They will 
drive or draw screws quickly, automatically. 
They have left- or right-hand ratchets or can 
be used as rigid screw drivers. 

Millers Falls tools have one tremendous 
plus— acceptance. Tool users, both professional 
and amateur have known and used them 
for years. 

So build your tool sales program around 
the Millers Falls line—a single line of. tools 
that offers faster turnover, lower inventories, 


higher profits. 


MILLERS FALLS COMPANY 


Se @: @& &£€t Ff £8: & @ 
MASSACHUSETTS 
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WE'RE BENDING 


OVER 


BACKWARD 


E’RE bending over backward to 

satisfy the big consumer demand 
for these nationally advertised Taylor 
Instruments. And we hope that before 
long you can have all the Taylor Ther- 
mometers, Barometers and Compasses 
that your customers want. 


More than 50 best-selling instruments 
are being made available including 
those shown here. These highly prof- 
itable items move especially fast dur- 
ing the Christmas gift rush (which 
will be here before you know it!). 
Order now from your wholesaler. Or 
write for eight page catalog supple- 
ment showing the current line. Prices 
slightly higher in Canada. Taylor 
Instrument Companies, Rochester, 
N. Y., or Toronto, Canada. 








5316 Temprite Window Thermom- 
eter. Standard of value in the popu- 
lar price range. Scale is 84" x 2” 
white vitreous enameled. Flange 
and guard protect tube and bulb. 
Adjustable bracket. $15 doz. 


2280 Fisherman's Barometer. Tells 
when to fish. Extensive research by 
fishermen throughout the WU. S. 
prove it right 94 times out of a hun- 
dred. Good grade barometer mover 
ment. In 31” green plastic case. A 
fast seller before the war. $7.00 ea. 





5936 Roast Meat Thermometer. It 
tells accurately at a glance when any 
roast is rare, medium or well done. 
One of the most popular instruments 
we have ever made. Supply will be 
limited at first. $21 doz. 


42 


2068 C Auto Altimeter. A new 
thrill for motorists—a thoroughly 
dependable, yet economical alti- 
meter. 244” dial in attractive brown 
plastic case. Select ranges best suit- 
ed to your area. $7.50 ea. 


5908 Kitchen Thermometer. Can- 
Thermometer with Binoc tube makes mercury stand 
tubing. Stain- out in dimly lit oven. Flanged vitre- 
is resistant to fruit ous enameled scale protects tubes 


for any depth of dish. $30 doz. 


5928 Deluxe Oven Thermometer. 


310° F. in 2 Ventilated glazed pottery base. $30 


intervals. Clip on back adjustable doz. No. 5927 Oven Guide, similar 


but lower priced, also available. 





a 
‘Taylor Instruments 





ACCURACY FIRST 





“ 





MEAN 





IN HOME AND INDUSTRY 





Going to the National Hardware Show? Don’t forget the time 





and place—September 16-21 at the Grand Central Palace, 
New York City. And don’t forget to visit the Taylor Instru- 
ment Exhibit in Space 41. We’ll see you there! 
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BRASS AND COPPER \) 
FLASHLIGHT CASES 


Demand for these cases is phenomenal. So we 
have been forced to distribute the available 
supply to Winchester wholesalers by “alloca- 
tion’. See your wholesaler’s salesman today! 


Ask your Wholesaler’s Salesman to supply you with 
these colorful Winchester No. 1511 Counter Display 
Sales-builders. Packed two to a unit carton, each 
holds 24 No. 1511 Unit Cells. Winchester Repeating 
Arms Company, New Haven, Conn., Division of 
Olin Industries, Inc. 
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WINCHESTER 


BATTERIES 


Make light of the dark bullet 


UNUSVAL LIGHTS THAT HAVE 
SERVED MAN .. . Raiding and plun 
dering g day\and night, the Vikings used a 
flickering tofch made of a resinous pine 
tree limb cut alittle below the natural 
joint leaving slender part as a handle 
Contrast this with the brilliant bullet- 
fast light you gét from the batteries in 
your Winchester flashlight 





Even today, a dime will buy you the brilliant bu/let-fast 
light of a Winchester No. 1511 battery. And the date line 
tells you there’s 18-months’ shelf-life in each one you buy 
No wonder they’re favorites. Don’t go another night without 
the powerful light-safety they bring. 


1 KEEP ONE IN THE HOUSE 
AND ONE IN THE CAR’ 


and, says this Texan, “... them in the Winchester Self- 






believe me on TWO different 
occasions our flashlight has 
saved us great incon- 
venience and great 
loss.”” Look -for-and- 
get Winchester bat- 


Service Cabinet in all stores 
that sell Flashlights and 
Batteries. Winchester 
Repeating Arms Co., 
New Haven, Conn., 
Division of Olin In- 


‘ae ad 


teries. You'll find dustries, Inc. 

















IN THE NEXT 30 DAYS—MANY MILLIONS 
OF THESE ADVERTISEMENTS FOR YOU 


A nation-wide campaign with magazines headed by 
the powerful SATURDAY EVENING POST, leading 
FARM, JUVENILE and FICTION magazines. Cash 


in on it. 











is America’s Foremost 
Waterproof Hunting Coat 


It's a beauty of a coat that puts an “I want it” 
gleam in every sportsman’s eye. It’s America’s 
finest coat for hunters, designed to give long- 
lasting comfort and warm, waterproof protection 
incorporating all those extra features that 
are unmistakably “Made by Hodgman”. 
- 


1, It doesn’t just repel water — it is completely, 
100% water proof! 


2, The wide, deep pockets hold plenty of shells 
and game — and the specially compounded inner 
coating allows no blood to leak through! 


3, Game pocket goes around entire coat. Can 
be entered from back or from either side. 


4, This coat is made of strong. 

long - lasting fabric, loose - lined, 
featuring 4-button front... rein- 

forced shoulders with ventilated 

back and eyelets under arms... 4 
large shell and game pockets and 

small cigarette pocket . . . set in sleeves. . 
action back ... corduroy collar... snap adjust- 
ments on corduroy-lined sleeve bottoms. Sizes: 
36 to 46. Color: Khaki. 


. free 
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HODGMAN’S No. 100 GUN CASE 
The Case That Pampers A Gun! A high grade case made 
of heavily coated fabric, with heavy quality untreated sheep- 


skin lining for maximum protection of the gun. All natural 








oils retained for positive insurance against rust. Case remains 
flexible under all conditions. Reinforced with leather at both 
ends, with strap and buckle for length adjustment. Carries 
two or more sizes of guns. Overall lengths: 52”, 49”, 47”, 


45", 43”, 40”. Color: Khaki. 


It is planned to make both these items available 
for delivery in August and September in time 
for the hunting season 











HODGMAN RUBBER COMPANY 


FRAMINGHAM, MASS., U. S. A. 
NEW YORK CHICAGO 
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Tho “HUNTSTER’ by HODGMAN 
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SUPER-CASTER e BUILT-IN REEL 


THE ROD AND REEL 


4 
THAT Cheked OVERNIGHT 


Dealers everywhere are now cashing in on the heavy demand for 
this most modern of all fishing tackle innovations—the Hurd Super- 
Caster, Built-In Reel with Interchangeable Rods. 

Since its introduction to the trade only a few weeks ago, thousands 
of dealers have placed their orders for this fast-selling item— 
backed by one of the biggest consumer advertising campaigns 
in fishing tackle history. 

The Hurd Super-Caster with Interchangeable Rods is handled by 
leading hardware jobbers everywhere. Place your order now 


to avoid the Christmas rush. 


Patents Applied For. The right to make specification changes is reserved, without obligation. 
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»»- Provides 
an Unconditional 
Endorsement of 
PRISCILLA WARE 

QUALITY! 


The PRISCILLA WARE Guarantee Label is a 
merchandising program in itself. It carries a sales 




















story so convincing that it has no ‘‘come backs”’. 
It speaks for you as a highly reputable dealer 
who supplies his customers with only the best mer- 
chandise. It speaks for the quality of PRISCILLA 
WARE unconditionally . . . the line that speaks 
for itself in terms of complete service satisfaction 











to the customer. 






LEYSE ALUMINUM COMPANY, KEWAUNEE, WISCONSIN 
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There's no more powerful 
ammunition in the world 


o than Peters High Velocity” 


sags DOC’ PETERS 





",..€nd that’s a key to more ammunition sales for you!” 


“STOCK UP with the world-famous Peters line of shot shells, center fire and rim fire ammunition! 
This powerful line is known and respected by sportsmen the world over. And it’s backed by 
smashing Peters national advertising appearing regularly in magazines your customers read! 







“PETERS HIGH VELOCITY shot shells have s 
maximum power, maximum smash for 
high-flying game! In addition, they have 
Rustless non-corrosive priming, speed- 
intensity ignition, Water -Tite bodies, 
progressive burning smokeless powder, bd 
uniform shot size, shot count. 













“‘Fast-selling companions to Peter 

Pa High Velocity shells are Peters Victor, 
Victor Trap and De Luxe Target loads. 
Tops in dependability, they're sales win- 
ners on any ammunition counter!’ 














“PETERS HIGH VELOC'TY big game cartridges hit 
with terrific smash! Used by world-renowned 
hunters. They have Peters Inner-Belted bullets 
that assure uniform expansion and minimum dis- 
integration of bullet on impact, Rustless non- 
corrosive priming, speed-intensity ignition— 
extreme accuracy for long-range shooting.” 














“PETERS HIGH VELOCITY 22’s have maximum knock-down 







“Target shooters everywhere go for 
power for small game and pests. They have strong, hard Satan indian atk Bacar aslo 
cases, ‘Micro-Perfect’ bullets, speed -intensity ignition, @ Torget 22's. These cartridges give finest 
newest smokeless powder, special lubrication to protect gun accuracy and just the right omouni of 


power!” 






rifling, ‘flat’ trajectory, Rustless non-corrosive priming.” 





PETERS “4cKs THE POWER 


COU PONT PETERS CARTRIDGE DIVISION — Remington Arms Company, Inc., Bridgeport 2, Connecticué 
High Velocity, Victor,Dewar Match, Target, and Rustless, Reg. U.S. Pat. Off. Police Match and Inner-Belted are trade marks of Peters Caviridge Div. 
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Advertisements similar to 
the one on this page... 
featuring BRISTOL'S new, 


postwar, quality-leading 


Fishing Rods, Reels, Lines .. . 


appear regularly in America’s 
leading Sporting Magazines. 
They also feature these fine 
BRISTOL Products at frequent 
intervals before the more 
than 5,000,000 regular 
readers of America’s largest 


weekly magazine, LIFE. 



















M ENT Wee: water churns white as a 
BIG 0 big fish strikes, that’s a thrill- 
A nS ° packed moment every true angler 
herd loves. Less dramatic, but equally 
° ti : - exciting is the pleasure that awaits 
in Any you when you first inspect BRIS- 
TOL’S supremely fine, postwar 
fishing tackle now going in limited 
quantity to your favorite dealer. 
New Fly Reels! Staunch, water- 
proofed Nylon Lines! The much 
talked-about BRISTOL Reel-Tite 
Aluminum Casting Rod Handle! A 
wide selection of Bristol’s hand- 
some new Rods! What “‘fish-able’’ 
beauties these rods are! Hexagonal 
and round telescopic rods! One piece 
rods both tubular and solid steel! 
Rods for still fishing, trolling, bait 
casting! Light, strong, superbly bal- 
anced rods all combining many new 
- and exclusive BRISTOL-devised 
* advancements! Truly, here’s just 
the ultra-modern fishing equipment 
every ardent devotee of this grand 
sport will welcome. 


7’ fi — 















NEW BRISTOL SOLID STEEL SQUARE BAIT ROD 


Here is BRISTOL’S new, beautiful bait-casting rod. Its finish is a handsome S 
light brown with mahogany colored adapter. Casting guides and top are stainless 
steel. The offset handle is aluminum with screw locking reel seat. The rear grip 
is cork and the forward grip ebony Bristolite. This perfect ‘‘jim-dandy” of a 
rod comes in either 41% ft. or 5 ft. length. 
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THE HORTON MANUFACTURING CO 
BRISTOL, COMNMECTICUT 





Also Makers o. 
BRISTOL 
GOLF CLUBS 
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(rer oul GY VME 
earlier atid of Vener 
-- with the speedy HAMILTON BEACH Food Mixer! 


—but get 
in fo our 
dealers 
first! 


That's what the ad on your left is tell- 
ing women all over the country this 


month. 
It’s busily pointing out to your pros- 


pects that a Hamilton Beach Food 
Mixer in the kitchen means more time 


ag y for them... outside it! 
It's part of a consistent campaign 


in national magazines that is designed 
to make your Hamilton Beach dealer- 


ROD OF _— 
oo i Bi a tim er-lip ship more profitable to you than ever. 
bow/ cont: 


ar grip 
y” of a nd shifts bow! while 
4 beaters are mix- 
ing. Gives better- 
textured results 


Beats everything for Saving you 
work. Whips, blends, chops, juices. . . ¢ HAMILTON onee 
faster and more thoroughly than could Ie FOOD MIXER 
ever be done by hand. Weeae: op fers f 

Think of the leisure the Hamilton x hs — 
Beach Food Mixer brings you— TIME ONE-HAND PORT- 
to do the things you just can’t get ABILITY—cr table 
around to now. ee toa 

At that, you'll cook more than ever ices 
— without realizing it. Your family will 
Breet the greater variety of delicious b 
dishes you serve. And still, you'll get 0 
Out of your kitchen earlier and oftener! -48- 

More and more of these new mixers sates polite oe 
are coming out every day. Ask your DC a 
electrical appliance dealer to call you a 
when yours arrives. Hamilton Beach ea 
Company, Division of Scovilf Manufac- 
turing Co., Racine, W ‘isconsin, BS 

- od 


ORDER NOW... and get yours SOONER! 


P>F lok 


WV" ) 
(7 \eaiar 


HAMILTON BEACH i: ions: 


jvice without seeds 


@ 
Food Niixer Saintes emery FREE FOOD MIXER DISPLAY! 
si vee : This colorful 9 x 12-inch, easel-backed 


display is yours for the asking. Order 











yours, now! 


akers o. 
STOL 
CLUBS 
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THE STRANGE CASE OF THE 


VANISHING TOASTERS 


HODUNIT? What is happening to the thousands, the 
tens of thousands, of superb new '‘Toastmaster”’ toasters 


that we are shipping day after day? 


They vanish into the blue. They are spirited 
away by eager purchasers . . . sometimes 
foresighted ... and sometimes just plain lucky. 


That's what makes ‘‘Toastmaster’’* automatic pop-up 
ole ti-tae MoM ilelacMt eM ile MIA Mi -Mel-lilelic MEM tohie 
fol o}i-Meol-ailolale Mio) mi inl-Melelti-T mm iilohM@ulliliel Meola. Vuil-lalaelars 


consider the finest. Note this— 


During the first six months of 1946 we de- 
livered to our customers many more “‘Toast- 
master”’ toasters than we ever did in any sim- 
ilar period in our history. 


And still they vanish... but more and more are coming 
roll Mist-Miliil-eam (oleae lao hacolae MoM’ Ze/] Mn iol mii-M oleh ti-1am Zell) 
have always wanted, with confidence that your pa 


tience will be royally rewarded. 


Your reward will be a toaster new in beauty, 
new in its uncannily silent and selective per- 
formance—embodying the cumulative refine- 
ments of twenty-five years of automatic- 


toaster leadership. 


Colt art (-letdlome]o)olilelsa-ma-tiell mt melip dels MoM \ 167 - 2ell) 
He has done his best we'll help him do better. With 
production of ''Toastmaster’’ toasters going strong, your 


folgeyy ol. Moh mee (-titlale Mola Mel-till 1b al oldie Lcialiale 


me IOASTMASTER 


MR. RETAILER. 
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FIRST WITH A 1947-MODEL PRESSURE CANNER-COOKER 


now taking orders for immediate delivery! 


Thanks to long-range postwar planning, 
Diamoloy is now able to offer this beautiful 
advanced-design Vac-o-matic Chef” pressure 
canner for immediate delivery. Like all 
Diamoloy Aluminum Ware, it is built by 
painstaking craftsmen of finest quality first- 
run permanent-moulded aluminum alloy for 
lifetime usage—engineered with emphasis on 
functional design. 


New, safety VAC-O-MATIC 
pressure release valve elimi- 
nates all danger of building up 
over-pressures. 


© greater safety and convenience 

© lower fuel consumption 

e more flavor and vitamin retention 
e exclusive stain-resistant 


non-tarnishing finish 


TO RETAIL AT 


$1995 


16 ats. 
wt. 12 Ibs. 


VAC-O-MATIC sealing locks assure non- 
leak vacuum seal for life. Safety release com- 
pletely guards against accidents. Lid cannot 
be removed until all pressure is released. 





J Glesming, mirror-like finish is 
positively stain-resistant. Won't 
2 tarnish, corrode or discolor 

\ from alcohol or acids. 


Precision-built, improved VWAC-O-MATIC 
guage insures accurate control of heat and 
pressure separately. 





DIAMOLOY’S COMPANION LINE ENSEMBLE 


ready for immediate delivery, too! 


e positively stain-resistant, non-tarnishing, non- 
corroding finish development. 

e self-basting cover construction «with fuel and 
flavor-saving Vac-o-matic Seal. 

e exclusive flame-cushion bottoms. 


Finest first-run permanent-moulded aluminum 


alloy throughout. Satin-smooth Sunray interiors, 


scientifically balanced handles. Each individ- 
ually boxed, handles at- oan 

; ’ ‘ oust fume oF 
tached, ready for use. Guaranteed by © 
To retail ot $22.50 — Good Housekeeping 


4 pe. set —wt. 15 Ibs. G07 4g! ONC OD 


DIAMOLOY ALUMINUM COMPANY 


951 SOUTH CROCKER LOS ANGELES 21, CALIFORNIA 
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The minutes | spend here 
save me fours of cleaning time!” 





There’s a housewife who knows 
her business! And since her busi- 
ness is housekeeping, she knows 
Tavern Home Products! 


ed 







duplication. Concentrate on fast- 
moving Tavern—the line where 
every product is so good it creates 
a demand for all the rest! 











She’s found out by actual use— 
and from advertising in her favorite 
magazines, month after month— 
that it will pay her to come in for 
recognized Tavern quality. 


Order today from your nearest 
Socony-Vacuum office or from § 
26 Broadway, New York 4,N. Y. & 
In the Southwest, order from | 
Magnolia Petroleum Company and 
on the West Coast from General 
Petroleum Corporation. 






ne? Cl 
> Guaranteed by » 
Good Housekeeping 

Soy, OHNE Oe 


And that’s where you come in. 
Don’t waste space by unwise brand 

















~ 
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NATIONALLY ADVERTISED! PUBLIC ACCEPTED! PRICED TO PLEASE! 


LEMS grit v5 ‘cathe 


TAVERN HOME PRODUCTS | 


Tavern Liquid Waxe Tavern Paste Wax « Tavern Spot Remover + Tavern Dry Cleaner 
Tavern Window Cleaner - Tavern Leather Preserver « Tavern Electric Motor Oil 
Tavern Lustre Cloth » Tavern Parowax or Paraseal Wax « Tavern Rug Cleaner 
Tavern Non-Rub Floor Wax - Tavern Furniture Gloss « Tavern Paint Cleaner 
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Corbin No. 0665 Drawer Lock 


Racing drivers who hit the prize money more often 


at Indianapolis and other Speedways know that it’s 










o Fewer systems of numbers and finishes 
to remember. 

Fewer sources of supply mean prompt 
service and ample stock. (What manufacturer and 
jobber doesn’t like larger orders per outlet? ) 

Fewer customer turn-aways because 


you ve got the quality product they want when they 


In padlocks, *cabinet locks and shelf hardware, 


“click” with the pacemaker — concentrate on Corbin 


CORPORATION 





























* PADLOCKS * TRUNK LOCKS © CABINET LOCKS * CATCHES 


Pug ;” 


as concentration on one or two cars in the line that 
e! 
G brings them in ahead. 
Dae 
n fast- " In hardware retailing, too, concentration on one 
o - 6 
e where , a ; 
5 acest or two balanced lines such as Corbin pays off — in 
1 greater profit. Here’s why... five ways: 
| st . ‘ ‘ , 
> hice Fewer brands to stock, display, think want it. 
or from 
4, N. Y. about and sell. 
er from : , 
sany ond Fewer catalogs and price books make for 
General simplified ordering. and watch your lock business boom. 
LEASE! 
THE AMERICAN HARDWARE 
NEW BRITAIN, CONNECTICUT 
"’'Safety ferse . andilast .. then Corhinlacked’ 
Tr 
© 
; ae © M4 
MAIL BOXES © SUITCASE LOCKS * HINGES * DRAWER LOCKS 
RE AGE 
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YOU CAN CUT HEARTS 
OF L-O-F WINDOW GLASS 





TRY IT YOURSELF— 
HERE’S HOW 


FiIRST—obtain an accuse 
rate pattern of the 
special shape involved 
(such as this kidney- 
shaped dressing table 








top). Use a good, sharp 
glass cutter, carefully following the 


template outline. 


SECOND — special 
shapes, such as this 
oval top for an occa- 
sional table, require 
accurate cutting. You 
can be sure of results, 
if you use easier-cutting, easier- 
handling Libbey-Owens:Ford glass. 








Chances are you ll never have to glaze anything 
that calls for this fancy kind of cut. But the fact 
that quality L-O-F Window Glass cuts easily means 


more profit to the dealer. 


The longer annealing process makes Libbey-Owens: 
Ford window glass easier to cut... with less break- 
age and, therefore, with more profit per light. 
Longer annealing also means a smoother, clearer, 


flatter window glass. 


Moral: See your nearby L-O-F distributor—today. 








LIBBEY:> OWENS : FORD 


Fo & Great ame m GLASS 
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- Made from heavy Wif@ galvanized by the hot dip meth- 
od for extra long life. 
Tension CUIVe keeps fence tight summer and winter by 
allowing for expansion and contraction. 
Hinge joint gives fence great flexibility and permits it 
to be easily put back in shape if it is ever damaged by 
a falling tree or a snow slide. 
Closely spaced bottom wires keep small animals from 
getting through. 

... and in addition — 


5. Constant promotion of U-S-S American Fence in all the 
leading farm journals, a nationwide, hour-long radio program by 
United States Steel every Sund ay evening and effective advertising in 
many national magazines featuring U-S-S Products. 

The hardware dealer who has an eye open for future farm business 
can easily see why it pays to sell U-S-S American Products. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNITED STATES. STEEL 
Thies mote AMERICAN FENCE in ute Wan any Wher teand. 
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Over two hundred thousand Archi- 
tects, Builders and General Cun- 
tractors have been and will continue 
to see these ads every month. These 
are the men that can boost your 
hinge turnover. 


Gasareges will be just a memory 
one of these-days, and Stanley is prepar- 
ing against this time, when selling will 


be important. 


Then you'll want to increase your hinge 
turnover. That’s where this advertis- 
ing campaign will really start making 


itself felt. 


Yes, Stanley is trying to develop 
groundwork for a large, steady volume 
for you in the months and years to come. 


The Stanley Works, New Britain, Conn. 
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ae ae THE SAME 
SHEFFIELD 


os QUALITY! 


at | ” YC MOME 


vies | | ALUMINUM PAINT 
vertis- =f Lal So ; ~ The one paint that does 
aking BO iand, Oi ; the complete job 


Here it is! A new, modern design—for the 
favorite aluminum paint that has been the 


velop best seller for years!) NOW—with a new 
name—and IMPROVED quality! Every can 

olume is uniform—every can is of the highest qual- 
— ity—BECAUSE only the very finest aluminum 
P lining paste .. . as well as, the very best 


vehicle is used in its manufacture. So... 
from now on... wherever fine aluminum 
paint is used—it will be SUPER-KROME— 
asked for by name... in its new package. 
No need to stock 3, 4, 5 or more different 
grades of aluminum paint—Super-Krome 


Conn. 


alone does the job. 
* 


Write Today for further particulars and a 
catalog of the 40 other Sheffield Fast Sellers. 


SheftielAA:crze PAINT CORPORATION 4 


ONE OF THE WORLD'S LARGEST CX 
CLEVELAND 6, OHIO | 


MANUFACTURERS OF ALUMINUM PAINTS 
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PRECISION PROTECTION 


to within 3/1000 of an inch 


7 E utmost in padlock protection—that’s 
what customers want —and get — with 
Slaymaker 800 and 900 padlocks. Property 
is dependably safeguarded by their genuine 
pin tumbler mechanisms. 

Each of the solid brass pins is made in 
two parts. Only when the right key lines up 
all the pin tumblers to within 3/1000“— at a 
point where the two parts of the pin meet — 


will the cylinder turn...the lock open. A hair- 
breadth variation and the lock stays shut. 
Slaymaker 800 and 900 padlocks combine 
precision protection with permanent good 
looks. The husky, lustrous Zamak case is 
rust proof and scratch proof. 
Ask your jobber or write to Slaymaker for 
full details today. 
SLAYMAKER LOCK COMPANY, LANCASTER, PA. 


AYMAKER 


Paramount in 


throughout the World 
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this attractive 
floor display 


news 
for 


hardware 
dealers 


featuring... 
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SEPT. 16th thru 2)st, 1946 
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“Chromtrim 


FAETAL MOULDINGS 


A new merchandising unit to take 
care of the constantly increasing 
demand from customers who do 
their own home installations. 


It pays BIG, BIG PROFITS 
to feature this new 


“Trim - t-Yoursel,” display 


% Features 8 easy-to-install 
consumer shapes. 


NS 
RO No a 


S teeeeatinenee al 
Saal 
oe 


eeaaua 
Camara 


% No special tools or me- 
chanical skill necessary. 


Fills a vital need in all home 
modernizing, repairs, im- 
provements, alterations. 





Full-color counter dis- 
play. Also literature 
showing applications. 


Get full information from your regular 
hardware distributor. Prompt delivery. 





RE Goive DOWN THE STREEY « 





Jamesway 
Department 
in Your 
Business 


Every farmer wants to cut chore time, 
lighten barn work — and at the same time 
increase farming profits . . . He’s looking 
for lever stalls, water cups, litter carriers, 
ventilators—things that Jamesway makes. 
Things that you can sell. 


The Jamesway “Chore-Saver” line fits in 
naturally with an implement or hardware 
business. Cash in on this great money- 
making opportunity — keep these dollars 
from going “down the street.” 


For almost 40 years, the name Jamesway 
has meant quality barn equipment, poultry 
equipment, and farm service buildings. It’s 
a name farmers know well — a name they 
trust. If you want to share in the big 
peace-time demand fordamesway products, 
inquire now about a dealership in your 
town. Write or wire today. Dept. HA-946. 


You Get These Advantages When 
You Sell Jamesway 


© 40-year-old * Complete line of 
product name ““Chore-Savers”’ 


© Powerful farm paper * Strong dealer support 
advertising * Quality that sells 
on sight 


Jamesway 


FT. ATKINSON, WIS. , 
ELMIRA, N. Y, ° OAKLAND, CALIF, 
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More Sales... 
Extra Profits 


with this 
aie CHUTE 


Here’s a churn you can talk 
about. The new Dazey has a jar 
of sensational new four-leaf clover 
design. It makes churning easier, 
churns quicker, and cuts churn- 
ing losses. It makes more butter 
and it’s easier to clean. And, for 
the: first time, the gears are fully 


enclosed for extra safety. 


Tell that story to thousands of 
users of old-style churns. Show 
them this new Dazey on your 
display counters. And watch sales 


...and profits...on churns go up! 








AS WE GO TO PRESS, DELIVERIES 
ON MOST SIZES OF UPSON-WALTON 
HOIST HOOKS ARE GOOD. 


Established 1873 


PSON-WALTON newly designed hoist hooks, unlike 
U the old blacksmith-type round hooks, are engineered 
to give better service longer and sustain a much heavier safe 
working load. Check these specifications. Ask your jobber. 


FINE GRAIN HIGHER TENSILE STEELS 
are used exclusively in Upson- 
Walton hoist hooks which are 
all Drop Forged. 


ALL U-W HOIST HOOKS ARE HEAT 
TREATED at closely controlled 
temperatures to achieve great- 
er strength, toughness and uni- 
formity. 

U-W HOOKS ARE UNIFORMLY DESIGNED 
WITH HEAVIER SECTIONS — another 
feature which permits greater 
safe working loads. 


LARGER EYE OPENINGS give more 


Copyright 1945— 
The Upson-Walton Company 


room for connections; because 
of this and the extra strength 
of U-W hooks, it is often pos- 
sible to use a smaller hook, 
thereby lowering cost. 


REINFORCED SECTION AT EYE CROWN 
helps prevent collapse, gives 
longer wear at point of con- 
tact with the connection. 


BIGGER THROAT OPENINGS .. . EASY 
ENGAGEMENT— U-W hooks are 
designed with increased throat 
openings; tip contour also 
makes it easy to hook them on. 


THE UPSON-WALTON COMPANY 


Wanupacturers of Wire Rope, Wire Rope Fittings Tackle Slacks 


MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 
241 Oliver Building 
Chicago 7 Pittsburgh 22 


114 Broad Street 737 W. Van Buren Street 


New York 4 
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UNDERWRITERS’ 
LABORATORIES 
APPROVED 


WHEREVER THERE’S 
AN ELECTRICAL OUTLET 


The P-20 is an immersion type electric water heater 


ae thoroughly tested and approved by the Underwriters’ 
secred Laboratories — the answer to quick supplies of hot water 
r safe on the farm, in dairy barns, poultry houses, milk houses, 
»bber. etc. Also laboratories, resorts, camps and homes. 

The Premier P-20 is just the kind of heater your cus- 
ecouee tumers need — it’s portable — can be used anywhere 
rength within reach of an electrical outlet; it’s practical — oper- 
& POs, ates on 115 Volts and heats water by the pailful for about 
hook, one cent per gallon. It’s easily operated — simply hang 

pail handle on switch arm, setting unit into action... 

onsen when pail is removed switch shuts off automatically. 
gives The price of the P-20 is amazingly low —a price every- 
f con- one of your customers will gladly pay — AND there is 

a. IT’S an excellent profit for you in EVERY SALE! 

It will pay you to take the P-20 on as a new postwar sales 
honed Adah item. We ecimaion liberal deliveries now : the future 
ke are depends on the parts makers — the demand is great but 
oe << your orders can be taken care of if you order promptly. 
em on. is THE NATIONAL IDEAL COMPANY 


SWITCH 
ARM 
FOR 
PAIL 


TOLEDO 4, OHIO 


THE NATIONAL IDEAL COMPANY, Toledo 4, Ohio 
Gentlemen: 
I am interested in the Premier P-20 Port- 
able Electric Water Heater. Please send 
FREE Catalog and price information: 


GENUINE 
CHROMALOX 
HEAT UNIT 





HANDLE 
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« Announcing 


A Line of 
Garden Chemicals 


Recommended by State and University Experiment Stations. Proved by 
Commercial Growers, Canners, Hybrid Seed Corn Growers and Orchardists. 





TH ROUGH SCIENCE 









Here is an opportunity for you to earn sub- 
stantial profits. These agricultural chemicals 
offer the home owner economical and effective 
protection against common destructive in- 
sects, weeds and plant diseases. It is esti-. 
mated that the market for these chemicals 
amounts to twenty-five million dollars. 


You can get your share of this business by 
carrying and displaying this complete line. 


SPERGON— Introduced in 1941 and recognized as 
the outstanding, safe, and non-injurious seed pro- 
tectant. Used on peas, lima beans, corn and other 
vegetables and flower seeds to prevent decay in 
the soil. Promotes healthy seedlings. 1 oz. pack- 
age, twenty-five cents, shipped with self-selling 
merchandising display. 5 oz. can, $1.00. 


TUFOR TABS—a 2,4-D selective weed killer in con- 
venient tablet form. One tablet makes one quart 
of water solution—enough for fifty square feet of 
lawn. Packed in glass vials on self-selling display 
containers. Fifteen tablets for fifty cents. Seventy- 
five tablets—enough for 3,750 square feet of 
lawn— $2.00. 

DUST-SPRAY— A general purpose garden dust or 
spray for control of insects and plant diseases. An 


effective mixture of Phygon for the control of 
fungus—DDT and Rotenone for insect control. 
Offered in attractive one pound packages at $1.00. 


Offered in Simple, Handy Packages for the Home Gardener. 





SYNDEET—A general purpose DDT spray that con- 
tains a new organic insecticide which controls 
aphids and mites, too. Easy to use. Offered in 8 oz. 
bottles at $1.00. 


SYNTONE—A Rotenone emulsion, combined with 
a synthetic insecticidal oil, which increases its 
range of effectiveness. Non-poisonous for use on 
leafy vegetables. Offered in 8 oz. bottles at $1.00. 


PHYGON—WETTABLE — An economical fungicide 
spray for the control of black spot of roses, apple 
scab, bitter rot, azalea blight, tomato blight and 
bean blight. Easy to use. Offered in 2 oz. and one 
pound packages at 50c and $2.70. 


Attractive counter cards, colorful window 
streamers and descriptive booklets will be 
furnished free with several of these items. 


These U.S. Agricultural Chemicals will be 
backed by consumer advertising. Home owners 
will read about them in the garden and flower 
publications and will hear them mentioned on 
the Philharmonic radio program over the CBS 
network. 


For further information—contact your jobber, 
or write direct to: Agricultural Chemical 
Division, United States Rubber 
Company, 1230 Avenue of the 
Americas, New York 20, N. Y. 


UNITED STATES RUBBER COMPANY 


Naugatuck Chemical Division 


1230 AVENUE OF THE AMERICAS e ROCKEFELLER CENTER ¢ NEW YORK 20, N.Y. 















HARDWARE 





With these two companion products of the Rite-Way 


milker and Rite-Way cream separator, you can tap 


your entire dairy farmer market. Modern dairy farm- 


ing makes these two dairy aids indispensable. That’s 
why they’re bringing extra sales and extra profits to 
Rite-Way dealers everywhere. 

Like ali Rite-Way products, the Rite-Way Electric 
Water Heater and Rite-Way Washing Tank offer a 


combination of selling features available in no 


ta 


America’s Fastest Selling Milker 
RITE-WAY PRODUCTS COMPANY 


Chicago © Syracuse * Atlanta * Oklahoma City * Oakland 
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other line! Compare these modern dairy aids with 

any others you have seen. You'll agree that here 

is the precision-built quality, the performance. 

and the service the farmer wants ... at a price that 
means volume sales! 

Due to higher standards in the production of clean 

milk, the demand for these water heaters and wash- 

ing tanks is growing daily. Write today for complete 


information. Use the coupon. 


DEPT. HA 
» 13, Mlinois 
ormatio 9s 
a Washi 


chise 


on 
plete inf 
ter Heatet an 
ay dealet fran 


N ame 


Address 
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Last March, Mr. Mulholland learned about the unique series of 
eye-catching sales promotion posters furnished FREE to hardware 
dealers by Popular Mechanics Magazine. He got some posters and 
put them up in strategic spots throughout hisrfine, modern store... 

















‘ ‘ 8 


The posters clicked. Customers reacted to this new sales stimulant. 
After three months Mr. Mulholland reported (see letter) that the 
Popular Mechanics posters were unquestionably responsible for 
increased hardware sales. 


Mr. Mulholland knows a good tHing... °"*22: 10. 


mre 1946 


Sane 
Company 


Sop E* 4, 
Mieage Menge 
‘m1, an an 


Every month, with full-page CoLor ads in anton 
Popular Mechanics, we’re reminding our 3% 

MILLION quality-minded readers—men who are 

doers and buyers—that when it comes to tools 

and hardware the HARDWARE store is the 

QUALITY store in every neighborhood. 


Get YOUR posters now... 
mail the coupon TODAY 


Popular Mechanics Magazine 
200 East Ontario St. 
Chicago 11, Ill. 


| want to boost sales in my store, too. Please send me, FREE, all 


sales pr tion posters availabl 





NAME 





STORE NAME 





STREET and NO 





ZONE____STATE. 
lie nchwrtup thes one aie anin oneness igus ills stn coe en Sans 
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A MESSAGE TO MYERS DEALERS 


Many Myers Dealers will be duplicating this busy scene during the fall and 
winter months — getting ready to handle most efficiently the increased 
business coming their way when Myers Pumps and Water Systems are again 










available in volume. 

They are making good use of the time to make important changes in store 
arrangement and display—to erect display and identification signs—to plan 
their future local advertising — to improve their sales and service technique. 
Helping them is their Myers representative who is providing 
comprehensive merchandising data — suggestions for rearranging 
present fixtures, addition of new floor and wall display and dem- 
onstration units, placing of indoor and outdoor signs, with basic 
working plans for Dealers who wish to build their own fixtures — 
every improvement needed to complete a perfect tie-up with the 
Myers national advertising and merchandising program. 


THE F. E. MYERS & BRO. COMPANY 
Dept. F-29, Ashland, Ohio . 














Water Systems * Pumps * Sprayers * Hay Unloading Tools 
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; T That’s what your assemblers do; and the closer you 
can come to giving them uniform screws the closer 
) N Ps they’ll come to giving you top production. 
| Culls and duds will slow down the best assembly 
—_ | ; line because they annoy and upset the operators. 
— | a One sure way to improve production is to make 
. ; sure that the screws you furnish are as near uniform 


as humanly possible. And since CORBIN Screws are 
noted for their uniform quality, why not join the 
thousands of successful manufacturers who stick to 
CORBIN? 





‘it’s a thoroughbred - 
it’s a CORBIN. 





fm Your Industrial Buyers 


Are always on the lookout for ways to increase 
output without cutting quality. They are reading 
this advertisement in leading trade papers. You 

Mcan profit by featuring Corbin Screws to this 
interested audience. + 








CORBIN SCRE 


The American - 
NEW BRIT AIN 

ws ‘ 

ede York 


ANY 
New Britain P 
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Star sSeangle 


STANDARDIZED CASE —25 lock functions available in 
one size case. Over 800 possible different combinations. 


CASE IS SMOOTH — no bosses or projections means bet- 
$7 ter fit, easier mortising. 


HUBS, LATCH BOLTS and DEAD BOLTS are forged bronze; all 
interior working parts are extruded or wrought metal, 
to withstand abuse and assure long service. 


ARMORED FACE protects against tampering. By chang- 


ing the face plate, dealer can adapt the lock to various 
functions and can change the finish. Rabbeted front 


can be supplied. 
THE FIRST LOCK with REVERSIBLE anti-friction Latch Bolt. 
S87 Easy for dealer to reverse. ADJUSTABLE FACE 
PLATE makes the lock adaptable to any commercial 
door bevel. 

BALANCED KNOB ACTION — same spring tension in either 
direction gives lock perfectly balanced knob action. 

ALL LOCKS are available with anti-friction ( 5” throw) 

sv or plain (9/16” throw) latch bolt. Dealer can change 
lock to either type. 

DEAD BOLT LOCKS are available with either 5%” or 1” 
throw. By stocking both lengths of dead bolts and 
turn piece hub, dealer can change easily from standard 
to long throw. 

FAMOUS RUSSWIN ADJUSTABLE BALL BEARING PIN TUMBLER 
cyunper. Adjustable for doors from 114” to 214” thick. 


SINCE 1839 


DISTINCTIVE HARDWARE 


ad 
\ a 


TWO LINES Standard: 1” x 8” front for 134” doors, 
7 214” backset (available in special 234” backset). 
Case is the same for all types of lock functions. 
Heavy duty: 114” x 8” front for 134” and up 
doors, 234” backset (available in special 21.” back- 
set). Otherwise identical with Standard series. 


The greatest advance ever made in simplifying and 
standardizing mortise cylinder locks. The “Ten-Strike” 
lock line will be available soon. Russell & Erwin Divi- 
sion, The American Hardware Corporation, New Britain, 
Connecticut. 


Us swiN dealers always have the edge 
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A different w va Colonial chime 
the kind you'd like ished border. 
get! either Modern or 





WVCL voor CHIME 


ro GRANDER...GAYER GREETINGS! 


Soft-spoken, smooth-sounding pe 
downright joyous to hear: “ — 
for the front door, one for t ~ _ 
A stunning, satin-finish, all- " 
with a brilliantly po 
Blends beautifully in 
Colonial settungs; 
adds new livability to living room 
o. ” 
“i. and hear the “Jewel and ernie 
NUTONE Door Chimes at your — 
trical appliance, hardware, aa “* 
partment store. Prices from $5. 


to $59.95. 


THE friendliest 
GREETING OF ALL..-- 


The NUTONE chime 
that's 5 ways 


better for you! 


1 The NUTONE “Jewel” is 
the only door chime on the 
market that is packed with a 
push button in matching style 
and finish—a “package” that’s 
attractive . .. practical... 
salable! 


2 Its handsome gift carton’ 
adds still more appeal to 
make this one of the finest, 
most profitable ‘“ten-dollar” 
gift sellers you'll have this 
season. 


3 The “Jewel” style blends 
with both modern and Colo- 
nial settings—more beautiful 
than usual covers of either 
plastic or metal because it's 
cast in a single, more expen- 
sive, piece; finished in satin- 
brass to match the tubes. 


Your wholesaler will soon receive his first 
allotment of NUTONE “‘Jewel”’ chimes. Get set 
to satisfy the consumer demand that will be 
stimulated by the ad om your left when it 
appears next month in the Saturday Evening 
Post, Better Homes and Gardens, and American 
‘ Home. NUTONE, Incorporated, Merchandise 
Mart, Chicago 54; 200 Fifth Ave., New York 10; 
931 East 31st St., Los Angeles 11; and Terminal 
Sales Bldg., Seattle 1. 


NUTONE 
is the world’s largest 





maker of door chimes 





NUTONE Chimes and Transformers are fair-traded in all fair-trade states. 
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LYRIC SA-14: the new Sentinel min- 
iature self-starting electric alarm 
clock with the 1-2-3 alarm. Silver 
plated metal case, easily read nu- 
merals. Only 414" high. 


--. and more outstanding 


Sentinel values to come! 


First to come off the Sentinel production line are 
the beautiful little Lyric self-starting electric with its 
delightful “one-two-three” alarm, and the smart 
modern Autocrat pocket watch, with its black enamel 
outside dial. Others in the great new Sentinel line 
of spring wound and electric clocks and wrist 
and pocket watches will be announced as 
soon as they are available. 

Look for the Champ Shepherd Dog Trademark. 
Join with us in a profitable fast-turnover 
business-building operation. 


THE E. INGRAHAM COMPANY 
Bristol, Connecticut 


YUM 


SENTINEL 


(REG. U.S. PAT. OFF.) 


CLOCKS AND WATCHES 


AUTOCRAT: Sentinel’s new Pocket 
Watch. A chromium plated beauty 
with outside black enamel numeral 
dial. Has modern, red, dial type, sec- 
ond indicator. 
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@ There’s money, big money, to be made selling the SM{THway Stoker. 
Here, at last, is a stoker that gives you maximum profit and turnover with 


a minimum of service calls, costs and inventories. 


The SMITHway Stoker is a “big name” in appliances. It is nationally adver- 
tised in such outstanding publications as The Saturday Evening Post, Better 
Homes and Gardens, and American Home. The SMITHway Stoker is made by 
the giant A. O. Smith Corporation, one of the world’s largest manufacturers | 


of steel products. 


And best of all, 24 exclusive features make the SMITHway Stoker easy to | 
sell, simple to service, convenient to own. Beautiful in appearance, superb 


in performance, it has earned the title of “America’s Outstanding Stoker.” 


Put extra profits in your pockets by adding the 


i A. ©. SMITH Corporation, Dept. H-9-46 5 


SMITHway Stoker to your line of other products. 


Get the “Hot News” story by filling in and mailing 


Milwaukee 1, Wisconsin 


the coupon. Mail it today. 
P y Gentlemen: Of course I'm always interested in ways of step- | 
ping up my profits. Send me more information on the 


SMITHway Stoker. 


Mke5460Gecedebsdecd’ Esse 
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See any difference 


. INEST QUALITY hog bristle brushes and Rubberset Nylon Brushes 
HERE'S HOW F were tested in pairs by a famous independent research laboratory. 
THE TEST WAS MADE! Brushes were passed over the same painting surface the same number 
of times, with the same pressure of the same testing apparatus, 
shown on the left. After 1 million strokes (covering approximately 
840,000 sq. ft.), precise measurements were made. Result: hog bristles 
had worn 11/16 of an inch . . . while Rubberset Nylon had worn only 
2/16 of an inch. That’s 514 times less wear . . . 514 times more service! 














Not only does the Rubberset Nylon Brush last so much longer 
than finest hog bristle brushes, but it needs no breaking in, thanks to 
Rubberset’s patented “chisel tip”. And Rubberset Nylon, with its 
famous permanent wave, picks up more paint than any brush you ever 
handled! No wonder we still can’t catch up with the demand for this 
wonder brush! 















Lays down smoother film! At left 
you see the ridges and furrows 
made by top-quality hog bristle 
brush in independent laboratory 
tests. Contrast the smooth texture 
laid down by Rubberset Nylon at 
right. The explanation? Rubber- 
set’s exclusive auto-grind process 
tapers filament to a soft, fine tip 

. results in a smoother, more 
uniform film! 













*Patent Applied For 







“The Man Who Knows 







Rubberset Hog Bristle Brushes. The Rubberset Company of Newark, N. J. is world. ,-—™ 
renowned for its hog bristle brushes. Our famous trade mark name Rubberset has stood for / > ay 
"The finest in brushes” since 1873 . . . thanks to pioneering and research, of which the new bor VL 
Rubberset Nylon Brush is an outstanding example. & 
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) This top-quality hog bristle brush wore 11/16 of an inch This Rubberset Nylon Brush wore only 2/16 of an inch 
& after 1 million strokes in bristle wear test. . «. 514 times less wear than finest hog bristle brushes! 

» 

A Rubberset Company—56 Ferry Street, Newark 5, New Jersey.—Established 1873 ¢ Factories: Newark, N. J., Salisbury, Md., Gravenhurst, Ont., Canada 


Branches: Los Angeles, California, St. Louis, Missouri. 
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OLD ENGLISH GIVES 
MY FLOORS A 








OES TO A LUSTRE 





Bocked ya these so SUPER, STARS of radio! a 


English 
WAX 


“OUR GAL SUNDAY” — Mon. “JUST PLAIN BILL“ —Mon. “THE ROMANCE OF HELEN No. -RU 
thru Fri. at 12:45 P.M., (EDT). thru Fri. ot 5:30 P.M., (EDT) TRENT” — Mon. thru Fri. at BBING ° 
On 140 stations coast-to-coast on NBC. 69 stations covering 12:30 P.M. (EDT). 141 stations AND POLISHING 
over the Columbia Network. 25 million homes. of the full CBS network. 


ALL THREE PROGRAMS RATED AMONG TOP TEN DAYTIME SERIALS DURING 1946 


BOYLE-MIDWAY INC. AMERICA’S BIGGEST HOUSEHOLD LINE 


CLEANING 
* PASTE 
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You can’t beat Wheeling Bar-X-Lath struction that cannot crush. Wheeling 
for a straight, true job that produces — Bar-X-Lath is easier to install and easier 


a flat, smooth surface with a minimum __ to plaster—I’Il take it every time.” 


of plaster. 

**Bar-X-Lath construction is stiff to — Sach Whasting > adap prey 

tbe ; P fied customers and profitable business. And 

the trowel. The four pairs of solid rods “qo, + forget the profit possibilities of Wheeling 

per sheet — each pair welded through Expanded Metal (heavy gauge). Hundreds 
the mesh—forming a ‘stiff beam’ con- of uses in homes, farms, stores, factories. 
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WHEELING CORRUGATING COMPANY * WHEELING, W. VA. 


Atlanta * Boston « Buffalo * Chicago + Cleveland » Columbus - Detroit + Kansas City - Louisville 
Minneapolis * New Orleans « New York - Philadelphia - Pittsburgh - Richmond - St. Louis 
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IT’S SEPTEMBER AGAIN! 


SS 


HARDWARE _ 







































*T m 866. US. PAT. OFF. 








If you have sold DusT-SToPs in the past, enough 
said—you no doubt are already well under way 
with your Fall Selling Program. If you haven’t 
handled these profitable replacement furnace 
filters, we would suggest that you look into the 
business—and the effective selling helps that are 
furnished to you free. 

With the coming of another heating season, 
nearly two million owners of modern mechanically- 
circulated warm-air furnaces will need to replace 
dirt-clogged air filters for top heating perform- 
ance. Most will replace with DUST-STopPs, standard 
equipment in the big majority of all such units. 

Colorful, field-tested selling helps make it easy 
for you to get this business .. . in volume, and at a 
profit. Write today, for your free fall promotion 
kit. And contact your distributor also, to assure 
having ample stocks of DUST-STops for your cus- 
tomers’ needs. Owens-Corning Fiberglas Corp., 
Dept. 934, Toledo 1, Ohio. 


In Canada, Fiberglas Canada Ltd., Toronto, Ontario. 












7 AIR FILTERS 
-a FIBERGLAS product 


Every owner of a filter-equipped warm-air furnace 


2D OF 
KLMiMe Us needs two or more DUST-STOPS at least oncea year. 





*T. m. REG. U.S. PAT. OFF. 
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PILES UP PROFITS <— 


18 ROUND 


it’s stills Hp. tig records. The 
name Vila ik Mist is fast 
becomifg a household word. 


No other aerosol like it! 


KNOWS NO SEASON! Kills 

rr way J y 4 bp ee summer and winter pests. 
| , ia i if > e Advertised the year ‘round. In 
laven’t £6. fe 4 

iil : . A demand 12 months of the year. 
urnace - “~~. La a a 
to the 3 , “} | _- A HIT WITH DEALERS, TOO! 
at are aS _ lh i Ne a a Moves fast! No empties to 
handle! Full profitign every sale! 

/ Vi 


onough 


eason, 
jically- 
eplace 
rform- 
ndard 
units. 
t easy 
id at a 
notion 
assure 
r cus- 
Corp., 


| Year-Round Advertising 
eS in The Saturday Evening 

| Post, Look; Ladies’ Home 

| 

| 


NY dj Journal, Holland’s Maggzine 


builds present.and future 





~KM— MOTH VAPOR sales ... means 
Another Big New Profit Maker! 


YEAR-ROUND 
Makes other moth and larvae- 
killing methods old-fashioned. PR oO ’ 4 T 5 4 


Just break off tips of three tiny 

metal tubes and spray clothes x * * 

and closet as directed. Eliminates . 9 
pumping, blowing, tedious vacu- Order Now! eee fr or Foi, 


uming. Kills on contact ... moths, 


, . fred, 
larvae! Retails for 79¢. Your Distributor. 


KNAPP-MONARCH CO. .« St. Louis, Mo. 
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ITH the coming of the railroads, the western there still is land to be tilled, minerals to be un. 
frontiers were conquered. They brought men, earthed, livestock to be raised, room for new homes 
implements for building homes and towns, trans- and industrial expansion. 


; 
portation for marketing products. Then factories — [jyion Pacific will continue to serve the territory 


were built. And industries thrived where railroads it pioneered, by providing efficient, dependable 
red, by fficient, ‘ 
paved the way. 







safe transportation for shippers over the time- 







In the 13 great states served by Union Pacific, saving Strategic Middle Route. 





be Specific - 
say Union Pacific’ 


% Union Pacific will gladly furnish confidential information 
regarding available industrial sites having trackage facili- 
ties in the territory it serves. Address Industrial Dept., 
Union Pacific Railroad, Omaha 2, Nebraska. 









UNION PACIFIC RAILROAD 
The Strategie Middle Eoute 
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READ HOW TO SELL THEM BOTH! 





HERE’S PAINT MERCHANDISING IN ACTION 





SHE LIKES 
Ulitehing 


COLORS 











SHE LIKES 


Corithaiting 


COLORS 








® If you'd like to discover more effective ways to sell paint, you 
should be reading Martin-Senour’s magazine, “The Color Beam.” 
Actual case studies of hardware paint departments provide the 

basis for the helpful, informative, well illustrated articles in each 
issue. Here are facts to help you win all types of customers—the 
women who prefer matching colors and the women who prefer 
contrasting colors. “The Color Beam” describes Martin-Senour’s 
smart new “Companion Colors” that are color-styled in flat, semi- 
gloss, high gloss, and enamel that match . . . and also contrast with 
each other harmoniously. ..to meet the needs of both types of customers. 
To receive “The Color Beam,” write your Martin-Senour Distributor, 
or the Martin-Senour Co., 2520 Quarry St., Chicago 8. 


parr SC sanrwien MARTIN-SENOUR 
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»+-on every order for 


AMERICAN SCREW 


American’s research technicians and production inspectors team up together to 


make sure that you and your customers always get at least 144 Grade A Screws and 
Bolts in every gross-box that wears the American Eagle. 


, In fact, Grade A means American standards of quality in the clean-cut accuracy of 
head, thread and point... and top metallurgical quality, too, not only in steel and 
brass, but stainless steels, aluminum, monel and everdur. And you can get this 


Grade A quality in any type of screw you want... wood screws, machine screws, 
3 types of sheet metal screws, and stove bolts. 


Z So there’s every reason why more and more buyers are marking their orders: 
3 

z 

pA 

? 

¥ 

a 

% 

od 


“American brand...don’t substitute’ ...because there’s no substitute for 
*® American quality, full measure of value, and prompt 


service. Line yourself up with the complete American 
line, for top profits today and tomorrow. 


AMERICAN SCREW COMPANY 
PROVIDENCE 1, RHODE ISLAND 
Chicago 11; 589 E. Illinois Street 
Detroit 2: 502 Stephenson Building 


bith 


LGW D 


---and on every order for 


AMERICAN STOVE BOLTS 
which come in the “aiiitoned Package 


American’s unique Stove-Bolt package keeps bolts and nuts in separate 
compartments . . . saves your customers the trouble of turning off nuts 
before using bolts . . . saves you time and trouble in stock-handling. 


American Screws and Bolts 
are made with either Phillips 
Recessed, or slotted, 


s. 
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dt ie eS SSURE TO PLEASE 


GARDEN CULTIVATORS 


BIG PETE—This fully adjustable cultivator is 
quickly and easily adjusted for working wide 
or narrow rows (934” to 7”), covering seeds and 
+ oe ff 3 killing weeds. No fussing with tools. Merely 
loosen the wing nut. Middle tooth may be 
af removed for straddling small plants. Clamp 
id block holds wings firmly in all positions. Also 
‘is serves as a wedge when used at full width. 
'S> Sturdy . . . built for long, hard usage. Light . . 
weighs only 2% lbs. 4’ polished hardwood 
handle. Packed, 1% doz. in bundle. 


or 





LADY PETE—Especially designed for 
women is this lightweight, three-prong 
cultivator which is adjustable by wing nut 
to widths from 34" to 5”. Middle tooth 
may be removed for cultivating both sides of a row. 
4’ hardwood handle. Weight, 1 pound 13 oz. Packed, 


one dozen in bundle. 


LITTLE PETE—Smallest member of the 

Peter Pulverizer family is this two-prong 

cultivator suitable for narrow row crops 

and flowers. Ideal for cultivating in beds 

and where a larger implement might injure plants. 
Width, 2%”. 4’ polished hardwood handle. Weight, 
1 pound 6 oz. Packed, | doz. per box. 


Fe 2th A actérer.. Sou, Dept. AH, 225 Springdale Avenue 


York, Pennsylvania 


Bolts 
lips 
s. 
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Here it is... the Telechron Minitmaster—a new kind of 
clock destined to solve the three-minute egg problem in 
thousands of American homes. For it’s an accurate Telechron 
clock, and an efficient Telechron timer for the kitchen wall. 


With a touch of the finger, the housewife can set the 
Minitmaster to time her cooking ...for a single minute or 
for sixty. When the time is up, an alarm goes off .. . loud 
enough to be heard rooms away ... and it keeps sounding 


until she hears and stops it. 


Such a convenient kitchen clock and timer is bound to 
make you popular with the ladies . . . they'll buy, and you'll 
profit, when you stock the Telechron Minitmaster. Coming 
soon. 

Being a Telechron, the Minitmaster, of course, has the 
dependable Telechron motor that’s famous for accuracy and 
long life. And it never needs winding, oiling, or regulating. 


Telechron Minitmaster comes in goy 


kitchen colors . . . green, red, ivory. 


Telechron 


ELECTRIC CLOCKS 


TELECHRON INC., ASHLAND, MASSACHUSETTS 
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. A DIVISION OF RADIOBAR COMPANY OF AMERICA 
GENERAL OFFICES: 11163 MISSOURI.AVENUE ¢ WEST LOS ANGELES 25, CALIFORNIA 
EASTERN SHIPMENTS will be Made from our Philadelphia Plant. Address all Correspondence to our General Offices 
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CONTROL AT IMPACT 

The longer nap of Pennsylvania Cham- 
pionships acts like a skid chain between 
ball and racquet, permitting more cut, twist 
or top-spin, more deceptive ‘‘stuff.”” 


More 


like the keel on a yacht, the 
HEAVIER, MORE DURABLE NAP 


ON 


PENNSYLVANIA TENNIS BALLS 


MEANS 


PAORE CONTROL 


Every player from beginner to champion 

finds he gets more control on hard courts from 
the longer wearing, heavier nap of Pennsyl- 
vania Tennis Balls. The illustrations below 

show graphically how Pennsylvanias help 


players translate their skill into winning points. 


CONTROL ON THE COURT 
At the point of bounce, the superiority of 
Pennsylvanias’ heavier nap shows up dra- 
matically in trickier, harder-to-return, con- 
trolled bounces, making “stuff” pay off! 


CONTROL IN THE AIR 

The longer life of Pennsylvanias’ nap keeps 
their weight up to U.S.L.T.A. standards longer, 
makes them less subject to deflection by 
wind, gefs the most out of placement skill. 


Pennsylvania-made tennis balls are sold thon the 
combined total of all other manufacturers’, 


PENNSYLVANIA 
Champloushit 


TENNIS 


BALLS 


**When you sell Pennsylvanias, you sell the best’’ 


PENNSYLVANIA RUBBER CO. 
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ees Quick-Cloam’ washin 


gets ’em on the dotted line! 











Feature G-E Washers, Ironers, Dryers—complete NEW, IMPROVED G-E WASHER 
home laundry equipment—for BIG home laundry sales! 


The biggest market in appliance history is wait- 
ing to buy home laundry equipment. And G-E has 
a complete line that will sell—and sell! 

In leading magazines—on the air—we’re telling 
women everywhere about G-E’s “Quick-Clean” 
Washing. New, improved G-E Washers, [roners, 
Dryers that will make Washday such a wonderfully 





simple day. 
And millions prefer G-E! (In a national survey, 53% of the women said they 
thought G-E makes the best electrical appliances for the home.) 


So get your share of these vast waiting sales. Talk “Quick-Clean” Washing 





to your customers. Feature complete equipment for a G-E All-Electric Laundry. 
And get set to take plenty of orders—now. General Electric Company, Appliance No other washer has all these quick- 
and Merchandise Dept., Bridgeport 2, Connecticut. selling G-E features: 

“Activator Action” — improved wash- ( 
ing action turns out “Quick-Clean”™ 

W ashings, every time. Gentle, but thor- 

ough. 


G-E AUTOMATIC FLATPLATE IRONER 
“One-Control Wringer.”” Exclusively 
G-E. Tops for convenience, flexibility. 
One control starts, reverses, releases. 
“Permadrive Mechanism.” Built with 
famous G-E precision and care. Only 4 
moving parts. Needs no oiling. 





TARY IRONER 


Cc PORTABLE RO 


What a work- and time-saver! Lets a 
woman SIT DOWN and iron. Turns 








out two flat pieces at a time . . . irons 
shirts and dresses beautifully, too. Auto- G-E Automatic Rotary lroner. A grand, 
matically controlled heat for each fabric. dependable G-E work-saver. Hand or 





knee control. When ironer is not in use, 





ED 
. A touch of the hand, knee or elbow 
CS OTARY T 20), 12 ‘ : P P 
F RO puts the ironer into operation. Light for 
lifting, but does a mighty heavy job. 
Turns out all types of ironing—does 


it can be folded to convenient table top. 


G-E PORTABL 








beautiful work. 


GD AM Elio Laundry 


“THE APPLIANCES MOST WOMEN WANT MOST” 


eos 











G-E Portable Rotary lroner. Weigh« 
35 Ibs., but does a full-size job. Manu- 
ally operated. 


NOTE: Customers will ask for G-E’s 


sensational new book: “Planning your \ | GENERAL (se ELECTRIC 


Home for Better Living . . . Electrical- 
ly.” 64 pages, full color. Only 25c. Ask 








ae 
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your G-E Distributor for a supply now. 





TELL YCUR CUSTOMERS to listen to Art Linkletter, in “The G-E House Party,” every Monday, Wednesday and Friday, 4 p. m., E.D.T., CBS. 





n 
— 


UID 


fll, BAL STEEL 


1. Clark was the first to offer an all-metal ironing 
table that was “Fully Ventilated.” And this feature 
of “Fully Ventilated” is the feature that gives value 
to an all-metal table. The Rid-Jid All-Steel is not a 


© quick- war born device, but a proved, practical pre-war 
“d wash- CLARK FIRSTS sales leader. 
<n 

y © Clark was the first to make deliveries on its 
cater Rid-Jid All-Steel Tables— months before any others 


leases. 
age appeared on the market. Clark makes no rash 
uilt with 


« Oully 4 promises. Clark delivers what Clark promises. 


The J. R. Clark Company is the largest and consumer value in all its products so that 
oldest manufacturer of ironing tables, clothes they will build sales for you. 


racks, step ladders and other housewares Feature “Fully Ventilated’’—the fea- 
© elbow products. Clark pioneers major improve- ture that gives consumer value toa metal 
geen ments. It is the Clark policy to build great —_ ironing table. 


ig —does 
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OPEN AREA not 


_ MOUSEWARES | 
‘i 
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HERE’S HOW TO 


MAKE MORE MONEY 
ON BRUSHES 


rweRt’s ONE sunt way of getting more money — 
a quicker turnover — out of your Kellogg brush 
merchandiser: 


Kellogg Quality Brushes are traffic items... 
impulse sale items. Empty hooks mean lost 
profits. So you’ve got to make sure your mer- 
chandiser is well filled at all times. 


ro map you keep your merchandiser filled we’ve 
developed this special Open Stock Deal. Note 
that it contains only the six fastest selling 
numbers in the Kellogg line...the numbers you 
are most often out of. 


Get your needed open stock this easy way. 
Order from your wholesaler today... 


OFFER NO. 994 
CONTENTS: 


18 only No. 225 Vegetable Brush @ 
9 " " 210 Bowl Brush @ 
" "130 Dish Mop @ 
* 220 Scouring Brush @ 
* 610 Bottle Brush @ 
* 255 Sink Brush.. @ 

TOTAL RETAIL VALUE $15.90 

COST TO RETAILER.......... 9.94 

PROFIT 37 14% 


NOTE: This is an open stock assortment. No display fixture is included. 


FILL UP THOSE EMPTY 
HOOKS FOR MORE SALES! 


a7 


QUALITY 


KELLOGG BRUSH MFG. CO., 
WESTFIELD, MASS. 


Yuibhed 
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AGE 


Across the Board...and Across the Years ! 


Goull pig yp Mote Sales with thete Kégs! 


At the start of reconversion, Westinghouse and across the years. . 
production could go in one of two directions: Yes, with the Westinghouse FULL LINE 
concentrate on one or two appliances for a you can play tunes on your cash register that 
few months or come as close to manufacturing are music to your ears. 
a FULL LINE as possible. 

A retail-minded policy called for the spread 


of production over a number of big demand house red 
items, because a FULL LINE is more profitable Guy 
to a retailer than any single appliance. \ ," } 

Experience proves that one Westinghouse estin OuSC 
ee ee Lew sconge - lly sticks MAKER OF 30 MILLION ELECTRIC OME APPLIANCES 


with Westinghouse across the board... 


WESTINGHOUSE ELECTRIC CORPORATION ~* Appliance Division - Mansfield, Ohio 
Plants in 25 Cities + Offices Everywhere 
TUNE IN TED MALONE, MONDAY, WEDNESDAY, FRIDAY, 11:45 A.M. E.D.T. AMERICAN BROADCASTING CO., NETWORK 
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GULF COAST TOUGH 
TEST FOR LUMITE 
Nothing is as hard on screens 
as biting sea air—yet Lumite 
goes through even this acid 

test unharmed! 








. 
y : 
; 
j - 4 


"VF A SCREEN 
lT Wie 


@ The biting salt air of the Gulf 
Coast quickly corrodes ordinary 
screens. Builders and retailers all 
around the Gulf—from Texas to Flor- 
ida—are calling for Lumite. A prom- 
inent Gulf contractor won't use any- 
thing but Lumite on the 50 new 
houses he has underway. Can you 
imagine screens that won't corrode 
or rust in amy weather or climate? 
That's Lumite plastic screening! 


Lumite never stains or rusts— 
never leaves ugly streaks on side- 
walls! None of that sagging-screen 
look, either, with Lumite. After a 
blow or steady pressure, it snaps 
back instantly to its original shape, 
without a trace of dent or bulge. 

Send for descriptive folder, free 
sample and name of your nearest 
Lumite wholesaler. Lumite is a sure- 
seller the country over! 


LUMITE DIVISION, Chicopee Manufacturing Corporation 
47 Worth St., New York 13, N. Y. 





MODERN PLASTIC INSECT SCREEN CLOTH 


CAN ‘TAKE IT" HERE 
1 STAND UP ANYWHERE! 








HERE’S WHY LUMITE 
1S THE SCREEN FOR 
YOUR AREA, TOO 


® Cannot stain 


® Won’‘t rust or rot 











® Never dents or bulges 
® Needs no painting 

® Color cannot fade 

® Easy to frame 

® Lighter in weight 

® Sensibly priced 

® Lasts years longer 

® Woven of Dow’s Saran 


® Strong! (Lumite is woven of 
heavy gauge plastic filament 
—0.015”) 
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Change-A-Blade 


edges get dyl| 
t a New s} 
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SCiSSors in One 


here’s Never a Dull Moment - 
with BMC CHANGE-A-BLADE Scissors! 


® Blades can be changed easily —in about 10 
seconds. 


Tension may be adjusted to individual require- 
ments — no cutting fatigue. 


E-A-BLADE SCISSORS Handles are beautifully finished — have perfect 


; widely advertised to balance and grip. 
rious types of users. Dis- 


hy cards are available for li 
ailers, that sell “on the Blades are precision-made from finest steel — 


“ never any wasted materials because of poor 
cutting performance. 


wen! Looking for an 
m with a special gift ap- : i | | 
as, Chutes? The Economical and efficient — new blades cost less 
stmas: ’ j ’ 
ange-A-Blade is it! Get than the usual cost of sharpening old-style scissors. mn pivot, adjust tension, 


ur orders in early. Be the ° . : 
| Sep enplsiess. ages No need to invest in extra scissors or spares. 
to hit your trade with 


8 profitable item. 


Other fast-selling BMC products: BMC Pressure Lock Wrench, BMC Offset 
| Priee—Black finish: $2.50 per pai. Screwdrivers, BMC Ready Ray Trouble Light. 


. Price—Chrome finish: $3.00 per pair. 
Price—Extra blades: 35c¢ per pair. 
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ACTIVE INGREDIENTS 
Dichloro-Dipheny!-Trichloroethane 


GOP cecteodccicosads 3.00% 
.4% Pyrethrins — Pyrethrum 

Comeemteete 2. cccccces 2.00% 
Cyclohexanone ........... 5.00% 
Hydrocarbon Oil ......... 5.00% 


INERT INGREDIENTS 
Dichloro Difluoro Methane 
(Freon 12) ‘ 85.00% 


PRICE LIST 


AEROSOL INSECT-O-BLITZ re- 
tail list price $3.00 per unit. 
Fair-traded $2.95. Subject to 
liberal trade discounts. F.O.B. 
destination on 3 cases or more. 
Presently packed 24 per case. 








INSECTICIDE 


INDUSTRIAL MANAGEMENT CORPORATION 
SALES OFFICES: 639 S. Spring St., Los Angeles 14, Calif.; 38 S. Dearborn St., Chicago 3, Ill. FACTORY: Valparaiso, Ind. 





A 


You can...as long as bugs fly. Because housewives will 
keep coming for this better insecticide that knocks ‘em out 


for good. 

It’s a best seller, killing more easily, more economically than 
ordinary sprays. Re-order now for the worst fly time is here. 
Jobbers stock Insect-O-Blitz by the carload. 












For quick turnover, big profits, display Insect-O-Blitz. It 
really kills flies, mosquitoes, flying moths and similar insects. 









You tell the Housewives 
and they MU buy INSECT*O*BLITZ 


Safe when used as directed, it’s non-inflammable, non- 
explosive. It’s exactly what the Armed Forces used. So eco- 
nomical, one dispenser will keep a home bug-free all season. 
Spray only a few seconds per room. As a space spray, one 
dispenser equals two or more gallons of ordinary insect spray. 
Self-spraying, there’s nothing to fill, spill, or pump. Tell 
them. They'll buy. 










INSECT-O-BLITZ 


DIVISION 
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McKEE 
DEFROS TING TRAYS 


Kol aol i MjiclalelolacMa-tiale[-lacliole 


zw . 
2 ous st 
<8 sizes and ve Vleg 


Customers who can quickly and easily 
replace a refrigerator tray will be 
pleased patrons of your store. You'll 
find this additional McKee line gives 


, 15x 73x 13” 
you excellent profits and turnover. 


See your Wholesaler, our Sales Represent- 
ative, or write us. McKee Glass Com- 


No. 276 


pany, Jeannette, Pa. Quality 
lassware since 1853. we ~~, 
: SS 134 x 7} x 24” 


No. 284 
16} x 15} x 17” 


13 x 10) x 13 


No. 266 Ly 
163 x 12}x 2’ 


OVEN WARE tot m 


No. 271 McKE 
14ih x 93 x 23” RAN ETE 


TOP-OF-STOVE WARE tog tm 


THE MOST COMPLETE LINE OF GLASS COOKING WARE IN THE WORLD 
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NOW...ALL 


PRODUCTS 
ARE FAIR 
TRADE 


6: 


S7SSeeee eee eee 6 @ * 


PROTECTED!” 


*In all States having Fair Trade Laws 


Now ... whenever you sell any part or 
all of the famous SIMONIZ line of nation- 
ally advertised products, you're sure of a 
good margin of profit . . . protected under 
fhe Fair Trade Act! You can offer your 
customers SIMONIZ products with the 
assurance that they cannot be sold by 
anyone else for less! 
THE SIMONIZ COMPANY, CHICAGO 16, ILLINOIS 


FAIR TRADE MINIMUM PRICES 


SELF-POLISHING SIMONIZ 
“SEE 


SIMONIZ 


Standard 7 ounces 
Pounds 


Y2 Gall 
SIMONIZ KLEENER (Paste) Golien. 


Gallons 


Standard 12 ounces 
Y% gallons 
Gallons 


SIMONIZ KLEENER (Liquid) EZ-2 CHROME CLEANER 


BaP dd! 


20 ounces 
Ya Gallons 
Gallons 


WHITESIDE 


13 ounce Kit 
1 pound 8 ounces 
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RADE MARK 


ALUMINUM TRIM 


SHAPES AVAILABLE — 


————— 


—~e- 


\ 
Yi 
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Now you can meet every customer's requirement . .. can satisfy © 
each individual need with this wide variety of metal trim shapes. © 
Youngstown’s uniform, eye-appealing “Superior” trim is plenty 
“see-worthy” because it’s finished by the exclusive Schuler luster 
process. ... For all metal trim requirements, make Youngstown 
Manufacturing, Inc., your home port. Sail the high-profit seas Se -- 
with this pioneer company of the metal trim industry. 


The trade name SUPERIOR means quality merchandise, de- 
pendable and profitable for you. The SUPERIOR line includes 
aluminum trim, and a complete list of accessories, including 
knives, mitre boxes, linoleum rollers, snips, bullet scribers, lino- 
leum paste, seam and edge bindings, curtain rods, toilet paper 
holders, and sink well frames. 


YOUNGSTOWN MANUFACTURING, Inc. 


PRICE TAG MOULDING 66-76 S. PROSPECT ST. - YOUNGSTOWN, OHIO 
No. 218 (Pat. Pending) 


For 1%4"' Price Tag 


PRICE TAG MOULDING 
No. 118 For 14" Price Tag 





OUTSIDE CORNER INSIDE CORNER 
COVE No. 552 For '4"' Material nese ' 
NCSING No. 121 Screw-on Type No. 553 For /y Materia 
No. 28 Depth of Face 
11/16" 


PROMPT DELIVERY ON ALL ORDERS! Use the handy coupon today 


SRANCH OFFICES AND WAREHOUSES YOUNGSTOWN MANUFACTURING, Inc 
YOUNGSTOWN MANUFACTURING, Inc 66-76 S. PROSPECT ST. YOUNGSTOWN, OHIO 
YOUNGSTOWN, OHIO 


363 W. Peachtree Street NE, Atlanta, Ga. 
363 S. Wall St., Columbus, Ohio 
217-219 N. Alabama St., Indianapolis, Ind. 
126 N. 3rd Street, Philadelphia, Penna. 
2038 E. 7Oth Street, Cleveland, Ohio 





Please send us literature and prices 
eT EE. 


Your Name___ —- 


506 Dudley Street (Rox.), Boston, Mass. pv) 
12480 Evergreen, Detroit, Mich. ee 
20 Vesey Street, New York (Export Dept.) City State 














SEPTEMBER 12, 1946 



































oon cit Maret po oon 





Litarre, é 5 aah 














ENGINEERED PResects 


@ Here is the lawn mower that’s destined to set new sales 
records .. . a silent, lightweight, streamlined beauty; the 
product of months of engineering study, testing and im- 
proving. Among the many advanced engineering develop- 
ments are features not found in,any other lawn mower. 
Its beauty, its durability, its astonishing ease of opera- 
tion will prove a revelation to the buying public. For 
you it means quick sales and substantial profits . . . 
once you display this outstanding 1946 Dalglish 
lawn mower! 

Weight 32 pounds; five blade, six inch ball-bear- 
ing reel; 1042” wheels with large semi-pneumatic 
rubber tires; colorful finish . . . golden yellow 
reel striped in black; scarlet handle trimmed 

in lustrous aluminum. 


For further detail write department M1. 


J.M. DALGLISH & COMPANY 


41-71 West Fillmore Avenue Saint Paul 1, Minnesota 
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TO DEALERS WHO WANT TO 
CASH IN ON TOLD MAN WINTER’ 
TREMCO 


Newspapers Mats for 
sing yur catonar ne 0 IU? § CLL 


SEAL OUT COLD! _ store by advertising — 
3 trip-Seal in your local paper. Just pick eile ancl 


SAVE use, check the numbers in cou- 


pon below, and mail it to us. 


THE MASTIC STRIP OF 


fete) Mity 35 


PLUGS + CAULKS « PUTTIES 



































SEALS OUT INSECTS 
DUST AND DIRT 











NEVER CRACKS 


STAYS ELASTIC! 


Before Painting : 
SEAL Cracks & Holes Jian , dapene 1001 USES! 


cho with 


























SEND THE FREE NEWSPAPER MATS CHECKED HERE: 
wor eee eee ef 

° 110 111 112 113 114 115 116 117 118 
MesteGle oo oO oO oO oO lol 
Name of Store . 


Address . 
(street and number) (city) 


Have my jobber send me ( ) cases of Strip-Seal 
) cases of Mastic-Glaze 


, (state) 


Indoors or Outdoors ( 
NEVER CRACKS! My jobber is City 


NEVER FALLS QUT! 
Fill in above, cut out and mail to: OVER Bo » 


1001 USES THE TREMCO MANUFACTURING CO. @ CLEVELAND 4, OHIO 
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TO DEALERS WHO WOULD LIKE TO 
DOUBLE THEIR PUTTY PROFITS... 


Newspaper Mats for MASTIC-GLAZE 


Your customers will soon be fixing up their storm windows and 
repairing sash for the cold weather ahead. Let them know you 
stock MASTIC-GLAZE. Order your choice of mats and advertise 
MASTIC-GLAZE in your local paper. If you do not yet stock 
MASTIC-GLAZE, order now from your jobber. 





corsreese + ANG CANADIAN PATENT OFFICE 


* Successor To Putty! 


IN COLOR: 








Easy to Apply 
and Remove... 
NEEDS NO PRIMER 











To order your mats, check numbers 
you will use in coupon on other 
side of page and mail it to us. 





NEEDS NO 
PRIMER 


Green-Brown-Cream-Black 
WEVER CRACKS OR FALLS OUT 
No Priming -No Painting 
WEATHER and WATERTIGHT 
Clean To Handle -Not Sticky 
EASY TO USE - EASY TO REMOVE 


TREmco QUALITY PRODUCTS 


FOR HOMES AND FARMS 


The Tremco Manufacturing Co., 8701 Kinsman Rd., Cleveland 4, Ohio © Makers of Strip-Seal and Mastic-Glaze 
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Standard BRASS List Per Gross 

umbers ay , : “ No. No. 
1 other Ag ; ‘ 1002...$12.50 1010....$2.00 
‘ ith . ; 1004... 7.50 1012.... 1.25 


1006... 5.25 1014.... 
1008... 2.75 





" 3 No. No. 

SCREW EYES ‘ ; 1104....$7.50 1110.... 
j é 1106.... 5.25  1112.... 

1108.... 2.75 1114.... 








No. No. 
1204....$7.50 1212%..$1.25 | 
tae6.... G25 1206.... WSs | 
1208.... 2.75 1214%.. 1.25 | 
1210.... 2.00. 1216.... 1.28 | 
1211.... 1.50 1216%.. 1.28 
FEtRwccs Vem )6BTT He... 1.25 








No. No. 
1006... .$6. 1012....$1.50 
1014.... 1.00 | 


SCREW HOOKS 








& EVES 








GATE HOOKS ——- 





CORNICE HOOKS 








CUP HOOKS 











“REPRINTS = |a"¢ size, 4-color reprints WORCESTER 8, MASS. 


to hang on wall, mount on | Please send me reprints of new, simplified | 
AVAILABLE counter, for quick, easy Bright Wire Goods Price List. 
Seecmmiienall . 9 


MAIL HANDY ‘reference. Send for your 
COUPON NOW sssupply today! 








THE WASHBURN COMPANY 
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t MEANS, PROFITS WITH 








MULLINS MANUFACTURING CORPORATION 
WARREN, OHIO 


Porcelain Enameled Products, Large Pressed 
Metal Parts, Design Engineering Service 
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Tis still featuring Youngstown units with the greatest 


appeal for the largest number of buyers—regularly. And the 
same hard hitting advertising in big national publications 


will continue month after month—for you. 


Expanded Production dedicated 100% to supplying the needs 
of Youngstown dealers and distributors. 

A Complete Line of enameled steel cabinet sinks, cabinets, 
and accessories, made to highest quality standards in every 
detail. Youngstown styles and sizes fit kitchens of every 
type, from compact arrangements in moderately priced 
homes to the most expensive custom installations. The finest 
equipment ever offered to meet the tremendous demand for 
attractive, work-saving kitchens. 

Evolutionary Styling that keeps pace with public acceptance; 
new Youngstown models can be added to thousands of pre- 
war installations. 

Promotional Profit Margins, maintained to make Youngs- 
town the best paying line of merchandise you have ever sold. 


Y MULLINS 


Selected Franchised Dealers are set to make substantial 
profits selling Youngstown cabinet sinks and cabinets, 
according to the proved Youngstown merchandising plan. 
A few territories are still open. If you are interested, write. 





MERCH ANOIS IN G 








HARDWARE AGE 


HERE has been no cutback of Youngstown advertising. It 
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/ 
More and More... Coming Every Day. 


| [tinted Cap acca: 


The new and bigger 
King-Size Kakover 
blends the gleaming 
beauty of highly- 
polished aluminum 
with the brilliance of 
lustrous ‘Lucite 

into a masterpiece of 
modern design. 
Sparkling, thirteen-inch 
glass plate holds 

large angel food cakes. 


More and More King-Size Ki 
Shipments of this popular be 
your store now! We're Sorry a 
ages of soda ash and other | 
the supply of glass has bee 


kovers are Coming every day, 

auty are on their way to 

bout the delay, but due to the shorte 
abor and material restrictions, 

n far short of meeting the huge 
by bending every effort, KROMEX 
glass, and that means more and 
more King-Size Kakovers for you. 


IMPORTANT: Our new factory will be ready by the end 
August to turn out new and better KROMEX. Watch for 
announcement of more KROMEX - + + plus better-than-ever 

KROMEX Surprises! 


Kromex 


of 


ENDURINGLY BEAUTIFUL 


Cleveland 15, Ohio 











@ It's a new, modern market that’s wide open for 
unheard volume in sales, and the wise dealer of 
today doesn't want to meet it with yesterday's mer- 
chandise. No, it takes modern ideas to sell the mod- 
ern market. And Silent Sioux is ready with a 
complete, new line of automatic oil heaters. Yes, 
modern heat in the modern package. New features 
in design and construction . . . features that mean 
greater safety, comfort and convenience to your cus- 
tomers . . . all designed to sell the modern market. 


@ With present shortages, our production is far 
short of what we and our dealer demand would like 
it to be. We can’t sacrifice quality for quantity, and 
we refuse to mislead dealers with false promises of 
so-called early delivery dates. Until sheet steel 
becomes more plentiful, produc- 

tion will be limited. However, all 

specifications and illustrations of 

these new models are available 

in our new portfolio. So write to- 

day for your free copy and see 

for yourself the many advan- 

tages of this new Silent Sioux 

line. SILENT SIOUX OIL 

BURNER CORPORATION, 

ORANGE CITY, IOWA. 


Scleut Scour 


‘PIONEERS IN GOOD HEATING 


HARDWARE AGE 











Mr. Roth, Mer., Lane-Moore Lumber Company's Storm Lake Yard, lowa 





ANOTHER LUCAS SUCCESS STORY: 


“At our twelve lowa yards we have merchandised Lucas Paints for a 
period of twelve years. We consider this one of the outstanding lines of 


paints on the market. It is high quality, honest value and well packaged 


with sales appeal. ; 


“The Lucas sales force has always been of a high type and we intend to 


continue selling Lucas Paints for profit.” 


WHO SAID IT? The Lane-Moore Lumber 
Company—a fine institution serving 6 of 
Iowa’s richest counties. Exceptional enthusi- 
asm? By no means. Any Lucas dealer will tell 


you the same... and more! 


Perhaps this would be a good time for you to 


vet all the facts about what a Lucas franchise ’ 
a Great Name in PAINTS 


can do for you. 
a wane erase 


JOHN LUCAS & CO., INC., Administration Offices: Phila., Pa.... Offices, Factories, Warehouses in Principal Cities 
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Future Sales 


IN THE MAKING 


Actually, these men are 
“making wood”. But because the saws 
they use are ‘‘Atkins’’— and because 
these saws take much of the work 
out of a back-breaking job — we feel 
justified in saying they are making a 
sale for some Atkins dealer in the 
future. Because it’s an Atkins they'll 
choose the next time they buy saws. 


You can bank on that. 


Any Atkins owner is doubly fortunate 
these days. He’s using the best cross- 
cut money can buy. And he has a 
saw that will see him through until 


the current saw shortage is over. 


E. Cc. ATKINS AND COMPANY 
de 6, tads 


HOME OFFICE AND FACTORY: 402 South lilinois Street, Indi 
BRANCH FACTORY: Portiand, Oregon 





BRANCH OFFICES: 


Atlanta + Chicage + Memphis -« New Orleans + New York *¢ San Francisce 


{ 


. peg ce ge le eR 
THE DEALER'S PARTNER FOR 89 YEARS” 


HARDWARE AGE 

















MR. DEALER, MEET 
YOUR TRU-TEST 
DISTRIBUTOR: 





WALTER H. ALLEN CO., INC. 
Dollas 2, Texos 
AMERICAN WHOLESALE HDWE. CO. 
long Beoch 1, California 
8. C. SUPPLY CO. 

Bottle Creek, Michigon 
BAIRO & COMPANY 
Greenville, Mississippi 
BAIRD HARDWARE CO 
Goinesville, Florida 
BARKER, ROSE & KIMBALL, INC. 
Imira, New York 
BROWN-CAMP HARDWARE CO. 
Des Moines 6, lowa 
BROWN-ROGERS-DIXSON CO. 
Winston-Salem, North Carolina 
DUNHAM, CARRIGAN & HAYDEN CO. 

Sen Francisco 19, California 
DUTTON-LAINSON CO. 
Hastings, Nebraska 
FONES BROS. HDWE. CO. 
Little Rock, Arkansos 
C D FRANKE & CO., INC. 
Cherleston, South Carolina 
GREER & LAING 
Wheeling, West Virginia 
HALL HARDWARE CO. 
MAi lis 1, Mi r 


CS 





HERR & CO., INC. 
lancaster, Pennsylvania 
HOLMES HARDWARE CO. 
Pueblo, Colorado 
IMPERIAL HARDWARE CO. 
El Centro, California 
JELCO MILWAUKEE CO. 
Milwaukee 3, Wisconsin 
JELCO OMAHA CO. 
Omaho 2, Nebraska 
JENSEN-BYRD CO. 
Spokane, Washington 
KEITH-SIMMONS CO., INC. 
Nashville 1, Tennessee 
KING HARDWARE CO. 
Atlenta 3, Georgia 
LEE HARDWARE CO. 
Salina, Kansas 
MAY HARDWARE CO. 
Washington 7, D. C. 

C. H. MILLER HARDWARE CO. 
Huntingdon 19, P eer 


of Yy 









MOREHOUSE & WELLS CO. 
Decotur 60, Iilinois 
MORROW-THOMAS HARDWARE CO. 
Amarillo, Texas 
J. H. OLIVER CO. 
Grenada, Mississippi 
RAILEY-MILAM, INC. 

Miami, Florida 
RAWLINGS EQUIPMENT COMPANY 
Mobile, Alaboma 
READER'S WHOLESALE DIST. 
Houston 2, Texos 
REHM HARDWARE CO. 
Chicago 8, Illinois 
J. RUSSELL & CO., INC. 
Holyoke, Massachusetts 
THE SCHAFER COMPANY, INC. 
Decatur, Indiana 
C. Y. SCHELLY & BRO., INC. 
Allentown, Pennsylvania 
THE SEEDMAN COMPANY, INC. 
Brooklyn 6, New York 
SOUTHWESTERN HARDWARE CO. 
Oklahoma City 1, Oklahoma 
TIEMANN HDWE. & SUPPLY CO. 
St. Lowis, Missouri 
UNION DISTRIBUTORS, INC. 
Red Bonk, New Jersey 
UNIVERSAL SUPPLY CO. 
Dayton, Ohio 








NY ZORK HARDWARE CO. 
) El Paso, Texas 
indians ZORK HDWE. CO. OF NEW MEXICO 
Albuquerque, New Mexico 
ancisce CANADA 





FALCON HARDWARE, LTD. 
Winnipeg, Manitoba 
WOOD, ALEXANDER & JAMES, LTD. 


Hemilton, Ontario 
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The Tru-Test 







MARKETER is 







a newsy, inter- 





esting monthly 






publication 






crammed full of out- 







standing hardware values 
g 










that your Tru-Test distribu- 







tor can deliver now! Here are 








values for good, profitable vol- 






ume sales. If you are not receiving 






the MARKETER, get in touch with 















your nearest Tru-Test Distributor 











at once! 








MASS DISTRIBUTION THROUGH INDEPENDENT WHOLESALE DISTRIBUTORS AND RETAILERS 




























LAWN BROOM + TFC-9 : 

Twelve 14-Inch Oil-Tempered, 

Flexible Round Steel Tines, 4-Foot S 
* 


Replaceable Hardwood Handle 


LAWN BROOMS 

WEED CUTTERS 

ELECTRIC FENCE POSTS 
WEED CUTTER * TFC-5S WIRE CLOTHESLINE 

14-Inch Hi-Carbon Steel Blade 

e Steel Reinforcing Arms CHILDREN'S 

‘ 30-Inch Finished Hardwood Handle STEEL PLAYTHINGS 

; SEE-SAWS 


WHIRL-A-WAY 
(Merry-go-round) 


LAWN BROOM 
WEED CUTTER 
& 
ALL POPULARLY PRICED 
FOR VOLUME SALES! 














io Tennessee 
SOMETHING NEW FOR THE KIDDIES LAWN 


The Broom is an exact duplicate a F Ps | b r : C a t \ ni > 


of a regular lawn broom, as is 
ee ee Bee og es 


the weed cutter, except the 
blade which is rounded and not 
sharpened, to assure safety. 


1490 GRIMES ST. 
MEMPHIS, TENN. 


HARDWARE AGE 












And here are 


More Profit per Sale. Prime controllers give you a substantial unit 
of saie, with a profit that is worthy of your time and effort. 





‘SS 


A Sales Policy that Protects You. Prime sells only through recog- 
nized, reputable jobbers. This sales policy is teamed up with a 
service policy that protects your interests, 


year record of success and a wealth of experience unequalled in 
the industry. Prime stands Number One in electric fencing. 


Consistent National Advertising. Prime controllers have been ad- 
vertised regularly for more than 12 years in the farm papers 
your customers read, 


1. 
= 
3 Acceptance and Standing. Prime controllers are backed by 1 1! 
2 
4. 


5 Safety. Every Prime hi-line controller bears the label of Under- 
e writers’ Laboratories, Inc, 





Here is a combination of advantages offered only by Prime. 
It adds up to a proposition that is easy to handle and easy to 
sell. Prime controllers keep your customers happy, because they 
deliver a strong, dependable shock. 







WOW von Model And now — Prime’s 1947 models give you more to sell than 


with new Shock Control and ever, with new features, new talking points. Get the story from 
Multiple Signal Lights .. . your jobber and order your Fall requirements now. 


For the first time — a controller that tells the user T & e o r é m e a é g C¢ re] 
e a 


automatically — not if but bow much shock is on 


the f . 11 : 486. ... 
wi Milwaukee, Wisconsin 



















Model 333 — Portable, weatherproot Model 48 — A popular priced hi-line Model 33 — Identical with Model 333, 
model using 6-volt battery current. Cabi- unit, meeting Underwriters’ Laboratories except that it has no battery compartment. | 
net has space tor battery. Retail price $19.50 standards. For 110-120 yolt 60-cycle AC, A quality controller at a popular price. 
Retail price $34.50 Retail price $15.50 
24 
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@ THE “TOUCH OF QUALITY” which Penn- 
vernon’s clarity, good visional properties 
and brilliant surface finish add to a home 
will be appreciated by your most critical 
customer. Pennvernon Window Glass is per- 
fectly suited for use wherever good sheet 
glass is required. 

Sell Pennvernon . . . the window glass that 


& & pe VW & R * eo ey has made a name for itself! 
e 
Window Glass 


‘prrrssuRGH’ stands for Lualily Glass ana hint 


+1 $a 4 a ee ie a: ee CO MPAN Y 


HARDWARE AGE 








PARADE Oo F 


POST-WAR PADL Og 


We Sa lelidlock 


No. 04835 


NOW AVAILABLE! 

Your trade will go for this 
newest Eagle creation—a 
quality padlock that comb 
characteristic Eagle securit 
with smartness of appearan® 
to satisfy anticipated post-war 
demands. Here is a padlock 
is superior in every detaj 
assures immediate g 
acceptance. Ung 


seller sets a n 


SEPTEMBER 12, 1946 


$1.00 
SELLER 


Prices Slightly Higher in Far West 


tyle to hi 


ty for 
turnover 





EAGLE Lock No. 04835, 1/2” x 114” five 
pin tumbler padlock. Blue-gray metal- 
lustre finish. Solid rustiess alloy case 
with solid brass plug. Case hardened 
steel shackle, zinc plated. 144 key 
changes. Can be master-keyed. 


MACHINE SCREWS STOVE BOLTS SHEET METAL SCREWS DRIVE SCREWS 


Rah rneenerieneneapnen semen vhanienmesenn 














Delta — the world’s largest manufac- 
turer of light power tools — is also 
the leading publisher of books for the 
home woodworking hobbyist. Delta- 
craft publications — books of plans 
and instructions for making a multi- 
tude of projects — manuals on the 
operation of power tools — books on 
finishing methods, shop planning, and 
other subjects — detailed plan sheets 
— all these Delta has published and 
sold by the hundreds of thousands. 


Alert hardware dealers the country 
over have found these publications not 
only profitable in themselves, but also 
¢ strong stimulus to the sale of power 
wols, hand tools, nails, screws, paints, 
and all the other products used by the 
home craftsman. 


There's Money in this Book Business 


Now Delta offers every hardware dealer a 
means of getting into this popular book 
business on a profitable basis, or increasing 


his present sales of Deltacraft publications. 

This handsome, sturdy display rack, pre- 
senting Deltacraft publications in an attrac- 
tive manner, invites the hobbyist to add 
several books to his purchase. Designed for 
self-service, this pad placed in your tool 
department or on the counter alongside the 
cash register, produces extra sales with no 
extra effort on your part. 

The sides of the rack are solid pine, the 
back and front are beautiful birch plywood, 
with appealing copy and illustrations in 
rich color. Filled with Deltacraft publica- 
tions, in their covers of, many hues, this rack 
is a high point of interest in your store. 


Helps Make Your Store 
Headquarters for Hobbyists 


Deltacraft publications are filled with the 
kind of material that hobbyists are searching 
for. The fans come back for more, and 
naturally they think of you first when they 
want tools or supplies to pursue their hobby. 
The publications are low in cost, making it 
easy for every hobbyist to own a Deltacraft 
library. To simplify your handling problem 
and increase the unit of sale, many Delta- 
craft books and plans have been grouped 
in special packages, 





Delta Manufacturing Division 
Rockwell Manufacturing Company 


Milwaukee 1, Wisconsin 










*Trade Mark Reg. U.S. Pat. Of. 
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p te Om 


i Wem caver TODAY! 








This display rack is a well-built, ex- 
pensive item, but in order to encour- 
age the widest possible distribution, 
we are absorbing the maior portion 
of the cost. You would find it diffi- 
cult to duplicate this unit for 4 or 
5 times the price we have put on it. 
















The deal includes the rack itself, 
plus 285 copies of Deltacraft publi- 
cations — an assortment of 36 dif- 
ferent books and plans, the most 
popular items we have published. 
The 285 books and plans retail for 
$78.25. Your price is $52.17. Your 
part of the cost on the display rack 
is $6.95, making your total initial 
outlay $59.12, and yielding you a 
profit, even on this first purchase, of 
$19.13. Additional books are avail- 
able for sale at the regular 50% 




















markup, 










Start now to stimulate interest in 
your store as hobby headquarters — 






and make money while you do it — 
by putting this sales-building display 
to work. Book racks and books are 
packed, ready for immediate ship- 
ment. Write us today and tell us 
you want this display and the 285 
books and plans. 















SEPT 





HARDWARE AGE 








AWere's Your 
NUMBER ONE 


ages - NEW 


SANITARY LINCOLN laminczed Steel 


we 
RECEIVER 


EVERY WOMAN'S HEARTS DESIRE 
"“BeautyCan t... 
ST in... 


e Design because it’s... 


Streamlined to match the modern kitchen. 
Perfect for bathroom and nursery. 
Available in Red, White, Green, Ivory and Blu 


‘9 - e Zuality because it’s... 
= Deluxe, sturdily built of heavy corrosion resistant 
° metal ’ 
Salt-spray-tested by ARMCO to prove “BeautyCan” 
has 5 to 10 times longer non-corrosive life than 
galvanized steel. 
Enhanced by all-aluminum polished cover 
Infra red baked enamel finish. 





4 - 


17 qt. 
Capacity 





ee 
¥ 


f Meet us at the 


i NATIONAL © Utility because... 


«f j 
ae is the ideal kitchen / Hardware Show No-stoop toe pedal saves energy. 
gs 4, receiver for you to sell. Because/ yy t Ring Easily ew insert pail averts spillage. ; 
ae sold exclusively through the re- Sanitary rolled edges of inside and outside units 
; self-seal t et fuse from falling be- 
Jailer and not through the installment Pema A mana 
foor-to-door type of outlet or meil 300TH 61 Full overhang lid stops odor from permeating the 
order houses: This enables you fo nig s ay led at $5.95 
ee + eer are Slightly Higher West of the Rockies 


For the Facts and Figures Call, Write or Wire « « « 








CORPORATION 


[ METAL PRODUCTS 
IN C 0 L N 136 CLIFTON PLACE, BROOKLYN 5, N. Y. 


Export Division: BLOCK INTERNATIONAL CORP., 101 W. 31st St#., New York City 1,N. Y. CABLE ADDRESS: “BLOCKTRADE™ 
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Che Year ‘ 





SENSATION! 









THE MODERN HOUSEHOLD 


AIR FRESHENER 


Breaking records—in beauty—in demand—in 
bigger profit per sale for you! 

To show Zephyr is to sell it. To sell it is 
to win enthusiastic approval of new customers! 

For Zephyr is more than just another home 
utility: it’s a work of art-—a thing of beauty— 
and a joy forever! 

Without Zephyr you're losing good sales and 
profits. With Zephyr, your sales and profits 
stay right in “high”! 



















ass your guests will admire 

© muss, no fuss—simply lifq 

ediately goes co work bringing} 

o you ng room, guess room, kitchen, bathroom, den 

of offic ‘No fla heat of coanections. 
5 coven Sromes OF ware 
POM wan wome armuanects. me trae vetvch, tong tetend, Slow Yost 
“« Basten Lop wen Zeph 
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SALES-SMASHING 
Che Beauti ful Practical 





An object of art when covered. 
Just remove the horse’s head 
and the Zephyr liquid goes to 
work immediately. 


RETAILS FOR *195 


Refills, 6-ounce bottle liquid 50¢ 
Write or Wire Nearest Sales Office 
Stock for GIFT Buying! 

















Attractive, Compact, “Self-sell- 
a ing’ Package Complete with 
 6-Oz. Bottle of Zephyr Liquid. 














































ALL THE TIME , . ‘ . 
p's Comummms Cede AN EQUALLY SENSATIONAL 


MAGAZINE CAMPAIGN! 


..a Campaign national in scope—from full-page showing in 
Saturday Evening Post to page-dominating space in many other 
leading nationals—month after month. For example, the adver- 
tisement illustrated here appears in Ladies’ Home Journal, House 
& Garden, House Beautiful, McCall’s, Better Homes & Gardens. 


This advertising is wafting new customers to your store. It is 


making you a real part of the month-by-month selling appeal. Be 
sure to tie-in with it. 


THE MODERN HOUSEHOLD AIR FRESHENER 


FOR ANY ROOM IN THE HOUSE 
At Better Stores Everywhere, or write 


POST-WAR HOME APPLIANCES, INC. 
LYNBROOK, LONG ISLAND, NEW YORK 


Atlantic States: Western: Southern: 
Eastern Zephyr Sales Co. Bohling-Nelson, Inc. Southern Zephyr Sales Co. 
1408, 501 Fifth Ave. 5670 Wilshire Blvd. 333 Candler Bldg., 


New York 17 Los Angeles 36 Atlanta 3 


bane, Ce AIR FRESHENER SO BEAUTIFUL, PRACTICAL! 
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PERMA-GLOW! 


pERMA-Gic 


CHARGES 
8 BY DAY IA a 


SHORT PiPosure Yo DAYLIGHT 


ww ‘iL Mane PERMA 


ER 
"Ro Duc 
DUCT of REFLE 


ARIZONA 
izona Hardware Co. 
CALIFORNIA 
ifornia Merch. Dist. 
Merchandise Corp. 
istributers 


& Company 
Dooley Wholesale Hdwe. Co. 


0, Ine. 
CONNECTICUT 
M. Goldman & Co., Ine. 
ind Hardware Co. 
Co 


‘Steele & Flagg Co. 


indell & Co. 
hee a rm COLUMBIA 
onoroff Hdwe. Co. 
6 we~ 
to 


FLORIDA 
McCann Mercantile Co., 


iie—The S. B. Hubbard Co. 
alley-Milan Co. 
Washineton Distributors 
— Hdwe. Co., In 


G 
King Hardware Co. 
Jernigan's Wholesale 
- ©. Cropper Company 
ioe tae 
Cor 
Seestattion Sales a 
Bros. tite. & Supply Co. 


Morehouse & Wells Co 


id—Barker-Goldman & Lubin 


ress 


send 


Manuf. by Reflecto Letters, 


Display Asst's 
Y 


GLOW Fy, 
ie 


Retails at 


Ml 
HOUSE NUMBERS: 


GLOWS 


This plastic house 
ther. A short da 


and wea 


it visible for 


ains 10 


Display cont 
with no 


15¢ 


DBBERS THROUGHOUT UNITED STATES SELLING PERMA-GLOW 


NDIANA 

Decatur—The Pc Co. 
Evansville—Boetticher & Kellog Ce. 

George Koch Sons, Inc. 

Ohie Valley Hdwe. & Roofing Co. 

Modern Products Co. 
Fort Wayne—Schiatter Hardware Co. 

Wayne Hardware Ce., Ine. 
Gary—Builders Service & Equip. Co. 
indianapolis—Marce Distributing Co. 
South Bend—Iinterstate Distributing Ce. 


IOWA 
Clinton—C. E. Armstrong & Sons 
Des Moines—Brown-Camp Hdwe. Ce. 
s 


KANSA 
Wichita—Cummings & Company 
K TUCKY 
Loulsville—Archer Plastics & Spec. Corp. 
Louisville Tin & —, Co. 
LOUISIA 
Baton angele Aidwe. & Sup- 
plies, ine. 
New Orleans—Stratton-Baldwin Co., Ine. 
Woodward Wight & Co., Ltd. 
Shreveport— Ogilvie Bros. 
MAINE 


Houlton—Aimon H. Fogg 
Portiand—K endall- Whitney 

Myrals, Ine. 

MARYLAND 

Baltimore—John Duer & Son 
Stein Brothers 

Wholesale Elec. Assoc., Inc. 
Cumberland—The Sehriner Co., Ine. 
Frederick—Frederick Trading Co. 
Hagerstown—Schindel. Rohrer & Co., 

MASSACHUSETTS 

Boston—Decatur & Hopkins Co. 
Massachusetts Hdwe. Dist., Ine. 
Fitchburg—Fitehburg Hardware Co 
Lynn—B. & E. Paint & Wallpaper Co. 


(Your Jobber) 


PERMA - GLOW — Numerals 


Doz. refills as follows 


Store Name 


your jobber does not yet corr 


blank 


PERMA-GLOW, send order 


and his name to R cto Letters Co 


Roxbury—Erwin Supply Company 
Worcester—Mendall Benjamin Co. 
Ross Bros. 
MICHIGAN 
a Creek—B. C. Supply Co. 
City—Meisel Wardware & Supply 


* os. 

Bay City H 

Deteitontion "iD chnadistes Co. 
Buchsbaum Bres. 
Micro Distributing Company 
New-Way Enamelware & Hardware Co. 
Geo. C. Wet & \ 

Flint—The George W. Hubbard Hdwe. 


Grand ee yy Hardware Co. 
Escanaba—Delta Hdwe. Co. 
Jackson—Smith- Winchester Ce. 
Lansing—VanDervoort Hdwe. Co. 
Muskegon—Towner Hardware Co. 
MINNESOTA 
Duluth—Kelley-How-Thomson Co. 
Minneapolis—El- =. -~ Co. 
Jenney-Semple-Hill & Co. 
St. Paul—Raymer Héwe. Company 
MISSISSIPP 
Jacksen—General Wholesale Co. 
Natehez—Feltus Bros. Hdwe. Co. 
MISSOURI 


St. Lovis—Mound City Supply Co., Ine. 
New Market Hardware Co. 
Acme Sales Co. 
Chas. R. Myers Hdwe. Co. 
Rothler ~~ 
Schwander Appl. 
Tiemann Hardware a Supply Co. 
Witte Hardware Co. 
ONTANA 
Billings—Billings Hdwe. Co. 
Marshall-Wells Co. 
Helena—A. M. Halter Hdwe Co. 
NEBRASKA 
Lineoln—United Supply 
NEW JERSEY 
East Orange—Reliable Hdwe. 


Co. 

Newark—Eagle Sales Co., Inc. 

John Glesinger Corp. 

|. Lehrhoff y 

Phoenix Hardware Co. 

H.Sehultz & Sons 
Paterson—S. Federbush Co. 
Penn's Grove—R. F. Willis & Bro 
Red Bank—Union Distributors, Inc 


NEW YORK 
Binghamton—L. & K. Electric Co. 
Brooklyn—Schneid Bros. 

Singer & Singer 
Buffalo—H. D. Taylor Co. 
New York—Beacon Sales Co. 
Wm. L. Blumberg Hdwe. Co. 


& Supply 


AT NIGHT - -no lig 
number is made t 
ylight exposure ™ 


n-rusting 


packages- oe 
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screws. 


rder today from Y 


William Goldenblum & Co. 

Herman Kornahrens, inc. 

Masback Hdwe, Co. 

Underhill Clinch & Co. 

Chas. Weiland, Inc. 
Rochester—Cesev Elec. Supply Co. 

Mathews & Boucher 

Weed & Company * 
Utica—Roberts Hardware Co., Ine. 
Watertown—W. W. Conde Hdwe. Co. 

NORTH CAROLINA 

Greensboro—Odell Hardware Co. 
Monroe—Monroe Hdwe. 
Raleigh—Southern Jobbers, Ine. 

Job P. Wyatt & Sons Co. 
Wilmington—Jacobi Hardware Company 
oa. Salem — Brown - Rogers Dixsen 


OHIO 
ory Wholesale eases 
& Wholesale Supply Co 

Cloveland—-W. Bingham & Co. 

Eleap Sales Co. 

Gold Brothers b 
| ne mer Traecy- Aten Company 
Dayton—The W. H. efaber Ce. 

Universal Supe ly co 
Youngstown —Trumbull Plumbing Supply 


OKLAHOMA 
Tulsa—Clark-Darland Hdwe. Co. 
REGON 


Portiand—Gilbert Bros. Ine 
PENNSYLVANIA 
Allentown—M. S. Young & Co. 
toona—The H. C. Prutzman Co. 
aver Falis—Ace Electric Supety Co. 
Hazleton—Jore Woodring & 
Kingston arrte Hardware & y Co. 
Laneaster—Reilly & Raub 
Neshaminy—Engineering-Sales Associates 
Philadeiphia—Franklin Hdwe. & Supply 


Co. 
E. J. McAleer & Co., Ine. 
» Ine. 


Supplee-Biddle Hardware Co. 
Pittsburgh—American Hdwe. Supply Co. 
Logan Gregg Hdwe. Co. 
The Martin Hardsocg 
jm og Ine. 
Joseph Woodwell Co. 
Pottsville—The Pottsville Supply Co. 
Shamokin—Jones Hdwe. Co. 
= Barre—Lewis & Bennett Hdwe. 


Company 


York Fulton, Mehring & Hauser Co. 
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RHODE ISLAND 

Providence—Barker Chadsey & Co. 
Providence Hdwe. & Supply Ce., Ine. 

SOUTH CAROLINA 
Charleston—C. D. Franke & Oo., Ine 
Columbia—Electrie Equipment Supply Ce 

SOUTH DAKOTA 
Aberdeen—The Jackson Hdwe. Co. 
TENNE 


Chattanooga—Faber & Nichols Machining 
& Sales Co. 


Knoxville—Galyon & Compan 
Nashville—Mid-South Builders Supply 
Company 
TEXAS 


Amarillo—Gibson Products Co. 
Corpus Christi—Corpus Christi Hardware 


San Antonio Machine & Supply Co. 
Dalhart—Mayfield Feed & Grain Co. 
Dallas—Higginbotham-Pearlstone Hdwe 


Co. 
Huey & Philp Hdwe. Co. 
Houston—Bering-Cortes Hardware Ce. 
F. W. Heltmann Co. 
Lacks Wholesale Dist. 


Lutbeck—Bocknolt-Witiine Neue. Os. 
San Antonio—Buliders Supply Co. 
Watts Hdwe. Co., Ine. 


Ogden—Geo. A. Low 
Salt Lake oi ie "Distributors 


VERMONT 
Gutinghe-tua bry Paper Co. 
1 
Lyncevhburg—Bailey-Speneer Hdwe. Oo., 


Ine 

Richmond—Virginia- Carolina Hdwe. Ce. 
The W. S. Donnan Hdwe. Co. 
Watkins-Cottrell Company 
Roanoke—Graves-H umphre 

WASH INGTON 
feattle—Peerless Electric Oo. 
Sechene— eer Co. 

WEST VIRGINIA 
Clarksburg—Johnson Hdwe. Company 
Huntington—E mmons-Hawkins Hdwe. Ce. 

Watts, Ritter & Co. 
Wheeling—Ott- Heiskell Co. 

WISCONSIN 
Madison—Wisco Hdwe. Co. 
Milwaukee—The Hunt yaa 

John Pritziaff Hdwe. 
Wausau—Specialty Products Ce. 


ys Ce., Ine. 


REFLECTO, LETTERS 


411 East 101st Street, New York Cit 





















DE LAVAL Cream Separators 


De Laval Separators built in a wide range of sizes 
and styles for every need and purse are first choice 
of cream separator users—based on their long- 
proved cleaner skimming, longer life and lowest 
cost per year of use. 
















DE LAVAL Milkers 


Dairymen know that De Laval Better Milking 
means fast, clean milking—cleaner milk—better 
herd health—greatest savings of time and labor— 
and complete dependability. Two great milkers 
. . « the De Laval Magnetic Speedway and the 
De Laval Sterling. 














DE LAVAL Food Freezers 


The De Laval Speedway Food Freezer Model F-100 
is the newest member of the growing De Laval line. 
Like all other products that wear the De Laval 
nameplate, it is skillfully engineered, beautifully de- 
signed and of quality manufacture in every detail. 













DE LAVAL Milking Trucks 


A must for fast milking. Strong tubular construc- 
tion, white enamel finish. Sold complete with 
strip cup and four white-enameled pails. 











THE FAMOUS DE LAVAL LINE IS GROWING..... 
And Offers Growing Opportunities to Dealers! 


The addition of new products to the famous De Laval Line still further increases the 
opportunity of the De Laval Dealer to serve his community and enjoy a profitable business. 







THE DE LAVAL SEPARATOR COMPANY 


NEW YORK 6 CHICAGO « SAN FRANCISCO 19 
165 BROADWAY 427 RANDOLPH ST 61 BEALE ST 
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AN FaW WATER SYSTEM 
FOR EVERY NEED 
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PUMP 
FACTORY-TESTED 


Before Delivery to You 


Profits stay profits when you handle Fa W Water 
Systems. Before delivery to you, every FxW pump 
is tested at the factory for capacity and pressure. 
Every pump is performance-proved. You can bank 
on the ratings tagged on FW pumps. 


To you this certified performance means fewer 
service calls—the end of needless call-backs. To 
your customers, this means F&xW dependability, 
the kind that people everywhere have come to ex- 
pect from Flint & Walling since 1866. 


The completeness of the Fx W line is added profit 
insurance. Centrifugal and reciprocating pumps 
for every depth of well. FW systems for all uses 

farm, home, industrial. A wide range of capac- 
ities to meet the toughest demands. 


Be money ahead on the pumps and water systems you 
sell. Write for details of FW profit opportunities. 


FLINT & WALLING MFG. CO., INC. 


KENDALLVILLE, INDIANA ESTABLISHED 1866 











CHAMPION LAMP WORKS 


Lynn, Massachusetts 


AMP co 


A 


CMs BULBS Blossom 


wnle esiinian . 


Every customer that comes into your store 
is glad to pick up Incandescent bulbs and 
Fluorescent tubes. Yours is the logical place 
to get them. 

You get this good business and keep them 
coming back to you for the replacements 


when you sell CHAMPION Lamps. 


You get not only the volume but all the 
profit there is in it with CHAMPIONS, be- 


cause that’s the way they're sold. You buy 


them at maximum discount, from your 


wholesaler —no rules, regulations or red 
tape. You can make more money selling 


CHAMPION Lamps. Ask your wholesaler. 
































OIVISION OF 


CONSOLIDATE ELECTRIC 
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YOUR CUSTOMERS SPECIFY CLEVELAND WHEN THEY KNOW ABOUT — 


















Stamina 
Toughness 
Long Life 


built into Cleveland 








os applied in the Kaufman process ) 





Fasteners you can depend on to stand 


the strains of heavy construction work. 











a of heavy construction machinery, metal working machines, auto- 


motive equipment and farm machinery recognize their responsibility in using 






dependable high quality fasteners. You profit by following their example — use 






Cleveland High Carbon Heat Treated Screws for their unusual strength and 






uniform accuracy. Specify Cleveland Top Quality Fasteners. 


CLEVELAND 


A. _ 2917 EAST 79TH STREET * CLEVELAND 4, OHIO 


FASTENERS Worehouses: Chicago and Philadelphia 


ole | Ask your Jobber for Cleveland Fasteners 
MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 
SEPTEMBER 12, 1946 
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COLDWELL 


AND 


Lhtltadelohita 





ann 


More and more of these estab- \ 
lished “Old-Name” Brands will 
soon be available. 


COLD WELL-PHILADELPHIA awn mower vivision newbuten W ¥ 


_ PORTABLE PRODUCTS CORPORATIO Boe 
fe SEN CRORES OF: INDUSTRIAL INSTRUME ENT " o RADIOS *e SheerY By og 
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Fizs¢ \N QUALITY 
.. test \N VALUE 


WORTHY OF THE NAME 
[Grays Dudley Co 


Te long-established 
reputation of Washington heaters and ranges has built 
up an impressive demand for our new units. Condi- 
tions prevent us from filling all of these orders, but 
we're shipping them in rotation of receipt. When you 
do get Washington appliances, they'll be the kind of 
quality merchandise that builds a business . . . the kind 
it always pays fo wait for. 


MARTHA WASHINGTON 
HOME FURNACE (Coal 
Down-Draft Hot Blast Com- 
bustion insures maximum effi- 
ciency. Heavy-duty special 
alloy slotted fire pot and large 
heavy ribbed combustion 
chamber, adding extra heat- 
ing surface, insure long life 
and added years of satisfac- 
tory service. 


WASHINGTON FRUGAL 
OIL-BURNING HEATER 


Down-Draft Hot Blast spreads flame in the radiator 
type combustion chamber, insuring maximum heating 
capacity. Attractive streamlined design, beautiful 
finish, harmonizing with modern home furnishings. 
Finest workmanship in every detail. Economical in 
operation. Many special convenience features. A 
truly beautiful, powerful, and durable heater. 


oeene ee ¢GRAY & DUDLEY COMPANY 


Established 1862 
NASHVILLE, TENNESSEE ——— 
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GEORGE WASHINGTON 
COAL RANGE 


The modern styling, rounded 
corners for easy cleaning, 
the striking lines, the gleam- 
ing porcelain enamel finid 
—all contribute to the smarr 
appearance of the George 
Washington Cast Balanced 
Range. 

















































IMPORTANT MANUFACTURERS 


of 


HOUSEWARES or HARDWARE 


are invited to lease 


CHOICE OFFICE SPACE 


at 
31 Madison Avenue, New York 


Opposite Madison Square between 25th and 26th Streets 


The 3rd, 4th and 5th floors of this handsomely de- 
signed building are now available as complete units for three 
leading housewares or hardware firms who are desirous of 
obtaining a choice location for their Manhattan offices. The 
first two floors will be occupied by Ekco Products Company, 
with its diversified line of housewares. 

The building has a self-operated elevator, and pro- 
vides all the other services in keeping with an outstanding 
address. 

Leases of ten years are required, dating from October 
1, 1946. We shall be happy to send price quotations and 
any other data upon receipt of your request. 


fe 10.0} 
x 


Kindly address all correspondence to 
Peter J. Brennan 
Ekco Products Company 
1949 North Cicero Avenue 
Chicago 39, Illinois 
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“WHEN ANYONE NEEDS BOLTS AND NUTS 
.. be heads for a hardware sore 


you Can maintain a complete stock of America’s highest 


You can get candy at the cigar store, headache powders 
at the soda fountain, engine oil at the super-market, 
tires at the gas station, library books at the drug store 
—but there’s nary a place you can get bolts and nuts 


from a fully assorted stock except at the hardware store. 


Maybe your hardware store is more important than you 
think, in your community. On whom does the farmer 
depend for bolts and nuts to keep his implements, 
tools and barn equipment in repair? It’s your store, isn’t 
it? To whom do your town’s “household mechanics” 
turn for bolts and nuts? Where does the gas station 
operator get bolts and nuts? Where do the plumbers, 
electricians, carpenters and other craftsmen go for 
bolts and nuts? To a hardware store of course. 
And we hope it’s yours. 

And it can be yours if you earn a reputation for main- 


taining a complete stock of fine quality fastenings. And 


AGE BOLTS »« MACHINE BOLTS « PLOW BOLTS + NUTS « LAG SCREWS + LOCK NUTS + CAP SCREWS «+ COTTERS «+ SET SCREWS 


quality bolts and nuts—the Lamson Line—with a mod- 
erate investment. Your jobber can advise you which are 
the fastest moving sizes, and you can balance your stock 
according to your experience combined with his. Your 


real profits come from frequent “turn-over —and a bal- 


anced, complete stock makes the most rapid “‘turn-over”’. 
When you stock Lamson products in the brightly 
labeled, sturdy cartons with the all-over design, you 
will sell more than ever if you keep them where they can 
be seen. “Spot” a few on display with builders’ hard- 
ware, paints, small tools, house-cleaning supplies— 
where just seeing them will remind your customers to 
buy. Related goods sales are a “natural” with bolts 
and nuts and screws. 


THE LAMSON & SESSIONS COMPANY, General Offices, Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 





LAMSON & SESSIONS 


Ask your Jobber for the Lamson Line 


OVE BOLTS « SHEET METAL SCREWS «+ WIRE ROPE CLIPS + PIPE PLUGS » WEATHER-TIGHT BOLTS « MACHINE SCREWS AND NUTS 











Something new for women? 





Yes, Sir! The New G-E Chef 


A combination Electric Kitchen Clock and Timer 





This new G-E clock has been made for 
any household tasks that need to be 
timed to a second—or up to an hour. 
Like this... 

When some dish has to cook for 14 
minutes flat—set THE CHEF’s timer 
and forget it. You'll be alerted. When 
asparagus has to come out of the pres- 
sure cooker on the dot, THE CHEF will 
say “when!” Clothes in the washer should 
be “activated” only a certain length of 
time. Set THE CHEF —its timer will 
buzz you. 

THE CHEF is a brand-new idea in elec- 
tric kitchen clocks, with an accurate, eas- 


appreciate its helps through busy days. 


‘ 


when jobs pile up. 


On the wall—on the shelf 


Mount THE CHEF on the wall or set it on 
the counters, shelves, or work surfaces. 
A-C only . 


Choice of fourcolors—Plastic case gives 
customers four choices of colors: Chi- 
nese red, Nile green, white, ivory. Stock 
THE CHEF — available soon—it’s a sure- 
selling feature for your line! General 
Electric Company, Appliance and Mer- 
chandise Dept., Bridgeport 2, Conn. 


@ General Electric Clocks 
GENERAL @ ELECTRIC 





ily operated timer alarm. Customers will 








Here’s another G-E “‘first’’— the Tune- 
A-Larm! It starts your day with music. 
Just plug your radio into the back, tune 
to your favorite station, flick the switches. 
At rising time— MUSIC! Loud or soft, as 
you like it. 
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HENRY CHENEY HAMMER CORPORATION 
Factory: Little Falls, N.Y. 
Sales Office: 217 Broadway, New York 7, N. Y. 
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FOR FASTER, MORE ECONOMICAL SOLDERING! 


THE SOLDERING TOOL WITH Chlomatic Feed 


CONSIDER THESE BIG FEATURES 


Micrometer Control of Amount of 
Solder Ejected 


Anti-fatigue Balance—Light Weight 


At a touch of the trigger, stainless steel knives eject a measured 
amount of solder. A loading chamber in the handle provides 


housing for a 4-ounce reel of solder. For continuous, all-day pro- 


Automatic Solder Retracting Feature— 


duction, solder may be fed through the EJECT-O-MATIC from 
Prevents Melting of Excess Solder 


la ! ) , i 
rge reels mounted on, or under, the bench. A special eyelet Cooling Vanes Dissipate Excess Heat 


hole is provided for this purpose in the cover of the loading Drop-forged, Non-corrosive Tip 


chamber « EJECT-O-MATIC Automatic Feed, with core solder, One-hand Operation—Speeds Production 


Easy Cleaning—Tip Never Needs Filing 
or Wiping 


Safety, Utility Base 


eliminates fussing with fluxes — makes soldering a one-hand 


Operation — speeds production — assures neat, uniform joints. 


Model 19-5 (illustrated) with base—retails at $18.95 


Individually packed. Shipping wt. per 
carton of 12 units, approx. 42 Ibs. 


Send for literature 


MULTI-PRODUCTS TOOL COMPANY, 123 SUSSEX AVENUE, NEWARK 4, NEW JERSEY 
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Every time they use a tie-out or halter chain, 
for example, it means snapping it on and taking 
it off. It stands to reason that a snap that is 
easier to snap on and off, and locks when in use, 
is going to be very much in demand. 


Always on the alert for product improvement 


fo the Business End 


When you get sight down to it, the part of a 
chain your customers get to know best is the 
snap. To them that’s the business end. 


and opportunities to increase dealers’ chain sales, 
Hodell now introduces its new snap. Simple as 
a snap may be, it took ace engineering to perfect 
the details that make this new one do a better 
job. Check them and compare. 


Your customers have come to know that Hodell 
chain is always top grade. Now you can give 
them the additional advantage of this new snap 
which will be standard on all Hodell halter and 
tie-out chains. 


COMPARE THESE ADVANTAGES 


( 


THE OLD THE NEW 


a. 
2. 
3. 
4. 
5S. 


Shorter, better balance 

Loop instead of flat spring 
Recessed tip locks spring securely 
Smooth, strong shank 

Strong, freely rotating swivel 


JACK + SASH + SAFETY - LADDER - PUMP + LIBERTY MACHINE - PROOF COIL - STEEL LOADING 
LIBERTY COIL +> PASSING LINE + BULLDOG - SAMSON ~ FLAT LINK + REGISTER - DREDGE 


ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 3, 


OHIO 
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Millions of sales are made by color. . 

sales of clothes, automobiles, furniture . . . 
and paint. That’s why the striking shades 
of Imperial Texolite* can make all the dif- 
ference in your profits, Outstanding stylists 
gave them “‘buy-appeal,” famous interior 
decorators endorse them. And Imperial 
Texolite quality helps them stay good look- 


ing. To help you sell, Texolite offers a 


United Sta 


vreat, new mer- 

chandising pro- 

gram. It includes window and counter dis- 
plays, complete literature and one of the 
finest color carde in the industry, And sea- 
sonal programs have been arranged to boost 
sales all year ‘round. Ask your paint and 
hardware jobber . . . or write direct to 300 
West Adams Street, Chicago 6, Illinois. 


ark reg. U.S. Pat. Off 
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Gypsum « Lime «- Steel 
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Building + For Industry 


Insulation - Paint 


Roofing - 
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When the air seems still, farmers toss up a straw and watch it drift, 
“to see which way the wind'’s blowing.” The handsome, efficient new 
Duro 80-tooth-action ratchet wrench is like that; it shows the drift 


of things at Duro, shows what to expect as Duro plans mature. 


RIFLES ¢ CARTRIDGES « SHOTGUNS e SHOTSHELLS 


FLASHLIGHTS 


ROLLER SKATES 


BATTERIES 


All DURO tools are in process of still greater refinement 
now, for the usual standard of “‘just as good as pre- 
war’ isn’t good enough here. First of the DURO “‘Tools 
of Tomorrow” is the balanced 80-tooth-action ratchet 
wrench—stronger, handier in the tight spots, with a 
finish that’s tough in service, yet feels like satin. As 
with this perfected wrench, DURO tools in forthcoming 


DURO VOOLS Gn 


production will be refined from the inside out—clear 
out to new finishes such as tools of this kind have 
never worn before. 

Thousands of DURO tools are being delivered daily. 
More and finer hundreds of thousands are coming... 


Duro Metal Products Co. 
2649 No. Kildare Ave., Chicago 339, Illinois. 


*‘Doggone Good!” 


AND TOOL 
ISION 


Fhe Mechanics Beet Friend 


OVER A BILLION BUILT SINCE 1916 





ALSO MAKERS OF DURO MACHINE TOOLS 
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2 POE ee Pee” 
This catalogue illustrates and describes the most com 
plete line of brushes offered today. Copies available 
for Purchasing Agents, Executives, Superintendents, etc. 
Write for your copy today on your business etterhead. 


SOLO-HORTON BRUSH CO., INC. 


135 WEST 19TH STREET -« DEPT. A-3 ¢e NEW YORK 11, N. Y. 
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AT LAST...THE LIGHT WEIGHT CONCRETE MASONRY 
UNIT HAS A PERFECT WATERPROOFING PARTNER 


.AQUELLA! 


What does the increasing popularity of the 
“partnership” between the light weight 
concrete masonry unit and Aquella mean 
to you as a hardware, paint, lumber or 
building supply dealer? 

It simply means this... 

That now...with Aquella adding the ad- 
vantage of watertightness to the desirable 
construction qualities this type of masonry 
provides—you have a building material ex- 
cellent in every respect. 

For as everyone knows...despite the de- 
sirable qualities the light weight concrete 
masonry unit provides in making homes 
and buildings firesafe...economical to 
maintain and soundproof—it is still highly 
porous and water permeable, unless it is 
treated with a truly effective waterproof- 
ing—like Aquella! 

Furthermore...Aquella also gives an at- 
tractive, glistening white, eggshell-like fin- 
ish that is truly beautiful in its natural 





LOOK FOR OUR FULL-PAGE ADVERTISEMENT 
IN THE SEPTEMBER 21*' ISSUE OF 
THE SATURDAY EVENING 
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color—or when painted to match any deco- 
rative scheme. Aquella does not powder or 
rub off, nor does it blister, peel or flake. 
It all adds up then, doesn’t it? 

..That you should have Aquella in stock. 
..That you should be fully familiar with 
the cinder concrete block waterproofing 
test described on this page. 

..And that you should know all about 
Aquella—so you will know why you can so 
sincerely recommend it...why you can so 
confidently sell it. 


WHAT TO RECOMMEND AND SELL 
AQUELLA FOR 


Recommend and sell Aquella for water- 
tightness—inside or outside...above or be- 
low ground...on all porous masonry sur- 
faces, such as brick, concrete, stucco or 
cement plaster. Complete directions with 
every package. 


FR &é@/ Write for your 


copy of “Aquella.and Concrete 


Masonry Construction” 


viv bbe DhaNEAL DMs GMAMRLEE EEL, pL PAELLA, ALE tt 


Veal 


4 
500-lb. Hydrostatic Pressure Test Proves that 


Aquella Makes Cinder Concrete Block and Other 
Porous Masonry Surfaces Watertight 


Here’s the cinder concrete block ee | -eggeer a test 
that amazed architects and eng s! 
both made of cinder concrete blocks—were > first tested 
in their natural state and showed that they had iden- 
tical coefficients for permeability. After such tests, the 
column on the left was treated with Aquella, while 
the one on the right was not. The Aquellized column 
withstood the pressure of an 8-ft. head of water, equiv- 
alent to a hydrostatic pressure of 500 Ibs. per sq. ft. 
The untreated column could not be filled with water 
higher than 1834”, because the water seeped through 
its walls at the rate of 2 gallons per minute. 
Aquella, having proved its effectiveness on cinder 
concrete blocks, under conditions as extreme as this, 
must necessarily be equally successful when applied 
to other types of masonry construction, such as brick, 
concrete, stucco or cement plaster. 


Y 2 PER BAG 


Mixed with 3 qts. water, 1 bag mokes 
1 gal. First coat covers 60 to 120 sq. ft. per gal.; 
second coat, 200 to 250 sq. ft. per gal. 
Seil Aquella No. 1 for Interiors 
Aquella No. 2 for Exteriors 





(Slightly higher west of Rockies 
and in Canada) 
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», PPIGATG i] Dealers Like to Sell 
) 1 yAL Perma-Jack, The Quality 
; ‘ Floor-Leveling Device, because it 
means new, extra profits. You simply 
for assemble it quickly into an attractive 
display, show it, and it sells on sight. 


No unwieldy wrapping chores, it’s a 
packaged, over-the-counter item that you 


“Ra p d A Fj re’ handle easily. 


Popularity 2 
Perma-Jack Because The 


with | 
Moment They See It on Disp 


1) Ca | t r 4 a nd They Realize It’s Just What 


They Need. Perma-Jack sales show 
that hundreds of your customers have 
C ul sto HL e r S problems with sticking doors and sag- 
‘ ging floors. They hate to think of what 
a contractor will charge them. Then they 
see Perma-Jack on display in your store 
and immediately realize it’s the solution 
to the problem . . . at only a fraction of 
the imagined cost, a low-cost remedy for 
old-house ills. They see it’s easy to install 
—Timken thrust roller bearing and Acme 
square threads guarantee that, attractive 
gray anti-rust enamel—so they buy! 


Customers Like to Buy 


k] Perma-Jack is New 
Business for You, Easy 
Profitable Sales Because It’s th 

5 that | | Top-Quality Answer to A Real 


i Other 
, Need. Hundreds of wholesalers and 
on several thousand dealers all over North 
Sones America are sold on Perma-Jack as a 
id iden. quick-money-maker. Its quality design 
ests, the : ° 
, while wetean and modernly engineered construction 
column _ t= Adjustment Pras are easily evident from a glance at the 
lf cotters - . 
Aiastnest ws 200% extra chart on the left. Don’t miss your chance 
ee ° om - . . . 
through toe 8°10" a | to cash in on the quick, extra profits this 
| cinder way top-notch beam-bolsterer brings you. 
=, Special Steel | Ask your jobber for Perma-Jack today 
s brick, or drop us a card giving his name. 
F Rockies inside and out a? 4s 
) 4 
i ‘ 
makes . | | j Se) ee 
er gal.; Rated capacity 8 tons ff | Rae ea 
Load tested to 12 tons fi j 
Heavy 5/16” Steel | f . 
Bottom Plate = 





PAT. PEND. 





Product of PERMA-JACK Corporation, 12500 Berea Road, Cleveland 11, Ohio 


a 
A Subsidiary of Republic Industries, Inc. 

a 
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OILSTONES 


by 


NORTON ABRASIVES 


For GREATER 
Customer Appeal 


Three distinctive qualities commend Norton Abra- 
sives Oilstones for greater customer appeal; (I) fac- 
tory oil-filling, (2) complete selection range of both 
natural and electric furnace abrasives, (3) reputation 
for continued excellence sired in the “Pike” craft- 
tested tradition since 1823. Factory oil-filling retards 
glazing and speeds up cutting action. Complete se- 
lection range insures greater choice from the coarsest 
vitrified stones to the surgical fineness of quarried 
Arkansas mineral. Reputation for excellence guaran- 
tees full-value service. 


For faster selling oilstones, Norton Abrasives offer 
five celebrated brands: 


India—aluminum oxide, oil-filled 
*Crystolon—silicon carbide, oil-filled 

Arkansas—natural Novaculite, hard and soft 
*Washita—natural Novaculite, open structure 
*Queer Creek—soft natural sandstone 


Also featured in Tool Counter Display Assortment +598 


Write for booklet, "How to Sharpen.” 


BEHR-MANNING TROY, N.Y. 


(DIVISION OF NORTON COMPANY) 


ALSO QUALITY COATED ABRASIVES SINCE 1872 
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Yes, customers go for Bethlehem Bolts and 
Nuts. And for good reasons. They like ‘em 
for their neat appearance... tight, accurate 
fit . . . thorough dependability. 

Precision-made from strong, tough steel, 
Bethlehem Bolts are everything that bolt-users 
could ask for. Threads are clean-cut, shanks 
as straight as a die. And, regardless of size, 
heads are easy to grip. 

Bethlehem Bolts and Nuts are manufactured 
in 800 different diameters, lengths and types. 
They come in cardboard cartons or sturdy 
paper packages . . . each identified by the 
attractive red-and-white Bethlehem label. For 
salability and customer satisfaction, choose 
the Bethlehem line of bolts and nuts. 


BETHLEHEM BOLTS 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 














HOW TO GET THE 


Fait 


YOU NEED 


our Regional Office of the War Assets 

Administration can now supply you 
immediately with complete information 
regarding low cost paints, lacquers, enam- 
els, varnishes and other protective coat- 
ings. Large quantities of these surplus 
materials, all made to exacting govern- 
ment specifications, are available in man 
types, colors and quantities . . . from whic 
to select for your specific requirements. 
More important, a special inter-regional 
service has been set up to locate just what 
you want, should supplies be exhausted 
in your own region. 


In addition to paints and enamels for 
general use, there is a wide selection of 
special purpose finishes. Prices offer at- 
tractive savings to machinery and equip- 




















ment manufac- 

turers, plant maintenance 

departments, painting contractors, whole- 
salers, dealers and others interested. Con- 
tainers nay oy range in size from one to 


55 gall I 1 
information IMMEDIATELY. 


Although this material has been previously offered 
to priority claimants, 10 per cent of the merchan- 
dise has been reserved to fulfill any further needs 
of priority claimants including VETERANS OF 
WORLD WAR II who are invited to contact the 
Regional Office serving their area. 


EXPORTERS: Most surplus property is available to 
the export market. Merchandise in short supply is 
withheld from export and if such items appear in 
this advertisement, they will be so identified by an 


asterisk. 





War Ass 


Offices located at: Atlanta + Birmingham 
Boston + Charlotte - Chicago + Cincinnati 
Cleveland + Dallas + Denver + Detroit + Fort 
Worth + Helena + Houston + Jacksonville 
Kensas City, Mo. + Little Rock - Los Angeles 


Louisville - Minneapolis + Nashville - New 
Orleans + New York + Oklahoma City 
Omaha - Philadelphia + Portland, Ore. 
Richmond + St. Louis + Salt Lake City + San 
Antonio + San Francisco + Seattle + Spokane 


GOVERNMENT 
OWNED 
psunrius 


** 
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Yes, more and more Pincor Lawn Mowing Equip- 

ment is being produced, yet not enough to com- PINCOR 
plete every order. As Pincor Dealers receive Fy} te 
their shipments, however, they are glad they ial 
waited and point out to their customers these 

up-to-the-minute Pincor features: compact mod- 

ern design; all steel welded construction; hand 


adjustable cutting height from !/2 to 2!/2 inches; 
removable, exchangeable cutting unit; sealed-in 
lubrication; built-in sharpener; fine cutting per- 
formance and easy operation. Point for point 
Pincor is far ahead of the field. 


PINCOR 
Critical shortages have prevented us from reach- + Model A-16 


ing our production goal, but present conditions J Hand Mower 
indicate a more plentiful material supply in the 

months ahead, with enough Pincor Mowers and 

Electric Hedge Trimmers to fill the reasonable re- 

quirements of our dealers. (Pincor Products, as 

you know, are sold Direct to Dealers.) Anticipate 

your needs and order now for 1947. Cash in 

on the continued consumer demand for better 

mowers. , 

PINCOR 


Model P-17 
Hedge Trimmer 


Write today for descriptive literature 
and the Pincor Direct-to-Dealer Policy. 


POWER PLANT 
MODEL BLA-6N 
Combination 500 Watt, 
115 Volt, 60 Cycle A.C., 
and 6 Volt 100 Watt D.C. 

$130 F.O.B. Chicago. 
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Z nats freee fectiti catete! 


ANOTHER ACHIEVEMENT 






‘ LIFETIME CONICAL SPRING EXCLUSIVE “FLOATING FINGERS” 

90 "fiex!-Gri” om provides velvet-smooth, quiet, are self-equalizing to compen- 

No. £97 No. 2,376,325) operation, yet holds door secure- sate for ordinary shrinkage or 
(Patent 1945 Canada) ly in closed position. swelling of doors. 


(Parente 

‘ ut three 

tration * on ions 
Illus ize _ Cross 3 

imes °°" ize. 
‘below are actual § 





PRONGS MARK EXACT POSITION 
on door for strike, assuring easy, 
accurate, and time-saving instal- 
lation. 







ELONGATED SCREW HOLES 


provide for perfect adjustment 
after installation of Catch. 


BRIGHT CADMIUM PLATED CHOICE OF PACKINGS 
finish is highly rust-resistant, individual Envelope packing or 
provides smooth operation. bulk “Cabinet Maker Pack”. 














v 


.2) 


1 Door closing — Flexi- 2 Spring tension holds 
* coil spring compressed. * door securely closed. 









ASK YOUR JOBBER 










AMERICAN CABINET HARDWARE CORP. 


ROCKFORD, ILLINOIS PRODUCTS 
61946 





T. M. Reg. U. S. — Canada 
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HANDY* WYTEFACE 
STEEL TAPE RULES 


1/, inch width. Pull it out to any 
length. It stays ‘‘put’”—won’t creep 
back into the case. It is semi-rigid, 
like a ruler, so you can easily work 
it with one hand. Blade can be re- 
placedin a moment, without taking 
the case apart. It has markings on 
both edges, in inches and y, inches. 
Lengths, 72 and 96 inches. 

*Trade Mark 


HOW a Wyterace* Steel Tape. Your customer 


will take it every time. Show him how easy 
to read the jet black markings on the white back- 
ground are—in the brightest glare or in hardly any 
light at all. You can assure him that WYTEFACE 
Steel Tapes are easy to keep clean, are rust- 
resisting and hard to kink. Ask your jobber about 


WyterFace Steel Tapes and Steel Tape Rules. 


*Trade Mark. Wyterace Steel Tapes and Tape Rules are protected 
by U. S. Pat. 2,089,209. 


Drafting, Reproduction, Surveying 
U ak ea Equipment and Materials, 
ar Slide Rule 
Measuring Tapes. 


KEUFFEL & ESSER CO. © 
vo ey % inch width. Handsome chats elaine: eerie 
° is v ir eatherite case, nickel- 
NEW YORK + HOBOKEN, N. J. Bese: Po si =e sed i | 


CHICAGO © ST.LOUIS * DETROIT * SAN FRANCISCO 
LOS ANGELES * MONTREAL 
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SENSATIONALLY BEAUTIFUL 


of 
- by. VY ‘ 
e WM Uy 60 LOS ANGELES 


COPPER BOTTOM ‘STAINLESS STEEL COOKWARE 


% 5% QT. DUTCH OVEN 


Other Exclusive Thermic-Ray features: 


e Copper bottoms—atomically bonded in correct thickness 
VAPOR SEAL 


@ Diametric proportions—science proved—for better cooking 
Thermic-Ray is the only copper 


e Handles of air-cooled plastic for firm grip, easy pouring Ce sities deities eihatiy 
‘ ware line with the Vapor Seal 
feature. Vapor Seal makes 
foods more delicious—seals 
For beauty, for efficiency, for healthful cooking, here is a cookware line food values, flavors in. Makes 
that answers the demand of every cook. Stainless steel — always mirror- Pig low-water cooking possible— 
: : , P , Ag t tables need only the 
shiny—easy to clean as glass. Copper bottoms in the precise thickness Wee ge ny 
a woter left after rinsing. 


@ Balanced weight—heavy enough for long life, light enough 
to handle with ease 


needed for correct heat distribution. If your store caters to quality trade, 


YAn «ft 


Thermic-Ray is a must—for Fashion, for Prestige, for Profit. PR: . 
a © 
. 2 
WE AReey 


Exclusive National Sales Representatives A 
Ai 
THE €¢. 8S. REATING ASSOCIATES = Se 


*® General Offices and Display Room: 222 NORTH BANK DRIVE, CHICAGO 54, ILLINOIS 
DIVISIONAL SALES OFFICES * West Central: BERT J. CLARK COMPANY, 506 MERCHANDISE MART, KANSAS CITY 8, MISSOURI 
* South Western: J. C. BERNARD CO., SANTA FE BLDG., DALLAS 2, TEXAS * Western: E. L. ECKENRODE, 405 S. HILL ST., LOS ANGELES 13, CALIFORNIA 
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NATIONALLY 
ADVERTISED 


PROMPT DELIVERY 
GET SET FOR BIG PROFITS 


For years Gem Dandy Electric Churns 
have sold in big volume on merit alone. 


Now comes the big pay-off! . 


Every month big Gem Dandy Electric 
Churn advertisements will appear in Farm 
Journal and The Progressive Farmer 
reaching 3% million prosperous farm 
families, including your best farm and 
rural customers. 


Get set now to cash in on the demand 
created by this big advertising campaign. 
Millions of electric farm and rural homes 
want the Gem Dandy Electric Churn be- 
cause it puts an end to the drudgery of 
churning, produces 15% more butter, 
churns in 15 minutes. Display Gem Dandy 
Electric Churn—it sells on sight. Rural 
electrification programs provide a_ con- 
stantly increasing market. 


DeLuxe Model Retail Price... $18.19 
Recommended Dealer’s Cost. $11.83 


pewuxe MODEL Standard Model Retail Price. . $15.04 


19 
work 
= - nga Recommended Dealer's Cost. $10.03 
It's so €85Y so amp! “ber sta 
Electric Chern | 
hard work 


ao 
saveg ning 
Gem Dandy 
1) the slow 


he chu 

« does the 
fittle helpe 

er with the 
Now mot turning is child's play ne Cone 
quick — churn butter than you eve" 

ou get tn hand churning 
yee downright drudgery of ha oe 
ye lectrie Churn pays '0F | 


yout 
hh, sit dowe and rel u 


5 Minwrer . 
com eee emer Gem Dandy Duraglas Jars are recommended 
sadadie : 
4 money saved. sveaeeee 10° 


k and genetee Henele: for use with Gem Dandy Electric Churns 
13 eainutes and the butter sereomanet pan Sold separately. 3 and 5 gal. sizes. Retail 
sew-epnet 0 Snon ont BARD” prices average about $1.75 and $2.25. 
=a 


ys fc 
Gem Dandy t 

ot press the switt - and dasher are 
v aa Churn. The motor ar ae guste 
is made ndy Electric CRUE speed for be 
perate at just Ue ef emthusiasti 


ccanory, cow 10 OO Order from your Gem Dandy distributor. If 


em Da’ ane s 
< , 
" ; ort you don’t know who he is, writ 


Be sure to ask fe “* 
ty designed to 
sentifically © hun fer the sa . 
* roved by hv s pre urn ~ 
Tested and prov Elec _ « wn . : ocamne wate pes convenient 
or Hy fc yout , 
any crock National average) * , Seiten te Core 


ating cove Aboot 10s Por ALABAMA MANUFACTURING 
a Dandy Electric Churn Operas’ 


« can't ’ »/ ‘ats 
to the old hand chure Buy wnardware dealer® iM yosc® pn 6 COMPANY 
e sliance @ tor One Toor 


wooprene Sennertt: 


'CH OVEN a -— fing electrical PP 


Dandy dealer, write BeMeNGHAM 3 ALABAMA 
MANUFACTURING 


Birmingham 3, Alabama 
COMPANY 


ELELTRIL 


a ae — 
| ae 


. 


} 


REG vw. S. PATENT OFFICE 


JFORNIA 
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AMERICA’S WOMEN 
MADE THEM = 
WHAT THEY ARE TODAY 


the Beil Sellow 
jollline 


le Trim- 
ae home 
dressmaking ¢ 
profession® 
\oring. 


| tai- 


MANUFACTURERS OF: 


Dressmaking and 
alolthytalelic MEN il-te le mmo lale, 
Scissors * Pinking 
Shears + Cuticle and 
Nail Scissors + -Grass 
ak-Reke Ral aa haniake Mohane| 
Lopping Shears + In 
dustrial Shears, Scis 
Tole wee isle metal] of; 


Hundreds of thousands of pairs 
of these amazing shears that 
‘pink as they cut’’ have been 
sold over the store counters of 
America. All women who sew 
need them. . . and want them. 
And because of the interrupted 
production, there is a vast back- 
log of potential customers, just 


waiting the chance to buy. 


J. WISS & SONS CO., 
NEWARK 7, NEW JERSEY 


ESTABLISHED 1848 
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DOMINION HAS THE BENEFIT OF 25 YEARS SCHOOLING 


DOMINION APPLIANCES INCLUDE: FLAT IRONS, WAFFLE 
IRONS, CURLING IRONS, TOASTERS, SANDWICH GRILLS, AND 
GRID-A-BOUTS, TABLE STOVES. HEATERS, POPPERS, HAIR 
DRIERS, MIXERS, HEATING PADS. INFRA-RED LAMPS, FANS. 


Distributed trough reputable 
wholesale houses acr01s Le uation. 


THE DOMINION ELECTRICAL MFG., INC. 


MANSFIELD, OHIO 
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STER PENCIL : lt 
{STER PENCIL 


INTRODUCED JUST A FEW MONTHS BACK —NOW DEALERS SAY: 


v2" 


(STER PENCIL 
GTER PENCIL 
(STER PENCIL 


*STER PENCIL 


pinaster 


pencll 


SCHALK SHOWMANSHIP AGAIN! It isn’t enough 
to put out a top-grade product and support it 
with top-grade promotion. You’ve got to know 
how to ‘‘dish it up’’ to Mr. and Mrs. Public, U.S.A. 
So, when Schalk decided to put out a Plaster 
Pencil, we got miles away from commonplace 
packaging and display . . . with the ingenious 
and colorful result pictured above. 


As you can see, each Plaster Pencil is packed 
in a separate tube. It retails for 25¢. There are 


. consti, 
al oer 


TER PENCIL 


} 


12 pencils to each display container; 4 displays 
to the case. The list price per case is $12.00 less 
usual trade discounts. 


Remember, too, that Peter Putter’s Plaster Pencil 
is backed up by commanding space in the 
Saturday Evening Post, Better Homes & Gardens, 
American Home, Christian Science Monitor Mag- 
azine. It’s a cross-country winner and no mis- 
take! It is sure to dominate the Plaster Pencil 
market. Your jobber can now supply full quotas. 


SCHALK CHEMICAL COMPANY - FACTORIES: LOS ANGELES AND CHICAGO 
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A “BEST SELLER” 


that means greater profits for Pittsburgh Paint Dealers! 


UNDREDS OF THOUSANDS of home owners 
all over the country are reading with in- 
terest the new edition of Pittsburgh’s popular 
booklet on COLOR DYNAMICS. And _ the 
ledgers of dealers show that this interest is 
being translated into additional paint sales! 


Profusely illustrated in four colors, this 
constructive sales aid shows what Pittsburgh’s 


COLOR DYNAMICS can do to beautify the 


home and promote the cheerfulness, well-being, 
efficiency and safety of the entire family. 


This new booklet is the keystone of a sound mer- 
chandising program which is building a wider 
market for future sales of Pittsburgh products. 


We'll gladly have one of our representatives call 
on you to discuss the possibilities of handling 
Pittsburgh Paints in your territory. If you are 
interested, write us today. 








PITTSBURGH PLATE GLASS COMPANY, PITTSBURGH, PA. 


QUALITY PAINT AND GLASS 


jp) PITTSBURGH PAINTS 


PITTSBURGH STANDS FOR 
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TWO NEW PRODUCTS FOR 
GREATER DEALER PROFITS! 


: eee “Ie 





PP PORTABLE =" SWIVELING 79 
Clothesline REEL 4 Clothesline PULLEY; 


5) : ot 


Fe Na ae oe on 
~; ae 


Retails at 


25° 


Specially plated to re- 
sist weather and wear. 
Will not soil clothesline. 


Remarkably efficient ...simple 
to use...will not rust 


This new, scientifically-designed clothesline pulley 
is free-turning and free-swiveling...always in perfect 
alignment with the rope. Of steel and brass construc- 
tion, it is extra strong and most practical. Furnished 
with screw hook. Stock these fast-selling pulleys now. 


P | 
Retails at \ 
\ 
\ 


$95 





Makes it easy to put-up or 
take-down clothesline 


Cash in on the demand for this high quality, 
smooth-working appliance. Reel Tite Clothesline 
Reel has sales appeal...it is just what your cus- 
tomers are looking for. Saves time and work on 
wash day. Reel Tite is a profit maker. 


! 
| 
] 
| 
j 
| 
| 
| 
| 
| 
| 
with Bracket ~—— ath so 
| 
! 
' 
| 
| 
1 
| 
| 
| 
| 
| 
| 
| 
! 
i 
i 


Order from your jobber today ...or write for full information, prices, discounts. 


THE AUTO ARC-WELD MFG. CO. 


8007 GRAND AVE. - CLEVELAND 4, OHIO 
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BUCKEYE 
ALUMINUM 
Gills for women 


J ; : 
whe tobe fi wide Un 


belt bitshens 


CHICAGO SALES OFFICE 
1109 MERCHANDISE MART 


SEPTEMBER 12, 


- 1065—5 qt. Dutch Oven 

. 1011—10%”" Chicken Fryer 
- 1054—4 qt. Sauce Pan 

. 1053—3 qt. Sauce Pan 

- 1052—2 qt. Sauce Pan 

. 1051-5S—five piece set 


HESE Buckeye Aluminum sets of “waterless” 

cookware make perfect gift promotions. Any 
woman would be proud to have a complete set 
of this extra thick Buckeye ware. The pans are 
especially designed for healthful “waterless 
cooking but can be used for all types of top of 
range cooking. The Dutch Oven can be used on 
top of range as roaster or whole meal cooker, or 


in the oven as open or covered roaster. 


Drawn from 10 gauge virgin rolled sheet alumi- 
num this Buckeye ware has high heat resistant 
handles and knobs, patented bevel-seal covers 
with steam vent. Sell it as a set or as individual 


pieces and build a steady flow of repeat sales. 





Tle BUCKEYE 
ALUMINUM @. 


WOOSTER, OHIO 
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This Armorlite design is ideal 
for modern kitchens. It’s the 
Connected Overlay. Ground col- 
ors of Ivory (6045) and Buff 
(6041). Also in 8/4 and 12/4. 


tha 
On Thousands Of Floors! 
Yes, Armorlite beauty makes a hit with housewives because it’s pretested 


for their preferences. Every authentic design, every style-right color has 


been okayed by a consumer jury drawn from the groups that comprise the 
vast market for enamel surface floor coverings. But Armorlite offers more 
than beauty. It cleans easier, stays brighter, lasts longer. That means value 
— and value makes a hit with homemakers everywhere. No wonder so manw 


dealers are featuring Armorlite enamel surface rugs and yard goods. 


"For Style Superiority” 


BIRD ARMORLITE 
ENAMEL SURFACE RUGS AND YARD GOODS 


295 Fifth Ave., New York ~ 13-118 Merchandise Mart, Chicago 


BIRD & SON, inc., East Walpole, Mass. . 
151 
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GRAPHITE GUS SAYS: 
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SELL THE- COMPLETE LINE— 
FOR COMPLETE PROFITS AND 
COMPLETE GRAPHITE SERVICE 


/ 7 ‘'S just good merchandising sense to sell one low priced product 
of a nationally advertised branded line as a guinea pig and you do 
just that when you sell one item of the extensive Dixon graphite 
13-product line. 

Your customer's happy experience with one Dixon graphite 
product, cultivates his urge for the other Dixon products containing 
the same incomparable Dixon lubricating graphite. When you’ve 
sold him a Graph-Air Gun for example, it’s a cinch to sell him the 


Graph-Air Gun 





F ‘| Ticonderoga Nos. 1 & 2 
~~ Microfyne 
Flake Graphite 
Graphite Slipstik 


@P No. G-711 Graphite 


a Lubricating Stick 4 


Graphite Lathe v 
Center Lubricant ¢ 
Graphitoleo © 


rh Graphite Pipe 
=| Joint Compound 


a 


Cup & Pressure. 
Gun Graphited Grease 


Solid Belt Dressing 
(Bees net contain graphite) 








other 12 Dixon graphite products. And if you carry the complete 
Dixon Line you've got a chance to sell him 12 additional Dixon 
graphite products with a possible increase of 1200% in your sales. 

There’s a lot of tools, implements, gadgets and fixtures around 
shop, cffice and home that Aave to be properly cared for and lubri- 
cated—because they can’t be replaced now. Check up and see if you're 
properly stocked to help your customers do it— with the complete 
line of Dixon Graphite Products. 


WELL DISPLAYED IS HALF SOLD 


Get your Dixon line up front where people can 
see em. They're brightly packaged. They're eye 
catchers. Put these handy merchandisers out on 
the counter and speed up your sales of DIXON'S 
SLIPSTIKS and GRAPH-AIR GUNS. 


And remember, Dixon's Complete Line of 
graphite products are being nationally adver- 
tised to over 600,000 people every month, 


from coast to coast. 


Has each of your salesmen a “complete line” set 
Retail 30¢ of 13 illustrated data sheets? Write Graphic Gus. 


JOSEPH DIX OWN crucisis COMPANY 
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Betterllomes 


+ . a 
Py yoressive al met Tue Bic NEWS in TAT Formula 83 is that it contains 
_—— ANTU (alphanapthylthiourea) sensational new kill- 
ing agent, developed during the war—so powerful one 
lick kills rats. Can be used for all three approved, 
modern methods of control: 


ge For feeding— -a ready-to-use bait, tasteless, 
ih requiring no prebaiting. 
j 


rn ‘ ded eee a . e 
(iti Nall FARMING ss oor ; For drinking— a concentrate powder for 
; U ] : dusting on water. 


J 
For tracking— «a concentrate powder for 


rs the Ae 
‘i . 
dusting burrows and runways. 


; hy a>, Tit 1\\ 


Your customers have read about ANTU in many 
——— . magazine and newspaper articles during the past year. 
- Now, we’re launching a hard-hitting national adver- 
<,ountry 3 tising campaign telling them that ANTU is available 
f Satloman ; in TAT Formula 83. 

a TAT Formula 83 is the rat-killer you and your 
customers have been waiting for. You can sell it on 
a satisfaction or money-back guarantee. Be set to 
meet the big demand! ORDER NOW FROM YOUR 
JOBBER and get special deals and merchandising 
helps available. If your jobber cannot supply you, 
write direct. ' 


“An 


5 pea ence ee _— 
Me Be ee gi EAE PES bE ate HE ui 


NATIONALLY ADVERTISED 


We're telling the TAT Formula 83 story to your customers this Fall 
in these 12 leading national and sectional, home and agricultural 
blicati American Poultry Journal, Better Homes and Gardens, 


Country Gentleman, Hoard’s Dairyman, New England Homestead, 
Pathfinder, Pennsylvania Farmer, Popular Mechanics, Poultry Tribune, 
Progressive Farmer, Successful Farming, Wallace's Farmer. 


Other Outstanding TAT Products Are: 
3 SIZES TAT Ant Traps... Ant Bait... Roach Traps . . . Mole Killer 

. . « Insect Repellent . . . DDT Sprays, Dips, and Dusis.. . 
35¢ PKG. Weedette (2,4-D Weed Killer) 


{Mounted 12 on At- 
tractive Counter Card) 


$1.00 CAN 


“ (4-oz. Farm Size) 
< = $1.00 SHAKER- CONTAINING ANTU...SO POWERFUL— 


TOP BOX ONE LICK KILLS 


( For tracking) p 7 of 
O. —E. LINCK CO., MONTCLAIR, N. J. 
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A business-building product should be 
utterly simple to use. Then you'll be free 
from complaints. 


That’s the new Revere Ware Pressure Cooker. 


We've eliminated all the complicated gadgets. 
The pressure gauge has a dial indicator. It is 
non-rusting and moisture proof. It is hinged on 
and can’t be lost. A child can lock the lid on 
with one motion of one hand. It can’t be 
opened if there is even one pound of pressure. 


A business-building product should be 
priced right and give you ample profit. 


That’s the new Revere Ware Pressure Cooker. 


Because of the reputation we have built for 
Revere Ware, our products today sell by name. 
Your customers are going to ask for the Revere 
Ware Pressure Cooker and thus build business 
for you. But we appreciate our responsibility to 
live up to this reputation. So in spite of all its 
superior engineering, costlier construction and 
revolutionary new features the Revere cooker is 
moderately priced. And it brings you the full, 
established Revere mark-up. 








A business-building product should be 
good-looking. Then it stops prospects and 
sells itself. 


That’s the new Revere Ware Pressure Cooker. 


It has the high luster of all Revere Ware, the 
lovely, warm contrast of copper, and the real 
beauty of true functionalism. It combines the 


, finest design, engineering and materials. 


My A business-building product should be of 
“top quality. Then it gives good service and 
makes satisfied customers. 


That's the new Revere Ware Pressure Cooker. 


It is built for safety and endurance of special, 
heavy-gauge stainless steel, clad with a heavy 
copper bottom. The handles are welded on for 
permanency and finished with cool Bakelite, 


r 
~oOoxer 


Jj) can count 
production 


»xpands 
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We still cannot make nearly enough Revere Ware to meet the demand. 

But we can continue to improve each utensil we put out so that it will be 
the best possible item for you to sell. 

That is why we are glad to announce our latest development. We have a 
method of making the Revere handles of heavier steel, with heavier Bakelite 
parts that are attached with self-locking screws. Most of past handle breakage 
was due to the attempted tightening of loose screws. Now this will be eliminated 
as well as any possibility of “wearing” in the larger and 
heavier utensils. 

Of course we will continue to carry stocks of the old 
handles to meet your replacement needs. 

We are conscious of our responsibility to you and to 
the public to make Revere Ware the best value you can 
sell, the finest utensils they can buy. This latest improve- 
ment is evidence of our determination to live up to 
that responsibility. 


REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division, Rome, New York 





AY. V1 4, 
; Lish EN“ to Exploring the Unknown on the Mutual Network every Sunday evening, 9 to 9:30 P.M., EDST 
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KEY 70 MORE PROFITS 


Two words spell the advantages to jobbers and dealers 
of carrying the circle © line of nuts and bolts. . . 
more profits. 
More profits because the uniform, controlled 
quality of every circle ® nut and bolt increases 
ion efficiency . . . calls for plenty of 
profitable fepeat business. 
More profits because the circle line is widely 


advertised to your customers and prospects — 
ing a demand which you can 


fulfill. 


Definitely, the circle ® line of nuts and 
bolts is your key to more profits. 


‘ OFFICES IN PRI 
SALES 50 Church Stre 


NORTH TONAWANDA, N.- Y. 


> International Corp-, 


‘ j 
4 








All Qver the Nation.../ts 
pi Warm MORNING heater 





\a 


With built-in 
Automatic Draft 
Regulator 


MORE THAN A MILLION NOW IN USE! 


A different and better heater ... with amazing, patented 
interior construction features that assure remarkable perform- 
ance with a decided saving in fuel. A heater that requires no 
special diet — burns any kind of coal, coke or briquets — yet, 
heats all day and night without refueling. . 

Semi-automatic. Magazine feed. Requires less attention 
that most furnaces. 

Its national popularity is ever increasing and widespread 
national advertising is keeping the name before your prospec- 


2,255,527 gad 127,471 tive customers to help maintain its well deserved leadership. 
an anada at. oO. ° ° 
401,088. Name Reg. U.S. Ask your wholesale distributor about the WARM MORN- 
an an. Pat. '. 

ING ~— the coal heater that outsells all others! 


Sell the new WARM 
gg 
to owners of WARM LOCKE STOVE COMPANY 


MORNING Heater Mod- 
els 520 and 120. 114 West Eleventh Street 


KANSAS CITY 6, MO. 
(15-19) 











Heater of Its Kind in the World 
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Some quick facts about KAY-TITE waterproofing 


STOPS WATER LIKE 
DUCK'S BACK 


wos The waterproofing prin- 
ss ciples of Mother Nature 
have been adapted to home 

use in Kay-Tite, America’s 

No. 1 GUARANTEED masonry waterproofing. 
Kay-Tite is composed of finely ground, inorganic 
powders, and, when applied like paint, com- 
pletely waterproofs walls by sealing the pores of 
all masonry surfaces. One coat does the trick, 
above or below grade, inside or out. . . depend- 


ing upon porosity of the surface. 


way. sil HAS MANY USES 
Job-proven by engineers, 

builders, painters, masons 

> By and home owners, Kay-Tite 

will lastingly waterproof cellar walls and 


floors, cement and cinder blocks, brick, stucco, 


Oun canes an amanenawananamemananantnemenamemaneenenemmbansamemen 


unglazed tile and rough masonry. Swimming 
pools use it to lock water in, so it must be effec- 
tive! Our research engineers daily find new 


fields to conquer! 


PROFIT-MAKING 
$20.88 DEAL 
Write today for the Kay- 
Tite $20.88 Deal. This sets 
up an extremely profitable 
Kay-Tite Waterproofing 


Department in your store. Easy to display, this 


CHECK THE. 
KAY-TITE 


is a sure-fire, quick-moving item. 


—— = owe eee eee eee 
KAY-TITE Company, West Orange, N. J. 
Send us the $20.88 Kay-Tite Deal ha 
6 cans White—6 cans Grey. My cost 
$20.88. Total Selling Price $34.80— 
Shipping Cost Prepaid. 





ADDRESS 
CITY, STATE 
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JOBBER'S S NAME 
— 


KAY-TITE... AMERICA'S NO.1 WATERPROOFING 
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$0 EASY— ANYONE CAN APPLY 
KAY-TITE Waterproofing 


Professional mason of 
homeowner, it’s easy as 
pie to apply! Mixed with 
water to a creamy thick- 
ness, one gallon will waterproof 100 to 150 
square feet. All you need is a stiff fibre brush to 
apply it! Kay-Tite can also be sprayed on. 


Simple instructions on label tell all! 


7UOrTantes ed 


IY Ti te 


KAY-TITE COMPANY, WEST ORANGE, N. J. 
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$ easy as ¥ Time proves that Puritan 


lo t-] 0 ME Ole} co MEMo Col abled thg outlast ae 


) 


a 


seme. the life of the average building. 


PURITAN 
Cask Corel 


PURITAN CORDAGE MILLS, INC., LOUISVILLE, KY. e MAKERS OF SASH CORD, CLOTHES LINE AND BRAIDED AND TWISTED COTTON CORDS 


ayed on. 
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“Every Day of Your Life 


You'll Love This 











N 









Fast, Modern Range” " 
N 







Month after month CALORIC’S national advertis- 
ing is telling more than 17,000,000 readers, many of 
them in your area, to see all the new ranges—and to 
be sure to see the fast, modern CALORIC with 
Flavor-Saver Dual Burners guaranteed for life. Prom- 
inent women featured in each ad are reminding house- 
wives everywhere that the new CALORIC is the 
gas range with all the features women want. 

If you sell fine ranges, you will want to know about 
the plans we have in operation right now to build 


for CALORIC 







4 leur “a ¥, —— Ww ~<. 
Popular Powers Model 
hestwo big jobs. She's commander 


















This Fast, Modern Range is 
| a 





Blessing to a Busy 














greater volume and more profit 
dealers in the years to come. 


7 Ospeent Today we are making a sincere effort to distribute 


~*~ 
< 





« 
’ 


\ 


7 











Ob eetor of : . on ° 
Noney Ones nes popitar our production equitably. Tomorrow, we believe our 
NB. Program, . . 

< Nenwort greatly increased plant capacity—many smart, 





modern features—and complete long range merchan- 
dising program, will make Caloric the line of ranges 
you will want to sell. Write now for the Caloric 
story. Caloric Stove Corporation, Widener Building, 


Philadelphia 7, Penna. 















REC FF. 


GAS RANGES 


SERVING HOMEMAKERS SINCE 1890 
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ee : BETTER HOMES & GARDENS AMERICAN HOME 
Millions are reading about WOMAN'S HOME COMPANION | 
McCALL'S GOOD HOUSEKEEPING th 
CALORIC GAS RANGES SUCCESSFUL FARMING PROGRESSIVE FARMER “ 
PACIFIC RURAL PRESS & CALIFORNIA FARMER _ 
| h | di H PATHFINDER PACIFIC NORTHWEST FARM TRIO 
n t ese iea ing magazines NEW ENGLAND HOMESTEAD FARM & RANCH en 
RURAL NEW YORKER PENNSYLVANIA FARMER a 
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‘SWIMMNS THE SALES, 


OFF THE PROFITS 


Sales regulator—that’s the famous Goulds Jet-O-Matic 
or any of the other Goulds pumping units that provide 
the dealer with a full line of low-cost, trouble-free 
water systems for every farm and home need. 

At the same time or shortly after they install their 
Goulds, most well-pleased owners purchase other 
equipment to utilize the ample supply of fresh, running 
water that their Goulds brings them. 

The many outstanding features of a Goulds Water 
System go a long way toward convincing its owner 
that the brands of other equipment you handle must 
also be of finest quality. 

Bathtubs, milk coolers, laundry tubs, stanchion drink- 
ing cups, washing machines, water heaters, stock tanks, 
sinks — these are some of the items that dealers sell 
after a Goulds has prepared the way for their use. 

The envied name that Goulds enjoys, plus the com- 
plete Goulds line, furnishes the sound foundation 
for establishing your store as “ water system head- 
quarters” for your full share of this profitable, 





"Why you’re not getting as many Goulds 
















large-volume business in your community. 


Write for the name of your nearest Goulds distributor. 
Water Systems as you need 


ee nna 
ion ed Oe ee ian seat wm speed GOULDS PUMPS, Inc., SENECA FALLS, N.Y. 


full requirements for Goulds Water Systems. 


ee 


We are all set to go, but like most other 
manufacturers, we are unable temporarily 
to obtain the necessary component parts to 

uild our water systems in quantities large 
enough to meet the ever-increasing demand. 
We trust you will understand that this situa- 
tion is caused by cigcumstances over which 
we...and, of course, our distributors... 
have no control. 


Just as soon as conditions get back to normal, 
we will be in a position to supply you with 
all the Goulds Water Systems you need for 
this highly important and profitable depart- 
ment of your business. 


















WATER SYSTEMS 
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the AMERICAN cnaain 


of a Hundred Uses 








With the same tensile strength as new $" hemp 
rope, this Tenso pattern chain has many uses 
about the farm, the town home, playgrounds, 
stores — almost anywhere. With clevis links, 
snaps, swivels, S—hooks or other attachments 
it can be made into assemblies for special 
uses. You will find this a very popular 
chain-worth prominent display in your store. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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Informal Editorial Comments ... 


Just Among Ourselves 
... By Charles J. Heale 








Most Congressmen Are at Home 
Which Is a Good Time to See Them:— 


NE-THIRD of the U. S. Senate 
and the entire House of Repre- 
sentatives is up for election 

this fall. Practically all members of 
both Houses of Congress are now at 
home. Some of them should stay 
there. 

Unless a special session is called, 
Congress won’t meet again until Jan- 
uary. Some of your Congressmen 


Also, 
some of your neighbors may be seek- 
ing to replace incumbent members of 
Congress. Either way, now is a good 


may be seeking re-election. 


time to contact such candidates for 
office to see where they stand on: 
taxing the co-ops, continuing or elim- 
inating “Regulation W,” and what 
they think about OPA. There are 


many other subjects that should and 
will come to mind. 

Before you vote them in is the 
proper time to sound out those who 
would hold public office. Get busy 
right away while they are at home. 
See them personally if you can. If 
not, telephone them. Don’t depend 
upon wires or letters but have the 
best available personal contact. 


Do You Still Want to Continue 
With “Regulation W’"?:— 


F our readers still want “Regula- 

tion W” continued, we urge them 
to tell their Congressmen—and to tell 
them quickly and without any pos- 
sible delay. 


There are several well organized 


and well financed lobbies which are 
going to campaign against this con- 
trol over installment selling and 
credit terms. Hardware wholesalers 
and retailers have continually said 
that this, and this alone among all 


wartime regulations, should be con- 
tinued. ° 

If you want “Regulation W” kept 
on the books, get busy and let Con- 
gress know where you stand. If you 
don’t it may disappear. 


Does Everybody Want to Enter 
The Retail Hardware Business?:— 


TATISTICALLY, the retail hard- 
ware business enjoys a very en- 
viable status. For longevity, high 
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credit rating, and day-by-day profit- 
able distribution of hardware and 
many allied lines (not all of them 


exactly hardware), the 34,000 retail 
hardware stores of-this country really 
represent a decidedly desirable trade 


165 














outlet for a great many things that 
people need, want or are prompted 
to decide to purchase. 

These factors are probably the 
main reasons why so many depart- 
ment stores and other retail oper- 
ators have decided to add so-called 
“hard lines.” They are also probably 
responsible for the fact that so many 
G. Is have announced their inten- 
tion of entering this particular field, 
partly with the financial help of 
Uncle Sam. 

These factors are also the probable 
reason W hy so many others have had 
the same idea. For the last six months 


| By-cuntag the new order of OPA a 
“crazy quilt,” Joe T. Meek, the 
executive secretary of the Illinois 
Federation of Retail Associations, 
offers six basic points for retailers to 
live (and keep out of jail) under the 
revived OPA set-up. He says: 

“1. Since OPA was extended .. . 
almost all of the orders have been 
‘old stuff’ . . . an accumulation of 
‘readjustments to manufacturers’ 
with pass-ons for retailers as pre- 
pared and readied for insurance 
under the old OPA. . . .You will 
still have to wait for specific pric- 
ing amendments under the new 
law! ... 

“2. When will we get the new 
orders? .. . OPA had 30 days to 
readjust ceilings. . . . That makes 
August 25 the deadline. . . . 

“3. How to price goods received 
July 1 to 25. Goods under the 
chart markups (MPR 580, 330, 
etc.) may have been received from 
your source of supply at higher 
than the old ceilings. . . .If so, you 
are covered by SO 171 which reads 
about as follows: ‘In figuring your 
price ceilings for goods delivered 
in that interim period at higher 
than old ceilings you may not use 
your cost. . . . Instead, take either 
(2) your last cost before July 1 
or (b) your supplier’s ceiling price 
to you as established before Au- 
gust 15. In either case you 
cannot use a cost higher than the 
actual cost of the goods being 

priced. . . . Before you resell any 
goods for which your price is fig- 
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there has been an almost steady 
stream of people visiting our offices 
with this idea in mind. And every 
day our mail includes inquiries of a 
similar nature. 

Sometimes it seems as though 
everybody wants to enter the retail 
hardware business. 

Obviously, all department and 
other basically soft goods retailers 
and /or all G. I.’s who have the notion 
cannot and will not join retail hard- 
ware ranks. But many will and they 
will be additional competitive factors 
to consider. This is especially true 
of well financed, well managed and 


The Revived OPA Causes Confusion:— 


ured on the basis of the supplier’s 
ceiling, you must get a written 
statement of that maximum from 
your supplier . . . who is required 
to give you it with five days!’... 

“4. Will pre-ticketing be elim- 
inated? Absolutely not! . . . Here 
retailing is already getting the sur- 
prise of its life! . . . You cannot 
legally sell pre-ticketed goods with- 
out the tickets. . . . If you've dis- 
carded tickets during the interim 
period (July 1-25) put them back 

. . make new ones . .. or ask your 
manufacturer to send you dupli- 
cates... . You'll find the first OPA 
enforcement directed at this re- 
placing and full use of tickets! ... 

“NOTE: In cases of price 
changes on pre;ticketed goods, you 
will be advised by OPA in all cases 
where the pre-ticketed ceiling price 
may require correction. . . . In cer- 
tain durable goods lines, such as 
washers and vacuum cleaners, the 
retailer must await new tickets 
from the manufacturer. . 

“5. What else is new in OPA? 
...A definite trend indicating that 
the old cost-absorption ‘squeeze’ 
will yet find its way in. . . . Ex- 
ample . . . OPA has raised the cut- 
off point under MPR 578 (the 
order which covered pre-ticketing 
of so-called low-end goods)... . 
By raising this cut-off point it 
brings many items (particularly 
wearing apparel) away from MPR 
580 and back under MPR 578.... 
When this happens the merchant 
leaves his old individual markup 





well organized retail operators who 
decide to add “hard lines.” 

We often wonder if those now in 
the retail hardware business properly 
appreciate the stability and the inter- 
esting daily experiences that are so 
fundamental to the business in which 
they are engaged. Or will this busi- 
ness only look good to them when 
there are a great many more, and 
many of them new, competitive oper- 
ators? 

Remember that if the retail hard- 
ware business were not such a good 
business there would not be so many 
new factors trying to enter it. 









formula of MPR 580 for the ‘aver- 
age markup’ of MPR 578! 

This undoubtedly means that many 
merchants with an individual per- 
centage mark-on based on their 
own business experience will have 
to take a lower markup on the 
‘nation-wide average’ basis! 

How does OPA get this way? ... 
OPA lawyers take this position. 
(1) It only is required to assure 
the average industry-wide markup 
for a particular commodity and 
(2) it complies with the law if it 
gives a merchant the average in- 
dustry-wide markup of March 31, 
1946, even though the markup so 
allowed is less than the merchant’s 
markup for the commodity! . 
(Yet when we contacted Washing- 
ton during those final hectic days 
on this ‘averages’ point, we were 
assured that Congressmen had 
been told the ‘average’ idea would 
apply only to foods! ... 

“6. Any redress here? .. . Indi- 
vidually, you can complain to Mr. 
Steelman that your markon is un- 
fair... . He can reply that it is the 
nation-wide average . . . and that 
is the best that can be done! . . . 

“Here, on this point of obvious 
refusal to accept the intent of Con- 
gress, must retailing make a fight. 
. . « Unfortunately . . . Congress 


has adjourned. .. . We may have 
to wait until next January for 
relief!” 


Mr. Meek’s last paragraph about 
Congress is particularly impressive 
and important. 
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guardian against intrusion 


People have long recognized the security afforded by this type of 
lock . . . It is found wherever extra protection is needed — 

a dependable guardian against intrusion. 

ILCO has long recognized its responsibility in building deadlocks, 
night latches, padlocks and other Security Hardware . . 

The year 1946 will witness new advancements in product design — 


new opportunities for ILCO dealers everywhere. 


SECURITY HARDWARE 


INDEPENDENT LOCK COMPANY . FITCHBURG, MASSACHUSETTS 
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PUTTING A PROFIT INTO 
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Hos to pay a salesman 


has always been a much debated sub- 
ject. In the writer’s opinion, the 
plan recommended in this chapter 
fills the bill with greater fairness to 
all concerned than any other devised. 

For many years, an agreed salary 
was considered the proper method, 
but today most progressive concerns 
appreciate the need of an incentive 
bonus. Even those that still pay on 
a salary basis, in most cases, use the 
bonus as an incentive. 

Then comes the commission meth- 
od—a percentage on sales. Some 
prefer a straight commission, other 
drawing account and commissions, 
while still others use salary plus a 
commission over and above a certain 
amount. 

In each of these plans, salary or 
commission, there are certain advan- 
tages but they also have certain, and 
in some cases difficult, disadvantages. 

Having worked under many such 
programs, realizing both these ad- 
vantages and disadvantages, and hav- 
ing managed businesses, the writer 
feels that all of them sum up to the 
fact that the disadvantages in all of 
them outweigh their advantages. 
Without attempting in this chapter 
to point them out, I unqualifiedly 
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Salesmen’s Compensation— 


A Share of the Profits 


recommend, instead, paying sales- 
men a share of the profits made as 
being the fairest and most equitable 
arrangement for both management 
and salesmen. 


Profit-Sharing Cuts Costs 


When a salesman’s compensation 
comes from profits his entire view- 
point changes. No longer does he 
pressure his manager to cut the sell- 
ing price. Instead he pressures his 
customer to secure the business at 
regular established prices. It’s human 
nature to fight for one’s own income. 
Under this plan, therefore, the sales- 
man fights to maintain prices, for in 
any cut of profits the salesman shares 
the cut. It’s really wonderful what 
a change in attitude comes to the 
salesman who is operating under this 
plan. 

Salesmen become interested in sell- 
ing longer profit lines—always a de- 
sired objective by management. Sell- 
ing better grade builders’ hardware. 
for example, benefits all concerned. 
Not only is the unit of sale increased, 
but the customers themselves benefit 
when sold better builders’ hardware 








ADON H. BROWNELL 


A Sequel to “Taking the Mystery 







which renders longer life, more satis- 
faction and greater protection. In 
the final analysis, management, sales- 
man and customer all directly benefit 
from selling better grade merchan- 
dise. 

Such a plan in reality puts a sales 
man in business for himself. With 
little capital investment, he now con- 
cerns himself with many burdens 
formerly carried by the manager. He 
wants to sell profitable goods. He 
wants to develop a long-range pro- 
gram of sales opportunity. He takes 
a deeper interest in the company 
policies and he concerns himself 
about credit. 


Travelling Expenses 

and Drawing Accounts 
So far as management is con- 
cerned there are no travelling ex- 
penses. Every salesman pays his own. 
How he shall travel, where he shall 
sleep or what he shall eat are all up 
to him. This alone at once eliminates 
one of the troublesome problems of 

management with its salesman. 
It is recommended that the sales- 
man receive a drawing account. In 
Chapter 2, I pointed out that both the 
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By ADON H. BROWNELL 


The proper form of compensation for the 
salesman is a much-discussed question— 
and always has been. Salaries, incentive 
bonuses, commissions, drawing accounts and 
commissions—all have their own advocates. 


This installment describes. still 


another 


form of salesmen’s compensation in detail 


department manager and the sales- 
man receive a drawing account of 
$50 and $40 respectively, which 
would be augmented by earnings on 
sales, for in a business of: $100,000 
the department manager as well as 
the salesman mentioned will sell 
builders’ hardware. 

Unless conflict with salesmen in 
other departments is present, I would 
suggest extending this profit-sharing 
to their selling in other departments. 
This will increase sales at no addi- 
tional expense. 


How’s It Done 


Assign for each salesman a given 
territory or list of customers. Credit 
his sales to these customers every- 
thing sold to them whether directly 
sold by the salesman or by mail, tele- 
phone or over the counter. 

Have your price books also carry 
your costs so that each charge can be 
priced and costed at the same time. 

Add 5 per cent to your cost as a 
freight and handling charge. In ex- 
tremely long distances from major 
source of supply, that may vary as 
high as 8 or 10 per cent. Do not 
attempt to add actual costs—the 
bookkeeping is too involved. Even 
though the goods in some cases may 





be prepaid by the supplier, add the 
5 per cent handling charge anyway. 

This is one of the cushions spoken 
about in Chapter 2 where, in the 
operating budget, 5 per cent was al- 
lowed as part of the cost of freight 
and handling. 

Now let’s see how it works out. 
For example, let us say the salesman 
has sold a residence job of builders’ 
hardware for $150, that the cost of 
the goods was $100. A 50 per cent 
mark up or 33 1/3 per cent on sales 
is a reasonable mark up on such 
work, 


Sale .. a $150.00 
Gross profit . . 50.00 
Cost . . .. 100.00 
5 per cent handling on 

es Soa hes 5.00 


Profit for sharing . $45.00 

Next comes the question of what is 
a fair share for the salesman. It 
varies in many lines such as will 
supplies, large, bulky merchandise, 
etc. Twenty per cent is adequate. 

Another factor is the territory in 
which a salesman travels. Is he home 
every night from traveling at short 
distances, or is his territory large, 
requiring many nights away from 
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home with subsequent hotel bills and 
greater automobile or traveling ex- 
pense 7 

In varying degrees each salesman’s 
problems should be answered by 
management, and his share of the 
profit based on those findings. In no 
case should it be less than 20 per 
cent, and it should never exceed 35 
per cent. 

Two concerns I have worked for 
used this method and, while I was in 
the distributing end of the business, 
it seemed equitable and fair to pay 
the builders’ hardware salesman 25 
per cent of the profits, and it worked 
out very well. Selling builders’ hard- 
ware requires more time for estimat- 
ing and detailing than such merchan- 
dise as mill supplies. Likewise, a 
builders’ hardware salesman, travel- 
ing away from home a great deal 
where he has to pay for hotel rooms 
and meals, should get 30 per cent to 
35 per cent as conditions warrant. 

To emphasize what I said before— 
profit-sharing cuts costs. Let’s sup- 
pose 50 per cent is the normal mark 
up of the above job, but a salesman 
said he could only get 25 per cent. 
What happens then? 

At 50 per cent he gets 25 per cent 
of $45 profit or $11.25 for the sale. 

At 25 per cent he gets 25 per cent 
of $20 profit or $5 for the sale. 

Do I need to prove further that a 
salesman will fight for a profit for the 
firm and himself? You bet your life 
he will! It works and it insures man- 
agement maintaining the gross profit 
established in budget Chapter 1. 


House Accounts and 
New Customers 


I do not believe this profit-sharing 
program should be carried beyond 
the outside salesmen to the store 
clerks. Nor should cash or charge 
sales of less than $1 be credited to 
a salesman even though it is made to 
one of his accounts. This ruling saves 
a lot of paper work. It is fairer to 
the company, for any sale of less 
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than $l is an accommodation and, 


in many cases, a money loss as well. 
Some companies using this plan raise 
the limit even more. 

Even though the salesman is given 
a definite territory, he should not 
receive credit from customers in that 
territory unless he is calling upon 
and serving them. For this reason, 
each salesman should have a list of 
his accounts—all others are house 
accounts. 

A simple weekly report form of 
calls made, orders received on these 
calls or collections made, will give 
management an overall picture of 
what the salesman is accomplishing 
with his customers. 

Customers not being called upon, 
after warning, should be removed 
from the salesman’s list, given to an- 
other salesman or made a house ac- 
count. House accounts should be 
open to the salesmen to be added to 
their accounts when the salesman in- 
dicates a desire for them and prop- 
erly serves them. 

New prospective customers may be 
assigned by management to a given 
salesman or a salesman may dig up a 
new account which, upon approval 
of the credit department, accom- 
panied by an opening order, may be 
credited to the salesman. 


How and When Paid 

Drawing account is paid weekly or 
according to usual company practice. 
Settlement of profit-sharing over 
drawing account I recommend be 
done monthly up to three-fourths of 
profits earned, but the final one- 
fourth of profits settled at the end of 
each year after adjustments are made. 

By adjustments, I mean credit 
losses. Even though the credit man- 
ager has approved credit, the com- 
pany should deduct commissions paid 
on any sale, which is only fair. For 
example, if the $150 order previ- 
ously mentioned was filled and 
charged and the salesman received 
$11.25 for the sale, but subsequent 
developments proved the bill uncol- 
lectible, then the salesman would 
have the $11.25 paid deducted in his 
year’s settlement. This would be only 
fair. Management which had ap- 
proved credit would lose $150, the 
salesman $11.25. 

Such practice also makes the sales- 
man credit-minded. He does not 
want to do all this work for nothing 
and will shun poor credit risks. 
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Salesmen under this plan co-operate 
with the credit manager on collec- 
tions. They know if the money is not 
collected, not only will they fail to 
collect on what has already been sold, 
but they cannot sell that customer 
more merchandise unless he pays his 
bills. Credit-minded salesmen are an 
asset to any business. 


Emphasize Turnover 

Concerns which have inaugurated 
this plan have run into one problem 
that should be called to your atten- 
tion. that is, to sell the sales force on 
the value of turnover. 

As soon as this plan goes into 
effect the salesman naturally wants to 
sell the goods with the biggest margin 
of profit. Let us say he has a call for 
a door closer at $15 with a 50 per 
cent mark-up of profit, on which he 
can make profit to himself of $1.12, 
but he can sell comparatively few, 
say 10 in a month with $11.25 for 
himself. To these same customers 
he may be able to sell in one month 
1000 sets of 75-cent locks on which, 
because of certain price competition, 
he can make only 25 per cent mark- 
up of profit—he has made himself 
$30. While he is making his large 
profit sale, with little additional 
effort, he certainly can sell the low 
margin goods which, because of low 
price and greater demand, are easier 
sold. 





By Request 
By EVERIT B. TERHUNE 
President, 
Boot and Shoe Recorder 
A Chilton @Q Publication 
Affiliated with Hardware Age 


66] T is a gloomy moment in history. 

Not for many years—not in the 
lifetime of most who read this paper— 
has there been so much grave and deep 
apprehension; never has the future 
seemed so incalculable as at this time. 
In France the political caldron seethes 
and bubbles with uncertainty; Russia 
hangs as usual, like a cloud, dark and 
silent upon the horizon of Europe; 
while all the energies, resources and 
influences of the British Empire are 








It has been my experience that q 
good salesman can earn more money 
than managers can under this plan, 
This must be encouraged and not 
looked upon as unfair to managers, 
Any salesman who can turn in profit 
that earns him more money than the 
boss is doing a swell job and if all 
salesmen earned in proportion the 
manager would soon, too, for addi- 
tional profits earned by the salesmen 
would soon bring increased earnings 
to management, Encourage them to 
make all they can, It will pay divi- 
dends. 

No one is in business for fun. As 
long as we have a profit motive in 
business let us operate on a profit- 
sharing program. You will never go 
broke paying out of profits in proper 
proportion, providing other operating 
expenses are kept in line as outlined 
in Chapter 2. 

The success of this plan rests on 
the faith of the salesman in the fair- 
ness of management. If this faith is 
not betrayed, profit-sharing will work, 
It has for others. It can for you. 
The principle is sound, American and 
right. 

In the next chapter we will discuss 
some of the other problems of build- 
ers’ hardware management such as 
store and stock arrangement and 
methods for handling contract jobs 
to insure against losses common to a 
business not adequately supervised, 


sorely tried, and are yet to be tried 
more sorely, in coping with the vast 
and deadly Indian insurrection, and 
with its disturbed relations in China. 
It is a solemn moment, and no man can 
feel an indifference — which no man 
pretends to feel—in the issue of events, 
Of our own troubles in the United 
States, no man can see the end.” 

The above quotation is reprinted by 
request. I used this or a similar item 
in one of my little squibs two or three 
years ago. 

These thoughts are not the expres- 
sion of a present-day commentator, but 
are taken from Harper’s Weekly of Oc- 
tober 10, 1857. 

So you see that the world one hun- 
dred years ago was in a turmoil not 
unlike that of today. 

And the century intervening was one 
of the most spectacular and prosperous 
the world has ever experienced. 

Great crises come in cycles; and it’s 
a foregone conclusion that the next 
hundred years will be more active, ex- 
citing and prosperous than any past 
period in history. 
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A section of the sporting goods department which is finished in rustic fashion. The 
paintings depicting Colorado scenes. were done by a former employee of the company. 










uality, Experience and Attractiveness 


ee many sporting goods 


departments are made up of a dis- 
play case, a wall cabinet and a table 
piled high with odds and ends. Or 
that’s what J. C. Patterson says and 
he should know. He is president of 
the Bateman Hardware Co. of Salida, 
Colo., founded in 1880. 

Mr. Patterson has been actively 
engaged in the retail hardware busi- 
ness for the past 52 years. He oper- 
ates one of the progressive hardware 
stores in the west and definitely he 
means what he says, “Emphasize the 
sporting goods department.” 





Help Pyramid Volume in Sporting Goods 





This trio has contributed to the 


success in this field enjoyed by 
Bateman Hardware Co. of Colorado 


The Bateman Hardware Co. has a 
main salesroom 30 by 65 ft. in size 
with three warehouses, one of which 
is for sporting goods. These ware- 
houses are connected at the rear of 
the main building with covered ramp 
walks. 

The sporting goods department 
occupies a space about three-quarters 
of the way back on one side of the 





store. The central back set for the 
department is a series of murals done 
by Master Sergeant Paul Penner, 
who was with the store before going 
into the Army. These are mounted 
in native pine frames and are lighted 
by indirect fluorescent tubes at each 
side. They depict local scenes in the 
Colorado Rockies. 

Another feature of the sporting 
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goods department is the 28-drawer 


storage cabinet which forms the back 
to the plate glass top display case 
which runs 16 ft. back from the front 
of the store. 

This case is of rough finish native 
pine with three large middle drawers 
and a set of 12 drawers on each side. 
The front of the cabinet has rough 
pine half-logs 3 ft. apart as posts, 
with half-logs running along the top 
edge into which is set the plate glas 
top for the display case. 

Game heads and mounted fish are 
displayed in native rough pine 
mountings above the wall stock 
shelve sections. One of the fish. a 
744-lb. rainbow trout, was caught by 
Mr. Patterson’s son, W. E., in the 
Arkansas river, which flows neat 
Salida. 

The store operates its own fly and 
fly rod manufacturing department 
and is responsible for designin 
some of the most popular flies used 


VERYTHING needed for the sports- 
man is attractively displayed in this 
closeup view of the hunting and fish- 
ing corner on the main floor of the 
Chown Hardware Co., of Portland, Ore. 
This department has been recently 











in the area. Bateman flies are known 
and used by sportsmen all through 
the Colorado Rockies. 

“Our sporting goods department 
today accounts for between twenty 
and thirty per cent of our store vol- 
ume.” says J. C. Patterson. “It has 
run as high as forty per cent. Sport- 
ing goods have been featured as a 
department in our store for over fifty 
years. 

“We believe that the secret of mak- 
ing your store headquarters for the 


New Sports Department Attracts Customers 


remodeled and refurnished with new 
center tables, glass-covered counters 
and wall cases. Hunting and fishing 
clothes and a large selection of shirts 
are sold here together with many other 
items used by the hunter and fisherman. 





Background and merchandise combined to attract customers to this section. 








sportsmen of the territory is first: 
Handle only quality, nationally- 
advertised lines. If you cannot find 
supplies which are needed locally in 
a nationally advertised line, and if 
those items can be manufactured 
profitably, then produce them your- 
self. 

“Place at the head of the depart- 
ment a man who has as his first 
interest—sports. 

“And, lastly, arrange your depart- 
ment so that it will be a pleasure for 
sportsmen to come in and trade with 
you. 

“My fifty years’ experience has 
convinced me that if a hardware 
dealer will follow these rules with his 
sporting goods department, he will 
have the volume and the profit. And 
besides, he will have a lot of satisfac- 
tion. Whenever you have made a 
profit from making other men happy 
you will find you have made yourself 
happy. too.” 


The ledge scene, showing a stuffed deer 
that was shot by a local hunter stand- 
ing before a photo-mural of a snow 
covered mountain and flanked by sport 
jackets. guns, and an archery set, can 
be seen from all over that floor. 
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Wrapping Service Pays Its Own Way 
And Makes Friends for the Store 


A NOVEL “accommo- 


dation idea which has considerably 
swelled the ranks of customers of the 
Lloyd T. Smith Hardware Co., Uni- 
versity City, Mo., is package-wrap 
ping service. 

Lloyd T. Smith, owner of the store. 
developed the idea when he found 
that many people arriving at the post 
office, just around the corner from his 
hardware store, were unable to ship 
packages because of improper wrap- 
ping. Such people, he learned, in- 
variably had to return home to re- 
package their bundles—much to 
their disgust and discomfiture. Inas- 
much as the majority of the packages. 
at that time, were headed overseas 
for servicemen, the lack of proper 
wrapping facilities was proving a 
genuine hardship. 


Service Three Years Old 


That was three years ago, during 
the first years of the war. Seeing the 
opportunity to render a really grati- 
fying service, not only to his own 
customers but to neighborhood peo- 
ple, Mr. Smith set aside a table at 
the rear of the store which has been 
permanently devoted ever since to 
package wrapping. 

The table, a polished-top display 
type, is equipped with rods around 
three sides on which are hung 42 by 
42-in. sheets of heavy wrapping kraft 
paper. Set in a pigeonhole are rolls 
of 16-ply twine, and a large bin 
underneath the table contains scrap 
cardboard, corterage, paper, and 
other wrapping essentials from the 
hardware store’s receiving room. No 
paper of any kind is wasted at the 
Smith store and all surplus is used 
up quickly in package wrapping. 

Post office clerks were notified at 
the outset that the hardware store 
would offer this packaging service. 
and have co-operated beautifully ever 
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The Lloyd T. Smith Hardware Co. has 
turned an “accommodation idea” into 
a builder of profits and good will 


Here's a bundle in the process of being wrapped. Note the handy sheets 
of paper attached to the counter while other supplies are close at hand. 


since, according to Mr. Smith. For 
this service, a small charge is applied, 
amounting to 10 cents for a small 
package, 15 cents for the average 
type, and from 20 to 50 cents for 
large, difficult-to-handle bundles. The 
customer is asked how long a dis- 
tance the package is to travel, and 
wrapping carried out accordingly. 
Each of the five employees of the 
store has been taught to wrap effi- 
ciently and to comply with postal 


regulations, using nothing but the 
standard kraft paper for the exterior 
wrapping. and the heavy twine which 
is approved by the government. The 
extra income obtained is well worth 
while, according to Mr. Smith. At 
the same time, he is constantly cre- 
ating new, gratified store customers 
who willingly show their apprecia- 
tion of the service by making pur- 
chases while the wrapping operation 
is being carried out. 





A “gift bar” cleverly 
disguising the heating 
system gives full dis- 
play value to the many 
attractive and colorful 
items. Built-up high and 
located just inside the 
entranceway, this fix- 
ture, because it is 
everywhere visible, gets 
shoppers off the street 
and into the store. Once 
inside, all the neatly 
displayed open coun- 
ters turn shoppers into 
regular customers. 


o 


A 40-ft. window showcases 
500 sq. ft. of appliance sell- 
ing space. On Saturdays the 
full vision window displays 
draw about 3000 people to 
this attractive store. 


# thousand square 


feet of new merchandise—new de- 
partments and the same old friendly 


service—broadcast the newspaper 
headlines when the County Hardware 
Corp. moved into its new $50,000 
home on Gramatan Ave.,-Mt. Vernon. 


Latest in Store Planning 


Ten thousand square feet of selling 
space incorporating the latest ideas 
in hardware store planning—fluores- 
cent lighting—open, step-up mer- 
chandise displays—gleaming over-all 
floor covering—and full view win- 
dows to make the entire store a show- 
case—greeted a community of some 
67,000 Westchesterites in a town 
that’s just 25 minutes from Times 
Square. 

The new building, 100 feet wide by 
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Paints and related items line the rear wall. Nothing 
here is jumbled and crowded to interfere with 
self-service. All displays are set®up so that 
the merchandise can practically sell itself. 


90,000 Hardware Store 


75 feet deep, with two large win- When the County Hardware Corp. opened its 
ro ce Soe ae Se new store it offered the same service, price and 
square smaller ones flanking each side of lity b ‘n 10,000 @ at sitio 
w de- the entrance, has made the County quality but in sq. it. of selling space 
-iendly Hardware Corp. a showplace for its 
spaper lines of hardware, appliances and 
dware radios, records, housewares and in- 
50,000 dustrial supplies. 
ernon. 


Lighting a Feature 





Bright and spacious in appearance, 
selling a striking feature is the battery of 
ideas fluorescent lighting that spreads day- 
uores- light through every part of the store. 
mer- These lights are kept constantly on 
ver-all 
- win- 
show- 
* A 2500 sq. ft. appliance floor framed 
— by a 40-ft. window will appreciably 
town increase the store’s quarter million 
Times prewar applicnce volume. And on- 


the-spot demonstrations will smooth 
the path to major sales. 
ide by 
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Above—tThe builders’ 
hardware samples 
are to be mounted 
on the cabinet doors 
carrying out the 
store's policy— 
everything sold is 
displayed. 


Right— The fluores- 
cents are on the day 
through and well 
into night—no dingy 
corners or counters 
to discourage sales. 
New plastic-type tile 
floor covering, al- 
ways shiny and 
clean, adds to the 
brightness. Ceilings 
are soundproofed. 
Extremely wide 
aisles keep traffic 
flowing to all depart- 
ments without the 
atmosphere of “con- 
fused business.” 



















and even after hours so that people 
are always aware of the store. 
Another feature is its floors, com- 
pletely covered in squares of a new 
plastic tile floor covering material. 
Of a maroon color, after polished, it 
gives the appearance of constant 
newness. 

In contrast with the dark hue of 
the floor, are the modern fixtures in 
a pickled oak finish and all of the 
open-display type. The store walls 
are peach colored and the sound- 
proofed ceiling is a very light buff. 
All the fixtures were built locally 
under the direction of Jack Klarman, 
president of the firm. 

The newest department in the store 
is its record, radio and phonograph 
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Power tools will be demonstrated 
here —just inside the door and 
behind the second of the two 40- 
ft. windows. The store packs plenty 
of “man appeal” though the ladies 
come in for their share of sales at- 
tention. Also, here in the fore- 
ground of the photo—will be an 
easel display o! advertised specials. 
Behind the tool section is a shipping 
and stock room, compietely sepca- 
rated from the main sales floor and 
with its own street entrance. Auto- 
motive, shelf hardware, other smal! 
items are stocked and sold here. 
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section. This department is deemed 
so important as a traffic getter that 
one of the two small display win- 
dows, flanking each side of the 
double entrance doors, is devoted ex- 
clusively to a record presentation. 
Records are also constantly kept be- 
fore the public in the store’s news- 


County ads talk 
about music — from 
Bach to Boggie- 
Woogie — thousands 
of records for all 
types of fans. 


Pon ial 


















of the tunes in the movie. Now that 
(Continued on page 230) 

















sleet bien 
mid ‘ ii e ; 
4 Hl id 


7 Ee Sees - 
‘ 4 iia 







v. 


























A model kitchen is one of the eye 
catchers in the appliance depart- 
ment. This one cooks with gas. 
Soon an all-electric model kitchen 
will be on display. The appliance 
and radio-record departments adjoin 
each other and both occupy about 
half of the selling space. Looking 
through the huge display window, 
passers-by have clear, unobstructed 
vision through to the phonograph 
booths. Thus the major part of the 
store is a gigantic show window 
holding attention of passers-by. 
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paper advertising. Promotions are CORD sHOP 

always tied in with the promotions Y's oRLD! 

of the record company and are de- COUNT s WS asin 

signed to appeal to varying musical 1S UNTY's new record — a 

tastes. Just across the street and a jotd witt welcome co gene ane we 

few doors down is a movie house. < lovers YU ” . record deparrmen rpums. Heer ther 0 

When it features a popular musical me ormns! It's the ye rerns, SYMONE ° vee vistening posts! 

movie, County Hardware follows pat releases: ya ye a ee 
right along with its own promotion peautiful \istening 






Almost matching the 
appliance depart- 
ment in popularity 
is the record section 
under the manage- 
ment of Mrs. Florence 
Howe, who knows 
her discs. This de- 
partment is new with 
the store. A small 
display window at 
the entrance features 
records solely. Each 
week there's a new 
tie-in with the music 
of a movie, sym- 
phonic orchestra, or 
the Hit Parade. And 
newspaper ads are 
aimed at the local 


high school kids. 
Radios now fill the 
foreground and 


there’s a booth all 
set for television. 




































Open Displays Attract 
Attention to Farm Goods 
And Sales Soar 


Creston Hardware Co. keeps them 
on platforms where they can be 
seen by those looking for them 






































































Steel goods displayed in elevated cases, can’t be overlooked. 
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L, has been proved that 
open display increases the sale of 
many types of standard merchan- 
dise. The Creston Hardware Co. of 
Creston, Iowa, is proving that open 
display will increase the sale of farm 
goods. 

This store. located in a thriving 
little city of 9,000, with a large agri- 
cultural trade, is displaying a lot of 
its farm goods and appliances in 
center aisle locations, some of them 
on platform bases which are only 4 
to 6 in. from floor level. 

One such aisle display, which has 
a length of 30 ft. with plenty of aisle 
space on both sides, has various 
types of farm merchandise standing 
on a platform. This type of display 
gets the merchandise off the floor, 
keeps it much cleaner and gives it 
much more forceful eye appeal. Cus- 
tomers who come down the aisle stop 
and examine the featured items. 
They might not do this so often if 
the merchandise’ was standing di- 
rectly on the floor. 


Many Items Shown 
This aisle display featured barh 


wire fencing, rubbish ‘carts, garden 
cultivators, garden hose, ranges, 
water heaters, milkers and cream 
separators, and it had definite ap- 
peal. Nothing looked cluttered. The 
display platform, 8 ft. in width, per- 
mitted the showing of many types of 
farm goods. Plenty of overhead 


‘ lighting also helped to enhance the 


appeal of the articles shown. 

Hobart Thomas, manager, and his 
staff have done other things to drama- 
tize and highlight the display of farm 
goods. For example, steel goods and 
allied farm hardware has been put 
into wall cases instead of being 
placed directly on the wall. This 
casing helps make the merchandise 
stand out very clearly against a light 
colored background, especially since 
indirect lighting is used throughout. 

The platform idea is also used in 
the steel goods section to get the en- 
closed case floor level above the store 
floor level. Woven wire and other 
items are also displayed on low plat- 
forms along an adjacent wall loca- 
tion. 

“We like to give open display to 

(Continued on page 217) 
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These Ideas Built Store Traffic 


Here are some individual and community promotion 
ideas that actually brought people and profits to 


R ETAIL merchants the 


country over are again seriously tack- 
ling the problem of building town, city 
and store traffic through individual as 
well as community promotion ideas. 

Herewith is a list of proved post-war 
merchandising and traffic building 
ideas—hot off the griddle—which mer- 
chants in numerous states have put into 
action since the day when Japan sur- 
rendered—unconditionally. 

* * * 


Jeep-Mounted Polio Unit 


The Junior Chamber of Commerce, 
Lubbock, Tex., sponsored a city health 
department anti-polio spray unit which 
went into operation this summer. Using 
a mixture of DDT and kerosene, the 
unit was used all through the summer 
to combat flies and other insects which 
might spread polio and other diseases. 

Garbage cans, outside toilets, stock- 
pens, chicken lots and other places 
where disease is liable to spread, was 
sprayed frequently. The unit is mounted 
on a jeep and can also be operated by 
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stores and towns. Read them -they are all workable 


hand. The jeep was bought with funds 
realized by the junior chamber through 
their sponsorship of garbage barrel 
sales, has been painted white and car- 
ries a sign denoting the joint health 
project of the two groups. 

* * * 


Anniversary Day 


The North Platte Country, North 
Platte, Neb., is mighty important in 
American history, so folks out there 
celebrate anniversary day each year 
with a big parade and a lot of fun. The 
event attracts floats from 100 towns 
and small communities in the area and 
North Platte is packed full for this big 
affair. Merchants find it an excellent 
store traffic building event, too. 

> * a 


Entertain the Ladies 


Merchants of Woodward, Okla.. 
through their Chamber of Commerce 
recently entertained at a fine luncheon 
the presidents of 21 home demonstra- 
tion clubs in the county. These ladies 
were guests along with the county club 
officers. More than 400 farm women 
belong to the clubs. A. M. Benbrook, 
president of the chamber, was toast- 
master and master of ceremonies. 

* * * 


Celebration for Veterans 

The Rock Falls, Ill., Businessmen’s 
Club, held a big picnic and homecom- 
ing for veterans and their families dur- 
ing the past summer. There was an 
excellent turnout by the veterans who 





saw how happy the home folks were to 
have them back again. Considerable 
entertainment featured the program 
and there was also community singing. 
with eats and refreshments by courtesy 
of the merchants. 

* & * 


Business Men Own Bull 


The business men who comprise the 
Purcell, Okla., Chamber of Commerce- 
own a three-star Jersey bull whose ser- 
vices are available to all farmers co- 
operating with the county agent in the 
Dairy Herd Improvement Program. 
The business men are also holding 
monthly “Heifer Days,” having sold 41 
pure bred heifers the first day. The 
heifers are sold at prices paid for them, 
and the business men thereby expect to. 
start dozens of new small herds in the 
county via this program. 

* * * 


“Good Joes” 


Business men of St. Joseph, Mo., 
working to promote St. Joseph as a 
trading center and to promote St. 
Joseph’s Pony Express Days’ Celebra- 







C000 JOES 


































tion, organized a “Good Joes” motor- 
cade which visited nine towns in the 
immediate trading territory and built 
much good will. 

The “Good Joes” were accompanied 
by a group of street entertainers. Every 
Joe was dressed as a pioneer and the 
caravan theme was uppermost. The 
trek took the “Good Joes” into parts of 
Kansas, Nebraska, Iowa and northwest 
Missouri carrying a message of friend- 
ship and good neighborliness. 


Tri-State Band Festival 


Music hath the power to charm as it 
proved by the fourteenth annual Tri- 
State Band Festival held this year at 
Enid, Okla. It is sponsored jointly by 
Phillips University and the Enid Cham- 
ber of Commerce. Attracting some 4500 
young musicians representing 100 or- 
ganizations, this festival has grown to 
be one of the outstanding musical 
events of the nation. 


This year, in addition to its bands, 
the festival featured a festival chorus 
and a festival string orchestra. A corps 
of nationally known men were selected 
as adjutors, guest conductors, lecturers 
and soloists. Merchants find that this 
festival attracts many young people and 
their parents to Enid each year to visit 
and to buy. The event has done much 
to build Enid as a trading center. 

: 7° 7. 


Boss-Clerk Dinner 


Merchants of Seminole, Okla., be 
lieve that employers and their em- 
ployees should mix a little socially, that 
such procedure will make for better co- 
operation. Therefore, each year they 
stage an employer-employee banquet, 
with the employers paying the bill. Last 
year 500 men and women, employers 
and employees, sat down to a fine fried 
chicken dinner, saw a pair of red hot 
boxing matches and heard a group of 
employees and employers tell what they 
thought about one another. 

* * * 


Cleanup Campaign 


Usually clean-up campaigns are di- 
rected toward the home owner in an 
attempt to get him to take better care 
of his home, fences, yard, etc. During 
the 1946 Spring Cleanup, the Weirton, 





180 





W. Va., Chamber of Commerce urged 
business men to clean up their stores, 
too. 














Copy in a circular sent to all busi- 
ness men in the city said, “Visitors to 
our city have found its downtown dis- 
trict unclean. Each merchant is re- 
quested to walk across the street from 
his store, look it over critically, then 
answer the following questions: 

“1. Is my store front or building 
front as clean as it could be? 

“2. Would the mere use of soap and 
water improve its appearance? 

“3. Would my store front be im- 
proved by a bright coat of paint? 

“4. Is my store lettering in good 
condition ? 

“5. Are my awnings in as good con- 
dition as possible? 

“6. Is my window lighting sufficient 
to make my store a bright spot on 
Main Street?” 


* * 





* 








City-County Picnic 
La Crosse, Wis., Chamber of Com- 
merce sponsored its third annual city- 
county picnic this year. Merchants ali 
say that this affair builds wonderful 
public relations with rural people. The 
business men furnish coffee, pop, beer 
and ice cream, with each family attend- 
ing the picnic furnishing their own 
food. The program each year includes 
games, music, entertainment by a radio 
station band and talks by agriculturist 
specialists. Big crowds turn out for 
this picnic. 
e =a 


Children’s Tours 


In Claremore, Okla., the Chamber of 
Commerce encourages children’s tours 
from nearby towns and cities and helps 











to make such tours profitable and com- 
fortable for the visitors. The business 
men find reasonably priced restaurants 











where such children can be fed, and 
they also get people to donate trans- 
portation to show the children the high- 
lights of the city. One trainload of 
children on tour which stopped at 
Claremore totaled 1000 youngsters. 

* * * 


Redbud Celebration 


The Shawnee, Okla., Sixth Annual 
Redbud celebration was held simul- 
taneously with the annual band festi- 
val. Some 20 bands, comprising about 
1500 players, spent two days in Shaw- 
nee. All bands participated in a huge 
parade. which also featured 60 old 
time settlers and other novelties, Every 
band had a queen in the parade and 
the Redbud Queen was crowned with 
suitable ceremony and given gifts. 

* * * 


Turtle Days 


Annual Turtle Days are put on by 
Madison, S. D., business men, and the: 
Izaak Walton league. The event has 
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never failed to draw big crowds in thie 
12 years of its existence. Feature of 
the event is a big turtle race down the 
main street, witnessed by many people. 
Carnival fun, too, is available, with the 
proceeds going to build additional pic- 
nic tables at a local park, outdoor fire- 
places and beautification of the lake- 
shore grounds. Merchants have bar 
gains at their stores and many rural 
folks like to come to town on Turtle 
Days and join the townspeople in some 


fun. 
2 # #2 


Parking Problem ° 


Merchants in the central business 
district of Topeka, Kan., are trying to 
solve the parking problem in part by 
urging employers and employees not 
to park in the busy retail area. The 
campaign is designed to make more 
curb parking space available for shop- 
pers and others who have errands in 
the downtown area. 

Retail store personnel in the down- 
town district are being asked to sign 
a pledge not to park their cars in the 
district during business hours. If they 
drive to work they are asked to park 
outside the time-limit areas. 

Stores are being furnished, at their 
request, with pledge cards for this pur- 

(Continued on page 220) 
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There's no crowding in this paint department—the customer can see everything. 





Eye-Catching Display and Ample Stocks 
Increase Wallpaper and Paint Sales 









Boomhower Hardware Co. finds that 
volume display brings volume in 
both store traffic and profits , init small 


display, service and advertising help 
build *business in wallpaper for the 
Boomhower Hardware Co. of Mason 
City, Iowa. More than 200 patterns 
are carried in stock in this store and 
fully half of these are prominently 
featured. 

The homeowner who plans to re- 
decorate her home likes to select wall- 
paper at a store that specializes in a 
wide range of patterns, says Mrs. W. 
W. Boomhower. And she also likes 
to have them in front of her in 
such a way that the matter of selec- 
tion becomes a relatively easy matter. 

The display at the Boomhower 
store is located at one side of the 
central section. The patterns, more 
than 100 of them, are displayed on 
racks with enough of each sample 
showing so that the customer can vis- 






























It's easy for the customer to pick out what she wants from this display. (Continued on page 206) 
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Companion Wind 


































Here's one of the two recent Mother's Day Displays. Note the decorative 
streamer that is in the background—a distinctive touch always im evidence. 


| HE Walter Byde Co. of 


Fresno, Cal., has a main floor sales- 
room 75 by 125 ft. in size with a 
basement salesroom measuring 50 by 
125 ft. It counts on eight turnovers 
per year, spends 5% per cent of its 
sales volume in advertising, and does 
over $1,000,000 per year in business 
and handles this volume with 75 
employees. 


Back in 1929 


In 1929 the store had five em- 
ployees and was doing a business of 
$60,000 annually. 
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The growth, according to Norman 
P. Byde, son of the founder and 
present manager, is mainly due to 
two hard and fast rules of operation: 
All inside displays and window sets 
must do one thing, sell merchandise. 
The second rule: Customers must be 
made to feel that they are welcome 
whether they buy or not and “you 
do not have to dress-up when you 
come to the store to trade.” The 
man in overalls or farm attire is made 
to feel at home, whether he is in the 
gift department or the basement look- 
ing at heavy hardware. 


“We have found,” Mr. Byde said, 





ow Displays Attract 







“that making our store a friendly 
place, and making the working man 
feel at home in every department, has 
come to be one of our biggest assets. 

“We are told many times every day 
by customers that they trade with us 
because they do not feel they must 
change their clothing and dress-up 
when they come to our store.” 

However, pushing this friendly 
policy and one of making the work- 
ing man and farmer feel at home in 
every department does not mean that 
good housekeeping or attention to 
displays is slighted. 

Few stores on the west coast 
have more attractive inside displays 
or window displays than Walter 


Byde Co. 


Windows in Pairs 


Window sets are always seasonal. 
They are always built in pairs—that 
is, for Mother’s Day there will be 
two windows showing appropriate 
Mother’s Day gift suggestions. Twin 
sets of a pair are never alike in con- 
struction or contents. 

Each window set has an outset 
focal center piece. In most cases, a 
hand-painted drapery is arranged 
vertically near the rear-center of the 
set. For example: A typical garden 
tool set will have an inverted “V” 
trellis as a center piece and behind 
the trellis is hung a rayon streamer 
on which vines are painted. The 
background for a camping and fish- 
ing set announcing the opening of 
fishing season was a canvas mural 
showing a tree in bloom, a stream 
running through a valley with moun- 
tains in the background. 

All window sets are lighted at night 
by four overhead spots. 

“Window sets are built with but 
one idea,” Mr. Byde explained. “That 
is to sell. Either sell direct or bring 
the customer into the store where ar 
inside display will complete the sale. 

“We believe that many of our sets, 
particilarly those featuring gift dis- 
plays, sell direct. We highlight two 
or three gift items in a set. We have 
noticed that sales always go well in 
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Gcl} Customers and Increase Business 
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g man gear Walter Byde Co. business has grown 
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assets. “IT have never been able to under- from $60,000 a year back in 1929 


ry day stand why the hardware store should 

aly won not have just as attractive window to over the $1,000,000 mark today 
+ dinenat sets as the department store. Cer- 

ress-up tainly the variety of merchandise is 

as favorable for building attractive 

displays. And the hardware store has 

many items with a great deal more 

natural interest. 
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ae te Sporting Goods Displays 
“Take the sporting goods window: ; 
coast After a hard year, nearly all men and = Thi in 
splays women like to dream of getting away oe sae was 
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goods department to build a window the strip 
set which will help these people 


sonal. dream.” 

_that At the Byde store, the sporting 
8 he goods department accounts for 20 
priate (Continued on Page 202) 
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AND BOME APPLIANCE CO. 
1010 Central Ave., Kansas City, Kansas. DR. 9680 
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Tie-in Advertising Rings the 





Kansas City, Kan, firm ties up ads 
and windows and plays up holidays 
and dates of special significance 


= it’s their 


own birthday, Father’s Day, Fourth 
of July, or any holiday or date of 
special significance, Drew’s Hard- 
ware & Home Appliance Co. of Kan- 
sas City, Kan., can be counted on 
for an attractive and forceful adver- 
tising tie-in with the day. 

Because their advertising is timely, 
pointed up with good illustrations, 
and backed by good window and in- 
terior promotions, tests have shown 
that Drew’s derives an_ excellent 
profit from its advertising as well as 
the indirect benefits from allied sales 
and creation of good will. In the 
past few years Drew’s has received 
so much word-of-mouth advertising 


This advertisement played up mer- 
chandise for the Fourth of July 
and showed a wide range of items. 
It was two columns wide, 9 in. high. 





because of its reputation for secur- 
ing scarce, hard to find articles that 
a tendency to neglect paid advertis- 
ing might be understandable. 

“We are thankful for the grape- 
vine type of advertising which has 
served us so well,” says Walter Drew. 
head of the firm, “but we recognize 
the value and need of newspaper and 
other advertising to insure steady 
and substantial growth. We devote 
much thought to such advertising to 
assure the greatest possible pulling 
power.” 


The Business Grows 


Twenty-five years ago Drew’s was 
started by Jacob Drew as a hardware 
and plumbing supply store. The 
business progressed at a mildly suc 
cessful pace until seven years ago. 
when Mr. Drew’s son, Walter, entered 
the firm. The younger Mr. Drew 
brought new life and new methods 
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Cash Register at Drew's 


to the old concern and its growth 
has been remarkable in the past few 
years. Jacob Drew has retired, but 
another son, Frank, is now associated 
in the business with Walter. 

During the war, the enterprise of 
Walter Drew enabled the firm to 
build a reputation among war work- 
ers for having the scarce tools they 
needed for their work. Recognition 
spread so widely that workers came 
from many miles around to buy and 
Drew’s became a veritable war work- 
ers’ headquarters. Mr. Drew has 
taken post-war scarcities in the same 
stride and Drew’s continues to main- 
tain its reputation for having more 
than its share of scarce and hard-to- 
find items. 


The Firm Expands 


Naturally, growth resulting from 
the aggressive merchandising meth- 
ods of Walter Drew soon taxed the 
facilities of the old store, until it be- 
gan bulging at the seams. A new 
location was secured at 1010 Central 
Ave., around the corner from the old 
side street address. The new store 
was completely remodeled to fit their 
needs and Drew’s moved there a year 
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ago. A birthday sale, with many 
bargains and scarce items to cele- 
brate their first anniversary in the 
new store, was recently advertised. 

Drew’s Hardware & Home Ap- 
pliance Co. is divided into nine de- 
partments — hardware, housewares, 
home appliances, plumbing fixtures, 
paints, sporting goods, floor cover- 
ings, gifts, and electrical goods. 

The over-all plan of the store has 
been carefully thought out. For in- 
stance, as you enter, the departments 
which appeal principally to men, 
such as sporting goods, hardware and 
electrical goods, are grouped on the 
right hand side. Housewares, gifts 
and items primarily of interest to 
women are all on the left. Impulse 
items are up front while paint, farm 
and garden tools and the things peo- 
ple come in expressly to buy are at 
the rear. 

The sporting goods department is 
just inside the entrance—the first 
thing that catches a man’s eye and 
the last thing he has to try to pass 


This ad was used for Father's Day 
and featured numerous appropriate 
gifts. In original size it was two 
columns in width, 10 in. in height. 


Here's a display 
featuring an as- 
sortment of items 
designed for use 
in summertime. A 
number of garden 
lines, grills and 
cooling aids were 
featured and were 
tied in with the 
advertisements in 
the local papers. 
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as he leaves. The tempting array 
of fishing and other sports acces- 
sories proves too much for many a 
hardy sportsman to resist—and few 


do resist. 


Appliance Department 


The home appliance department is 
in a separate room 25 by 80 ft. ad- 
joining the main building, which is 
50 by 117 ft. The appliance room 
has no outside entrance. however, but 
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EVENT 


WE'RE CELEBRATING 


Our First Year in Our Big, New Store 
25 Years of Dependable Service on the Same Corner. 


A warm welcome awaits you at Drew's Hardware. We want to say 

“Thask You, Siecerely,” for the splendid patresage which beilt 

this big. woders, convenient store where the newest and finest io 

Toilet Tissue > hardware, appliances aad other eceds are found ot money-saving 

prices, You'll be amazed at the scarce, hard-to-get and extensive 
these 





is reached by an arched opening from 
the main store. 

“Two ideas prompted this ar- 
rangement,” Mr. Drew says. “First, 
this gives us a super-display window 
for appliances, model kitchens and 
such features. 

“In the second place, we figured 
that routing all appliance seekers 
through the main store would in- 
crease sales in other departments. 
The experience of the past year has 
proved the soundness of this theory.” 
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Here's another ad typical of Drew's. It was five columns wide by 16 in. high. 
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Enclosed stock rooms along the 
sides provide out-of-sight bins and 
shelving for plumbing 1ixtures, build. 
ers’ supplies and surplus stocks mak- 
ing it easier to maintain a generally 
attractive store. Floor space used by 
these stock rooms is by no means 
lost to the store, either, for above 
them, extending around the sides and 
rear of the store is a roomy mez- 
zanine balcony given over largely to 
the sale of toys and wheel goods. 

The basement of the main estab- 
lishment is utilized as a downstairs 
store for floor coverings and other 
bulky items and as a shop for plumb- 
ing supplies. 

Extensive stocks of well known 
merchandise, attention-getting pub- 
licity, and pleasing service are three 
things on which Drew’s growth has 
largely been built. 


Seeing the Picture Counts 


“Unless people know you have the 
things they want and unless you can 
create a desire for the stocks you 
have, how are you going to sell in 
volume?”, says Walter Drew. “That 
is why we prepare our advertising 
so carefully, always making it timely 
so that turnover will be fast, and il- 
lustrating it profusely because we 
know seeing a picture is the next 
best thing to seeing the item itself. 

“But don’t stop with putting your 
advertisement in the newspaper,” Mr. 
Drew states. “That is only the first 
step. The next is proper co-ordina- 
tion of window and interior displays 
to help the sale of the merchandise 
advertised. 


Courtesy Paramount 


“Our final thought is to furnish 
intelligent and courteous service in 
the store,” he says. “We have plenty 
of well trained salesmen so there will 
never be any long waits. Even dur- 
ing the war we permitted no ‘take it 
or leave it’ attitude on the part of 
our sales force and our policy of 
fair selling without favoritism or 
misrepresentation has continued to 
build up a large backlog of steady 
customers.” 

There you have a formula which 
is producing steadily increasing vol- 
ume and profits for this busy hard- 
ware firm. The ideas are not copy- 
righted, but neither is their action 
automatic. It takes work to put them 
over. 
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Here Are 17 Sources of Supply 
Lists 


Pre-war lists are outmoded and you 
need new ones. This article tells 
you how to go about building them 


As the day of competi- 


tive merchandising once more looms 
just around the corner every hard- 
ware dealer is beginning to give at- 
tention once again to the use of every 
possible sale-producing method of 
advertising and promotion. 

And one of these is the mailing 
list. It’s an old reliable method of 
reaching just the class of prospects 
to whom we wish to direct a specific 
sales message on either specific mer- 
chandise or our whole institution’s 
stock. 

Prewar lists are, of course, out- 
moded. And every live hardware 
dealer knows full well that no matter 
how good his sales letter may be, it 
will not produce results unless it is 
directed to the right group of pros- 
pective customers. All old mailing 
lists can well be discarded and a 
fresh start made, for five years have 
passed since their use and in that 
time so many changes have occurred 
in these lists that they are almost 
obsolete in their entirety. 

Where shall we turn for your new 
mailing lists to make certain that 
they are up-to-date, that addresses 
are correct and that we have the spe- 
cific groups of people we desire to 
reach? Here are a number of mail- 
ing list sources which are today being 
used by those hardware dealers who 
have begun to put this selling weapon 
to good usage. Each can as well 
serve as a source not only against 
which you can check your old lists 
but from which we can obtain new 
and valuable lists which, with good 
selling letters and mailing pieces, 
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For Money-Making Mailing 





























will produce results. They can well 
serve as the “right people” to whom 
you can direct the various mailing 
pieces manufacturers are even now 
making available to merchants every- 
where. 


Here They Are 


1—Membership lists are always 
good if you pick the right organiza- 
tions which should include your 
chamber of commerce, technical and 
professional organizations in your 
area, religious or fraternal or labor 
organizations, local trade groups, 
clubs, etc.; most of whom have mem- 
bership lists which you can obtain. 

2—New telephone directories are 
always a good source for names when 
you want a general over-all mailing 
list or checked closely can yield spe- 
cific area lists, such as for neighbor- 
hood mailing purposes, etc. 

3—Customer list of other firms al- 
ways yield good prospects, for these 
people are buyers. Lists of competi- 
tors might be worth while if they 
could be obtained, but the customer 
lists of stores and firms that are not 
competitors are even more valuable, 
for you may be the first to reach 
these people with your own merchan- 
dise. In most cases “swaps” can be 
arranged with such fellow business- 
men to mutual profit. 


4—U tility lists are often available 
and give a good list of worthwhile 
customers since they will contain a 
large percentage of the home owners 
in your area. 

5—Subscription lists of local news- 
papers, local magazines or other pub- 
lications can be obtained where 
friendly relations with such institu- 
tions are maintained. 

6—Church rosters are generally al- 
ways available and here once again 
you have a good general list which 
will not have too many “deadhead” 
names. , 

7—Credit bureaus offer excellent 
sources for selected names and if you 
operate a credit business are particu- 
larly valuable to you since you can 
be assured that all such mailings, if 
names are selected carefully, are go- 
ing to be good credit risks. 

8—Automobile registration lists 
can be obtained in some areas and 
these produce a good list of prospec- 
tive customers for any dealer. 

9—Public officials sometimes com- 
pile good general lists which can be 
obtained for your use. County clerks, 
justices of the peace, tax officials, 
registration clerks, license and per- 
mit clerks. and similar officials have 
such lists and can be persuaded to 
make them up for you for a nominal 
fee. ; 

10—Mailing lists themselves can 


187 








be made to yield good additional 
names for lists; credit coupons good 
for purchases for such names offered 
regular customers will secure lists of 
their friends and. in some instances. 
these names may be obtained with- 
out any inducement whatsoever. 


11—Press clipping bureaus can 
also provide lists of names from clip- 
pings, i.e., if the store covers a large 
territory these newspaper clippings 
of marriages, birth announcements. 
business changes, fires, removals, so- 


ciety news can yield good names. 















Standard Pages for Salesmen 
And Counter Catalogs 






















































Poaching DIMENSIONS 
Standard Catalog Page 
and 
Suggested Resale Price Schedule Sheet 
B% > 
Overall Page Width 
a ———1 6% 
- Dem a Width of Type Page is 
<= 
* a 
Mont g 
it This sheet the full size recom 2: 
ry represents size , — 
(oth le dee) mended sales catalog page and price sheet. The 
overall size is 844” x 10%” and fits catalogs 
where 8%" x 11” sheets are used. 

















Use 50-pound coated peper as a maximum. 
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(Reprinted by permission of American Supply 4 Machinery Manufacturers’ Assn., 
and its Sale Promotional Literature Committee.) 






In its brochure, “Better Sales Promotion for Industrial Distribution”, the sales 
promotion committee of the American Supply & Machinery Manufacturers’ Association, 
1108 Clark Bldg., Pittsburgh, Pa., recommends to its members the catalog page size 
indicated above. These standards represent the desires of The National Supply & 
Machinery Distributors’ Association and are necessitated because so many distributor 
salesmen are obliged to carry consolidated manufacturers’ catalogs to supplement 
listings and data which could not be included in the distributors’ own catalogs. 
Though 50-lb. coated stock is recommended as the maximum paper weight, excep- 
tion is made for fly leaves and indices where up to 70-lb. stock could be used. Catalogs 
inserted as sections should be self-covered. 
Illustrations should be confined to the practical minimum in number and size 
necessary to show the product and its selling features properly. Other suggestions 
call for the manufacturer's name with date on every catalog section or loose-leaf page: 
if pages are to be mailed to Canada or overseas, they should carry the words, 
“Printed in U. S. A.”; and new sheets on changes should be issued rather than 
requiring changes to be made on old sheets. 
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12—Mailing list firms exist 
throughout the country in all major 
cities and towns and not only general 
lists but specific lists of any sort can 
be obtained or rented from these 
firms at fairly reasonable charges. 

13—School lists are often good 
sources for specific area listings and 
can be used profitably. These. as 
with most other such lists, should be 
checked most carefully for duplica- 
tion as well as for specific needs you 
have at the time. 

14—Rental offices can _ provide 
good lists and also enable you to 
correct your current lists and keep 
track of movements in your trade 
area. Naturally, such lists have their 
own limited value but can be profit- 
ably used. 

15—Newspaper carrier boys can 
readily provide good lists from their 
route books, particularly when you 
may desire lists to cover specific 
areas or neighborhoods. Almost any 
carrier boy will be glad to copy his 
customer lists for a small sum or 
desirable merchandise. 

16—Post office mailing of material 
can be done in rural areas without 
specific names; if the selling message 
can be profitably presented to rural 
areas, the hardware dealer should in- 
quire of his postmaster how these 
bulk boxholder mailings are handled 
for rural routes. 

17—Selective service offices con- 
tain good lists for such group mail- 
ings and most discharged veterans 
are good prospects for all kinds and 
types of merchandise for themselves 
or their families. 





Up-to-Date Lists 


Each of these sources of names for 
your mailing lists will give you fresh, 
up-to-date lists and reduce to a mini- 
mum the amount of waste in such 
mailings. You can reduce such waste, 
which is never profitable, to a mini- 
mum by careful checking of your lists 
to make sure that the people to whom 
your message is being sent have a 
specific need for what we are selling 
therein and can afford to purchase 
that commodity. 

Your lists can well be periodically 
checked and rechecked as often as 
possible to do so in order to make 
certain that they are always alive. 
Mailing lists can “grow sour” speed- 
ily; regular and thorough checking 
of such lists will prevent this. 
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Window display racks, similar to the wall shelving used inside the store, give 
the passers-by an idea of the various types of gifts stocked by the company. 


Gift Sales Doubled During the War— 
Now They'll Expand the Section 


ee are things of 


beauty and should be displayed prop- 
erly. That is the theory that has 
worked out profitably for the Waltz 
Hardware Co. of Brookings, S. D. 
Customers come from considerable 
distances to buy gifts, pottery and 
glassware at this store because the 
firm is known as one which has a 
large, reasonably-priced stock. Dur- 
ing the war years the gift department 
more than doubled in volume, ac- 
cording to A. M. Bjerke, manager, 


and the store will continue to devote 
a great deal of display space to the 
line. In fact, the management may 
enlarge the lines in the months to 
come, 


A Profitable Department 


“Our gift department is very prof- 
itable,” says Mr. Bjerke. “We take 
a great deal of care to keep the lines 
well displayed and clean. No woman 
likes to pick up a gift that is dirty 
and dusty and cleanliness pays off in 


Window displays simulating store 
interior aid in increasing sales 
in line for The Waltz Hardware Co. 
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larger sales. Our price range on 
gifts is from forty-nine cents to seven 
dollars, with one, two and three dol- 
lars being the most popular prices.” 

Crepe paper is’ used on many of 
the shelves for decorative purposes 
and it is replaced frequently so that 
it is always fresh and clean. Back- 

(Continued on page 218) 
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Lamps and picture frames, first floor merchandise, sell well in this downstairs section. 
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Glamorized Basement Attracts Plenty | of 


Rickbeil Hardware Co. modernized a 
hitherto unused section of store 
and has cashed in on it ever since 





A N extensive remodeling 


program at the Rickbeil Hardware 
Co., Worthington, Minn., has _re- 
sulted in a modern, glamorized base- 
ment which is attracting town and 
farm women in ever increasing num- 
bers. 

About a year ago Hardy and Rob- 
ert Rickbeil, owners of the store, 
looked over their big, dark storage 
basement and came to the conclusion 
that if it were remodeled and glam- 
orized that it would attract many 
women there. Their conclusions have 
borne fruit. Women show no hesi- 
tancy at all in going down a flight 
of stairs to look over the merchan- 


Children’s toys, wheel goods and 
furniture occupy a section of the 
floor and a sidewall ledge. Brooms 
and cleaning aids are also there. 
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Phonograph records are in demand 
and a special space is reserved 
for record albums. This is a very 
popular spot with young and old. 


dise displayed in the big 30 by 125-ft. 
basement. 

The remodeling job included re- 
surfacing the walls and ceilings, seal- 
ing and painting the concrete floor, 
removing numerous posts, covering 
all water and heating pipes and paint- 
ing them and the installation of 
cathode and fluorescent lighting. 

The brilliant lighting in the base- 
ment, the dark colored floor and the 
light, cream-colored walls—with 
some yellow—give an attractive ap- 
pearance which invites women to 
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Incidental furniture, trunks and rugs occupy a spacious section in the basement. 
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walk down the spacious aisles and 
inspect the merchandise. 

The Rickbeil brothers knew that in 
order to attract women to a base- 
ment department they would need a 
large entrance from the first floor 
and that it would need considerable 
lighting. The entrance was placed 
at the rear of the store. In this way 
the stairway does not take up any 
central space in the basement itself. 
To the right of the stairs on the base- 
ment level is a large storage room. 
men’s and women’s rooms and ele 
vator. 

The basement entrance is also 
characterized by a special, shadow 
box of considerable size. From time 
to time it is planned to display vari- 
ous appliance products at this point. 
It is one way of centering attention 
on one appliance product as people 
go down into the basement section, 
and this factor aids sales. 





While part of the basement will! 
be given over to the display and sale 
of appliances, the Rickbeil brothers 
intend to keep plenty of other mer- 
chandise on display there. The rea- 
son for this is that the other mer- 
chandise will help to swell the trafhe 
count in the basement and this will 
help the sales of appliances. 


Wide Variety of Articles 


At the present time a big variety 
of merchandise is sold out of this new 
location. One section contains a wide 
assortment of furniture in current 
demand. Items such as easy chairs. 
card tables, scatter rugs, high chairs, 
trunks, kitchen stools, bridge and 
floor lamps are displayed so that 
they catch the eye of women who 
browse through the basement. 

Another section of the modernized 
basement is given over to a display 








Complete Display of Emergency Plumbing 
Supplies a Big Saver of Time 


HE accompanying illustration shows 

the compact arrangement whereby 
Joseph Marion, owner of the St. Louis 
Shade & Hardware Company, St. Louis, 
Mo., has cut time required to find and 
sell quickly-needed plumbing supplies 
by more than 50 per cent. 

As shown, all plumbing supplies in 
the St. Louis store, which was recently 
remodeled, are now stored in small wal- 
nut boxes, 222 of which are arranged 
into a series of bins along the right 
hand counter of the store. Each bin 
contains 42 drawers, all merchandise 
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arranged so that most commonly-re- 
quired supplies are in the lower draw- 
ers, and related items immediately 
above. One sample of each item is 
securely fastened to the door facing 
with fine wire, or screws, which help 
to quickly select the type or size of mer- 
chandise desired. In many instances. 
when customers cannot name the actual 
plumbing fixture required, being able 
to show the complete stock in this way 
has proven ‘a considerable help. Sales 
have jumped by more than 30 per cent 
since this arrangement was worked out. 


| 
— 
} 


This arrangement of plumbing supplies cuts the selling time in half. 


. 








of toys and wheel goods, while 
lamps, shades and some housewares 
items also get considerable display 
space. 

The Rickbeil firm has recently 
gone into the selling of records and 
an important spot in the new base- 
ment is given over to a showing of 
popular albums. The store also plans 
to sell record players and will pub- 
licize this department considerably. 

In an adjacent basement, also 
used by the Rickbeil organization. 
the firm has a large display of wall- 
paper, with samples hung on metal 
sheets and surplus stocks stored 
nearby. This department has easy 
access from the modernized basement, 
and wallpaper sales have increased 
as the basement traffic has grown. 

Both the Rickbeil brothers point 
out that one chain store organization 
in Worthington grossed almost $3,- 
000,060 of business last year, and 
that this record was made in a town 
of 6,000 population through excel- 
lent display, good selling and a 
variety of stock. 

The main floor of the store will 
also be modernized. They want to 
give people of their area as large and 
fine a hardware store as is warranted 
by the community. The company has 
heen in business for many years and 
has a large customer list in that area. 


Farm Appliance Store 


Several doors away from the main 
store. the Rickbeil brothers have a 
farm appliance store. This is a first 
floor store and in it are featured 
all sorts of items that farmers need. 
Gas and coal and wood ranges, as 
well as oil burners are on display. 
Milking machines, hay forks and 
numerous other items are there also. 

This additional store also allows 
for more street parking room, an 
important consideration in small 
cities like Worthington. Farmers in 
this area are very prosperous. Worth- 
ington is known as the world’s turkey 
eapital, and the Rickbeil store sells 
many appliances and other items 
that the turkey and dairy farmers 
need. 

With their present setup, the 
brothers feel that they should be able 
to stock,enough merchandise and 
display ,.it in. the. competitive era 
ahead so that they can play a leading 
part inthe local merchandising 
picture. 
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BRIDGEPORT, 








DUCK HUNTERS DEMAND 
“REMINGTON EXPRESS” 
LONG RANGE SHELLS 


BRIDGEPORT, CONN., Sept. 12, 1946. 
Power is uppermost in the minds of 
shooters when they buy shot shells. 
That’s why dealers can expect a great 
increase in the number of shooters who 
insist upon their share of Remington Ex- 
press shot shells. For these long range 
power loads bring down ducks, geese 
ani other game at distances ordinary 
shells can’t reach. 


These superb shells are protected by 
the exclusive Remington Wet-Proof pro- 
cess that keeps them reliable in every 
kind of weather. And Kleanbore priming 
keeps the gun barrel clean . . . does not 
cause rust and corrosion. ‘“Remington 
Express’”’ shells also have tough corru- 
gated bodies, high brass base, progressive 
burning smokeless powder, perfect shot 
pellets, anc lubricated wadding. . 










































The old 
hangout! 


Practically every village store had 
a pot-bellied stove or a cracker bar- 
rel that local citizens used as a 
hangout. Ask an old storekeeper 
whether it was a bother, and he'll 
tell you, ‘‘No!’’ It built good will 
... kept people from going any- 
where else to buy their daily needs. 

But in these days of modern mer- 
chandising, the stove and the barrel 
have practically faded into the past. 
There are new and better ways to 
keep customers around the store. 
If you’re selling sporting goods, 
for example, you can make your 




















storea “sportsmen’s headquarters.” 


You can keep a bulletin board and 
post local game reports... keep 
customers abreast of game regula- 
tions... tell ’em when and where 
to hunt. And manufacturers will 
keep you supplied with merchan- 
dising assistance, including folders 
and booklets full of shooting tips 
and advice. But most important, be 
sure you carry a full line of modern 
merchandise. You can’t go wrong 
with the complete Remington line. 
“IF IT’S REMINGTON—IT’S 
RIGHT!”’ 
















— 
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BRIDGEPORT, CONN., Sept. 12, 
1946. Now that shotguns are becoming 
available once more, plan to stock these 
three Remington guns. The Model 31 
and the Sportsman were both used in 
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Sportsman A—12, 16 and 20 gauges, 3-shot autoloader 


Model 11-A—12, 16 and 20 gauges, 5-shot autoloader 


3 REMINGTON SHOTGUNS EVERY — 
DEALER SHOULD PLAN 10 STOCK 








Model 31-A—12, 16 and 20 gauges, 5-shot repeater 







the training of aerial gunners for the 
Armed Forces. Aerial gunnery students 
liked the smooth action of the Model 
31 so well, they nicknamed it “the gun | 
with the ‘ball-bearing’ action.”’ And the | 
| Sportsman and Model 11 are as fine | 
autoloaders as money can buy. 


©@)HITR MISS 


Before the war, there were approxi- 
mately 8,500,000 licensed hunters in 
this-country. If recent surveys are an 
accurate indication of things to come, 
six million returned servicemen expect 
to hunt, indicating a potential increase 
of over 70% in the number of hunters. 
The lumbering bear is not as slow as we 
sometimes think. In Maine, a bear was 
recently clocked at 35 m.p.h. Even the 
monstrous moose has been known to 
move as fast as 42 m.p.h. 

Remington Arms made the first paper 
shot shells ever manufactured in this 
country. 








Sportsman, Express, Wetproof and Kleanbore are 
Reg. U. S. Pat. Off. by Remington Arms Company, 
Inc., Bridgeport 2, Conn. 















The Modern Home Mart could not get 
the desired materials but what it 
could obtain produced real results 


MODERMHOME MART 


PLUMBING ¢HEATING _ HARDWARE ELECTRICAL APPLIANCES 


} i) pay 
a 


The spacious entrance and the firm name give the front a modern appearance. 
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Here is the interior of the Modern Home Mart before it was remodeled. 


Shortages Made Remodeling 











gm Modern Home Mart, 
Sparks, Nev., has just completed re- 
modeling its store, and giving the 
building a new front. Fixtures and 
front are not of the type the manage- 
ment desired, but the best that can be 
done under present freeze orders. It’s 
been a good job. 

“At least,” owner C. B. Shelly says, 
“we have a better place for display 
and our floor layout is worked up 
for peak efficiency.” Before and 
after pictures will bring out Mr. 
Shelly’s point. 





















The Main Sales Room 


The main sales room is 25 by 80 
ft. size. Behind this is a wareroom 
of 25 by 60 ft. The wareroom is 
fitted with open faced shelves run- 
ning its entire length and extending 
up to the ceiling. At each end of, 
these shelf rows is a chart showing 
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And here it is after the change was made. It's improved in every respect. 


type of goods stored, amounts, sec- 
tions, and markup to be used. 

Five flat floor stands were made. 
These are 4 ft. square and stand 12 
in. from the floor. The tops are cov- 
ered with a heavy plastic cloth which 
gives the appearance of glass tile. 

These floor stands are used in the 
front for displaying leaders. 


Store Arrangement 


On the left side as one enters the 
store is a long, waist-high shelf, with 
three-shelf divided storage and dis- 
play partitions between the top and 
the floor. The top of this has the 
same covering as the flat floor stands. 
The full left side of the sales room 
is used for displaying houseware and 
gift items. 

The right wall space is divided 
into the tool department, then build- 
ers’ hardware with the paint depart- 
ment toward the rear. 
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Two of the square floor flats are 
placed together at a front-center lo- 
cation, making a raised island 4 by 8 
ft. in size. Here samples of electri- 
cal table appliances are shown and 
in front of it and on each side of it is 
an electric stove. 

The office is at the left rear. At 
the right rear, steps lead up to a 
mezzanine display room where air 
conditioning units, water heaters, 
and oil-burning heavy equipment are 
shown. This room is divided into 
three sections. Each section has dif- 
ferent wall paper and woodwork for 
each section is of a different type. 
This gives the effect of three separate 
rooms and greatly increases the di- 
vided-unit effect produced by the dis- 
plays. 

The mezzanine display room is 
partitioned off from the main sales 
room by a solid wall 46 in. up from 
the mezzanine floor and varnished 
lattice lath from the wall top to the 


Difficult Joh — But They Did It 


ceiling. At one side of this room is 
a long table and office chairs. This 
office set is separated from the rest 
of the room by a low railing. 

This*semi-private office is used for 
closing appliance sales and handling 
other customer transactions which 
require privacy. 


Helps Time Payment Sales 


“We have found that having this 
more or less private office is a boost 
to closing time payment sales,” says 
Manager G. W. Day. “We handle 
a large volume of water heaters, fur- 
naces, space heaters, conversion burn- 
ers, and soon, we hope, will add a 
sizable volume of home electrical 
appliances. 

“Time sales on such pieces require 
credit information and should in- 
clude customer-salesman talks which 
cover the credit arrangement. I have 
worked in hardware stores in small 
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towns for the past forty years, and 
one of the biggest problems has al- 
ways been a suitable place to take 
a customer for a private talk. 

“Our semi-private mezzanine floor 
display room and sales office is an 
ideal arrangement for this.” 


Storage Facilities 


In the rear of the main sales room 
at Modern Home Mart, across the far 
end of the wareroom is a 12-ft. roofed 
dock. The wareroom has a double 
72-in. door opening onto the dock, 
which has truck floor bed level. 

The Modern Home Mart has two 
full time salesmen selling fuel oil 


Uses 


~ OME months before Pearl Harbor, 

Henry D. Florence, Hempstead, 
Long Island, N. Y., decided to serve 
defense plants within a wide radius of 
that community and, at the same time, 
build up his volume in mechanics’ tools 
by stocking as wide a variety as pos- 







“We Buy and Sell 
Any Kind of a Tool 
We Can Get” 


3 
Z, ye 


That's the motto of Henry Florence 

of Hempstead. N.Y Tools have become 

a major line and source of greater 
profit at his suburban store 
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throughout the area. These sales- 
men also handle water heaters, all 
types of stoves, and will handle elec- 
trical appliances as soon as they are 
available. The salesmen, each with 
service and repair training, also han- 
dle installations and answer service 


calls. 
“When electrical appliances are 
available we will add one or two 









sible in his store. Following our entry 
into the actual “shooting” war, Mr. 
Florence further expanded his displays, 
practically converting the store and 
show windows into a tool shop. Back 
in 1945 Harpware AGE told the story, 
“We Buy and Sell Any Kind of a Tool 
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more road salesmen,” says C. B, 
Shelly, owner. “We do not expect 
to wait for the appliance customer 
to come to us. We now have a ‘need’ 
list for heavier appliances with over 
five hundred prospects on it. We are 
listing advance orders as to priority 
numbers but do not accept down 
payments.” 


A Good Job 


Considering restrictions and ma- 
terial and supply shortages, the 
Modern Home Mart has done a re- 
markable remodeling job. It has 
proved, at least to themselves, that 
the job can be done. 





Hardware Age Reprint 
As a Business Letter 


We Can Get,” in a two-page article, 
part of which is reproduced below and 
Mr. Florence had a reproduction of the 
story made in a folder, the front page 
of which carried a letter to purchasing 
agents. The folder was used to circular- 
ize both suppliers and buyers 
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FLORENCE’'S 
HaRDware, PAINTS, HOUSEWARE 
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VARNIGHER & Shawnie 









At the left is part of the article which 
was on the inside of the folder. At right 
is the letter which was upon its cover. 
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Jobbers: Wire Orders for } 
THE piety PEDAL-CAR + 


bee «come. | fOr Big Christmas Profits 


See it at National Hardware i” Time Is Short! 
Show, Grand Central Palace, ® 
New York, Booth 193, September 
16 to 21, W. J. Barron in charge. jer 
children 


one &F one-half 
to five 
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All-metal construction; 
three tone finish, red, blue, 
and cream. 


Our Capacity Doubled for the Final Rush! 


New Factory Enables Us to Fill 


pr oven. 


seller 











NO W'! Your Orders Promptly —So Far! 
. P BUT—if the rush gets much greater, it will be a 
Quantity Discounts case of first come, first served. Be sure! Be 





to FIRST! Jobbers: Wire your orders NOW! 


Jobbers Who Warehouse WE SELL ONLY TO JOBBERS! 


OAKLAND ENGINEERING CO., INC. 
800 - 100th AVE., OAKLAND 3, CALIF. 











Write for Details 
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By ALBERT P. McNAMEE* 
Special Representative, 
Home Appliance and Radio, 
McCall's Magazine 






= we go much fur- 


ther into the postwar period, we must 
take a careful and serious look into the 
crystal ball of our minds to learn as 
much as we possibly can about what 
the future holds for the appliance in- 
dustry. If we are going to experience 
the joys of a sellers’ market, how long 
may we reasonably expect it to last? 
If we are heading into a buyers’ mar- 
ket, when will it strike us and what 
should we do about it? 


The Appliances Themselves 

First, let’s take a look at the appli- 
ances themselves. During the war 
period, manufacturers of electrical 
equipment were engaged in the produc- 
tion of such wartime devices as will re- 
sult in numerous improvements in post 


* From a recent address. 
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New homes, new families and new retailers all spell demand in the home appliance field. 


What's Ahead 
For the Home Appliance Industry? 


Is it to be a buyer's or seller's 
market? Read this article and you 
will have a bird’s-eye view of the 
picture in this particular field 


war appliances. We are going to have 
appliances with ngw efficiency, greater 
values, increased service. Appliances 
with new features that will be hard for 
homemakers to resist. And, of course, 
there will be several new appliances, 
which will possess great appeal for the 
American family—home freezers, new 
devices that will revolutionize home 
heating, television. And, beyond any 
question of doubt, the market for home 
appliances will far surpass anything 
ever before anticipated. 

We have all heard of the replacement 
market. With no appliance production 
since early in 1942, millions of refrigera- 
tors, ranges, washers, and traffic appli- 
ances are creakingly over-age, and are 
completely out of operation. They must, 
of necessity, be replaced and there has 
been virtually no replacements for the 
past five years. I do not hesitate to say 
that there is a need for some five to six 
million refrigerators, two or three mil- 



























lion electric ranges, five million wash- 
ers, and millions of other appliances. 


New Families 


Today we have millions of young 
G.I. newlyweds who have been unable 
to start housekeeping on their own. 
These youngsters want to set up their 
own homes just as quickly as possible. 
Do you realize fully how many of these 
couples there are? Between 1942 and 
the first of this year, there were more 
than 6,250,000 marriages in this coun- 
try. The number of family units in- 
creased from 35,124,380 in 1940 to 
something over 37,500,000 in the begin- 
ning of 1946. Certainly we can gloat 
over the prospects of equipping those 
millions of new, young families with 
refrigerators, washers, toaster and other 
appliances which they just must have. 

It’s axiomatic that families require 
shelter. The extent of our housing 
problem is clearly evident, when we 
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Handl-Grip Fishing Reel 


Every discriminating fisherman will want this famous Stream Liner 
anti-backlash fishing reel, combined with a perfectly balanced, 
lightweight aluminum die cast handle into one complete unit. 
The Handl-Grip eliminates any possibility of the reel coming 


loose from the rod or getting out 
of alignment. The handle is of 





HANDL-GRIP 
FEATURES 


the pistol grip type with a cork 
insert to prevent slipping and is 
equipped with a Sta-Tite collet 
Po rod lock that fits any type 


Lightweight cast alu- rod. This precision built reel 


minum — permanent 
alignment — precision 
manufactured — non- 


features the exclusive Stream Liner 
anti-backlash braking feature* that 
does away with all thumbing. It 





rusting — non-corroding | cannot be matched by any reel on 


—fits most rods. 


the market at double the price. 
*Patented 





mer. fishing Reel 2" 


—the last word in a precision, level wind 
reel—has the same exclusive Stream Liner 
anti-backlash features as the Handl-Grip. 
It is finished in an attractive high lustre, 
black Tenite plastic that will not corrode, 
rust or spot and will stand plenty of abuse. 
All working parts are precision made and 
are noiseless and free running. All 
mechanical parts are guaranteed for 1 year 
against defects in materials or workman- 
ship and are treated to prevent corrosion 
pons Gover Gives long, accurate casts with- 
out any thumbing—a quality reel at a price 
that will fit every fisherman’s budget. 


POSITIVELY NO BACKLASH 


Shaded areas show brake in action when 
line is slack. Dotted lines show brake off 
when line is tight. 


“NO THUMIN’ 


Fishermen everywhere are hailing the 
new exclusive Stream Liner anti-back- 
lash braking action as the first major 
fishing development since the intro- 
duction of the level-wind reel itself. 
It is the result of more than seven 
years of careful research and exhaus- 
tive tests in actual use. Working on 
the same principle as the automobile 
brake, it automatically brakes the 
spool as*the line goes slack and 
eliminates the necessity of thumbing 
the reel, regardless of windage, line 
or bait weight. It is positive and 
dependable —a revolutionary advance- 
ment in bait casting. 


SteeSn stoner. Nus Tempered” Fishing Rods | 





—worthy companion items for the famous 
Stream Liner, anti-backlash fishing reels. Manu- 
factured from proven alloy bearing steel which 
assures flexibility, these rods have a ruggedness 
and durability that can’t be beat. Rods are “Aus 
Tempered” and are practically unbreakable, for 


this Swedish process tempers from the core out 
—eliminating brittleness and preventing break- 
age if the rod is accidentally bent. Rods are 
Sm gs and of standard lengths, perfectly 
balanced, attractively finished and popularly 
priced. They are the fisherman’s favorite. 


Stock these Stream Liner fishing accessories now—dquick deliveries. Huge advertising 
program in National Sporting magazines will build huge Christmas gift demand—cash in on it. 
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SALES COMPANY 


419-20 DIME BLDG., DETROIT 26, MICHIGAN 








realize that in 1940, 20 per cent of the 
newlyweds could not set up housekeep- 
ing. In 1945, that percentage rose to 
75 per cent. 

There is talk of more than 1,000,000 
housing units to be built per year for 
the next 10 years. In any event, we 
an expect to see a construction pro- 
gram to meet a critical need, never be- 
fore approached in our nation’s history. 
And these 10,000,000 family units will 
have to be wired and equipped with re- 
washers, etc. What a 


chance for a record sales volume! 


Irigerators, 


Wired Homes 


Of course, for those retailers who are 
electrical contractors, it is going to be 
1 field day to wire all those new homes; 
just as it is going to be a joy to appli- 
ance dealers who expect to equip them. 
Then too, from the standpoint of so- 
called pent-up demand, we must not 
forget that we have had an increase of 
4,764,000 wired homes since 1940 
3.679.000 since the beginning of the 
war. 

While some of these were war-time 
temporary dwellings. a large number 
were newly wired farm homes. Just 
think of the market offered here for 


electric water pumps. milking ma- 
chines, milk coolers. and home freezers. 


Financial Resources 


It is yenerally conceded that the 
money earned during this war was not 
squandered as in World War I. People 
paid old debts: bought billions of dol- 
lars of War Bonds. Their savings on 
deposit, in banks, reached an all-time 
high, and today exceed our total na 


\s we all know. 


tional income in 1940. 


one of the great threats of inflation is 
the fact that those billions of dollars 
of assets are still in posse ssion of the 
zeneral public Che buying power is 
there. It is our job to channel it into 


the purchase of more and more durable 
goods: that is. home appliances of 
genuine quality irly pric ed, 


Fewer Models 


[ p to the present time, there are in- 
dications of an lination on the part 
of manufacturers to put fewer models of 
the major appliances in their lines. In 
some cases, this may be due to dif.- 
ficulties in se ng materials, but many 
have become convinced that too many 
models and sizes result in excessive 


n the retaii 


costs which are reflected 
price, 

Every dollar added to that retail 
price restricts the breadth of your mar 
ket. As retailers, you must realize the 
advantages of being able to carry a 
small but full line 


smaller cash investment, less space re- 


which means a 
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quired for display and warehousing. 


and last but not least, a much simpler 
selling problem. 


Your Customers 


Up to this point, all of the factors 
favorable to a large sellers’ market that 
have been considered, have been based 
more or less upon statistical data. Yet, 
it is people who determine what will be 
manufactured, in what volume, and how 
much will be sold. 

The war has put women in a more 
important place than ever before. There 
were but few jobs in the war indus- 
tries that women did not take over. The 
important thing that comes out of all 
this, is that millions of women have 
gained knowledge. They know how to 
make and how to repair anything from 
the cord of an electric iron to an auto 
mobile engine or an electric motor. 
Then, too, they have learned through 
their factory work or as WACS or 
WAVES to appreciate the value of 
automatic machinery. Our young friend, 
formerly Rosie the Riveter. will see no 
reason why the furnace can’t tend _ it- 
self. She will want in her home, that 
adequate wiring, air conditioning, 
fluorescent lighting, which helped to 
make her war job soe comfortable. 
Hence, as a result of the war, more 
women have an awareness of the bene- 
fits of home appliances, and are going 
to be particularly receptive to sales 
messages advancing their values. 

As we add up all of these factors, 
every one of which indicates a lively 
demand of unusual size, it appears that 
about all we have to do is be charmed 
by the merry tinkle of our cash regis- 
ters. But we had better look at some 
other factors and conditions which are 
certain to affect the degree of success 
individual retailers will experience. 


High Living Costs 


All of us are being made aware of 
the dizzy rate at which living costs have 
spiralled. Even without the tax load. 
which is plenty for anyone to carry, 
consumer purchasing power that might 
be used for durable goods is being cut 
down by mounting prices and general 
increases in the cost of living. 

Before the war, in 1941, production 
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of traffic appliances mounted to $35,. 
000,000, Estimates from authoritative 
sources say that, because of the en. 
trance of many new manufacturers into 
the industry. 1946 production of small 
appliances alone is likely to rise to 
$140,000,000, an increase of about 300 
per cent. 

Increases in major appliance capacity 
are also great. Estimates on refriger- 
ators are in the neighborhood of 300 
per cent. Along this line, last year I 
had my secretary keep a running list 
of manufacturers, who announced that 
they were going into the business of 
producing home freezers or refriger- 
ators. When we stopped, our list of 
names had reached 154. You and | 
know the market can’t support that 
number. 

We have our well-known, nationally 
advertised brands, upon which manu- 
facturers have spent millions of dollars 
creating public acceptance and demand, 
and we have scores of new manufac- 
turers whose brand names mean ab 
solutely nothing to American home- 
makers. However, those manufacturers 
have production capacity, and they are 
determined to get their products into 
listribution. Are those new manufac- 
turers going to sell in satisfactory vol- 
ume, or is Mrs. Homemaker going to 
shy away from those unknown brands? 

One thing is certain: either these new 
manufacturers are going to be financial- 
ly able and willing to spend large 
amounts of money to build public ac- 
ceptance for their brands; or, if they 
don’t, dealers who may have taken on 
some of their lines will be more than 
inclined to shift just as quickly as pos- 
sible to the already well-established 
brands. And when that happens, or 
if Mrs. Homemaker refuses to buy them 
in satisfactory volume, we may well see 
the beginning ef a condition which can 
threaten the stability of the whole mar- 
ket and price structure. 

Another reason why this increased 
production capacity may not prove too 
great a blessing to the industry and 
to retailers is that with all the sales 
efforts exerted by the entire electrical 
appliance industry over the past 30 
years or more, nothing like a 100 per 
ent saturation has ever been approach- 
ed. 

When all the hard selling that has 
been done on refrigerators is consider 
ed and when it is realized that only 72 
per cent of wire-home families own one. 
it is doubtful that the going will be 
too easy unless we really get out and 
work. 

New Retailers 

This much talked-of pent-up demand 
for appliances, certainly looks like easy 
money to thousands of men who never 
gave appliance retailing a thought be- 
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Now STEPPED-UP ADVERTISING 


in Ladies’ Home Journal, Better Homes and 
Gardens, Colliers, Saturday Evening Post, 
Cosmopolitan and Good Housekeeping, 
reaches millions of consumers — creates a 
huge demand. Be ready to cash in on it. 


unlimited 
50/50 ADVERTISING COOPERATION 


Identify your store with this national adver- 
tising. We pay half the cost of all newspaper 
ads placed at local rates, providing you use 
our mats or copy. 


New PACKAGES, DISPLAYS, AND 
AIDS TO MERCHANDISING 


Bulbs come in attractive sell-on-sight pack- 
ages that make your job easy. Colorful, at- 
tention-getting counter and window displays 
designed by Forbes . . . window streamers, 
descriptive folders . . . newspaper mats are 
all supplied you free. Ask about our 
“SELECT DEALER” plan. 


VERD-A-RAY CORP. 


TOLEDO 5, OHIO 


PENETRAY CORP. 
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Q LINE OF SPECIAL-FUNCTION LAMP 
BULBS FOR /i//] YEAR-ROUND PROFITS 
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infra-red heat lamp 


IN CANADA: Verd-A-Ray Electric Products, Ltd., 380 Craig St., W., Montreal, Quebec 


You make more money on every one of these 


NON-COMPETITIVE bulbs. Best of all, you have an 


exclusive line of bulbs to sell. 


VERD-A-RAY 


hauschold bull for soft. white light 


PASTEL GREEN 


People everywhere are turning to these pastel green 
ceramic coated bulbs for filtered light. Verd-A-Ray 
bulbs come in all sizes and wattages. Decorative Torch 
bulb in 40 watt size, Tri-Light in 50-100-150 regular 


and 100-200-300 mogul. 


MEY 





HOUSEHOLD TYPE 


infra-red heat lamp 


Popularity of this convenient heat lamp that fits all 
standard sockets, increases day after day. It gives quick 
temporary relief from muscular aches and pains. Hun- 
dreds of uses in the home and industry. 


another summer for progite will be along 


next year. Remember and stock up early on 





Bug Banisher . ae orcginat 











EXPORT: F. Marti and Co., Inc., 


pastel green household bulls - insect repellent bulbs 





90 Wall Street, New York City 




































































fore tne war. Today, if my estimate is 
anywhere near right, we have from 
three to five times as many retailing 
appliances as the market will support 
Just what do you think those new deal- 
ers, some of whom are carrying the 
less well-known brands, for which there 
is little public acceptance, are going to 
do, when getting business is really 
tough? 

You will also have to meet the addi- 
tional competition of other types of 
outlets such as department stores. An- 
other phase of retailing which will offer 
some more competition is the increased 
activity of syndicate stores, furniture 
retailers, retail stores of mail order 

















houses, and the tire or automobile sup- 





ply stores. 

Then there are outlets which are 
bound to get more appliance business 
than formerly — the building supply 
dealers and the pre-fabricated house 
builders and erectors. Some of these 
prefabricators intend to supply much 
of the major equipment that goes into 
their houses. 









Pent-Up Demand 





Many are all too prone to think that 
this thing called “pent-up demand” is 
going to mean automatically and _ in- 
evitably an immense volume of sales. 







Many persons in business are so utterly 
obvious that shortages of goods exist in 
the case of almost every other product 
used by consumers. Sure! There are 
War Bonds—money in the bank—large 
incomes. Lots of cash right at hand 










and much of it just aching to be spent. 
But don’t lose sight of the fact that 
every other merchant in your city has 
his eye on that money. 


Sell! — Selll — Sell! 


I don’t pretend to be a seer but one 
thing appears as clear as day and that 
is that we are not going to be able to 
enjoy a sellers’ market for very long. 
The money isn’t going to continue to 
come rolling in like the ocean tides 
which can’t be stopped. 

Insofar as I am able to judge the 
situation, I believe you have got to de- 
velop an intelligent selling plan, em- 
bracing the training of a specialty sales 
staff; a survey of your market so that 
your stocks will meet local demands; 
sales promotion plans, and advertising. 

I suggest that you survey your mar- 
ket, that you learn what Mrs. Home- 
maker, whom you hope to sell, really is 
going to buy. How else can you tell 
with reasonable safety, in how many 
freezers you should invest, unless you 
know something about the attitude of 

women in your market toward them. 
Take a look at the appliances your 
prospects now have. What’s their age. 









202 


condition? Inquire into what women 
think of their appliances in terms of 
likes and dislikes, and what they intend 
to buy as soon as a selection becomes 
possible. Quite likely you can’t make 
a personal interview survey but you can 
call on Uncle Sam’s mailmen to serve 
you. The facts you will uncover through 
this sort of market survey will pay for 
themselves in knowledge gained and in 
live prospects discovered. The more 
you expose yourself to getting business, 
the bigger the chance of getting it. 
Bear in mind that you have not only 
your old customers to sell, but a brand 
new group of brides, who are at last 
setting up housekeeping. as well as wo- 





men, who never before were able to 
afford many appliance items. 
Recognizing these conditions, it ap- 
pears that if you are wise, you will de- 
vote much of your effort to educating 
these women. You dare not assume 
that your new prospects are aware of 
the merits of your brands, or in fact 
have much of any knowledge of the 
convenience and service qualities your 
brand offers. Doen’t it become essen- 
tial that you do a basic and completely 
helpful selling job, so as to win the con- 
fidence of that new young customer? 
These postwar years are going to be 
fiercely competitive for manufacturers, 
(Continued on page 223) 








Companion Window Displays Attract 
Customers and Increase Business 


(Continued from page 183) 


per cent of the total sales volume. 
The big problem, according to James 
Gibbs, for 12 years manager of the 
department, is to keep the quality 
merchandise in price line with the 
chains. Price tags are placed on win- 
dow set items which are in price line 
with similar chain store offerings. 
Mr. Gibbs says, “We have found that 
priced window set items outsell those 
which are not priced two to one. 










Garden tools are 
shown in attrac- 
tive fashion here. 
The inverted “V” 
type trellis is 
used with an at- 
tractive painted 
streamer in the 
background. All 
display windows 
are illuminated 
at night by four 
spotlights from 
the ceiling. 























“There is only one thing, so far as 
I know, which we do not display in 
our sporting goods windows—worms. 
We handled and sold over a million 
worms last year—fish worms, and 
we got better than one cent each for 
them. But we’ve never been able to 
figure how to use a fish worm so that 
it will enhance the direct selling value 
of a window display set to any 
marked degree.” 
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FOR PRIZE WINNING MODELS EVERY TIME! 


GENIES TOOL 


“Magic at Your Fingertips”’ 


THE ALL-PURPOSE CUTTING TOOL! 


GENIE TOOL — with over 20 interchangeable, 
precision made accessories — is today’s post-war 
answer to all model builders. Ease of operation, 
perfect balance, versatility and sturdy construction 
assure consistent, prize-winning results. 


They ALL Use It! 


MODEL PLANE BUILDERS PHOTOGRAPHERS 
MODEL TRAIN BUILDERS HOME CRAFTSMEN 
MODEL SHIP BUILDERS CONVALESCENTS 

LEATHER CRAFTSMEN SCHOOLS 


e e 
CARVERS COMMERCIAL USERS 
(Wood & Linoleum) (Matting — Silk Screen Cutting) 





JOBBERS—DEALERS—-MODEL BUILDERS—WRITE DIRECTLY TO: 


INTRODUCTORY 
GENIE TOOL SET 


Set includes one each: 
GENIE TOOL, Razor-thin 
Cutting Blade, 3/32” Radius 
Gouge, 1, 16” Notch Cutter, 
“V" Blade and Drill Chuck. 
COMPLETE 


INTER-COASTAL COMPANY, INC. - 649 S. Olive, Los Angeles 


National Sales Representatives for Model Tools, Burbank, Calif. 
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i 
EW departments add as 


much modern attraction to the hard- 
ware store as a well-managed dinner- 
Around this 


idea was built the modernization pro- 


ware and gift section. 


gram of the Fox Bros. Hardware Co.., 
Pine Bluff, Ark., which is now set- 
tled in a handsomely remodeled 
building, with dinnerware and gifts 
given the focal point of attention on 
the first floor. 

The actual modernization program 
began about 10 years ago, when din- 
nerware and gift items were moved 
to the front of the store to add mod- 
sparkle to 


women shoppers. Ten years of ac- 


ern color and attract 


Good Management the Keynote to 
Dinnerware Department Business 


Fox Bros. Hardware Co. believes ‘n 






buying to please its customers not 
to fill the shelves. Neatness and 














live selling methods build sales 


Mrs. Mead, head of the department, works on the theory that full 
shelves are not the answer. Customer satisfaction is the keynote. 


cumulated experience in checking 


volume and profits stemming from 





Men are frequent customers in this depariment. Here is one of 
them receiving an attractively wrapped gift purchase of china. 
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this department has convinced A. C. 
Grove, manager, that dinnerware and 
gifts respond to good management. 

A woman manager and buyer for 
the department, who gives all her 
energies and planning to it, is almost 
a necessity, says Mr. Grove. The 
department is in charge of Mrs. Fay 
B. Mead, assisted by Mrs. W. M. 
Jones and two colored girls who keep 
stock, clean, and do gift wrapping. 
stock 
store’s specialty, with sets priced 
from $6 to $97. The $35 set is the 


among 


Open dinnerware is the 


most popular, especially 


charge customers. And open ac- 
counts running from 30 to 60 days 
are again being used regularly by 
customers who paid cash during the 
Mr. Grove likes to have 


good accounts buy open-stock din- 


war years. 


nerware, because few other items in 
the store keep an account so active 


as a growing dinner set. 
Fine glassware is a favorite gift 
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ORIES (N AN HOUR 


—to retail: 5 oz. can 25¢, 10 oz. can 50¢ 
e A fast drying enamel with a fast selling name 


e Thoroughly tested for high durability, fine lustre, 
easy brushing 


¢ Strikingly packaged 


¢ Nationally advertised in leading magazines 
“for beautifying furniture in constant use” 


e The latest specialty of a 94 year old company 
¢ Packed in 5 oz. and 10 oz. cans 


e A short line of well selected colors; quick turnover; 
small inventory 


¢ Order through your jobber. If he doesn’t handle 


at full it, write us, and send his name 
ynote. 
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THOMAS C. DUNHAM, INC., Long Island City, N.Y., Founded 1852 
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These two girls do all of the gift wrapping, keep stock in the 
department and do the cleaning. They are two aids to success. 


item, and Mrs. Mead does the buying 
in this line. People who like good 
glassware usually have good taste, 
she says. When she makes her yearly 
buying trip to Chicago, she has with 
her a carefully kept want list which 
reveals what her customers like best. 

“IT do not buy to fill the counters,” 
she stated. “I buy for the customers, 
selecting staple goods that will help 
the Fox Bros. Hardware Co. maintain 
its reputation for showmg outstand- 
ing merchandise.” 

The glassware on display is kept 
brightly polished, the work is done 
by the two colored girls. These two 
girls, Ruby Hill and Fannie Battle, 
also do the gift-wrapping. They have 
learned to tie handsome ribbon ro- 
settes and to fold tissue paper at- 


tractively. 


Many Men Customers 


Dinnerware and gifts were added 
to attract women customers, yet 
many times a day men are served, 
especially around pay day. Some of 
the men customers come in regularly 
to add to the dinnerware or crystal 
set their wives are collecting. They 
have also learned that they can turn 
their gift problems over to Mrs. 
Mead. 

Glassware and china are shown on 
mirror top display surfaces or on 
counters covered with spotless white 
paper which is changed frequently. 
With the two girls working during 
their spare time to keep display an¢l 
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reserve stock neat, the department is 
always attractive. 

Now that major electrical ap- 
pliances are again available, the cus- 
tomer list for dinnerware and gifts 





is proving useful as a prospect list 
for electrical appliances of all kinds, 
A woman who likes fine dinnerware 
and crystal usually wants the most 
modern electrical appliances. And 
because many of these customers 
already are in good credit standing 
at the store, they are on the store’s 
No. 1 list for the entire range of 
major and small appliances. 


Model Electric Kitchen 


At this time, the store is in the 
process of installing a modern elec- 
trical kitchen on the second floor. 
New elevators are also being installed. 

Those elevators will be used often 
by customers in the dinnerware and 
gift department. The department 
was established primarily as a traf- 
fic-builder. It is profitable now in 
its own right, but still it is a traffic- 
builder. The customer who buys a 
$1.50 plate today to add to her dinner 
set will be seeking an electric range 
soon to cook the meal that will be 
served on that plate. 


Eye-Catching Display Increases Wallpaper 
and Paint Sales 


(Continued from. page 181) 


ualize the effect they will produce on 
a wall. 

Mrs. Boomhower says that it is im- 
portant to keep this display clean at 
all times. She and her helpers dust 
the wallpaper section and clean it reg- 
ularly. There are also several leather 
backed chairs in which customers 
may sit and rest while they are look- 
ing at samples, whether on the wall 
or in books. 

Being off to one side at the center 
of the store, the section affords con- 
siderable privacy to the housewife 
who wants advice with her decorating 
problems and who also wants a little 
time to consider before making a final 
selection. 

The paint department is located 
near the wallpaper display. When a 
customer purchases wallpaper, sales- 
men always ask them if they will need 
paint and other supplies. Such a 
question usually produces additional 
sales, because the wallpaper customer 
frequently has some painting to do. 

The wallpaper and paint area is 
well lighted so that prospects who in- 
spect one line cannot help seeing the 


other at the same time. Thus tie-in 
sales are frequently made. 

Mrs. Boomhower reports that the 
store staff is frequently asked ques- 
tions about home decoration prob- 
lems by wallpaper and paint custom- 
ers. Many customers have a pretty 
fair idea of what they want to do, but 
they like to get the store staff's opin- 
ion as well. 

The store management welcomes 
such questions for it helps the store 
to make certain that the wallpaper 
and paint customer is properly equip- 
ped to do a good job, declares Mrs. 
Boomhower. 

The Boomhower store has excellent 
display windows and both paint and 
wallpaper are featured there several 
times a year. Mason City is one of 
the leading trade cities in Iowa and 
attracts a large rural business. The 
Boomhower store is near the center 
of the city where much of the traffic 
congregates. 

The firm also does considerable 
newspaper advertising in season on 
both paints and wallpaper which is 
productive of excellent results. 
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PANTRY AND 
DRAWER BASE CABINETS 


Store linens, dishes, pots and pans, all 
within reach. Shining, black linoleum 
counter top is heavy enough to stand 
lots of scuffing ... securely bound with 
stainless steel trim. 


Shirley Features Sell Themselves 





® Matching Shirley cabinets add to the beauty of 
any kitchen . . . bring pantry space to the house- 
wife’s fingertips. 

Your customers look for convenient shelves... 
handy, sanitary work counters that are easy to 
clean . . . easy-opening doors and drawers with 
that quiet action and “solid feel.” These features 
help YOU sell Shirley! ~ 

Shirley’s comprehensive unit line is built with 
added kitchen conveniences . . . designed for flex- 
ible, easier installations. You can plan new 
kitchens—or replan old ones—large or small. You 
can do the job more satisfactorily, beautifully and 
economically with Shirley ... all at once, or a unit 
at a time. 

Your Shirley line is set to simple, standard speci- 
fications for easy ordering . . . priced for competi- 
tion... profitable to handle! Write for name of 
your distributor . . . get full details. 


SHIRLEY CORPORATION «+ INDIANAPOLIS 2, INDIANA 


SHIRLEY 
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Enduring / 


Rubber-stops at all points of 
metal-to-metal contact assure 
quiet operation. Shirley's blue 
and white insignia is your 
guarantee of good workman- 
ship, carefully inspected. 


pedapiable / 


On all Shirley cabinets, semi- 
concealed hinges allow doors 
to open wider ... a modern 
requisite in design to provide 
beauty and adaptability in all 
kitchen installations. 


Eacy-to- Clean! 


Fiush door-to-ledge fittings 
leave no crevices to catch dust 
... outside and inside, Shirley 
cabinets are a snap to keep 
clean, 


STEEL KITCHEN CABINETS 
PORCELAIN STEEL SINKS 
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McCall's of Decorah, Iowa, finds the 


Auto Supplies Bring Them Customers and 
Help Increase Profits in Hardware Lines 


two lines to be mutually helpful 
and aid in swelling general volume 


































































This section of the auto supplies department is occupied by oils, anti-freeze 
compounds and polishes—the latter a popular item with returned service men. 


l \ WHOLESALE and re- 


tail auto supplies department has 
proved to be exceedingly profitable 
for McCall’s of Decorah, lowa, ac- 
cording to J. McCall, owner. A large 
section of the store is devoted en- 
tirely to a showing of automotive 
items such as mufflers, tail pipes, hub 
caps, auto and tractor parts, fan belts, 
jacks, polishing materials, radiator 
caps, seat covers and many items of 
similar nature. 

With the return of peacetime con 
ditions a year ago, many auto parts 
which were formerly not available 
came through and helped increase 


the stor k. 


A wide Market 


The lowa farmer is a heavy buyet 
of auto and tractor parts, says Mr. 
McCall. There are 159,470 tractors 
on lowa farms, which is one for every 
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218 acres of land. The average farm 
is 162.7 acres in that state, so there 
is a tractor for every farm-and-a-half. 
In addition, there are 18,313 grain 
combines and about two farm trucks 
for every farm. 

Naturally, this means a lot of me- 
chanical repairs and constant mainte- 
nance service of farm vehicles. The 
average farmer in Iowa has set up 
his own repair shop for many of his 
needs. He is in constant need of parts 
and equipment for autos, trucks and 
tractors. and many such parts can be 
found at McCall’s Hardware. The 
farmer. too, has many uses for V 
belts: a large stock of these is kept 
by Mr. McCall. 

“Young people are the ones who 
buy a lot of polishing materials for 
automobiles,” says Mr. McCall. “We 
have noted a sizable increase in this 
business since many of the service- 
men were discharged. All of them 
want automobiles of one kind or an- 








other and they want them polished 
and decorated.” 

In addition to operating a retail 
and wholesale auto supplies store, 
Mr. McCall added hardware in 1938 
and has found that the two lines go 
very well together. The farmer who 
comes to buy tractor and auto sup- 
plies stays to buy tools and other 
hardware items. 


Future Prospects 


This dealer envisions a generally 
expanding auto supplies business 
for several years, as the number of 
automobiles and tractors increase 
throughout the nation. His own fu- 
ture plans include extending his store 
across the entire front of the build- 
ing, removing the garage drive in 
and using this extra space for a 
greater showing of hardware and 
auto supply items. 

Mr. McCall takes great pride in 
keeping all his departments spic and 
span. You'll find no paper, dirt or 
dust on this floor. Everything is in 
its place, with display shelves and 
counters in perfect order. This is 
sometimes difficult in an auto sup- 
plies department, but Mr. McCall and 
his staff, do it. 
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CER AND BIGGER 
SFiTs, 


Let its magic work for you—get in on the tre- 


sure to be over this new magic—a patented mendous sales possibilities of this fast-seller 
formula that takes the “rub” out of keeping that has strong, universal appeal. Get your 
silver bright. For Vigil eliminates polishing share of a “Bright Vigil Future” and reap the 


—saves time and trouble, and saves silver, too. rewards of this. sure-fire fast-seller. 


GPECIAL 


3-DOZEN DEAL: 


for 

6 Jars sell oop ae Se 

' 36 Jars cost YOU S| gee 
YOUR PROFIT es card with 


This colorful co po “of Vigil. 


FREE! your 3-dozen 


count * ne oF 





Simply place an opened jar of Vigil in a silver cabinet or 50 SETA AS 


drawer—that’s all there’s to it. Vigil “guards that gleam” 75 

by absorbing tarnish-elements—keeps sterling and plated 

ware bright and shining from 4 to 6 months. MINIMUM FAIR 
TRADE PRICE 


te i eee ee ll RL Las ie 4 


Ask Vous. Jobber about Vigil —If he aan sammie you, write 
VIGILANT PRODUCTS CORPORATION «+ 40 EAST 34th STREET, NEW YORK 16, N.Y. 
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By JAMES E. McCARTHY* 


Dean, 
College of Commerce, 


University of Notre Dame 


| WOULD like to discuss 
with you what I hope you will ad- 
judge some reasonable convictions 
to what you, as business men, can 
contribute in the areas of propa- 
ganda: first, in order to bring about 
a truce in the current industrial war- 
fare and, once that is accomplished, 
to suggest a course of action de- 
signed to restore our economy and 
our people’s interest in that econ- 
omy to a level where intelligent un- 
derstanding will make it reasonably 
remote that we shall ever have eco- 
nomic wars again. 

It seems to me that we have an 
obligation to use propaganda as a 
means for disseminating truth, and 
by way of counter attack on those 
who have prostituted it to their own 
purposes. 

Truth is accepted without quali- 
fication by every reasonably-minded 
man but, in the areas of industrial- 
ism, truth has been given a_ bad 
character. It is the restoration of 
truth to an unchallengeable status in 
our economic lives that must be the 
objective of good industry and of in- 
dustry’s truthful propagandists. 


Management's Responsiblity 


Management must charge itself 
with the responsibility of being der- 
elict and not having told a convinc- 
ing story, when it has told any story 


* From an address delivered before a 
recent meeting of the Hardware Manu- 
facturers Statistical Association. 
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Industry's Public Relations Can Help 
Preserve the Private Enterprise System 





“Management has been derelict in not turning over to its 


advertising and public relations’ counsel the significant 
assignment of propagation of truths respecting the value 
and worth of private American industry. Perhaps adver- 
tising has been somewhat derelict in not preparing 
itself more thoroughly for what is becoming its obvious 


duty. 


at all, regarding the way it serves the 
public interest. If the product of in- 
dustry that you represent so effec- 
tively to customers was held in as 
low esteem as industry itself is, the 
management people would be very 
quick to find somebody who could 
more effectively represent the prod- 
uct to potential customers. It is an 
anomaly that on the score of ap- 
praisal of industry the public, gen- 
erally, should have so bad an opin- 
ion of the system that is their bene- 
factor. And, I think it may be prop- 
erly charged that American manage- 
ment people have blundered terribly 
in not disseminating the facts that 
would secure for their industries a 
better public opinion than they now 
have. 


Business Leader’s Function 


If the function of the leader is to 
lead, then the job of the American 
business leader is the re-establish- 
ment of public confidence in the in- 
tegrity, capacity and ability of Amer- 
can private enterprise. We must ban- 
ish the fog of suspicion and distrust 
in which, for the past decade or 
more, we have been forced to oper- 
ate. We must be able to repel the 
political attacks which, rightly or 
wrongly, have been leveled at us. 

It is true that in the early days 
of American industrialism some own- 
ers and some few managers of in- 
dustry were greedy, grasping, and 
thoroughly unscrupulous. They had 
scant regard for human rights and 
still less for human dignity, but 
those days are far behind us. As a 





It is not too late to correct both derelictions.” 


matter of good business—and by 
that I mean profitable, successful 
business—-no management today can 
embark with impunity upon any 
course that is not ethically good. To 
do so would be to invite eventual dis- 
aster. Nor would customers, despite 
their price consciousness, knowingly 
accept the product of a manufacturer 
who operated at the expense of hu- 
man lives and human misery. 

I think it should be apparent to 
every American that we have a high- 
er order of economic civilization 
than is enjoyed by any other people 
in the world, and it should be noted 
that what we have, we earned by our 
own efforts: by creating superior 
tools of production; by risking our 
savings in the creation of manufac- 
turing and service ventures; by work- 
ing harder to produce and distribute 
capital and comfort goods. We did 
not achieve our present status of 
being the principal world “have” 
nation overnight. We attained our 
position slowly and in an evolution- 
ary way; in an orderly, sensible, and 
marshalled way. 


Essential Elements Here 


We have in abundance the three 
elements that are necessary to 
strong, vigorous economy—raw mi 
terials, manpower and tools of pro 
duction. In support of this industrial 
structure, we may also count an agri- 
cultural productive system that is 
capable of giving our people good 
food in quantities and varieties pos- 
sessed by no other people. 

In further support of the inven- 


HARDWARE AGE 










































n water is 
up above 
When wz 
of way of | 





iser Tubs 


at upper er 
ping throu; 
bved, 





Sprinkler 
Ove in riser 
“On against 
ft out of po: 





ANUFA 


and by 
iccessful 
day can 
on any 
ood. To 
ual dis- 
despite 
owingly 
facturer 


of hu- 


rent to 
a high- 
lization 
people 
e noted 
by our 
uperior 
ng our 
anufac- 
y work- 
stribute 
We did 
itus of 
“have” 
ed our 
ylution- 
le, and 


. three 

to : 
iw mi 
»f pro 
ustrial 
n agri- 
hat is 
good 


Ss pos- 
inven- 


AGE 





is Automatic 


n water is turned ON, Periscope Head 
up above lawn level, for smooth even 
y. When water is turned OFF, head drops 
of way of lawn mower. 


Tube Won’t Drop Through 


bat upper end of riser tube prevents tube 
ping through Periscope body if cap is 
ved, 


Sprinkler Won't Turn 


ove in riser tube holds Periscope Head in 
tion against water pressure — won't turn 
Rt out of position. 


ANUFACTURED BY 


VOBERS: Write for complete information on prices.and discounts. 


2. Individual Adjustment 


When used for full circle, each Periscope can 
be adjusted for fine or coarse spray, and for 
area covered, by turning cap on sprinkler. 


5. Out of Way of Mower 


Lawn can be mowed without possible dam- 
age to mower. No bumps, no unsightly holes. 


8. Can’t Clog 

Grass and dirt doesn’t collect on beveled, hex- 
agonal body of Periscope — can’t get into 
head to clog sprinkler. 


BURKLYN. 


3. Full, Half or Quarter Circle 


Only one model needed for any installation. 
Adjustment is quickly, easily made for half 
or quarter circle, by insertion of Spray Di- 
rection Sleeve... before or after installation. 


6. Uses Less Water 


Individual adjustment of Periscope Heads 
keeps lawn evenly sprinkled without wasting 
water. 


9. Easily Installed 


Hexagonal heads fit standard half-inch risers 
of lawn sprinkler systems — easily installed 
for old or new lawns. 


3429 Glendale Boulevard 
Los Angeles 26, California 
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this Ad 


INCREASE YOUR SALES! 


HIS is your advertisement. It is one of 

a series that will appear in the nation’s 
leading farm, outdoor and boys’ publica- 
tions. Placed by the Animal Trap Company 
of America, it is a free sales help for you. 
Display Victor Traps and your trap sales 
will increase. 

Aimed at farmers and farm youth in your 
section, these advertisements are stimulat- 
ing interest in trapping. Because the market- 
ing of furs will bring trappers good prices, 
they want the best to hold their catches. 
Victor Traps are the overwhelming choice 
of trappers everywhere. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. 


It pays to sell 


VICTOR 


the TRAPS that trappers know 





tory account, we must include those 


| industries that are essential to the 


maintenance of a healthy economy: 
good insurance underwriters to re- 
lieve us of paralyzing fears that 
would be ours were there no one to 


absorb risks: good communications 


companies so that we may talk to | 
our fellow countrymen anywhere at | 


any times; a good banking system 


<4 
that serves with great adequacy in | 


all of our financial affairs, and, 
finally, a transportation system that 
for facilities, thoroughness, and con- 
venience is unmatched in the world. 

A further component of the anat- 


omy of things to be counted and ap- | 
praised to our favor in the inven- | 
tory are the service industries, the | 


distributors—the wholesalers, retail- 


ers, the mail order houses, the man- | 


ufacturers agents who have extended 
the distributive industries so effec- 


tively that they have made the prod- | 
ucts of American industry available | 


to all of our people even in the 
smallest communities. 


Educational Facilities 


We have more educational facili- 
ties of public and private varieties 
than any other nation. We have more 
newspapers, magazines, and radios 
than the rest of the world. Our peo- 
ple have better housing, better food, 
better clothing, better hospital and 
medical ‘care, better sanitary facili- 
ties to safeguard public health. We 
have more automobiles, more miles 
of paved roads, more recreational fa- 
cilities than any other people in the 
world today, and these are but a few 
of the positive and conspicuous items 
that are quickly catalogued in our 
national inventory. 

What we have, we have acquired 
individually and cooperatively, un- 
der the auspices of a series of re- 
lated freedoms that apply equally to 
the individual and to groups of in- 
dividuals working together in some 
joint enterprise or undertaking. That 
there are flaws, inherent in any sys- 
tem ordaining wide latitudes of free- 
dom of enterprise, is readily ac- 
knowledged by even the most ardent 
defenders of private enterprise. And, 
in simple justice, if we are to have 
a true prospective, these flaws. nega- 
tive in character, must be itemized 
and balanced against the inventory 
of positive things. 

It is true that certain segments of 
our people are poorly housed, poorly 








ICTOR (Red Squill) Rat Killer 

—a product of the Animal Trap 
Company of America, manufacturers 
of rodent traps—provides guaran- 
teed toxicity. 

Competent authorities have long 
recognized Red Squill as an ideal rat 
control compound because it is deadly 
to rats but harmless to humans, 
poultry or domestic animals. Victor 
Rat Killer is all Red Squill. It is not 
mixed with an inactive carrier. 

Victor Rat Killer is ready for use 
or with the kind of food the rats have 
been eating or with whatever food 
is handy. 

Farmers, poultrymen, extermina- 
tors, warehouse operators, flour mill 
superintendents, restaurant owners, 
health officers and householders— 
anyone bothered with rats needs 
Victor Rat Killer. It kills rats... 
it’s safe to use! 


Packed 1 dozen 2-ounce cans in display carton. 
Order from your jobber today. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. 


It pays to sell 


VICTOR 


the name that people know 
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fed and poorly clothed. Certain of 
our -people, because of conditions 
sometimes beyond their control, 
work under conditions that are defi- 
nitely adverse. The wages these peo- 
ple receive for their services do not 
provide them with the comfort goods 
that are desirable for all of our peo- 
ple. 

However, despite the number of 
formidable items that constitute the 
negative portion of the national in- 
ventory, the balance is overwhelm- 
ingly on the positive side, for the 
good reason that American business 
men know that the inventory is good 
only insofar as it is able to bring to 
the greatest number of our people the 
greatest amount of good. But this 
does not satisfy the pseudo-liberals to 
the left. Based upon the negative 
count in the national balance sheet, 
the entire structure of American in- 
dustrialism is to become a subordi- 
nated agency of the state, and this 
purpose is the end of all, or mostly 
all, of their current propaganda. 


Leftist Propaganda 


at Killer , , , 
yee The leftist propagandists are now 
nal Trap ' 
charging: 
facturers ras ; ; 
1. That organized business has de- 


guaran- 


ave long 
ideal rat 
is deadly 


clared economic war on the rest of 
the United States. 

2. That the only safe way for or- 
ganized busingss to retain the vast 
privileges it now enjoys is to destroy 


oe 
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FISTING LIN 


AIN-BEAU lines are champions and 
you'll find that like champions, Rain- 


humans, : 

;. Victor — . Beau's will be ‘way out front in your sales. 
Se ts wal 3. And Mr. Murray, the president Over 2! ili y d ye d h 
odes: of the CIO, says: “The evil conspir- ant fa r ey a on pit ea tg th 
or. oe ee es ; mont ain-Beau advertising in all the 
- for use acy among American business has leadin Breasts ma nat this ad 
ote lea been unmasked. American industry, a a aahne rv sin eek ete 

: id fattened with war profits through ites“, dg , lee itd 
rer foc : Rain-Beau line — silk, nylon, cotton, linen 
special tax rebates under laws writ- ° 
or bronze is packaged to sell, and sell 
— ten at its behest, has deliberately set easily 
; out to destroy labor unions, to pro- cae , , : 
our mill I , 
voke strikes and economic chaos, and Cash in on this eonmment Rain Beau 
owners, ss advertising. Stock up with these champions, 
Ide hijack the American people through ° ‘ , 
olders— Write your jobber or use coupon to obtain 
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uncontrolled profits and _ inflation.” 

I think that it is time to seal off 
these preachments and to begin off- 
setting them with steady, simple, 
truthful statements of the ends and 
purposes of private enterprise in an 
adaptive, technical, co-operative so- 
ciety. 


the new 1947 Rain-Beau catalog. 


RAIN-BEAU PRODUCTS CO., CANTON, MASS. 
DIVISION OF INTERNATIONAL BRAID CO. 


+ is off the press my copy 


y PRODUCTS © 


vaN 


RAIN-BEA cae 


. send me, 
clearly, and repeatedly, that our wer new, colorful 1947 Ra 
° 


in-Beau Lines Catalog- 


We must tell our people, simply, 
system of business enterprise’ will 
function as it is eager to function and Nome 
bring prosperity, only if an environ- 
ment favorable to business competi- 
tion for profit is recreated and main- 
tained. Only in that environment can 
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FABRICS... 


CLOTHING ... BELTING... 
GRAIN BAGS .. . CANVAS 


“SPEE-DEE” Fabric Cement 
patches and repairs overalls, cloth- 
ing, belting, grain bags, binder 
canvases, tarpaulins, awnings, 
tents, canvas and leather goods. 
Quick and easy to apply. Water- 
proof — washing will not loosen 
patches. 


me ONE fer 
" UTILITY... 






ee WOOD ... 
— GLASS ... 
LEATHER... 

PLASTICS... 

METALS ... 

“SPEE-DEE” Utility Cement 


makes an excellent wood glue. 
Also repairs crockery, china, por- 
celain, celluloid, ivory, marble and 
metal. Patches awnings, tents, tar- 
paulins, and other canvas and 
leather articles. Waterproof — 
Flexible — Transparent. 


$ $ $ $ $ 


BOTH FOR 


PROFITS 


Both these high quality cements 
sell on sight. Bottled in following 
sizes: 1 oz., 2 oz., 6 oz., 16 oz., 
32 oz., % gal. and 1 gal. Avail- 
able now. Order from your job- 
ber. Write for samples, folders 
and prices. 
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the desire for prosperity be realized 
and our problem of economic unity 
be successfully solved. 

Who is to spearhead the attack on 
the enemies of private enterprise? 
Who is to make these things known? 
Fortunately for American industry, 
its sword-arm, advertising, is avail- 
able, waiting, ready and reasonably 
well equipped to take over the re- 
sponsibility of organizing industry's 
information and propaganda service. 


Advertising’s Task 


Advertising’s task is to apply to in- 
dustry itself the same study, the same 
interpretative powers, the same ef- 
fective methods of presentation that 
it has always employed in presenting 
to the public the product of industry. 

rhe managers, for their part, plan 
as leaders; they conceive and exe- 
cute well ordained patterns in busi- 
ness. With the aid of the advertising 
men, they have been capable of dra- 
matizing every factor pertaining to 
their economic order but one, and 
that is the most important. Without 
the aid of the advertising men, they 
have failed to dramatize the essential 
merit of the economic order itself, 
and they have been bewildered when 
men of less competence, representing 
labor and reform movements, in 
flank and frontal attacks, use slanted 
propaganda to point up the weak- 
nesses and deny the strength of our 
economic system. 

Management has been derelict in 
not turning over to its advertising 
and public relations’ counsel the sig- 
nificant assignment of propagation 
of truths respecting the value and 
worth of private American industry. 
Perhaps advertising has been some- 
what derelict in not preparing itself 
more thoroughly for what is becom- 
ing its obvious duty. It is not too 
late to correct both derelictions. 

You will agree with the statement 
that “social disorganization is 
brought about when there are inad- 
equate agencies of communication be- 
tween individuals and groups.” Since 
this is true, it seems to me that the 
urgency of the sullen industrial quar- 
rels we are now experiencing de- 
mands that men with proven experi- 
ence and documented results in the 
field of communications should be 
the one instrumentality best suited to 
influence man’s economic reason so 
that it will dominate his emotions. 


When reason returns, we shall 








again see clearly what our economic 
goals are and what they have always 
been. They are tools and machines in 
ever-increasing abundance and eff. 
ciency, so that our nation’s people 
may have in abundance the capital, 
consumer, and comfort goods that 
our economy can produce and dis- 
tribute to all our people—provided 
we are permitied to work out our 
industrial destinies without trespass 
by government and provided thai 
adequate and reasonable rewards are 
available to those whose brain and 
ingenuity and managerial capacities 
have made American industry great. 

There is not much time left to re- 
solve the problem as to whether we 
shall elect to follow the experiment 
where the state is omnipotent, where 
private industry is non-existent, and 
where the individual has no individ- 
ualism or freedom: or whether we 
shall reaffirm our faith in a system 
where the processes of distribution 
and production are left to private in- 
itiative, and where the economy is 
reasonably free of governmental in- 
terference. 


Not Fulfilling Our Purpose 


You know that in the ever-increas- 
ing hostility to each other, in the ir- 
rational hates that are taking the 
place of co-operation, we are not ful- 
filling our purpose. 

You know that these evils are not 
part of the divine pattern, nor from 
the rational point of view are they 
the materials with which to shape 
happy and successful lives in a strong 
nation. You know instinctively that 
the wealth and human energy con- 
sumed in social and class and eco- 
nomic conflicts should be converted 
into making our country secure and 
strong. And you know that it should 
be used to promote harmonious liv- 
ing among all of our people. 

If you fail in this most critical 
argument, if you fail to recreate hon- 
est enthusiasms for truth and Ameri- 
can standards, private enterprise, a8 
we know it will not survive our gen- 
eration. 
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Competition — the 
Spice of Economy 


By D. ALLYN GARBER 
Editor, 


Department Store Economist 
A Chilton @ Publication 
Affiliated With Hardware Age 


HERE is an awful lot of verbiage 

being batted around these days 
about competition—revival of prewar 
competition—present competition—com- 
ing competition — clean and unclean 
competition. Much of what is being said 
simply does not jibe with the adding 
machine—but principally spells fear. 


Competition Responsible 


Competition is what has made the 
American economy the mammoth ma- 
chine it is today. We want competition 
-more the merrier. That’s why we do 
not want Government control. Competi- 
tion would then instantly become a 
dead bunny, and we individuals would 
become dead puppets, as the individu- 
als are in certain countries anyone can 
name without even exerting their 
noodles. 

We read articles about the druggists 
being concerned about department 
stores selling drugs. Heaven bless those 
department stores with shingles outside 
saying “Drug Store.” We hear concern 
about shoe stores selling hosiery, hand- 
Wags, gloves, costume jewelry, etc. Like 
concern about jewelers selling small 
electrical appliances, radios, eyeglasses, 
binoculars, end tables, china. 
etc. Recently again we heard concern 
on the part of jewelers ’cause depart- 
ment stores were beginning to sell fine 
jewelry or expanding their present de- 
partments. Of course they and 
what of it? 


Nothing to Fear 


The better job the jewelers and shoe 
stores do in department store lines, the 
better job department stores have to do 
to continue their huge volumes—and 
Vother way around. There are a hand- 
full of gyps and undercover operators 
in all lines of business—but only pro- 
found worry-warts will be afraid of 
them—time and decency stomps them 
out in time. 


glassware, 


are 


Let all classes of retailers do the best 
job of thinking and managing they can 
—get all of their business and their 
competitor’s business they can and 
every business will be spurred to use 
the stuff between their ears every hour 
of the day. 

Competition is the backbone of our 
economy. 
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WILL NOT CHIP 
and PRACTICALLY 


NON - BREAKABLE 
“ 


EASY TO INSTALL 
* 


DISTINCTIVELY BEAUTIFUL 


Molded of new Lustro-Ware plas- 
tics, these bathroom fixtures possess 
qualities which make them superior to 
porcelain. Fixtures are quickly and 
easily installed on any surface with 
that desirable built-in appearance, yet 
removable for easy cleaning. Their 
gleaming surface always looks like 
new! Colors to enhance any color 
scheme. Write today for complete in- 
formation, prices and the name of 


your nearest jobber. 4“ 

' ' ie 
Available in white> black, we N — 
pastel green (oftbright red \ ‘ ; 


PLASTIC PRODUCTS, INC. 
COLUMBUS, OHIO, U.S.A. 
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ieowen Return postcard, sent to 700 hunters 


and anglers, brings 200 customers to 
Shoshone Hardware of Idaho and 
also helps increase firm's prospect list 





























| He asked for suggestions as to the 
WO years ago Elmore J. best way to handle gun repair ser- 
Bragg moved from Jerome to Sho- vice, types of line, flies, shells and 
shone, Idaho, and bought the Sho. cartridges. “Use the Attached Post 
| shone Hardware. At the time Mr. Card for Reply,” was printed across 
OSTER NO. 502 MACHINE — Bragg purchased the store, the — the bottom. Below this was a blank 
1S A REAL MONEY-MAKER | sporting goods department was do- space. With pen and ink on this 
nthitntinieiten ing a volume of less than $100 per blank space, Mr. Bragg wrote, “Come 
and backaches of | month. in and see me when you are in town. 
threading by hand. Put on ‘ . 7 ” 
the Oster No.502 PIPE | Today the department is doing 10 I want to get acquainted. 
MASTER to work for times that volume per month. A surprisingly large number of 





you in the shop and on 2 
the job, Easily moved those receiving the double cards, 


pong 7 ears Boosts the Department mailed in a reply. Mr. Braggs esti 
mates thal anyway 200 came to the 




























The PIPE MASTER is a complete, portable, : ’ : fi 7 
power threading machine equipped with One answer is that Mr. Bragg is a store and mentioned having received 
SS a dlyed-in-the-wool hunter and _fisher- the card. 
e ‘ rs, ‘ + | . . , . . 
solid die adapter, as de- man and Shoshone, Idaho, is in the From this simple and low-cost an- 
i . larly f hed . . 
ps0 ee came Abs mr center of some of the best hunting nouncement plan, the sporting goods 
with either wheel stand and fishing in United States. But department has been built to a sporlty 
or floor stand (as illus- | ‘ : ; 
qpeced) ot eneen enst. | that is not the only answer. Here is men’s headquarters. 
what was done to boost the sporting This information is posted on a 
oe se Re tg as goods department volume: large school-type blackboard. 
a2 im ec. size can 4 
be threaded on both A return-stamped, double 






ends without using a 
nipple chuck. Pipe or : 
studs as short as 212” hunters and fishermen (list was 


can be held and e . , 
Dende Gs ane uaa, obtained from the Sun Valley 
Booster’s Club) in the area. On 






post-card was sent out to 700 



















Ask for Catalog No. 24-A the addressed card Mr. Bragg 
THE OSTER MFG. COMPANY told that he had purchased the 
2028 E. 61st St. © Cleveland, Ohio © U.S.A. store and wanted to make the 






sporting goods department 





Standard range 4” to 
2” pipe. Extra range eadquarters tor sportsmen o 
2 E head t f rt f 
4” pipe. Range with 
drive shaft 2'2” to 6” 


4" 


pipe. Bole range 4 





the area. 












Elmore J. Bragg. about to start 
on a fishing trip, stands near 
his display rack of fish eggs. 
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“There is just one trouble with the 
program,” Mr. Bragg explained, “I’m 
always getting a report that fishing 
is tops in some location and can't 
resist taking the day off. 

Between 25 and 30 residents in dif- 
ferent sections of Sun Valley either 
write or call in regularly to give Mr. 
Braggs information on roads lead- 
ing into fishing or hunting country, 
or on stream condition during the 
fishing season. 


Open Displays Attract 
Attention to Farm Goods 
(Continued from page 178) 


as many farm items as we can, says 
Mr. Thomas, “and we also like to get 
such items off the floor when we can. 
This gives us better display and helps 
a great deal to keep stock clean.” 

The farmer who comes to this store 
to buy discovers that more than half 
of the store display space is given 
over to a showing of the farm hard- 
ware and appliances he needs. He 
also discovers that there is réom to 
look over appliances from many 
angles and to see a varied amount of 
stock at one time. The open display 
method helps the farmer to whet his 
buying appetite. 

The firm sells bottled gas and has 
close to 300 accounts in that section 
of the state. The bottled gas delivery 
and service also assists Creston Hard- 
ware Co. in maintaining contacts 
with numerous farmers in this area 
and in building an excellent prospect 
list on appliances and other items. 

Appliances, especially stoves and 
washers, are serviced at the store and 
the firm finds that such a service is 
profitable and highly appreciated by 
farmers. 

The store has two entrances on two 
different streets. Two windows on a 
side street are utilized for a showing 
of farm items, while the other two 
windows are used for other hardware 
items. Stoves, milking machines, 
cream separators and other farm 


items frequently find their way into | 


display windows and stimulate in- 
terest, 









HOLTITE Machine 

Screws are headed cold 

and the threads are cold 

rolled, not cut. Metal is 

compressed and density 

increased to give 
reater strength and uni- 
ormity. 




















Specify HOLTITE to 
your Distributor 


Steady, profitable turnover—satisfied customers—repeat 
sales—these are the profit features of rugged HOLTITE 
Screws, Bolts, Nuts and Allied Fastenings, attractively pack- 
aged for eye-arresting displays on counter or shelf. Sturdy 
boxes with ‘helt-legible labels containing complete informa- 
tion of contents in large type . . . color-coded for quick iden- 
tification and time-saving inventory taking. 

Stock the complete HOLTITE line—Wood Screws, Ma- 
chine Screws, Nuts, Stove Bolts, Sheet Metal Screws, Lock 
Cap Screws, Side Knob Screws, Drive Screws, Sink Bolts, 
Hanger Bolts and allied fastenings. A dependable quality 
source for over 42 years. 


N 


ie 
New Bedford, 
@ Mass. USA. 


HOLTITE- Phillips 
Recessed Head Screws & Bolts 


Feature these modern fastenings for your home workshop 
trade; for repairs and replacements in practically all house- 
hold appliances, automobiles and commercial equipment. 
All sizes, head styles and finishes from which to select your 
requirements. : 

Colorful HOLTITE-Phillips Household Utility Kit #2 
contains an assortment of 22 dozen flat head steel wood 
screws in most commonly used lengths, in diameters from No. 5 
to No. 12—with 2 Phillips drivers, No. 2A and No. 3A. Dis. 
play these colorful, convenient kits for extra profits. ~ 





HOLTITE “Thread- 
Forming” Sheet Metal 
Screws eliminate tap- 
ping by forming perfect 
mating threads in the 
— ° they Ps 
turned in. Types “A” 
pe en ye “Cap” end 
our own Patented 
“Tap” Screws. 


Order through 
your Distributor 

























a NEW HIGH 


in home 
juicer 
efficiency 


JUICE KING sets the pace in home 
juicer design and efficiency with the 
unique Single Stroke Handle and these 
five other important features: 


. Juice-All Strainer . 
. Interlocking cup, strainer and base 

. Deep-Well Cup... improves efficiency 
. Steel Handle ... for durability 

. Open Design .. . for easy cleaning 





| 
| 


. . gets the juice | 


| 
| 


For the utmost in beauty and fine work- | 


manship, see the new JUICE KING. 


Dotted line illustrates 
how one turn of the 
Single Stroke Handle 
squeezes the juice from 
a half orange. It's easy 


- and fast! 





This sunny fellow is 
the registered trade- 
mark of the JUICE 
KING home 
He brings customers 
into 
boosts your 
KING sales. 


juicer. 


store — 
JUICE 


your 











NATIONAL DIE CASTING CO. 
Touhy Ave. at Lawndale 
Chicago 45, lil. 


Gift Sales Doubled During the War — 
Now They'll Expand the Section 


(Continued from page 189) 


Colored pottery. figurines. glassware and other items are displayed upon 
well arranged glass wall shelves. Cleanliness is always the watchword. 


grounds of twisted paper streamers 
for windows and other displays have 
brought favorable from 
many of the women customers. 
Colored pottery, figurines, glass- 
ware and other gift items are dis- 
played on glass wall shelving and on 
wooden step-up shelves on island 
tables. Wall shelving backgrounds 
are light colored and the merchan- 
dise is evenly spaced at all times. 
Plaques of various types and color- 
ful cookie jars sell well in this store to 
both city and rural customers. Farm 
women especially have been buying 
more pottery and gifts in the past 
few years than before, Mr. 
Bjerke and the staff have noticed. 
Glassware has ‘a rapid turnover at 
this gift department and is scheduled 
for a prominent spot in future mer- 
chandising by the company. Accord- 
ing to the observations of the sales 


comment 


ever 


staff, farm women especially are out- 
fitting their homes more luxuriously 
than before the war and the purchase 
of new glassware is included in their 
plans. 

The sales force is trained to help 
the woman shopper pick the proper 
gift item, if their advice is asked. It 
has been found that this assistance 
pleases the customers and encour- 
ages them to do more shopping at 
the gift section. 

Gifts and allied items are given 
frequent window displays through- 
out the year. One arrangement which 
is used quite frequently shows dis- 
play racks, similar to wall shelving, 
placed side by side in the window. 
This gives the prospect much the 
same view of the merchandise as she 
would get if she entered the store and 
saw the items displayed on the side- 
wall shelves. 


Common Sense on Exclusive Arrangements 
For Export Markets Needed 


ONGRATULATIONS on your 
splendid editorial in one of your 
recent issues, “How Can We Obtain 


| General Industry Recognition That We 


| Are Wholesalers.” 


I was specially im- 
pressed by its absolute fairness and 
admire your courage in expounding 


| ideas which might not be received very 


| 
| 
| 


graciously in certain quarters. 
I would like to call your attention 
to a condition which has been develop- 


ing lately not only in the hardware 
trade, but to a certain extent also in 
other lines and, which we believe, re- 
lates only to the export trade. We 
wish to refer specifically to the exclu- 
sive representative or exlusive distribu- 
tor “racket.” 

While I am absolutely in accord that 
many items and lines have to be 
handled on an exclusive franchise for 
a given territory, there is such a thing 


HARDWARE AGE 





OO yj 
pon ‘ | 
rord. : ¥ 





are out- 

iriously 

urchase 

in their 

to help 

eo eS en al€rieSS LOOKWATE 
ked. It 

sistance 

encour- . . . H 

ge With Triple-Thick Sales Appeal 
. given ~ . . . ‘ . * . 

ha, | | Sparkling with _— Bend quality and triple-thick sales appeal, 
- which G Saeeseaee West Bend’s genuine Waterless Cookware is again in produc- 
- dis- {_Ordinary tion and soon will be on its way to your display tables. 
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den freshness, natural color and firmness of healthful vegetables. 
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Housecleaning Time 





Means More Sales of 
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PLASTIC HARDWARE 






a Carvanite Product 








Brilliantly colored, with a full 





line of sales proven designs, 





these Modern Plastic knobs 





and pulls will sell themselves 





if you will just give them 





display room. We have dis- 





play boards in various sizes. 






Send for our price lists and 





Full color illustrations of the 


tH 


PLASTIC CO, 


4641 Pacific Bovlevard 
Leos Angeles 11, California 






complete line. 


















as going too far in protection to rep 
resentatives, jobbers and dealers. 

It is by no means my opinion that 
all manufacturers’ export representa- 
tives and exclusive distributors, are un- 
worthy. On the contrary, most manu- 
facturers’ representatives are doing a 
good and useful work. They are loyal- 
ly serving the companies they represent 
and are rendering a real service to us, 
their customers. 

On the other hand, I have seen seri- 
ous and reputable manufacturers go 
into very foolish arrangements with so- 
called exclusive distributors in this 
country. I can very well realize that 
many manufacturers, overcrowded as 
they are nowadays with orders, do not 
pay much attention to a remote export 
territory which accounts for a very 
small fraction of their sales, and a 
natural solution might seem to them 
to create a single outlet. This seems 
to me a very unconstructive attitude, 
because it may very well be that what 
we now regard as small might turn out 
to be very desirable in years to come. 

The exclusive agent, representative 
or distributor who asks for complete 
protection and is able to give very lit- 
tle in return, falls into very few classes: 


Several Classes 


(a) The _ bona-fide representative 
who handles one or two lines and may 
have shown fair results to his represent- 
ed firms (which might furnish excel- 
lent references and testimonials) but 
who has been adding so many lines 
without expanding his organization, 
that we might very well say that he 
is “collecting” representations. 

(b) The newcomer, who has nevei 
been in the business, knows nothing 
of the line, cannot answer intelligently 
a single question put up by clients. 
Incredible as it may seem to you, we 
have been visited by such “salesmen” 
who are frank enough or cynical 
enough to confess outright that they 
know nothing at all and just loan out 
their catalogue—and collect a commis- 
sion. 

(c) The established firm, which has 
been buying for its own account and 
therefore cannot very well act as a fac- 
tory agent to sell to competing firms. 
Many times such firms have an excel- 
lent standing, but such representation 





is less than useful, it is directly harm- 
ful to the manufacturer. It might seem 
incredible, but this market is full of 
such representations. Sometimes such 
a representation is solicited to freeze 
out competition, but the manufacturer 
will be cheated, because not enough 
outlets are presented for his goods. 
Other times such a_ representation 
might be taken up by a wholesale firm 
who might turn in a sufficient number 
of small orders from dealers, but is 
certainly unable to produce a large 
order from competing firms. We had 
a case where such a representative flat 
ly refused to book a carload order at 
carload prices. 

(d) The exclusive export manager 
or representative, many times establish- 
ed in the larger American cities, who 
bluffs the manufacturer into making 
use of his “superior” knowledge of the 
mysteries of the export market. (He 
usually works the smaller firms, but 
you would be surprised how many of 
the larger manufacturers fall for this 
kind). The tricks used by this kind 
in detriment of trade, client as well as 
manufacturer, are legion and we won't 
go into them here. I recently encounter- 
ed one case where such an export man- 
ager had appointed a sub-agent offer- 
ing an item carrying a 60-40 per cent 
discount with only 40 per cent off list 

I cannot understand why otherwise 
sensible and staid firms cannot use a 
little common sense in making exclusive 
arrangements in their export markets. 
It would seem to me that some—though 
certainly not all manufacturers—view 
the interests of their ultimate distributor 
with very cold attention. 


A Recent Illustration 


I imagine that all American manu- 
facturers have been practically swamp- 
ed with all kinds of offers of exclusive 
representations from individuals look- 
ing for a soft berth. Lately my firm 
wrote to a manufacturer asking to 
be quoted on an item and stating, at 
the same time, that we were writing 
direct because we did not know of any 
representative or salesman in this sec- 
tion and the reply was, “Sorry, we are 
already represented.” 

Bernarpo G. Levy, 
Mgr. Gustavo Levy Sucesores, S.A. 
Monterey, N. L., Mexico 


These Ideas Built Store Traffic 


(Continued from page 180) 


pose. The pledge states, “Wishing to 
protect the best business interests of 
the city of Topeka, I, the undersigned, 
do hereby pledge myself not to park 


my car in the business district of 


Topeka during the working hours, in 
order that patrons of retail establish- 
ments may have the opportunity to park 
and transact business with my em- 
ployer.” 
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It is estimated by Topeka merchants 
that for every 50 all-day parkers who 
can be eliminated by this process, it is 
the equivalent of providing a parking 
lot which would cost, on the average, 


$25.000. 




















* *% * 





Business Men Help 
Build Soils 


The Guthrie, Okla.. Chamber of Com- 
merce, in co-operation with the U. S. 
Department of Agriculture and Okla- 


homa A. and M. College, held its an- 
nual field day at the Red Plains Con- 
servation Experiment Station, Guthrie, 
recently. The station was established 


in 1920. Alvin Kindel, secretary of the 
Guthrie Chamber, states that Guthrie 


business men count the work of “this 
station as one of the most important 
activities that we, or any other Cham- 
ber of Commerce, has ever undertaken. 


The work is so outstanding that it has 
formed the basis of all soil conserva- 
tion activities throughout the state. One 


of the features of the meet was a com- a 
plete brush-clearing and _ poisoning ates 
demonstration. In addition there were Ul 
twenty-one other stops stressing various 27 a 





























. . . . . q 
kinds of wise land use in soil savings oa 
and soil using methods.” 


a 
* *% % 







For Better Boys 







The fourth annual ABC rodeo, spon- 
sored by the American Business Club 
and other Lubbock, Tex., civic organi- You surveved the site carefully: decided 
zations, made a total of $7,500 in the the community needed your services 
four days it operated this year, Total and, emphatically, you set high stand- 
income for the four rodeos over a four- ards for stocking only merchandise that 


















year period is $26,700, all of which would reflect credit on your store. 
was turned over to the Lubbock Boys : : 
’ F "Se KYANIZE Paints. Varnishes. and En- 
Club, Inc., for its continued operation : i 
and . hs Rae alt Billede amels are made for merchants set on 
<a ea » “ Sick esr age * gga achieving reputations for fine quality 
Until the ABC’s took over the oper- ; : : . en 
. . and service ... products. indeed. that 
ation of the club, —— the rodeo as a help | eep your store “On the Spot” isa 





means of raising a large percentage of source of the finest in finishing ma- 
the money needed to run the Boys’ ngtata. 

Club, it had been found impossible to 
keep an organization for Lubbock boys 
in existence. 








For users. the LIFE of the surface: for 
dealers. the LIFE of the store. 










* * * 





BOSTON VARNISH COMPANY 


Boston (Chicago Los Angeles VMlontreal 


Sign on Hardware 
Store Roof 


The Altus, Okla., Chamber of Com- 
merce has placed a sign on the roof of 


the Shea & Brown hardware store, SELF - SMOOTHING 
marking the municipal airport one mile * 

south of Alva. Another instance where 

a community and some merchant can 

contribute toward the advertising pos- 


sibilities of the “air age.” 
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OR more than 10 years, 


a series of simple “special services” 


for neighborhood customers has paid 
the entire overhead for Schulte Hard- 
ware & Paint Co. of North Union 
and Terry Sts., St. Louis, Mo. 

A. J. Schulte, who operates this 
typical neighborhood hardware store, 
believes that many hardware men 
are overlooking a lot of opportuni- 
ties to capitalize on repair work and 
parts replacement. “Such services are 
not only profitable enough to pay 
rent, advertising budgets and even 
salaries, but likewise create a lot of 
good will and new customers,” he 


says. 


Few Tried It 


A couple of years ago Mr. Schulte 
attempted to get a number of hard- 
ware dealers belonging to the city 
association to club together for ex- 





hot plate—one of many repair jobs handled. 


Special Services Pay for Entire Overhead 


Schulte Hardware & Paint Co. has 


concentrated on a neighborhood 
type of work that not only makes 
money but also builds good will 


changing ideas on profit-making ser- 
vices and tips on where to buy scarce 
merchandise. “I was surprised to 
find how few men were making any 
attempt to cash in on the repair mar- 
ket,” he says. “Moreover, few were 
keeping up a list of sources of mer- 
chandise which could be traded 
around. Most of my fellow dealers 
were simply too busy to co-operate.” 
That situation, however, hasn’t kept 
Mr. Schulte from keeping up a 
steady stream of special-service cus- 
tomers, profits from whom are little 
short of amazing. All are readily 
adapted to the average hardware store, 
he states. He’s glad to furnish any 
dealer with complete details on how 
each operates, 











First, is the “re-tiring department” 
which functions entirely to replace 
damaged rubber tires on wagons, tri- 
cycles and other wheel goods. “We 
average profits of ten dollars per day 
the year around on this service,” he 
says. “All of it earned in spare time 
or during slack hours when there are 
no customers in the store. We sell a 
lot of wheel goods. We explain to 
each customer that we can replace 
the tires at any time, and leave it up 
to them to circulate the information. 
As a result, we work on many chil- 
dren’s wheel toys which we didn't 
sell—-and it has never been neces- 
sary to go after business.” 


15 Years of Service 





The store has offered this type of 
service for 15 years. A stock of tires 
is ordered from Detroit, in six sizes, 
with the bulk in the popular 8-in. 
wheel size found on most wagons. 
Ordinary, soft-annealed, black wire 
is used for the center wire, twisted 
taut on a machine which Mr. Schulte 
ordered from a specialty manufac- 
turer, then improved. It takes him 
from two to three minutes per wheel 
to cut off the old tire, mount a 
new one, and twist the wire tight 
through a hole provided. Charges 
are made by footage and diameter, 
averaging 50 to 75 cents per wheel. 
From 15 to 20 jobs are always on 
hand, accumulated through the day, 
and are stored in a back room until 
there are a few minutes free to do 
the work. Mr. Schulte has repaired 
some wagons eight times while their 
owners were growing up. Except for 
the middle winter months, there is 
absolutely no slack season with which 
to contend. 

Similarly profitable is the key 
shop—which Mr. Schulte 


making 
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“ | @6 Iwouldnt part with it for *5,000! 39 


I would not part 


, “I consider my National Cash Register as the most vided it could not be replaced 
ype o . ° . . ° . . ” 
YP important equipment in my business. It has brought with this register for $5,000. 





f tires 
sizes, me impressive extra profits that cannot be overlooked. Thousands of other National users are equally en- 
8-in. “This register helps produce this extra profit in a —_ thusiastic over the results they get. Why not call your 
— number of ways and, in addition, the register is my _ local National representative? Let him show you how 
wire ‘ F 7 4 ; . 5 
ee means of securing control over all transactions. The __ the right National Cash Register System will help you 
chulte efficient business system that this National Cash handle peak volume without trouble or congestion, 
nufac- Register provides, makes it very valuable to me. Con- and at the same time reduce the operating expenses 
' ae sidering the extra profit it earns every year—and pro- of your hardware store. 
whee 
int a 
tight 
arges - 7 See the National Cash Register for Hardware Stores 
neter, rare ; & 
vheel. E ee This National Cash Register is designed for use in hardware stores. It provides 
7s on ae totals of sales in five departments and by four salespeople. Each salesperson has 
dav ; , his own cash drawer. It also shows a total of money paid out. In addition, on 
onal i “ : je 4 every transaction the register prints a receipt, or on a sales slip, showing the date, 
d o Hao | 4 operator's initial, amount, department or kind of transaction, and the consecu- 
2 j ra ; tive number of the transaction. At the end of the day, totals printed on the 
_"2 detailed audit-strip show how much money must be accounted for. Ask your 
their National representative for a demonstration. The National Cash Register Com- 
t for pany, Dayton 9, Ohio. Offices in principal cities. 
re is 
vhich 
key “oe ‘i 
hulte nC! CASH REGISTERS + ADDING MACHINES 
a ACCOUNTING-BOOKKEEPING MACHINES 
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Toot OF 
100! USES 








Smooth, steady power for work on any metal, 
alloy, plastic, wood, horn, bone, glass, etc. It's 
the ideal tool for the home workshop, for 
hobbyists, repairmen, mechanics. AC or DC. 
25,000 r.p.m. Wt. 12 oz. 


A GOOD SELLER — THE HANDEE KIT 





Every man and boy wants this set. Handee and 
45 most popular accessories in steel carrying 
case Nationally advertised at $27.50. Handee, 
with 7 accessorie« $20.50. 


NEW PRECISION ATTACHMENTS 


They fit Handee only; 
enable novice or crafts- 
man to do precision 
operations not possible 
with any other tool. 
Set of 6 attachments 
with instructions, na- 
tionally advertised at 
$7.95. 





ACCESSORY 
DISPLAY CASE 


invite sales! Customer makes selections from 
complete, glass-covered display. Storage space 
inside for additional stock. 


Write today for special deal on Accessory Case and contents 





CHICAGO WHEEL & MFG. CO. 


Makers of quality products for 50 years 


1101 W. Monroe St., Dept. HA, Chicago 7, II! 
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finds, runs between $3 and $5 per 
day in profits. Again, this is all spare 
time work. Two employees can han- 
dle it, with a simple automatic ma- 
chine. “We couldn't give 
while the customer waits,” Mr. 
Schulte says, “so we ask the cus- 
tomer to leave his key and pick it 
up the next day. In that way, we 
don’t start key-making until there 
are enough accumulated to spend an 
hour on it in the morning, half an 
hour during the late lunch hour.” 
The key machine paid for itself the 
first year installed, and has been 
earning steady profits ever since it 


service 


was installed. 


Work “Farmed Out” 


Naturally, there aren't always 
enough spare hours to do all of the 
special service work. When this sit- 
uation occurs, key making is “farmed 
out” to a local locksmith, as the only 
special service which another firm 
can take over. 

Equally important is Mr. Schulte’s 
third special service — small appli- 
ance repair. This hit tremendous pro- 
portions during the war, and shows 
no signs of slacking off today. A 
complete electrical shop is set up in 
the rear of the store, with a bench 
including soldering irons, stock of 
electrodes and elements, wire, cords, 
acid bath, and parts. Only such small 
house appliances as irons, toasters, 
waffle irons, sandwich grilles and 
mixers are handled. There are al- 
ways more on hand than can be got- 
ten out immediately—which has _re- 
sulted in a clever bit of sales psy- 
chology. 

“We have found that setting prices 
for this work depends on the appear- 
ance of the appliance, how bad it is 
needed, and what the traffic is willing 
to pay,” Mr. Schulte says. “There- 
fore, instead of doing the work on 
the spot, we always give the cus- 
tomer a receipt, and tell her to call 
for the appliance three days later. 
If she sees that it takes us only a few 
minutes to fix a toaster, for example, 
a two dollar charge seems high. But 
if she comes in later in the week, 
finds the toaster perking away in 
fine shape, and polished up, two dol- 
lars seems cheap. Therefore, we lay 
back all our small appliance work on 
this system.” 

Irons bring the best profits, since 
they are most needed in the home, 
and are always being used there, 















says Mr. Schulte. The average price 
for replacing an element in them is 
$2. Similarly, waffle irons and grille 
repairs bring from $1.75 to $2, and 
similar scaled prices are charged for 
other small appliances. In many 
vears of neighborhood selling, Mr. 
Schulte has learned approximately 
what prices are agreeable to his cus- 
tomers and he sticks to them. The 
work could be done at lower prices, 
but this has never been necessary. 
And consequently a steady flow of 
profits is produced. Mr. Schulte him- 
self does most of this work, although 
he has trained two employes to han- 
dle it when necessary. 

As an example of how it is pos- 
sible to get too much special service 
revenue, Schulte’s has recently dis- 
continued lawnmower repairs—after 
15 years of service in the field. “We 
averaged between a dollar-and-a-half 
and three dollars on every lawn- 
mower job, including blade replace- 
ment, sharpening, oiling and new 
handle,” he says. “But we got so many 
lawnmowers in during the war that 
it was necessary to hire another man 
to keep it up—and none could be 
found. It was profitable business— 
but I'm first and last a hardware 
dealer, and I didn’t intend to spend 
all of my time in the shop fixing 
lawnmowers. Therefore, we gave it 
up, and will resume this service only 
when there are’ plenty of people 
available to do the work in an ef- 
ficient manner.” 


Too Much to Handle 
Likew ise, Mr. 


run a service whereby 
ers” could purchase roofing in any 
amount, sold direct over the coun- 
ter. This burgeoned swiftly after the 
word got around until Schulte Hard- 
ware & Paint Co. found itself selling 
340 carloads a year of roofing, tying 
up the warehouses, all local contrac- 
tors and handymen. Actually, the 
store was the seventh largest retail 
dealership in the country. When sales 
threatened to overrun the hardware 
store, tie up all facilities and occupy 
all his time, Mr. Schulte regretfully 
cut it off entirely. “The profit margin 
was slim, anyhow,” he stated, “and 
unless I wanted to set up a separate 
business, I could no longer handle 
the job.” 

In addition to the foregoing, Mr. 
Schulte regularly offers minor house 
repair services, for which he sells 


Schulte used to 
“small buy- 
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materials, and contacts a contractor | 
or repairman to do the work, repairs 
on pots and pans, roasters and gen- 
eral utensils, all replacement parts 
for glass coffee makers, and toy re- 
pair service which includes painting, 
new parts, new wheels, tires and han- 
dies. All of the above work is done in 
a general shop at the rear of the store 
by any employee in spare time, with 
a universal markup of at least 100 
per cent on every job. In all cases, 


















he observes, the sales psychology 
theory of never doing the work while 
the customer wailts—and accumulat- 







ed income from all these services is 
far and away enough to pay every 
cent of the store’s fixed overhead. 







Sponges Are Back 
In Large Sizes 


Sponges come large as this picture at- 







tests. For over six years, while there 






were practically no sponges reaching this 
country from the principal sources in the 
Mediterranean areas, Greece, Turkey, 
Tripoli, Tunisia, etc., sponges had a chance 
to grow unmolested and some grew to very 
large sizes, according to Schroeder & Tre- 
mayne, Inc., 1711 Delmar B!vd., St. Louis, 
Mo., processors and distributors of sponges. 

A devastating blight in 1939 killed off 
the sponges in the Bahama Islands and 
there has been absolutely no gathering of 

































sponges there since. The British Colonial 
ie TO LONG DEPENDABLE PERFORMANCE 


Government prohibited it so as to give 
these grounds a chance to recuperate and 










The successful operation of any gasoline powered 
appliance, farm machine or industrial equipment 
depends on good engine performance day after 
day. The proved performance record of over 
2% Million Briggs & Stratton air-cooled engines, 
built during the past 26 years, is the reason why 
users, dealers and manufacturers have made 
Briggs & Stratton powered equipment their first 
choice — and have established Briggs & Stratton 
engines everywhere as the Right Power for hun- 
dreds of applications. 


the sponges to re-grow. . 
The same blight hit Cuba. There has 
been spasmodic and moderate gathering 







going on there but with meagre results. 
Sponge growth in Florida suffered the 
same way and only the sturdiest and high- 
est grades survived. While production of 
that type has been fair, the total has been 
greatly curtailed through all the war years. 
T. Schroeder, of Schroeder & Tremayne, 
Inc., states that the most important uses 
for sponges are about in this order: Wall 










and window washing; automobile wash- 
ing; special industrial uses, household, 
bath and toilet. 







Be assured of years of dependable, trouble-free 
performance by waiting until you can have 
equipment powered by Briggs & Stratton en- 
gines. You will not have to wait very long — be- 
cause deliveries are improving with the increas- 
ed production now flowing out of our factories. 












BRIGGS & STRATTON CORP., Milwaukee 1, Wisconsin, U.S. A. 
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This picture tells the story. 
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Ap ER a brief vacation 


spent with a friend at his home in 
northern New York State near Roches- 
ter, the Dean writes these “notes and 
quizzes” on the roof of his high apart- 
ment building in New York City over- 
looking the Hudson River. 

Henry or “Hendrik” Hudson, as the 
early Dutch settlers called him, who was 
he? An Englishman who commanded 
the ship Half Moon. She sailed up the 
river as far as the present site of 
Albany and then returned and later 
sailed to Hudson’s Bay where his crew 
mutinied, put him in a small boat and 
left him. He was never heard from 
again. What became of his mutinous 
crew? I don’t know. Must look that 
up. 

But he was immortalized by having 
the great river and bay named after 
him. 


The Hudson’s Bay Company engaged 
Sir William Childress to write the his- 
tory of the company. One Sunday in 
London I had luncheon with Sir Wil- 





226 





liam and afterwards he took me up- 
stairs to his workroom in his Knights- 
bridge home and showed me the “logs” 
of the ships and trading posts from 
which he was taking his material. These 
“logs” covered somé 300 years and were 
insured for $1.000.000. 


% * * 


The first move on my vacation was 
to engage seats on the New York Cen- 
tral’s Empire State express to Roches- 
ter, N. Y. This was done a_ week 
ahead. It was a harrowing experience. 
In the super-hot lower level of the 
Grand Central station I almost passed 
out. I stood in a crowded line for 45 
minutes. 1 marveled at the patient 
cheerfulness of the ticket seller who 
fixed your seats by remote telephone 
control to some office where reserva- 
tions were charted in all trains days 
and weeks in advance. I was assigned 
to a seat next to the river. I was cheer- 
fully cautioned to remember leaving 
time was 9 a. m. Daylight Saving Time 

8 a. m. Eastern Standard Time. 

The “Central” travels through a 





much storied country. First Washing. 
ton Irving’s country, immortalized by 
Sleepy Hollow, The Headless Horse 
men, Rip Van Winkle and the dwarfs 
playing tenpins in the Adirondacks. 
Then came the Indian country. Cooper's 
“Leather Stocking” tales—“The Last of 
the Mohicans.” What a lot of memories 
as I sat in my cushioned reclining chair 
watching the river grow smaller and 
smaller. On the river were handsome 
side-whee] steamers—tugs and tows— 
overhead the airplanes zoomed and 
quickly faded away. On the splendid, 
hard roads trucks and automobiles 
rushed on their way. Four forms of 
transportation rail, air, water and 
road! 


Inside the Streamliner 


So much for outside of 
window—-How about the inside of this 
streamlined coach, Every seat was oc- 
cupied. I never saw so many elderly 
women traveling or sO many young 
women with babies. There were only 
Monday is not a good 





the train 


a few men 
man’s day. 

Every 30 minutes a young mother in 
slacks rushed her baby to the women’s 
room. What’s wrong with that baby, 
I asked? Answer, baby’s all right, 
mama just wants to take a “drag” on a 
cigarette. 

But here I received a shock. There 
were no advertisements in this modern 
de luxe train but at the end wall there 
was a life-sized portrait of an old man 
with a long beard. 


Why El Greco? 


I turned to my companion and re- 
marked, “What is a life-sized El Greco 
painting doing on this train?” “Who 
was E] Greco?” my friend asked. “Oh, 
I answered, “It can’t be but El Greco 
was a Spanish painter of the Fifteenth 
Century who painted mainly monks. He 
ranks with the best portrait painters in 
the world but he painted his portraits 
as if his subjects were just ready for 
rigor mortis. I went up to the picture 
to investigate and sure enough it was 
a life size copy of Saint Jerome by El 
Greco, the Greek. His real name is 
forgotten so I harked back to a vacation 
at the Prado in Madrid where I first 
saw El Greco paintings. But here I 
started wondering and asking questions 

If the New York Central wish to be 
artistic on their streamliners, why an 
El Greco instead of Rip Van Winkle 
and the dwarfs. What about the 
Mohawk Indian chiefs? New York 
State is just full of history. 

There was a handsome young woman 
in uniform. She talked to the elderly 
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CASH IN ON rue POL “or 


THESE SMASH HITS 


~~ “Royal Chef” with its gleaming good looks, 
modern design and lifetime construction, plus 
potent advertising in powerful national magazines 
is a customer-winning combination that means 
record-breaking “Box Office” for you. Tie in your 
promotional efforts with this double feature— 
it means SALES FOR YOU! 

: 345 Madison Ave., New York 17,N. Y. 


36 South State St., Chicago, Ill. 
Branch Plant: 301 West G St., San Diego 1, Calif. 


POULSEN & NARDON, Inc. 


ue 
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NATIONAL 


4 ADVERTISING 


with Warner Bros. 


ike this will appeor regulorly 

merican Home, Lodies’ Home 

nal, Good Housekeeping, Better 

4] and Gardens, House & Gorden, 
lestern Family | Farm Journal, etc. 


















































New Sales 
Opportunities 


After six years’ experience 
in making various kinds of 
plastic moldings for other 
manufacturers and spe- 
cializing in the most difficult 
jobs, we are annouunciag 
our own line of plastic 
household items — funnel 
combinations, fruit juicers, 
tumblers, shaker sets, sink 
strainers, etc. 


The articles are made only 
of virgin materials and 3 
molded with extreme care. 
They are uncommonly 
smooth and free from mold- 
ing marks, laminations and 
defects of any kind. Of 
beautiful lustrous finish, 
they are in addition tough 
and durable. 


They sell on sight and 
repeat profitably. Ask for 
plastics folder, A-], giving 
full descriptions, colors, 
etc., and prices. Benefit by 
these new opportunities 
for volume and profit. 


Se NF 





eee Se ee intel os eke 


PLASTICS DIVISION 


The VLCHEK TOOL Co. 


3001 EAST 87th STREET CLEVELAND 4, OHIO 












conductor. Who is she? My porter 
told me she “represented the public.” 
I never did find out what her job was. 

I must say a word for the cheerful 
efficiency of those porters on the train. 


| They were always carrying a milk bot- 


tle for the numerous babies. 

Between dining car meals they served 
sandwiches, ice cream and milk—ham 
sandwiches were 15 cents and milk, 10 
cents. 

Our friends met us with their car and 
we drove through the magnificent, tree- 
lined streets of Rochester. 

I liked our host’s system of guest 
keeping. No breakfast but a morning 
paper. Lunch and breakfast at noon. 
In my morning paper I learned that 
Buffalo Bill’s family is buried in 
Rochester. He once lived in Rochester. 
I thought of Buffalo Bill’s lonely grave 
on the side of Lookout Mountain, Colo. 
There was a good picture of him as a 
young man in the paper when his long 
hair was brown. I was glad to continue 
some of my New York reading in 
Rochester’s syndicated columns. We all 
have the same stuff fed to us from coast 
to coast. 


Unanswered Questions 


I returned from northern New York 
with many pleasant memories and a 
lot of unanswered questions for future 
investigation. 

Who gave all these classical names 
to northern New York towns and why? 
Ilion, Ithaca, Syracuse, Troy? Someone 


| surely read Homer, the Iliad and the 


Odyssey. 

Why did so many “isms” start in 
New York State — Joseph Smith, the 
golden plates, and Mormonism. Then 
the Oneida Community and other cults 
—My hosts had their theories but I am 
not convinced they have the answers. 
Then the Colonial British, Indian, 
French wars. The treaty with the Six 
Nations! 

Well — there’s no law against free 
speech and suggestions—so here are 
some for the New York Central. 

1. Instead of El Greco show histori- 
cal pictures of the country the road 
Indians, etc. 

2. A pamphlet giving a history of the 
country and cities the train passes to 
while away their air-cooled time. 

3. A table d’hote system for the diner 
with fixed time and seats—“Continental 
style”’—to end the jamming up and 
waiting in the aisles for seats. ° 

4. An air-cooled room for making res- 
ervations. 

5. With the dinner, specials on wine 
at moderate prices produced in the 
country through which the train passes 
—I’m sure the wine growers will co- 


serves 


operate. 








Railroads have got to use some im- 
agination to compete with cars and 
planes. Let the Dean suggest that the 
railroads tie up more closely historical- 
ly and in many other ways with the 
communities they serve. 

Why almost kill a customer with the 
heat buying a ticket and then air cool 
him? 

Why supply a fine train, comfortable 
seats, air cooling, excellent personnel 
service and then have customers stand 
up in crowded aisles waiting for diner 
seats? 

I read somewhere that a working 
girl who went upstate on her vacation 
wrote her New York pal to be sure to 
bring some good books because there 
was nothing to see but “scenery.” 

So I brought along “Stalin—An Ap- 
praisal of the Man and His Influence” 
written by Leon Trotsky—500 pages— 
published by Harper & Bros. Well— 
in a few words—I, like many fellow 
Americans, have talked about Com- 
munism and really didn’t have the faint- 
est idea what it was all about. In this 
book Trotsky not only villifies his per- 
sonal enemy, Stalin, but he does more 
—he tells you what Communism is. 
Every intelligent American should read 
this book, especially every office holder 
and political leader. If Trotsky did not 
know Communism, its objections and 
its methods, then who does? In this 
book—written in exile—and not com- 
pleted on account of his assassination 
in 1940 he tells a story the world should 
read. 


What's Ahead for the 
Home Appliance Industry? 


(Continued from page 202) 


retailers, in fact for every one engaged 
in the distribution of electrical home 
appliances. The industry will be com- 
peting within itself as well as with the 
gas industry. All retailers of appliances 
will be competing with other consumer 
good outlets. My Hope is, that not only 
will you decide to do something about 
surveying potential sales possibilities of 
your market, but that you will consider 
specialty selling of the major appli- 
ances. House-to-house or canvass sell- 
ing has its critics, but with more ap- 
pliance retailer competition than the 
industry has ever known before, if yor 
wait until Mrs. Prospect comes aroun 
to your store, she may never arri\ 
One of your competitors may have gol 
ten her first. 

My advice then is to sell and sell. 
advertise and advertise. We certainly 
are going to come face to face with a 
buyers’ market. But, considering all 
the factors, it will prove a glorious op- 
portunity for live merchandisers. 
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A handy-size washboard 
of gleaming ALUMINUM! 


Only 15 inches high—but watch this midget do a 
mighty job in your store! A brand new, streamlined 
product that goes over with mothers, working girls, 
apartment dwellers. A traffic item, with a good 
profit for you! 


CHECK THESE SALES-COMPELLING FEATURES! 


Lighter ... Handier... Rustless! Made of ‘‘aeroplane metal.” 
Gan't rust... can’t break. Practically in- 
destructible (and no returns!) 


Easier on clothes! Laboratory tests prove 
that Speediwash’s smooth surface liter- 
ally caresses fine fabrics! 


Convenient for to-day’s “limited living” 
in one-room flats, hotels, apartments, homes. Use it in a 
laundry-tub or a wash-basin! 


Can't Mar Porcelain! Rubber tips on legs, 
rubber strips on its back. 


Fine for In-Between Washings of hose, 
undies, baby’s things! 


Stows away anywhere . . . in a clothes hamper or a traveling bag! 


An ideal toy. Rounded corners 
- no sharp edges . . . takes 
punishment! 


Streamlined for sales! 
An “‘under-a-dollar’’ item that 
Carries a neat profit for you! 


Imagine --Impulse Sales! Used to be, a customer bought a wash- 
board —_ when she sadly needed one. And old-fashioned 
Ss, 


washboards, too heavy and bulky, took a lot of ‘‘heft’’ to lug 
home. But Speediwash—so feather-light, so handy-sized (only 
15" x 919"), slips easily into a shopping-bag—actually makes 
«hur-of-the-moment sales! 


Showrooms 


SAN FRANCISCO 


CHICAGO Western Merchandise Mart 


American Furniture Mart eee 
K CITY JAM 
Now se ye! ll Exchange Furniture Manufacturers Bldg. 
KANSAS CITY, MO. | 
Kansas City Merchandise Mart 


MORTON INDUSTRIES 


666 Lake Shore Drive, Chicago 11, Hl. 
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MEDITERRANEAN 
SPONGES 4; 


Immediate Delivery 


Similar to 
ROCK ISLAND and 
the CUBA TYPES 
All grades and 
ANY quantity at 
Very attractive 
Prices! 


Some types are equivalent in shape and 
durability to the best Rock Island Sheeps- 
wool. Other types look like and are the 
equivalent of Cuba Sheepswool. Also very 
finest Silks and Honeycombs. Elephant 





Ears—all sizes 


Ald 10 rds 1G ud 
Wa thes 


SPONGE 


WET, DAMP 
or DRY 










Cle Gadi 14eA and / Vadéstd: ef 


Ue ‘CHAMOIS 


INTPATE YOUR REQUIREMENTS 


TIGHT YARN SITUATION MAKES DELIVERY DIFFICULT 
CANNOT UNRAVEL. Hidden stitch locks each 


thread. Result: Dense. long-wearing surface. 
Ory, it's perfect for dusting. 

Handsomely put up in red, white and blue 
display bands. Free counter folders. 


IF YOUR WHOLESALER DOESN'T HAVE 
“DUET” SEND US HIS NAME 
ANOTHER PRODUCT OF 
AMERICAN SPONGE & CHAMOIS CO., Inc. 
49 ANN STREET, NEW YORK 7 
245 MISSION STREET, SAN FPRANCISCO 5& 
Producers of 


AMSCO CHAMOIS and MERMAID SPONGES 
Est. 1869—Demand by Brand 
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“Operation County’—a New 
$50,000 Hardware Store 


(Continued from page 177) 


school opens, newspaper advertising 
is going to make a strong bid to bring 
in the swing fans attending the high 
school, which is just a few streets 
away. 

They'll feel right at home in the 
record department, too, for it has all 
the musical conveniences possible 
unusual listening posts as wel! as 
enclosed listening booths. And more 
too, when television is really avail- 
able for wide distribution, there is a 
booth ready for presenting televised 


shows. 


2,500 Sq. Ft. for Appliances 


Major appliances alone take up 
2.500 square feet of floor space. And 
the County Hardware has appliances 
to sell, not just for display. In pre- 
war days, the firm had a 1941 ap- 
pliance volume of about a quarter of 
a million dollars and so with today’s 
quota and allotment methods, Mr. 
Klarman is able to offer his customers 
a real buying opportunity. 

Several different lines of refrig- 
erators, washers, ranges, radios, and 
other appliances, and complete model 
kitchens are offered. These will all 
become working silent salesmen, for 
each week someone will be on hand 
to demonstrate on the floor, the ease 
of an ironer, the convenience of a 
washer, or the efficiency of a refrig- 
erator. Table and portable radios 
are not neglected either for one en- 
tire display table is given over almost 
completely to those models. 

The appliance department is not 
just a floor display but since it is 
directly behind one of the large 40- 
ft. display windows—a window that 
is completely open—that department 
is its own year-round window dis- 
play. 

And not only will appliances be 
demonstrated, but also power tools, 
and in fact almost any type of item 
that is a natural for demonstrations. 
Thus, appliance demonstrations will 
hold the ladies’ attention and the 
working displays of power tools will 
become the center of interest for in- 
dustrial workers and home craftsmen. 

At night, lighting serves to adver- 
tise that County Hardware is always 
ready to serve with the lines people 
want to buy. The department signs 








on the interior of the store are cut-out 
letters, and are lighted from behind 
when the store is closed. The name 
letters stretching almost 100 ft. of 
store front, are a brilliant red, mak- 
ing for effective contrast with the 
dead white of the building. This 
lettering at night stands out prom- 
inently because of the diffused light 
coming from behind the letters 
themselves. 

Creating store traffic is the recog- 
nized means of building sales volume 
in the County Hardware merchan- 
dising philosophy and every means 
has been to attract traffic to this 
$50,000 store—by its merchandising 
programs, its follow-up displays, and 
its interior layout. Aisles are wide, 
so wide that they can never become 
cluttered with merchandise. And the 
neat, attractive merchandise arrange- 
ments on the display tables draw 
people from one department to 
another. The store interior keeps 
customers in after the store exterior 
has caught their attention. 


Plenty of Competition 


There is also plenty of competition. 
Almost directly across the street is 
another large hardware store. And 
right next to the County store is 
Sears & Roebuck, but Sears has 
proven to be another traffic builder. 

The new County Hardware Corp. 
store is the result of 15 years’ ex- 
perience in hardware retailing. Jack 
Klarman established his business in 
1932 in the midst of the depression. 
Today he is assisted by Jack Paster- 
nak, general manager; William Birke 
and Leo Roberts, in charge of ap- 
pliances, and Bert Steinmetz, indus- 
trial supplies. A. Glazier, a former 
newspaper man and formerly with 
the Public Relations Office of the U. 
S. Army, is in charge of company 
promotion. 

“Operation County” has been a 
success from the start. For the store's 
opening, Mr. Klarman gave a cock- 
tail party and preview which was at- 
tended by the mayor of Mt. Vernon 
and other local dignitaries. Undoubt- 
edly by now everyone else in Mt. 
Vernon and its vicinity has visited 
their new, up-to-the-minute hardware 


showcase. 
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Soon there will be a TIME-SAVER in most kitchens 
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keeps If it's seen... it’s sold! That's the sales record 


3-way pressure gauge 5-10-15 Ibs. 
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rene of the Time-Saver.. Buyers and consumers Precision-cast of virgin aluminum alloy 


Aluminum cooking grid 


Highly polished surface 


Cooker for its beauty of design, utility and me- 


etition. Easy to operate. No gadgets. 
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FAMOUS BRANDS | JJ AN GES [cooking preasure KITCHEN RANGE 
| GAS AND a MERCHANDISE: G 
E L ECTRIC I 'e as ranges, 
MODELS penge Big eB Ae nore 








and coal combination ranges. 
Feature items are tea kettles. 

BACKGROUND: Center panel 
of white corrugated materia! 
er painted wallboard. Side 
panels of light grey material. 
Cut-out letters of coral ma- 
terial. 

























































For Early October-Kitchen Ranges, 
Rubbish Burners, Electrical Supplies 


HARDWARE AGE Original Window Display IDEAS 













RUBBISH BURNER 
WINDOW 


















RUBBISH NEED F 9 a aie Square 
LAMPS. sone Daye «oye ~ lo 






BURNERS 


FOLDING AND 
STATIONARY 
PES 








ALL SIZESIN lawn breoms in several types. 


STOCK NOW 





ELECTRIC 
SUPPLIES 
WINDOW 


. MERCHANDISE: Electric 
lamps in all sizes and types, 
fluorescent tubes, armored 
cable, lamp cord in _ sev- 
eral types, kitchen fixtures, 
bath fixtures, sockets, plugs, 
fuses, tape, wall plates, wall 
boxes, switches, receptacles 
of various types, etc. 

BACKGROUND: Center 
panels of buff corrugated 
board or painted wallboard. 
Side strips of dark brown ma- 
terial. Cut-out letters of red 
and brown material. 







































SPECIAL 
THIS WEEK 
LAWN 
BROOMS 


$O% 
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\T ROLLS 


io ond your BOCK-SE-R004 soles ...on sturdy, cadmium plated, tubular 

eee eee =i steel rockers. The ROCK-N-ROLL is finished 

OCA eS HEE eat in attractive baked enamel colors. 

pet pensar amnguannbosualigs | rubber tired ball bearing wheels . . . shock 

—en —— absorber springs beneath seat... sturdy 

ay pevee ples saint , package carrying handle. . . non-toxic 

advertising makes selling the ' oad... atelier of enatine Gull 

ROCK-N-ROLL easy for you. to sell. Write for prices and descriptive 
literature today. 
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nored 

sev- 
lures, 
lugs, 
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acles 


nter 
ate I 
cand BE FIRST TO FEATURE THE ROCK-N-ROLL—ANOTHER PROFIT MAKING HAR-KEN PRODUCT 


SALES and EXECUTIVE OFFICES 


HAR-KEN PRODUCTS, INC. 664 N. MICHIGAN AVE., CHICAGO II, ILL. 
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VERY day in the retail hard- 
ware situations arise 
where it is imperative that 
the customer you are waiting upon 
knows what you know. This applies 
to the commonplace transaction of 
weighing out 10 Ib. of nails or to the 
more complicated one of selling the 
customer a major appliance. 


store 


Measuring Rope 


For example, take the case of mea- 
suring off 100 ft. of rope for a cus- 
tomer. If you are measuring this 
with a yardstick, count the yards 
aloud so that the customer will know 
that you are counting correctly. 
When he hears you count the yards 
he checks the quantity as you go 
along and when you are finished he 
knows what you know, namely, that 
you do have 100 ft. of rope in the 
piece. The customer wants to be sure 
he gets what he pays for. Be sure 
that he knows that he is getting it. 

There is a reason for having the 
dial of a scale so it can be read from 
both sides. The customer is able to 
see the weight of the merchandise on 
the scale and is sure he is getting 


what he should get. 


Count Wood Screws 


It is a good plan to count wood 
screws so that the customer can see 
you and to count aloud so he will 
know what you know insofar as the 
quantity is concerned. This is easy 
to do and it helps the customer check 
the quantity. 

There is a lot of measuring to be 
done in making sales in the hardware 
store. Check back 


ments so that the customer can hear 


your measure- 
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Be Sure the Customer Knows 
What You Know 


you when you sell wire screen cloth, 
poultry netting, bolts, screws, chain, 
electric drop cord, electric wire, 
cable and other items in that cate- 


gory. 


Explain Appliances 

When a salesman sells a customer 
a major appliance it is most impor- 
tant that the customer know as much 
about the new article as you do. A 
complete explanation is given when 
it is first shown to the customer. 
When the customer buys the appli- 
ance he knows some details about it. 
When it is installed and the customer 









begins to use it there are other details 
that he should know. It is the re- 
sponsibility of the salesman to see 
that the customer receives this infor- 
mation. It is for this reason that 
“call backs” are important. 


Satisfy the Customer 


From these simple illustrations you 
can see that it is decidedly important 
that the customer understands the 
transaction if he is to be completely 
satisfied. Try these simple sugges- 
tions and you will find that customers 
will like the idea, and will have more 
confidence in you and your store. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A grade 
of 100 is excellent; 80 is good; 60 is fair; 40 is poor, and 20 is 
very poor. The correct answers to these questions will be found on 


page 318. 


Work the problem first—then substitute the figures 

of your own business for those in the problem. 

1—Turkey wire, a heavy l-in. mesh wire cloth, sells for 30 cents 
per running foot. It is 3 ft. wide. What would be the equivalent price 
per square foot for the merchandise? 

2—Copper window screen retails for 12 cents per square foot. 
Figure the retail prices of the following pieces of wire: (a) wire 24 
in. wide by 60 in.; (b) 32 by 74 in.; (c) 42 by 82 inches. 

3—Alarm clocks in stock retail for $4.95, plus the Federal tax. 
Figure the tax on the item, also the total price the customer must pay 


for the clock. 


4—Electric kitchen clocks retail for $4.95 plus the Federal tax 
in Jones’ store. Figure the Federal tax on the item and the total 
price the customer must pay for the item. 

5—A good asbestos roof coating covers approximately 75 sq. ft. 
per gal. on metal roofs. How much coating will a customer need to 
cover a shed type roof 20 ft. by 60 ft.? 

(Answers on page 318) 
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New national advertising campaign 
begins in October issues 


my men...” 


They're hobby happy, 

f “em. And Um givig 

the knives and tool 
hobbycrafter’s crazy about 
-+X-aeto! Bill, Dad, Junior, 
they all get their own, so 
there'll be no filching from 
each other. Mmram! Am I 
Zving to be their favorite 
gal on Christuxas morning! 
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ugges- THE WE SHOT — No. 85 X-acto Tool Chest. A knife. @ tonl for every job 


’ lor arts, crafts, hobbies and plain and faney fixing around the house 
omers i X-acto Knives are allmetal! (No more substitute plastics.) Designed 
] Th A « for salety and sure control With 13 diffcrent blade shapes, quickly inter 
more 4 sod dor changeable. This whopperoo chest includes: 3 X-acto Knives; complete 
, i blade assortment; sander; stripper; planer; saw; drills and holders 
re. ata ruler. Complete in desk-drawer-size wooden chest - $1250 


; “ “ : THE 2 MOSAETEERS No. 83 De Luxe p , Be 8 TLRS SET —Fany to handle, 


# Ail-Metal Knife Chest. A treasure \ tasy to carry with you, Supersharp 
: j = echest of adventure for Tommy Try-it % X-acto adds skill to your wrist, zip to 
f ies a ot Eddie Expert. inelides: 3 Xcacto your work. Set inctndes: All- metal 

| : Kiabon Wiasserad extee Medes X-acto Knife with 5 assorted whittling 
blades. Complete in wooden box... $2 


x-acto co 


nn 
plete in handy worden chest &. 


KNIVES & TOOLS 


At hobby, herdwore, git shops 





“ee 6 8 ner lee 


7 ie é * Bi oy. a ’ 
Tr bk ns kt A A 
to Hobby Knives and Tools — Singly or in seis 0 10 812.0 
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Alfred Field & Co. 
(Sole Distributors in the Hardware Field) 
93 Chambers Street, New York 7, N.Y. 


Please send me complete information on X-acto 


Knives and Tools. 


NAME wii nia sired tabi bscaaeaseai 





ADDRESS 


KNIVES &TOOL 


Reg. U. S. Pat. Off. 
t \ atnnGhencent Products Co., Inc. 440 Fourth Ave., NewY ork 16 
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‘ CITY & ZONE............. SE 
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"Gil 
JLD FAITHFUL 
INDUSTRIAL MARKERS 


Ac omplete Line of 
Superior Crayons 









MARKING CRAYONS 
for Shipping Room --- 
boxes. crotes. cartons 
and borrels. 








i A 
4 






PAINTMARK:- 







to mark any t. 
~S surface thet will 
: NY toke paint s 


X 







2 LB , 
CARPENTERS 
CHALK 
. Wemispherical 
. 2 in shape-- 
» Jong lasting. 









° “888° 
RAILROAD 
CRAYONS 

The fovorite of 
all railroad 
















“400° senies 
LUMBER 
CRAYONS 

ideo! for wet and 

dry lumber, railroad ties, 
poles. piling. 


"OLD FAITHF''L FAVORITES" 
are the product of Ii! years of manu- 
facturing experience. They are the big- 
volume markers that every hardware jobber 
and dealer should stock. The Old Faithful 
Line also includes special markers for hot 
and cold steel, for glass, cellophane, leather, 
rubber—in fact an efficient marker thot will 
do a superior job on every kind of surface 


Send to Dept. HA-12 for the 


FREE American Industrial Crayon Cuide. 








ee ATER can be turned to gold 

when it is piped in the proper 
amounts to the proper locations,” said 
Harry E. Carloss, sales manager of the 
Deming Co., Salem, Ohio, manufacturer 
of pumps, in a recent radio appearance 
on the Farm Forum program of Station 
WGY, Schenectady, N. Y. 

Comparing running water to an extra 
pair of hands for the farmer, or the 
farmer’s wife, Mr. Carloss said, “This 
extra pair of hands can bring water 
into your kitchen, can carry water to 
the bathroom, or laundry, can convey 
water to the dairy barn, poultry and 
hog house, or can cool milk, and last. 
but not least, can throw water over your 
fields for irrigation, or can make it 
available for fire protection. 

“It is not difficult to figure the cost 
of an extra pair of hands when applied 
to the saving in time and increased pro- 
duction,” said Mr. Carloss. “A water 
system can do much more than just one 
ordinary pair of hands. A water sys- 
tem, when properly selected and _in- 
stalled, and with the proper outlets, can 
represent many extraordinary pairs of 
hands. 


Price Varies 


“The initial price you pay for these 
extra hands will vary with the avail- 
able water source, type of installation, 
and size of pumping units. Considering 
the maximum expense of all three, how- 
ever, figures will prove the advisability 
of making the correct installation in the 
beginning. 

“Assuming a farm rate for electricity 
of 3% cents per kilowatt hour, your 
normal pumping cost in an average size 
family will be less than $10 per year. 
When you add in the many hours, and 
the many steps running water saves 
you, as well as the many dollars of in- 
creased farm production, then you will 
soon determine that you wouldn’t want 
to be without a complete water system. 
Where could you secure the services of 
a better pair of hands at such a price? 

“Now what type of extra hands would 
we like to have? We wouldn't want 
a boy’s hands to do all this work, if 
stronger hands could be obtained at a 
slight additional expense. Similarly, it 
is cheaper in the long run to procure 
a water system of sufficient capacity to 
meet most of your future needs. 

“Too often a farmer, or even his deal- 
er, has not checked the over-all needs 
rr uses for water. Certainly he should 
check the final returns from his original 
investment. If a farmer procures a sys- 
tem of, say 250 gallons per hour for 
his house uses he might find this ca- 











“Water Can Be Turned to Gold” 





H. E. CARLOSS 


pacity entirely inadequate for his other 
water needs. 

“He should consider that the initial 
investment for a 500-gallon per hour 
pump, or more, would allow him to 
pipe water to his barn, milk house, 
poultry house, etc. In this way the 
installation would pay for itself much 
more quickly. 

“Many times a farmer feels he can- 
not afford an initial investment for an 
electric water system to make full use 
of running water. Even so, a pump of 
proper capacity can be a start toward 
meeting future needs. Faucets and 
piping can be added from time to time. 

“Full use of running water can start 
only with a water system of adequate 
capacity. Sometimes a source of sul- 
ficient water cannot be obtained to 
deliver the required adequate capacity. 
In such cases a duplicate installation 
some distance away can be considered. 

“During the past five years manufac- 
ture of farm pumps has been restricted. 
True, a number of farm pumping water 
system installations have been made 
during that time, and the farmer was 
apt to take any available pump. no 
matter how small, because of this 
scarcity. 


Production Increasing 


“The production of pumps is now 
increasing rapidly. Department of Com- 
merce figures show that pumps are now 
being produced at a higher rate than 
they were in pre-war years. Therefore. 
when you consider the installation of 4 
water system on your farm, I urge you 
to give every consideration to the initial 
purchase of a system large enough to 
meet your possible needs for the nex! 
five years. Get the extra pair of hands 
now to meet your future needs. 

“There are farms and rural dwelling: 
throughout the country on which water 
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systems must be revamped due to ob- 
solescence, need of repairs, or inade- 
quate capacity. It might be well for 
those who are in this position to con- 
sider a complete new and larger system, 
rather than repairing or revising the 
present set-up. It would certainly be 
better to select a pump having too large 
a capacity than to make your initial 
purchase too conservative.” 


Is the Co-op Creed 
A Creed of Conflict? 


LL men of good will, intent on 
I analyzing the true purposes of the 
co-operative movement, are obliged to 
accept the words of the co-ops them- 
selves as to their objectives. 

Recently, Midland Co-operative 
Wholesale, 739 Johnson St., N.E., Min- 
neapolis, produced a leaflet described 
as Pamphlet No. 5, Co-operative Edu- 
cational Series. The pamphlet stated 
the doctrine of the co-ops in this way: 

“Co-operation is a New Order 

“With capitalism, which is firmly 
intrenched in this country, co-opera- 
tion is in direct conflict. It is be- 
cause co-operators recognize this 
conflict that they look with distrust 
upon any spirit of compromise or 
association with those interests de- 
pendent upon the perpetuation of 
capitalism. In other words, coopera- 
tors refuse to co-operate with those 
who oppose co-operation — which 
sounds contradictory unless you keep 
in mind the two definitions given in 
the first paragraph of this article. 

“Co-operation is revolutionary in 
its purpose, but evolutionary in its 
manner of growth. It exists side by 
side with capitalism, but quietly dis- 
places the old order with the new as 
it proves itself a better economic 
policy. Each co-operative enterprise 
displaces that much capitalism. 

“Out of the decay of the old order 

that has reached the flower of its de- 

velopment is growing this new order, 


which will insure a larger and fuller | 


measure of life and happiness for all 

the people.” 

This is a serious challenge to all 
thoughtful Americans who are inclined 
to dismiss the co-operative movement 
as an innocent cult. 

The one emphatic truth which chal- 
lenges all our economy is the fact that 
the co-ops are excused from the pay- 
ment of Federal income taxes. National 
Tax Equality is not a critic of the co- 
operative movement as such. We only 
insist that the co-ops should be re- 
quired to pay Federal taxes just as 
their competitors are obliged to do. 

Ben C. McCaBe 
President, 
National Tax Equality Association 



















5 IN THE WORLD 













New solid 
round shank ‘\ 












@ NEW LOW PRICES 

: BE ON THE BANDWAGON when they begin 

jo) asking fer the new Carboloy Masonry Drill! 
The finest drill on the market is new a better 
buy than ever—improved with new solid round 
shank design, and offered at lowest prices in 
its history! Construction and maintenance work 
are about to “boom”—there’s an enormous 
market ready to buy. Lively advertising push— 
attractive new packaging—sale king resaler 
advertising "helps"—multiple-selling Handy 6- 
Drill Kit, in @ free canvas case! Get off to a 
headstart— send for details now. 










{ tipped with Carbeoloy 
Cemented Carbide— 
harder than the hardest 
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1. DRILLS a TIMES FASTER! 
—All Masonry, Brick, Concrete, etc. 














2. STAYS SHARP UP TO 50 TIMES LONGER! 
TIPPED WITH CARBOLOY CEMENTED 































— CARBIDE-HARDER THAN THE HARDEST STEEL! 
P y. 3. DRILLS CLEAN, SHARP, TRUE-SIZE HOLES! 
a B® : 4. DRILLS CLOSELY-SPACED HOLES WITHOUT 
ee _e BREAK-THROUGH! 
é Ht 5. DRILLS FAR QUIETER! 





\ ‘ 
= > ) 
—— ro —— J] 6. DRILLS EVERY TYPE OF MASONRY! 











7. FOR USE IN ANY ROTARY DRILL, DRILL PRESS 
OR HAND BRACE 













CARBOLOY COMPANY ... 


11197 E. 8 MILE BLVD., DETROIT 32, MICH. 












Gentlemen: Looks like this drill has o great future. Without obligation, 
rush me details of your lucrative resale arrangement. 
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THE WORLD'S 
GREATEST 
TIEING DEVICE 


**,..it can’t slip if 


it’s ROP-LOC’d” 


A complete line of wash 
day needs — to take the 
daze out of wash days. No 
more sagging lines — no 
cumbersome bulky handles 
and reels. Just wrap the 
clothes line around this 
magical hook — and it 
tightens itself. A fast seller 
for every hardware and 
houseware department. 


Other ROP-LOC Products: 


@ NEW 4 LINE POLE 2 inch steel tubing, 
6% feet. 36 inches wide across arms 
with 4 ROP-LOC hooks attached. 

@ NEW 3 LINE POLE 2 inch steel tubing — 
6% feet above ground when installed. 
3 cadmium plated ROP-LOC hooks at- 
tached to top of pole. 

@ ROP-LOC CLOTHES PROP 8 feet long 
— with a positive grip top and an 
anti-skid bottom. One piece steel 
tubing lacquered green. Light, sturdy, 
easily handled. 


See Our Exhibit At The New York Hard- 
ware Show — September 16th through 
September 21st — Booth No. 258. 


@® ROP-LOC BASEMENT BRACKET 
Formed in one piece of 16 gauge 
steel. 18 inches long with 3 potented 
ROP.LOC hooks attached. idea! for 
indoor hanging of clothes 


ROP-LOC 


PRODUCTS COMPANY 


1401 WEST 9th STREET 
CLEVELAND 13, OHIO 


The Electronic Moisture Meter offered to paint distributors as part of an industry- 
wide campaign to reduce paint failure from excessive moisture in the surface to 
be treated. The Meter, scientifically developed and easy to use, flashes a danger 
signal when the moisture content is such as to cause paint blisters and peeling. 


Banishing Moisture Damage 
From Paint Jobs 


An accelerated industry-wide campaign is now 
underway to help paint dealers, distributors and 
painters detect moisture by electronic means. 


LMOST any dealer in paints has at 
some time found himself the vic- 
tim of a home owner's wrath—the 
paint peeled or blistered turning what 
was a beautiful paint job into an un- 
sightly mess. Yet the paint was super 
and the painter no less so. Where was 
the failure? 

Paint failures result from a variety 
of causes such as poor materials, care- 
less preparation, incorrect application. 
And eliminating these, there remains 
one other cause for paint failure—im- 
proper surface conditions due to exces- 
sive moisture. Of all the causes, mois- 





That good Super-Duper paint is 
being applied and everything seems 
to be fine—on the surface. But 
undetected, the villain, moisture, 
is beginning its work undetected. 


ture has long been recognized as the 
worst and most frequent offender be- 
cause it is usually hidden just beneath 
the surface where it cannot be seen nor 
detected by human means. 





The job is done. Well done? It 
seems so. But moisture continued 
its work and soon the house owner 
will be telling the dealer what he 
thinks of the paint that peeled. The 
dealer in turn will complain to the 
manufacturer, and so the vicious 
circle begins. 


With a realization that a high per- 
centage of paint failures could actually 
be avoided by simple precautionary 
measures, there was recently organized 
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ANOTHER SALES HIT 
TOOL KIT 


Hammer home VOLUME sales with the 
OX-WALL TOOL KIT. It’s your way to 
BUILD PROFITS! 


weer : 
ah" Every man who ever used a 

ave! ods, mallet, measured a diameter, or 
win” att turned a screwdriver will want 
p> ae the new all-purpose OX-WALL 
c TOOL KIT, combining 13 tools 
in a richly-grained, heavy simu- 

lated leather case. Shockproof, 

unbreakable plastic-handled, 

tempered tool steel screwdrivers 

with polished and fully cross 

* ground blades for every purpose 

e.—from minor repairs on sewing 

machines to adjustments on lo- 

comotives and airplanes ... And 


industry- 

irface to this is just one of the features 
| danger which makes the OX-WALL 
peeling. TOOL KIT an excellent gift 


item. 


Write now for Free Cata- 


Sal AlN ,o% 

io! care? a ; e l ill ' 

wee varias ONE Rishon ' ogue, illustrating many 

4\ 3 r) A ® * 

Po 3200 ence gat ores” gail n other OX - WALL Tools! 
10 


see 


SEE US AT THE NATIONAL | 0xX-WALL smokes & =» 


HARDWARE SHOW 


Booth No. 3 928 BROADWAY, NEW YORK,N.Y. 


as the 
der be- 
yeneath 
en nor 


to make SURE 
your customers get 


the BEST Sézayere 


M Cc BUY! 
Ss Testing @ Universal Continvous Sprayer a n ey a n ° 


against leakage: air is injected into tank, ; ~ 
then sprayer is submerged in water. =. ove 


Careful testing of the finished sprayers is only one of many operations in 
the production of Universal Sprayers which is executed with exacting care. 
From beginning to end, only the best materials and the best workmanship 
go into these superior sprayers.. And every individual operation is organized 
into a smooth-flowing, efficient production line in America's Most Modern 
Sprayer Factory. 
Pre-tested, too, are the sales results achieved with the Universal line. Every- 
where dealers experience excellent sales, and a high percentage of repeat 
customers ask for Universals by name. 
Right now, however, although production is rising, sales are still necessarily 
confined to present Universal distributors. But keep your eye on Universal 
— it's by long odds the best line to handle. 


UNIVERSAL METAL PRODUCTS CO. 
SARANAC MICHIGAN 
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BIGCES] MAE (NV The Industry Campaign to Reduce 


ra Avoidable Paint Failures, a campaign 


SMUCERS, 7 ee which was launched under the direc- 


— ‘“ ° 
~~" tion of Lawrence R. Bradley. The two 
‘ « 
ple 
f - 
YS 
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objectives of the campaign are: 





1. To produce at a price within the 
reach of all a scientific instrument that 
would instantly tell whether a surface 
contained too much moisture for safe 
painting; the instrument to be simple 
to operate and accurate in its findings. 
2. To marshall all units of the industry 
into a collective promotion of the ideal 
of getting such instruments into general 
use. 

















To implement this campaign the 
Bradley Electronic Moisture Meter was 
developed and is now available to dis- 
tributors of paint products throughout 
the country. Because it is an integral 
part of the industry-wide campaign it 
is being offered for $47.50 f.o.b. New 
York. 
























The debate continues on endlessly 

and the participants get nowhere 

fast leaving the home owner behind 
the “eight ball.” 











| Wood should contain a_ certain 
amount of moisture to be in good condi- 
tion but if the moisture is in excess of 
15 per cent, failures may be anticipated. 
Plaster is extremely hazardous to paint 
if it contains over one per cent moisture. 
The Moisture Meter readily determines 
the moisture content and thus provides 















HE agriculture committee of the 

Sioux City, lowa, Chamber of Com- 
merce, under the leadership of Harry 
Boyts, chairman, says that its activities 
have made many farm friends for Sioux 
City merchants. The chamber spon- 
sored the shows and sales of the Inter- 
state Aberdeen Cattle Breeders Asso- 
ciation, the Iowa Hereford Cattle 













Breeders Association and the Interstate 
Shorthorn Association. Over $500 was 
contributed in cash, all publicity was 
handled by the business men and rib- 









bons were provided for the show. The 





chamber also sponsored the 4H Baby 






Beef banquet and was host to over 
300 boys and girls from four states, 
as well as a special banquet for fifty 






MANUFACTURING COMPANY 


WTRADE MARK 














One Way of Making Friends of Farmers 











Then along comes the man with the 
electronic moisture detector who 
quickly probes at the seat of the 
trouble with the needles of his elec- 
trode. The meter flashes red and the 
villian, moisture, has been uncovered 
as the cause of the job failure. The 
right approach would have been to 
test the surface for moisture before 
beginning the paint job. 


paint distributors with a new service to 
offer customers—a scientific service re- 
quiring no scientific skill to perform 
and yet builds up prestige among cus- 
tomers. 

To test various materials, the sharp 
needle electrodes at the end of the ex- 
tension cord on the Moisture Meter are 
pushed into the surface. An electric 
current flowing between the needles 
varies in intensity according to the elec- 
trical resistance of the material being 
tested (the greater the moisture con- 
tent, the greater electrical conductivity). 
The current flows back to the instru- 
ment where it is electronically ampli- 
fied and calibrated in terms of moisture 
percentages. 

Many representative paint manufac- 
turers and distributors are already co- 
operating in this campaign and all deal 
ers in paint are invited to participate 
by fostering the pre-testing of paint 
jobs. Full particulars on the campaign 
and the Moisture Meter may be had 
from Campaign Manager, L. R. Brad- 
ley, 25 W. 45th St.. New York 19. 


4H club leaders from an eight-state 
area. 

Business men on the committee 
also attended Farm Bureau meetings 
out in the trading area and inaugurated 
a new activity, that of presenting cer- 
tificates of award to winners of Farm 
Bureau contests in the area. Nearly 100 
certificates were awarded to young 
farmers and reports indicate that the 
plan was very well received and that 
the youngsters regard the recognition 
very highly. When Secretary of Agri- 
culture Clinton Anderson spoke in 
Sioux City this year, the business men 
paid for banquet tickets for 1700 farm- 
ers who were delighted to get a big 
dinner and hear Secretary Anderson 


talk. 
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New Patterns for 


REG. U, S. PAT. OFF. 


READY-PASTED WALLPAPER 
TRIMZ COMPANY, INC. : 


Division of UNITED WALLPAPER 


SEPTEMBER 12, 1946 


TRIMZ COMPANY, INC., Dept. 153-B9 
Merchandise Mart, Chicago 54, Illinois 
I’m interested in those profits. Send me the details pronto! 


Firm 

Name 

Street 

City State 


Jobber preferred 
NOTE: If you ore a jobber, please state how many men 


you travel. 


241 





























> From heater to fan in 
y » y 29seconds...simply re- 


move heater housing 


A powerful fan when the weather’s 
hot . . . an efficient forced air 
heater when it’s chilly. Surf 
SEASON-AIR is either—at a 
moment’s notice. Here at last is a 
room-conditioning appliance with 
DOUBLE sales appeal that means 
steady profits all year ’round! 

Production of Surf SEASON- 
Arr still is being slowed by 
material shortages. But keep after 
your jobber and make sure you'll 
be first in your neighborhood to 
feature this great new appliance 
when deliveries begin. G-M 
Laboratories Inc., 4296 N. Knox 
Ave., Chicago 41, Ill. 
















BEAUTY ... Handsome crackle finish ¢ 
Chrome heater grill e Modern-design 
fan blades e Separate fan guard. 


STABILITY... Sturdy all-metal con 
struction e 74-inch basee Finest 
materials and workmanship. 





uTlnity... For summer, powerful 
10-inch fan with air displacement of 
500 cu. ft. per minute e For winter, 
1320-watt forced air heater. 






SILENCE... Incredibly quiet — nearest 
thing to noiseless you've ever seen 
in a motor-driven appliance 





ECONOMY... Heater and fan COM- 
BINED for one low price 








Both the Manufacturer and the Agent 
Must Be Honest 


By BEN M. ASCH 


Manufacturers’ Agent 
New York City. 
Secretary, 
Automotive Affiliated 





AVING operated as a manufac- 
turers’ agent for about 40 years, 


| I am much interested in the argument 
going on in your pages regarding my 
| profession. Your invitation to enter the 


fight is welcomed. 

Contrary to opinions expressed, there 
is only one answer, despite variations, 
according to viewpoint. The crux of 
the situation is summed up in just two 
words—common honesty. Honesty on 
the part of the agent to carry out his 
obligations and honesty on the part of 
the manufacturer to pay for work per- 
formed. 

In my experience I have been the 
victim of sharp practices. I have built 
up small manufacturers to large firms 
only to lose the line to some competi- 
tor—sometimes without logical reason. 
Also, some firms were justified in put- 
ting their own full time men into the 
territories, their enlarged lines requir- 
ing this action. Yet I have several 
lines that I have been selling for 25 
years, and others for more than 10 
years. I work as hard on these lines 
as I did when we first took them on 

no, on second thought, I should say 
we give these lines the same attention; 
only the orders on well established 
lines come easier. 


Must Shoulder the Blame 


If a manufacturers’ agent gets a raw 
deal he must shoulder the blame. He 
should be careful before he makes his 
deal — and not careless in signing a 
contract which does not give him ample 
protection. The fact is that we do not 
need a contract with a well-intentioned 
firm. With the tricky firm a contract is 
merely a license for a law suit. 

Your sales manager correspondent 
inherited some screwy deals. Sure, many 
so-called sales managers do not know 
their business. If you want proof, take 
a look at territories as they are assign- 
ed. How many of these sales managers 
have themselves hit the road? 

Yes, I know some so-called manufac- 
turers’ agents wear out more pairs of 
trousers than shoes and hope to get by 
on factory advertising. They do not 
last. And some manufacturers have 
no means of knowing how to get the 


| right men to handle their line. 


Representatives 


Because manufacturers have had un- 
fortunate experiences, which they hoped 
not to repeat, some of us were en- 
couraged to form the A.A.R. Now in 
our 14th year, we have a membership 
of nearly 200 members calling on hard- 
ware, mill supply and automotive 
wholesalers. 

Tying up with an A.A.R. member 
guarantees the manufacturer reliable 
representation because membership is 
limited to independent operators who 
have been manufacturers’ agents for a 
period of at least five years prior to 
membership and who have represented 
at least two manufacturers for two 
years. Membership is by invitation. 
Each group selects its own members, 
from men operating in their trade area. 
The organization operates 16 groups in 
the United States, each with its director 
and also have members in Canada. 

What does the manufacturer need 
one man or an organization? 

Some manufacturers’ agents have a 
large organization which is required to 
do a large territory justice. 


Here Are the Answers 


Why does the manufacturer come to 
an agent? Here are some of the an- 
swers: 

1. He needs distribution. 

2. He does not wish to finance a sales 
department. 

3. He may know little about mer- 
chandising and selling. 

4. He may know the trade in a limit- 
ed territory only. 

5. He knows the manufacturers’ agent 
has entrée with the trade. 

6. He hopes his agent has merchan- 
dising and selling experience. 

For the manufacturer to be success- 
ful he should use care in selecting his 
representatives. He should divide his 
territories into logical trading areas. 
His arrangements must be based on 
the idea that they will be permanent. 
And to do this the deal must be profit- 
able to both himself and the agent. 

His rate of commission must be fair 
and the payments must be made 
promptly. 

While many agents have an office and 
some kind of organization, the account- 
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THE ORIGINAL AIR DEODORANT 


NOW 


NATIONALLY ADVERTISED 


in these 


W-Yolel ale Mu iulololepalal-¥s 


62,182,373 readers of these 
magazines will learn about this 
quicker way to clear away 
unpleasant odors . . and make 
the air fragrant . . fresh! 


Cash in on This 
National Advertising! 


You can get good, steady profits 
from Sweet-Aire if you tie in with 
this national campaign. Display Sweet- 
Aire so customers know you have it . . . keep a demonstrator 
bottle out so they can actually spray Sweet-Aire. It’s a powerful 
self-seller when customers can “see it work.” 

Sweet-Aire is the fast-acting air deodorant. No wicks ... no 
waiting! Instantly makes air fragrant . . . fresh. Sweet-Aire 
checks odor conditions and freshens air in kitchen, nursery, bath, 


volume sale by suggesting that customers buy several bottles to 

keep in different rooms. 
Instant Sweet-Aire is the original air deodorant . . . tested and 

proved by years of home use. Ask your Hardware Jobber’s Sales- 

man about Sweet-Aire . . . and get full information about our 

Co-operative Advertising Plan. 

MILLER PROTECTO PRODUCTS COMPANY, Kalamazco 41, Mich. 


- 


National Ads weet-Aire 


Demons 


for details 








Two Fragrances: 


=? Pine or : oe 16-oz. bottle .......... 
riental \ ; Atomizer 85¢ 
ad itomizer carton-packed 
sold separately. Fits both 
and 8-oz. bottles. 
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| products from your Whole- 


Sick Picker Rollers 
Teed the Squirrels 
oe 


Roll Compound 


A Quick Profit Item 
That Builds Traffic 


Noursite Picker Roll Compound is an especi- 
ally prepared petroleum adhesive for use on the 
rollers of mechanical corn pickers. Continuous 
use makes these rollers so slick that serious loss 
results from valuable corn slipping onto the 
ground. Light applications of this compound 


| several times a day on both husking and picking 


basement, closets, offices, reception rooms, etc. You can get | 


rollers enable all types of corn pickers to pick 
and husk cleaner and better. 


Noursite Picker Roll com- 
pound has been ‘Farm 
Tested” for years. Increased 
ahele Gb duniah one production now makes it 
Wholesaler you request. available for sale wherever 

be gies mechanical corn pickers are 
Complete catalog of 2 
in use. Backed by the 


Nourse lubricants and 
Petroleum Specialties. 

“Nourse Iron Ciad Guar- 
antee.”’ 


You can order all Nourse 


sale Hardware Jobber. If 
he cannot supply you, or- 
der from the Nourse Oil 
Company direct. We will 


Write for your copy. 


Order a supply from your 
wholesaler today or write di- 
rect. Sold only thru dealers. 


SE OIL COMPANY 


KANSAS CITY 8, MG 





For business 


EFFICIENCY 






























cash in on the money-making 
speed of AIR EXPRESS 


When you need something now to keep your 
business going, machinery running, men at 
work, or to plug up holes in your inventory — 
specify Air Express and get it the fastest way. 

No supplier in the country is far away from 
your door — by air. A matter of flying hours — 
overnight at the most. 

Cost? Rates are drastically down. But aside 
from this new economy, Air Express is a 
money-making tool used by thousands of firms 
for increased business efficiency. 


Specify Air Express-a Good Business Buy 


Shipments go everywhere at the speed of flight } 

. . . +s *s RATES CUT 22% SINCE 1943 (U.S.A) | 
between principal U. S. towns and cities, with eT = 
cost including special pick-up and delivery, [mus|?"*|5"*|"" |" 


Same-day delivery between many airport towns |‘ Tox te 3 3 aor | 
230| 3468/ 92 

























TOver 40 ibs | 
Cents per tb 

















o.* . . ‘ . . 3449 102 tie 
and cities. Fastest air-rail service to and from [y,-towtmalonleul sos 
os hr ‘ties in the United Herteetest> 13 
23.000 off-airline communities in the nited [ros | 1.17] 198] 768] 1228] 3070 | 


2349 145| 353| 1765| 2824!) reer 
- —- ut | + — 











States. Service direct by air to and from scores 





Over | } 7 

’ j ; : ’ 147 | 368) 1842/ 2947| 73.68 
of foreign countries in the world’s best planes, [230/°71°"L" "1" "| 

INTERNATIONAL RATES ALSO REDUCED 














giving the world’s best service. 







ZSS 


GETS THERE FIRST 


Write Today for the Time and Rate Schedule 
on Air Express. It contains illuminating facts 




















to help you solve many a shipping problem 
Air Express Division, Railway Express Agency. 
230 Park Avenue, New York 17. Or ask for 
it at any Airline or Railway Express office. 










Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 








ing system on commissions must he 
simple. 

Common law provides that when the 
factory accepts the order, the salesman 
is entitled to the commission. Unless 
the manufacturer is short of money he 
should pay every month for the preced- 
ing month’s shipments. 

Representative should have exclusive 
territory. “No two men can sell the 
same goods in the same territory at 
the same time and be successful!” 

The agent should investigate: 

a. The ethical standard of the manu- 
facturer. 

b. Make sure the merchandise is 
right—his customer must be protected. 

c. Read the agreement carefully and 
beware of house accounts. 

Then the chances are in favor of a 
lasting business connection. 

As for me, if I have contracts with 
my older manufacturers [ do not know 
where to find them. 


Patronage Dividends 
Are Profits 


( NE of the pet theories advanced by 

all co-op spokesmen is the curious 
claim that “patronage dividends” are 
immune to Federal income taxes be- 
cause they are not profits. 

The usual practice of co-operative 
corporations is to distribute these “pat 
ronage dividends” at year’s end—a 
practice which deprives the Treasury 
of corporate taxation under the privi- 
lege extended under Section 101 (12) 
of the Internal Revenue Code. Careful 
analysis proves that co-operatives’ prof- 
its stem from many sources, and that 
the fractions of net profit paid by a co- 
operative to its stockholders is exactly 
the same sort of profit upon which any 
small business, corporate or otherwise. 
is required io pay Federal income taxes. 

Proof of this is plainly shown in a 
recent statement made by the general 
manager of the Farmers Union Grain 
Terminal Association at St. Paul, Min- 
nesota. His statement said: 

“You will note that your patronage 
savings from FUGTA are more than 
the commission rate which we must 
charge. This means the producer no! 

only gets a patronage refund equal 
to the full commission charged bul 
also a fraction of a cent a bushel in 
addition. The additional saviny= 
were made possible by the processing. 
storing and merchandising of your 
grain through the terminal facilities.” 
At another point. the statement said: 

“FUGTA does not borrow money 
for its own grain operations except 
on Terminal Warehouse receipts. It 
does, however, borrow funds from the 
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Central Bank for Co-operatives to 
loan to farmers’ co-operative eleva- 
tors in the country. Your association 
pays 24% per cent interest to the Cen- 
tral Bank for Co-operatives for the 
use of this money. We charge the 
country elevators 4 per cent interest 
for the use of this money. . . . GTA’s 
interest savings are part of the pat- 
ronage dividend.” 

This is an admission by this giant co- 
op that the patronage dividend is not 
an adjustment of price under an agency 
relationship between the co-op and the 
co-operative’s patrons. Here is conclu- 


sive proof that the co-op recognizes that 
profits were made by the co-op corpora- 
tion acting in its own right. These 
profits are taxable profits. 

The entire program of National Tax 
Equality Association insists that this be 
recognized by the Treasury. Co-ops are 
escaping payment of Federal income 
taxes on corporate profits while their 
competitors are obliged to pay the addi- 
tional taxation from which the co-ops 
are excused. 

—Homer E. Marsu 

Director of Research, 
National Tax Equality Association 


Service Department Builds Profits 


N ORE than 500 lawn mowers are 

repaired and sharpened each 
year at the repair shop of the Currie- 
Van Ness Co., Mason City, Iowa. In 
addition, the shop also repairs nu- 
merous refrigerators, washing ma- 
chines, vacuum cleaners and small 
appliances. It is a two-man shop and 
a great deal of work can be done 
during a month. One man works in 
the shop and also calls for and de- 
livers appliances as well as delivers 
bottled gas to more than 125 ac- 
counts. 

Thus, through such an arrange- 
ment, the hardware store is able to 
keep a good volume of work flowing 
through the shop and service many 
of its customers. 


Basement Appliance Section 


The company maintains a large 
basement appliance department and 
during the past 10 years many ap- 
pliances have been sold through it. 
A service department is accordingly 
very essential. 

During the war years the depart- 
ment made numerous contacts with 
people who expressed their desire 
to buy new appliances when avail- 
eble. Many of such contacts have 
already been sold appliances at the 
Currie-Van Ness store during the last 
six months. Many others are booked 
for appliances when available in the 
future. 

About the only type of appliance 
which is not repaired at this well 
equipped shop are radios. They are 
referred to another establishment spe- 
cializiug in this type of service. 

Door stops, fishing rods and reels, 
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And Good Will for Iowa Firm 


guns, toasters, irons, lanterns and the 
like, all come into the store for re- 
pairs and are handled promptly. 
Store officials find that once a cus- 
tomer has an appliance repaired sat- 
isfactorily, he will come back time 


and again for service on the same or 
other appliances. Such continuous 
contacts often help to build sales on 
new appliances, the management has 
found. 

Through its bottled gas service, 
handled by one of the service depart- 
ment staff, the company is able to 
keep in touch with numerous farm- 
ers right on their premises. By being 
alert, the serviceman is often able to 
make appliances and other sales as 
well as build a fine prospect list. 

Good service equipment, plus 
plenty of light, also enable the work- 
men to do their jobs more efficiently 
at the shop. The loading platform 
just outside the service shop is of the 
proper height so as to make loading 
and unloading of appliances easy at 
all times. 


Small Fry Department 


The Okmulgee Chamber of Com- 
merce, Okmulgee, Okla., believes in 
catching them young. A “small fry” 
division of the chamber has been duly 
installed as an integral part of the or- 
ganization. 

A membership card is being sent to 
every child born in Okmulgee County, 
stating that their dues in the chamber 
are paid up for 21 years. The motto of 
the division is, “I will gurgle and boost 
for Okmulgee.” Homer Winn, secre- 
tary, sends the babies a_be-ribboned 


membership card. 
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MILK 
FILTER DISCS 


See our exhibit at Booth 
802, Dairy Industries Sup- 
ply Association Exposition, 
Atlantic City, Oct. 21-26. 
As America’s only _ pro- 
ducer of a complete line of 
cotton goods products for 
the dairy industry, we in- 
vite you to inspect our full 
line. 


PERFECTION USERS 
REPEAT 


Year-round sales and 
profits to dealers who stock 
and display PERFECTION 
Milk Filter Discs. 


Standard sizes—plain, sin- 
gle or double cloth-faced. 


ORDER FROM WHOLE- 
SALE HARDWARE 
JOBBERS 


Free promotional materia! 
on request. 





SCHWARTZ MFG. CO. 


TWO RIVERS, WISCONSIN 
























This ad is now appearing in + 
leading farm magazines of 
over 9 million circulation . . . 
one of the current series. 
(Reduced from actual size) 


Today, farmers are making 
plans for. the goods they 
will buy during the coming 
months and years. Although 
their actual purchases may 
be many months away, they 
are making plans now. 


So today’s advertising will 
help guide tomorrow’s sales 
. . . today’s well advertised 
products will be tomorrow’s 
sales leaders. 


That is why RED BRAND 
fence ads are currently ap- 
pearing and have appeared 
throughout the war period 
... to protect the value of 
the RED BRAND dealer 
franchise during these days 
of scarcities, and to help 
build sales for the competi- 
tive years ahead. 
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wr good fences, more livestock can be raised, 
legume pastures can be added to the rotation, 
and crop yields can be improved. 


Farmers find this is the natural way to build up 
the fertility of the farm. Many farmers have in- 
creased their crop yields 50 to 75 percent in five 
year's time with livestock-crop-legume rotations 

all made possible by good fences. ia 


RED BRAND Fence Lasts Longer 
Copper-bearing + + Galvanneaied 
It takes a lot of work to build fence so when you 
put up a new stretch you want it to /ast. 


That s why experienced farmers everywhere prefer 
RED BRAND fence. They know that RED BRAND 
stretched up tight on well set end and corner posts, 
will give 20-30 years of service. e 
Only RED BRAND fence has the “Galvannealed” 
zine coating =F special heat-treatment that makes 
RED BRAND resist surface rust far longer than 
ordinary galvanizing. And underneath is special 
copper-bearing wire that fights 
deep rust, too. Only RED BRAND 
gives you this double-life, rust- 
fighting combination. 


KEYSTONE STEEL & WIRE CO. 
Peoria 7, Ulineis 


saves RED BRAN 
riod < —~A 




















In this positive way, Keystone is helping its 
dealers prepare for the day when they can get 
all the RED BRAND fence they want . . . and 
want all the fence customers they can get! 


KEYSTONE STEEL & WIRE CO. 
PEORIA 7, ILLINOIS 


RED BRAND Fence 


RED TOP 
er, STEEL POSTS 


An Appreciation 
From Australia 


HAVE been intending to write you 

the past month or two to let you 
know how pleased I am to be again re- 
ceiving copies of Harpware Ace after 
such a long interval during the wartime 
period. 

Your bright magazine is certainly 
like a breath of fresh air to traders 
such as ourselves, situated so far away 
from the source of supply of so much 
interesting merchandise. It is hardly 
necessary for me to say that our de- 
partmental managers and I carefully 
go through every issue. 

I was very interested to read J. L. 
Ernst’s account of his visit to Australia 
with the United States Army. His re- 
port is fair to us and shows a sympa- 
thetic understanding of the difficulties 
which we had to face up to when so 
much was expected of us. At the time 
the Japs were kicking at our front door, 
our war effort had been concentrated 
in the Middle East so you can well 
realize our problems when we were 
inundated—and a welcome inundation it 
certainly was—by the American forces 
and their many demands. 

Before Mr. Ernst’s arrival in Aus- 
tralia it was my pleasure to be able to 
work in conjunction with some of the 
American Army officers who were con- 
nected with supply and, being strangers 
in a strange land, faced with many dif- 
ficulties in locating the right sources. It 
was here I was able to help and to see 
that the right goods at the right prices 
were supplied. In addition to being 
able to serve the forces from our own 
stocks, we were also able to manufac- 
ture in our plastic factory, quite a vol- 
ume of items that the American Army 
required. 

I notice my dear old friend, Saunders 
Norvell, is still writing for your journal. 
What a marvel he is. Will you give him 
my very kind regards and tell him | 
hope to be visiting America sometime 
towards the middle of 1947, when I 
look forward with much pleasure, not 
only to meeting him but also your good 
self. 

Lesuie D. Davis, 
S. Hoffnung & Co., Limited, 
Sydney, Australia 








Latest News on 


RECONVERSION 


on page 266 
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A Tribute to 
Courteous Salesmanship 


ERCHANDISE - shortages 

brought patience shortages—on 
both sides of the retail counter—and 
this often has led to something more 
than gentle reproach. However, here is 
one hardware dealer, unfortunately re- 
maining nameless, who has found a 
measure of his reward in the editorial 
columns of the Memphis Commercial 
Appeal, issue of June 14, 1946. Its 
editor, Frank Ahlgren, expresses his 
appreciation for the and 
salesmanship with which he was met in 
a Memphis, Tenn., hardware store. Mr. 
Ahlgren’s “Tonic Experience” speaks 
for itself: 


have 


courtesies 


Tonic Experience 


“Our entrance into the downtown 
hardware store where we were not 
known was made with a bit of trepida- 
tion, thanks to some knowledge of per- 
sisting shortages and some recollec- 
tions of wartime handling by clerical 
help. We were met by a youngster 
around 18, at a guess. He met our re- 
quest for 10 cents worth of small nails 
with regret that he had only the four- 
penny kind, could sell any number of 
them, and hoped the sixes would be in 
before long. We spent the dime and 
the boy added a few nails to make the 
scales balance, which gave us an agree- 
able feeling we were getting full .meas- 
ure. 


“A query about the ability to get 
merchandise got us a concise and in- 
telligent report. Interested by that 
time, we happened to see a sort of 
whetstone new to us. On asking about 
that we got the story of where the stone 
came from, how it was formed, where 
it was manufactured, and what it was 
used for. Incidentally, we bought a 
gadget for sharpening stainless steel 
knives meanwhile. Spying pocket 
knives, we found out that they were 
beginning to come back on the market. 
On suggesting the prices were a bit 
steep, we learned that costs of manu- 
facture are up and that, anyhow, the 
steel in those knives was really some- 
thing quite special. 

“All in all, it was a tonic experi- 
ence and we left before we purchased 
something we might not need at all. If 
that boy sticks to the hardware busi- 
ness, we have an idea who'll be run- 
ning that store in a few years from 
now. What a pleasure to be waited on 
promptly, courteously and by some- 


‘body who knew and evidently liked his 


merchandise. By the way, we mean to 
go back to that store whenever we need 
anything in that line.” 
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job on the complete line. 


Counter 
Display Card 


Future Order Form 





To our Burgess Distributor 
Gentlemen: 


Stock Order Form to help simplify ordering. 





CITY. 





GET SET FOR FALL 


battery business by tying in 
with this hard-hitting program on 


BURGESS 
BATTERIES 


for RADIO » HEARING AID 
FLASHLIGHT + INDUSTRIAL 


IGNITION SERVICE 


BURGESS offers you a whole program of selling helps 
to boost your volume of Burgess Batteries this fall and 


winter. Use this Burgess program to get your share of 
the profits from this busy battery season. 


The Complete Line for radio, hearing aid, ignition and 
flashlight service enables you to serve more customers 


with one outstanding line, recognized for quality! 


National Advertising in leading magazines pre-sells 
Burgess Batteries for you. Ads in The Saturday Evening 
Post, Liberty, Collier's, American Magazine, Better Homes 
and Gardens and leading farm papers reach over 20 


million battery users every month, 


Dealer Promotional Helps... display material, dealer 
order forms, window streamers and eye-catching pack- 


aging ... all designed to help you do a complete selling 


Colorful Window Streamer 


cess 





BATTERIES ou] 


Mow im SrOoece : 


WRITE TO YOUR DISTRIBUTOR TODAY 


for complete details on the big 


Burgess Fall Sales Program 





—--- BURGESS BATTERIES---—- 


Send us full information on the Burgess Fall Sales Program. Send us a Preferred 































































































The Only Complete 
Text Book on 


BUILDERS 
HARDWARE 


Excellent as a G-] 
Job Training Manual 
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the only up-to-date and complete volume 
ever published on all phases of this im- 

This 220 page, fully illustrated book is 
portant and profitable basic hardware line. 

The deluxe cloth-bound edition, origi- 
nally priced at $3 per copy has recently 
been reduced to only $1.50 per copy, and 
a new cardboard-bound edition is now 
available at only $1 per copy. 


Prepare to 
Capitalize on 
The Huge Post-War 
Building Boom! 





Order your copy now! 


Fewsteeeee eee eee eee eee eaeee i 





MAIL THIS COUPON TODAY 
Hardware Age, !00 E. 42nd St., N. Y. 17, 
N. Y. Send: 


—— Cloth-bound copies of 
Mystery Out Of +4 Hardware" 
@ $1.50 per copy in the U. S. (Canado 
and Foreign ountries—$2. 00). 

Cardboard-bound copies of "Taking 
the wes Out Of Builders’ et 9 
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9. 
10. 


$25,000. has been organized under the 
supervision of the 
Chamber of Commerce. Lee 
mer Chamber of Commerce president, 

head of the new organization. 
association is composed of 100 men 
who have 
definitely a 
The men who furnished the money to 
promote dairy improvement in this re- 
gion hope only to 
the matter. 


. Give three 


. Give 


Builders Hardware Quiz 


Questions—Chapter 7—Elementary Course 


Door Stops AND Cupsoarp HARDWARE 


W hy are door stops used ? 

When is a floor stop necessary instead of a door stop? 
What accessory is needed when stops are applied to tile? 
Name two hardware items suitable for fastening a pair of cupboard doors. 
How many drawer pulls are needed on a drawer more than 18 in. wide? 
Name two popular types of drawer pulls. 

What other item besides fastenings and pulls are usually required on cup- 
boards? 

Does the builders’ hardware man furnish hardware for metal medicine 
What hardware finish is rapidly replacing nickel plating? 


cabinets? 


Name an inexpensive method of fastening batten doors, in the basement. 


Questions—-Chapter 8—Elementary Course 


Winpow Aanp CLoset HARDWARE 





Name the most popular type of sash lock used on double-hung windows. 
What two types of sash lifts are most popular? 
Name hardware item usually 
windows. 

What two items of hardware are needed to fasten a pair of casement windows? 


used? 


another desirable furnished on double-hung 


Why should casement adjusters be 
Name two items required in addition to the hinges for bottem hung casements 
in the attic. 

Mention two desirable 
Name 
Name 


features of transom chains which are used outdoors. 
two hardware necessities for shutters. 

a third that is both useful and ornamental. 

reasons why cast coat and hat hooks are better than the wire type. 


Questions—Chapter 9——Elementary Course 


ARCHITECT AND CONTRACTOR 





Name two of the most important people on every building job. 


three good methods of obtaining builders’ hardware 
What is the architect’s position? 
State three of the architect’s duties. 


Name two services you can render an architect. 


prospects. 


What is the contractor’s position? 
State three 


degree in giving you the builders’ hardware order. 


important matters that will influence the contractor to the greatest 


. When is the proper time to contact the contractor? 


Name four good allied lines to sell. 
W mat is the importance of the builders’ hardware department in the hardware 
store / 


(Answers on page 318) 


Dairy Herd Improvement Association 
Brings Business to Town 


JACKSON County Dairy Improve- The Altus business men also served 
ment a free barbecue dinner recently to 500 
out-of-town visitors who attended a 
preview of Oklahoma Land and Water 
Resources Development at Alta. The 
directors of the chamber prepared the 
food and served it to the guests. The 
program was a study of an irrigation 
$250 each and is project and its connection with soil 
conservation, flood control and irriga- 
tion. This is the first project in Okla- 
homa sponsored by the Bureau of Ree- 
lamation and will largely serve to de- 
termine whether other projects of like 
nature will be constructed in the state. 


Association, incorporated at 


Altus. Oklahoma 


Frye, for- 
The 


invested 
organization. 


non-profit 


“just break even” in 
J 


HARDWARE AGE 
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Government Agencies Act to Spur 
Lagging Housing Program 


Priority assistance streamlined; more building 
materials added to critical list; slash non- 
housing construclion. 


(Washington Bureau 
of HARDWARE AGE) 


NUMBER of drastic steps have 

been taken jointly by CPA and 
MH. A to speed the lagging emergency 
housing program in order to get a 
larger number of units completed be- 
fore winter sets in. These include: 

Transfer of the handling of priorities 
and cut-backs in non-housing from CPA 
to NHA; mandatory earmarking and 
reservation of 76 pct or more of the 
materials on the critical list for priority 
claimants; addition of more building 
materials to the critical list (Schedule 
A); slashing permitted non-housing 
construction by $14 million weekly; and 
limitation of soil pipe for non-housing 
to 7 pet of output. 

While actual procedure for priority 
issuance remains unchanged, on and 
after September 10, all new applica 
tions for authorizations and HH priori 
ties will be filled under the new Hous 
ing Expediter Priorities Reg. 5 instead 
of CPA 33. This gives future HH and 
HHH ratings double authority, that o!} 
the Housing Act as well as that of the 
Second War Powers Act. 

While CPA will continue to handle 
compliance functions relating to use of 
HH ratings, set-asides and other restric 
tions, the enforcement of maximum 
prices and veterans preferences has 
heen delegated to OPA 

An additional 27 materials in short 
supply have been placed on Schedule 
\, bringing the total to 57. Dealers 
and distributors must reserve for priori- 
ty ratings 75 pct of receipts of 43 of 
the items listed; even larger proportions 
of the remaining 14 must be set aside. 
Such set-asides and reserves must be 
held indefinitely in contrast with the 
previous 21 to 30 days. 

Included in the 27 additional mate 
rials which have been placed on Sched- 
ule A were the following metal items: 

Cooking and heating stoves and 
anges, including space heaters; gut- 
ers and down spouts; combustion con- 
trols; household lighing fixtures, other 
than portable; insect screen cloth; 
kitchen and bathroom metal cabinets 
to be built in; metal weather strip- 
ping; oil burners and domestic stokers; 
plumbing fixture fittings and trim, in- 
cluding brass tubular goods; raceways 
(rigid, flexible and thin wall conduits 
and fittings); and, septic tanks. 

Also, steel joists; oil and water stor- 
age tanks (up to 550 gals); caulking 
lead; copper water tubing; cable; steel 
and wrought iron pipe, including gal- 
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vanized, from three-eighths to 4 in. and 
including related nipples and fittings; 
structural shapes from either steel o1 
aluminum; stuccowire mesh; range 
boilers: and concrete reinforcing bars. 

Seven of the 14 additional materials 
whose set-asides are 75 pet or more 
involve metal. They are: bathtubs, 95 
pet by units; lavatories, 90 pct by 
units; water closets, tanks and bowls, 
90 pct by units; cast iron soil pipe 
(under 5 in.), 80 pet by producers’ 
billing prices; warm air furnaces, 75 
pet; radiation, 75 pet; and, kitchen 


sinks, 75 pet by units. 

Two other orders were issued affect- 
ing cast iron soil pipe. The first limits 
production for non-housing to 7 pet of 
the previous month’s tonnage, that is. 
at least 93 pet of pipe output must be 
in sizes needed for housing. The second 
order provides that the pipe shall not 
be used for any purpose except for in- 
stallation, repair or maintenance of 
sewage disposal systems in buildings 
and that such pipe shall not be used be- 
vont 5 ft from the building line excep! 
when required for replacement pur 


poses, 


Lends Movie Projector 
and Aids 4H Groups 


HE purchase of a motion picture 

projector through their agricultural 
committee of the Chamber of Com- 
merce, has helped the merchants of 
Manhattan, Kan., win the friendship of 
numerous 4H boys and girls. 

This projector is lent free of charge 
to 4H and similar groups, provided 
they take good care of it and the idea 
has made a big hit in the area. Through 
use of the machine, farm groups are 
able to view numerous agricultural and 
other movies, obtained free from. the 
county and state, showing them how to 
make more money through better farm 
management, and how to make farm 
living more comfortable. Merchants in 
Manhattan report that there are 15 
active 4H clubs in Riley County with a 
combined membership of 344 lively 
boys and girls, all of whom are boost- 
ers for Manhattan business men. 








Latest News on 


RECONVERSION 
on page 266 











YOu GET 


7 Maes, 
Customers 


* Repeat 


Profits 


HACK SAW BLADES 





The Star ‘‘Moly’’ High-Speed 
Steel blade is unbeatable for fast 
cutting when a clean, smooth finish 
is desired. 

The Star Unbreakable Special 
Flexible blade is the ideal tool, 
for maintenance and general util- 
ity work. It’s tough, sturdy — and 
just the tool, even for awkward 
positions. 

IT TELLS HOW -— This handy pocket- 
size booklet “Metal Cutting” is a 
useful instruction 
manual on the se- 
lection, use and 


care of Hack Saw 
Blades. Send for a 





CLEMSON 


CLEMSON BROS, Inc, Middletown, WY 









(srow::- 
Sell Lowen 


There are no cheap sprayers, no loss lead- 
ers, in the Lowell Line. You get full profit 





on each sprayer and duster you sell. 


2. Selective Distribution = 


Lowell distributors are carefully selected 
for highest reputation and business ethics. 
No one can undersell. 


3. Complete Quality Line — 
Engineered design, precision-built—there's 


a Lowell Sprayer or Duster for every need. 
Fast turnover. Low inventory. 


Write for full details today! 


[Lowet 
Uanifjacturing Co. 


DEPT. 51, 589 EAST ILLINOIS STREET 
4 \ CHICAGO 11, ILLINOIS 
\, \ Ae \\ 
J) & > WORLD'S LARGEST MANUFACTURER OF SPRAYERS AND DUSTERS EXCLUSIVELY 


Sandvik Bow Saws 














— | WIRE CLOTH 


vib iit 
of a thousand uses. 
WRIGHT standard 
Hardware Cloth is a 
quality product in 
every detail. 
Evenly woven... 
heavily galvan- 

ized to a bright 
gleaming finish 

... in full range 


They Are FAST CUTTING of sizes. 


© Pulpwood @ Mine Timber 
@ Poles& Ties © Firewood 


For speedy turnover and quick profits r) Nidal & 
stock the complete line of Sandvik Saws Lj WIRE C O 


Ask your jobber’s salesman or write: 


SANDVIK SAW & TOOL CORPORATION YW eo) R Cc iJ S 5 r R s at A S S. 
47 Warren Street, New York 7, N. Y. 
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Five Models — 

including com- 

bination Hi-line 
ond battery 
controller. 






























SEMESAN JR.* Ee 
SEMESAN BEL* ro a ag 
ARASAN* = 


Turf Fungicidese 


Special SEMESAN* 
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SELL DU PONT 





SEED TREATMENTS) | -SuEANINs, 





eile 


@ TO GROWERS FOR FARM USE 
@ IN TREATED, PREMIUM SEED 
© BY A SEED-TREATING SERVICE 





You get profitable mark-ups All Ways! 


New Improved CERESAN* 
2% CERESAN* . 
SEMESAN* 





ge nel 
Free Sales Aids Available 
New streamers and folders to help you 
TERSAN* sell. For free supply, write E.1.du Pont de 
Nemours & Co. (Inc.), Semesan Division, 


*Trade Marks Wilmington 98, Del. 


afin SEF YOUR OBBER 


TTER THINGS FOR BETTER L 
. THROUGH CHEMISTRY 
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FARM FENCE CONTROLLERS 


caniapalbpina is Electric Fencing! 

Here are increased sales and steady 
profits for you. Electro-Line’s exclusive 
features, designed for customer appeal, 
engineered for rugged use ® weather- 
proof motor turret © heavy gauge steel 
cabinet © precision built motor mech- 
anism © unique customer warranty 
including free repair of controller dam- 
aged by lightning . . . Leading jobbers 
offer you five models — each model has 
its definite place and use—and all five 
Electro-Line models are available for ship- 
ment now...Write us today for your free 
copy of the 1946 Electric Fencing Manual. 
ELECTRO-LINE PRODUCTS CORP. 


120 North Broadway ¢ Milwaukee 2, Wisconsin, U.S.A. 





STEEL RAKE 


The Cavex Rake, indispensable all-pur- 
pose tool that has year-round accep- 
tance and use because:, 
@ Absolutely self-cleaning. 
@ Turn it over and it is en all-pur- 
pose garden tool—harrowing or pul- 
verizing ground. 
@ Operates easily with ‘‘carpet 
sweeper’ motion. No lifting—rake 
is always kept on ground. 











market. 
Improved 


endle. 
? 


A. and A. MANUFACTURING CO. 
CHICAGO 22, ILLINOIS 


525 N. NOBLE ST. 


The CAVEX BROOM RAKE 
The original and STILL THB 
BEST broom rake. Everyone 
uses the light, flexible, strong 
broom rake on lawns and for 
light-garden use because 
they can “broom rake” 
all day without tiring. 
Thie is the fastest selling 
leaf rake on the 
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con- 
struction increases 
efficiency — 24 
spring steel, heavy 
fauge wire teeth 
formed to most ef- 
fective curve—ere 
stronger, tougher 
Y and solidly an- 

chored. Handle 
joined at correct 














News of Retailers, Jobbers 
and Manufacturers and 
Salesmen 



























Miller Heads Coleman Appliance Division 


Succeeding G. M. Tilford, Retired 





. W. MILLER 


ill Coleman gasoline pressure 


appliances including Coleman 


lanterns and the sportsman’s 
“G.1." Pocket Stove. 


Harry Falter succeeds Mr. Mil- 
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Miller has 
ianager of the Small 
Division of 


pany, Ine., 


with headquarters in 
Wichita, it is announced by Shel- 
don Coleman, 


Mr. Miller succeeds G. M. T 
has _ retired 
years with the company 
ford was in charge of the Dallas 
and Chicago offices of the com 
vany before coming to Wichita 

1942 as small appliance man 


In his new position Mr. Miller 
is in charge of distribution of 





M. TILFORD 


been named 
Appliance 
The Coleman 


executive 






HARRY FALTER 
ler as Coleman regional sales 
manager in the Chicago-Detroit- 
Cincinnati area. 


NOMA ELECTRIC NAMES 
FOUR NEW DIRECTORS 


The election of four new di- 
rectors of Noma Electric Corp., 
55 W. 13th St., New York City. 
including Dr. Boris Emmet, 
former national retail merchan- 
dise manager for Sears, Roebuck 
& Co., and Dr. Emmet’s appoint 


ment as special merchandising 


adviser to Henri Sadacca, Noma’s | 


president, has been announced. 

The other new directors are 
David F. Kahn, former president 
of the Estate Stove Co., absorbed 
by Noma at the beginning of this 
year; Leo L. Pollak and Carl 
Schlesinger, former president and 
vice-president respectively, of 
Pollak Mfg. Co., 
been merged into Noma. 

Dr. Emmet from 1937 to 1945 
was national retail sales manager 
in charge of merchandise and 
sales promotion for all Sears re- 
tail stores, with headquarters in 
Previously he was in 


which has just 


Chicago. 
charge of supervising and oper- 


ating Sears retail stores in the 
combined districts of Pittsburgh, 


Philadelphia and New England. 


Prior to coming with Sears, 


Dr. Emmet was vice-president 
and merchandise manager of a 
group of large department stores 
with units in San 
Oakland, Portland, Tacoma and 
Seattle. 


During the first World War, 


Dr. Emmet was chief statistician 
and later assistant to the Secre 
tary of Labor in Washington. 


TITAN METAL APPOINTS 
MID-WEST SALES REP. 


Gray L. 
pointed sales representative for 
Kentucky, southwestern Ohio, and 
eastern Indiana by the Titan 
Metal Manufacturing Company, 
Bellefonte, Pa., manufacturer of 
brass and bronze rods, forgings, 








Furey has been ap- 


die castings, and welding rods, 
His offices are at 405 Union Cen- 
tral Bldg., Cincinnati, Ohio. 


AUBREY M. ROBERSON 
JOINS McCLUNG & CO. 


Aubrey M. Roberson, formerly 
Bloch Bros., 
wholesale and retail hardware 
house of Selma, Ala., is now 
with C. M. McClung & Co., Ine.. 
wholesale hardware and supplies, 
Knoxville, Tenn., as a buyer in 
the hardware department 

Mr. Roberson had been with 
Bloch Bros. all of his business 
life. He spent four years in the 
Army Air Corps. 


associated with 





AUBREY M. ROBERSON 


Francisco, 


READ IT IN HARDWARE 


NEWS OF 


HARDWARE AGE FOR 


NEW ASST. SALES MGR. 
BARCALO TOOL DIV. 


Nelson M. Graves, president, of 
Barcalo Manufacturing Co., Buf- 
falo, N. Y., has announced the 
promotion of Robert Hipkiss to 


























ROBERT HIPKISS 


the position of assistant sales 
manager of the tool division. 

Mr. Hipkiss joined the Barcalo 
Company in July 1939 after grad- 
uation from Harvard University. 
In September of that same year 
he was transferred to the Barcalo 
tool sales department. 

During World War II, Mr. Hip- 
kiss served in the United States 
Army from March 1943 to March 
1946. Upon his release from ser- 
vice he again resumed his work 
in the tool sales department at 
Barcalo. 


AMERICAN MFG. CO. 
NAMES WELLMAN CO. 
TO SALES POST 


Walter Wellman, 21 years with 
American Manufacturing Co., 
Brooklyn, N. Y., cordage manu- 
facturer, has been appointed 
southern sales manager and 
placed in charge of the com 
pany’s New Orleans office. 

Effective October Ist, American 
Manufacturing Co., will occupy 
new quarters in New Orleans. 
The office will be moved to 1319 
Tchoupitoulas Street from its 
present location at 312 on the 
same street. 


HARDWARE AGE 
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Iron Corporation, has moved its 





PERCY JENKINS 


18, N. Y. to 361 Delaware 
Buffalo 2, New York. This move 
brought the top sales and pro- 
duction department officials into 


possible to better coordinate and 








Wickwire Moves Top Sales Office; 
Jenkins Named Eastern Sales Mar. 


Wickwire Spencer Steel, Divi- 


bring about maximum efficiency 
in their service to the trade. 
Involved in the move on July 
5th were A. G. Bussmann, vice- 
president in charge of sales and 
H. C, Allington, assistant general 
sales manager. The wire depart- 
ment general office under C. G. 
Matthews also moved to Buffalo 
as did the market research de- 
partment under Henry Davis. 
The advertising department 


under S. E. MeCrum will be lo- | 


cated at 361 Delaware Avenue, 
Buffalo 2, N. Y. on and after 
September 3rd. The wire rope 
department under A. S. Rairden 
was moved to the plant at Pal- 
mer, Massachusetts, as of July 
22nd, 

Mr. Bussmann, vice-president, 
in giving this announcement of a 
change also announced the ap- 
pointment of Percy Jenkins as 


eastern district sales manager 


with offices at 500 Fifth Ave., 
New York 18, N. Y. Mr. Jenkins 


will continue his duties as sales 


manager of hardware products. 


The New York City sales office 
will hereafter be known as the 
eastern district sales office. 








Hardware Specials to the joint 


Association, Oct. 14-17, 


Sponsored by the Central 
States Hardware Club, Inc., 
cago, the trains will be run 
the Pennsylvania Railroad to and 


Chicago on Oct. 12 and return- 


Chicago, 1:35 p.m. (C.T.) Oct. 
12; leave Fort Wayne,, 4:05 p.m., 
leave Crestline, 7:25 p.m. (E.T.) 
Alliance, Ohio, 9:42 








SEPTEMBER 


Special Hardware Train for Atlantic City; 
Two-Way Reservations Now Being Made 


p.m. (E.T.). Another section will 
leave Cleveland at 8:15 p.m. 
(E.T.) Oct. 12 and arrive in Alli- 
ance at 9:32 p.m. (E.T.). The 
complete train will leave Alliance 
at 9:57 p.m. (E.T.) and arrive 
in Atlantic City about 9:30 a.m. 
(E.T.) Sunday morning Oct. 13. 

Returning, on Oct. 17, the spe- 
cial train will leave at 4:15 p.m 
(E.T.) and arrive in Crestline at 
1:50 a.m. (E.T.); Fort Wayne, 
at 6:10 a.m. (E.T.) and Chicago 
t 8:45 am. (E.T.) Friday, 
Oct. 18. 

The round trip fare, for all 
classes of Pullman, will be 
$60.49. The Pullman fares, each 
way, will be: Lower berth (one 
or two persons), $7.99; upper 
berth, one person, $6.10; com- 
partment, two persons, $22.60, 





and drawing room, two or more 
persons, $27.95. All fares in- 
clude the current 15 per cent 


tax. 

Reservations for sleeping car 
accommodations, both ways, 
should be made direct to L. G. 
McSteen, passenger representa- 
tive, P.R.R., 16 S. LaSalle St., 
Chicago 3. 

The Central States Club will 
also hold its sixth annual dinner 
and entertainment, Sunday, Oct. 
13 in the Cambridge Hall at the 
Claridge Hotel, Atlantic City, 
prior to the opening of the joint 
convention. The closing date for 
party reservations is Oct. 4. 


HAL HULL INDUSTRIES 
ACQUIRES ‘HANDIGOLF’ 


Hal Hull Industries, 607 W. 


Howard St., Evanston, IIL, has | 


announced the purchase of the 
inventory, patents, dies, molds, 
ete., of the game “Handigolf” 
from the Burgess Battery Co., 
Chicago, Ill. “Handigolf” is an 


indoor game for all ages. 


P. E. BARTH ELECTED 
V.P. OF AMERICAN HDWE. 

The directors of the American 
Hardware Corp., New Britain, 
Conn., on Aug. 16 elected P. E. 
Barth, vice-president. Mr. Barth 





P. E. BARTH 


continues as general manager, to 
which position he was appointed 
on July 10. 











FORMS NEW AGENCY 
IN MINNEAPOLIS 
Hartley R. Forrest has an- 
nounced formation of Hartley 
Sales Co., 89 S. 10th St., Minnea- 
polis 2, Minn., calling on hard- 





HARTLEY R. FORREST 


ware wholesalers in Minnesota, 
North and South Dakota, Wis- 
consin and part of Iowa. At the 
present time the company has 
six experienced salesmen calling 
on the trade. Hartley Sales rep- 
resents The Milwaukee Lock & 
Mfg. Co., Milwaukee, Wis., man- 
ufacturers of Twiskee padlocks 
and precision instruments, in 
Minnesota only. The Neerco 
Corp., Los Angeles, Calif., is rep- 
resented in all four states for 
its Carb-D-Letor, automatic mo- 
tor injector for a product made 
and guaranteed by the Pennzoil 
Co. In Minnesota the company 
also handles Dusorb, a fluid for 
preparing clothes, mops, etc., for 
dry dusting, the product being 
made by Franco-American Hy- 
gienic Co., Chicago. The com- 
pany is anxious to obtain addi- 
tional lines in the builders hard- 
ware, appliance and athletic 
vods fields. 

Mr. Forrest was at one time in 
the stock brokerage business in 
California and from 1931 to 1939 
was Deputy Register of Deeds 
for Hennepin County, Minn., and 
at the same time ran a small ad- 
vertising agency and sold insur- 
ance, later forming his own 
agency. He was overseas in the 


ze 


| U. S. Army Air Forces. 


















| Ekco Names Three to Canadian Sales Staff 


| sales staff of Ekco Products Com- 
| pany (Canada) Ltd., it was an- 
| nounced by 
| vice-president in charge of house- 
| wares sales of Ekco Products Co., 
Chicago. 


| serve as housewares sales repre- 


Three new Canadian represent- 
atives have been appointed to the 


Frederick Keller, 


Williamson will 


Peter R. R. 





sentative in Montreal, covering 
the Province of Quebec, Prince | 
Edward Island, Nova Scotia and | 


| New Brunswick. A former major | 


land. 


in the Canadian Army, William- 
son has recently been discharged | 
following service in| 
North Africa, France and Hol- 


overseas 


John Roblin, who has been 


| with Ekeo in Chicago since 1937, 


| will be Ontario housewares sales 


| 
} 


representative in Toronto. He has 
| previously worked in sales and 


sales promotion for the company. 
Jack Lock will be housewares 
sales representative for Manitoba, 
Saskatchewan, and Alberta. He 
formerly was engaged in depart- 
ment store jobbing in the Winni- 
peg area. 

The three men will work with 
W. B. Eakin, recently named 
general manager for Ekco’s 
wholly owned Canadian subsidi- 
ary. Mr. Eakin will maintain an 
office at 750 Belair Ave., Mon- 
treal. 

A series of Ekco’s products 
are to be produced and marketed 
in Canada, Mr. Keller explained. 
The first product to be produced 
will be a new, post-war pressure 
cooker. The company’s 
American line of products will be 
represented for Dominion sales 
by the Canadian subsidiary. 


entire 








RADWAY-FULLER SEED 
OPENS IN NEW YORK 


A new grass seed package firm 


| has been organized in New York | 
| City, known as The Radway- 


Fuller Seed Co., for the whole- | 


The new concern is under the 
management of Fred S. Radway, 
of Fred S. Radway Seed Farms 
Inc., Nanuet, N. Y., and A. E. 
Fuller, who has handled grass 
seed in a jobbing way for the 
past 20 years, and who is well- 


sale distribution of the “Central! known in the trade as a distrib- 
Park” grass seed, to the hardware | ytor of The Fuller Tool Co., New 
and allied trade. The sales office} York, N. Y., Lenk Mfg. Co., 
is located at 413 Greenwich St.,| Newton Lower Falls, Mass., and 
| New York City. Keystone Mfg. Co., Buffalo, N. Y. 








for every need! 


International makes chain for every 
need: industrial, marine, farm, auto- 
motive. This means a more profitable 
chain business for you! This means that 
when your customers want a sling 
chain for handling heavy loads—or a 
tie-out chain to keep Bossy where she 


belongs—you can supply just the 





THE CORY CORP. has introduced a mechanical coffee 
brewing device which removes the human element in the 
making of coffee. The operator inserts a small cartridge of 
ground coffee and presses a button. This new device auto- 

| matically draws the right amount of water, brings it up to 
| the brewing temperature then pushes it up through the 
| coffee grounds. Then it fills the serving decanters, turns 
itself off and keeps the coffee hot and ready to serve. Every- 

: | thing is completely automatic. 
3S William Lynch, Cory commercial sales manager, is demon- 
AMPBELL | strating the new Cory Automatic. Left to right are W H. 
Ps Z Savage, president of the Stewart and Ashby Coffee Co.; Ken 


chain for the job. 


Craig, assistant general manager of Cory; W. E. Wald- 
| schmidt, vice-president and general manager of the Stewart 
| and Ashby Coffee Co., and J. W. Alsdorf, president of Cory 
' Corp. 
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SYLVANIA APPOINTS 
BURDICK IN CALIF. 
John T. Burdick has been ap- 
pointed California division man- 
ager of the lighting sales depart- 





JOHN T. BURDICK 


ment of Sylvania Electric Prod- 
ucts Inc., 
Francisco, 

Mr. Burdick, whose offices will 
be at 555 S. Flower St., Los 


| ture, in the northwest. 


| merchandise manager for Butler 


| DISTRIBUTORS NAMED FOR 
| MEYER-BILT APPLIANCES 


| announced the appointment of 
| the following representatives: 


111 Sutter St., San | 


Angeles. has been affiliated with | 


the sales department of Sylvania 
Electric since 1944. Before join- 
ing the company, he 


managed | 


sales for the Madison Electric | 


Co., of Detroit. He has also been | 


with General Motors and several 
advertising agencies in a promo- 
tion capacity. 


SKAGGS-STONE CO. 
FOUNDED IN 
OAKLAND, CALIF. 

O. L. Stone, general manager 
of the Skaggs-Stone Wholesale 
Co., 5701 E. 14th St., Oakland 3, 
Calif., has announced organiza- 
tion of that firm with a paid-in 


| which is serviced by Jack D. 
| Marcus, 
| York City. 


| the Meyer sales reresentatives up 


capital of $1,000,000. The firm | 


will carry a line of general mer- 
chandise including variety hard- 


ware, housewares, electrical ap- | 


pliances, toys, gift gouds, ete. 


The company is a partnership | 
and M. B. Skaggs, founder and | 
| Eureka Division of Eureka Wil- 


former president of Safeway 
Stores, Inc., is the 

owner, Mr. Stone, the 
manager, was for many years as- 
sociated with the Safeway Com- 
pany and when he recently re- 
signed, held the position of vice- 
president. The Safeway Com- 
pany, Mr. Stone states, is in no 
way connected with the Skaggs- 
Stone Wholesale Co. and neither 
of the principals own any Safe- 
way stock. The new company 
also does not own or operate any 


principal 
general 


retail store. 
The company’s general offices 
and main warehouse are located 


in Oakland. At present, it is! 


| England States and that part of 
| New York State not included in 


| operating a small branch in Los | 


' 
Angeles at 1335 S. Flower St., | 


| formerly known as Mass Dis- | 
| 


tributors. It is planned to carry | 


lon that business until such time | 


as suitable warehouse space can | 
be obtained, premitting the firm 
to carry merchandise similar to 
that in the Oakland warehouse. 
Plans also call for opening a 
warehouse, sometime in the fu- 

Ralph E. Diamond, formerly 
Brothers in San Francisco, has 
joined the company and has been 
appointed manager of its Oak- 
land branch. 


W. F. Meyer & Sons, Inc.. | 
1494 Merchandise Mart, Chicago, 
lll.. manufacturer and national 
distributor of the Meyer-Bilt line 
of Allied laundry equipment has 


On the West Coast, Gordon E. 
Wilkins, Inc., manufacturers’ 
agent, with showrooms in Los 
Angeles, San Francisco, Portland, 
and Salt Lake City, covering the 
territory from Denver West; for 
the midwest, Hugh W. Roll with 
headquarters in Kansas City, Mo. 
Mr. Roll, prior to the war, was 
associated with The Townley | 
Metal & Hdwe. Co., Kansas City. 

Leon R. LeClair, Boston, Mass., 
will represent the line in the New 





the Metropolitan New York area 


1150 Broadway, New 
Howard L. Buhman, 
Pottstown, Pa., will cover the 
Philadelphia and eastern Penn- 
area, including Balti- 
more and Washington, D. C. 
These recent appointments bring 


sylvania 





to twelve. 


CHICAGO REGIONAL MGR. 
NAMED BY EUREKA 


George E. Wagner, central | 
division sales manager for the | 
liams Corp., has announced the | 
appointment of J. G. Fisher as 
Chicago regional and_ branch 
manager. 

Mr. Fisher will have the re- 
sponsibility of distribution and | 
sales in the seven state area out | 
of Chicago, and will be in charge | 
of the operation of the Chicago | 
wholesale branch. 

Mr. Fisher recently was with 
Leath & Co., the retail furniture 
chain with headquarters at Chi- 
cago. Previous to that he was | 
with OPA. He was with West- 
inghouse Electric and Mfg. Co. 


prior to the war. 
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ELL one "C.Q.” Grindstone in 

your territory and you will sell 
more. “C.Q.” Grindstone quality 
is well known—they have been 
sold for over sixty long years. There 
is little resistance— sales are quick 
because there is a need today for “C.Q.” quality and 
performance. Attractively priced, the line offers size- 
able profit and plenty of satisfied customers. 


New models have been added to the revamped 1947 
“C.Q.” Line. There are motorized, foot-powered, and 
hand operated units to provide a price spread every 
merchant will appreciate. Each carries a selected Ohio 
Stone of high quality grit to do a superior sharpening 
job on all kinds of tools—you can recommend any 
“C.Q.” Grindstone with confidence. 


Realize the profit possibilities pre- 
sented you by this attractive, efficient 
line of modern equipment. Decide to 
become a “C.Q.” dealer now—we will 
supply merchandising assistance. 


Send for this Gree Golder... 


The complete “C.Q.” Line is described 
and illustrated in this file-size folder. Ask for it. 





uu 
ABRASIVES 





1125 GUILDHALL BLDG., CLEVELAND 15, OHIO 
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Gamble Stores and Affiliates Plan 
To Merge As One Organization 


tions to California and the north- 
western states. In 1945 the entire 
business of Macleod’s Ltd., op- 
erating 28 farm supply and ap- 
pliance stores in Canada, was 


A plan for the unification of 
the business and assets of Gam- 
ble-Skogmo, Inc., - Minneapolis, 
Minn., retail and wholesale mer- 
chandising organization operat- 
ing Gamble Stores and six affili- 
ated companies into one unit to 
be known as Gamble-Skogmo, 
Inc., was proposed rec ently to 
stockholders by B. C. Gamble and 
P. W. Skogmo, co-founders of the 
Gamble Stores. The plan has 
been unanimously approved by 
all directors of all companies in- 
volved and will be voted upon 
by stockholders at meetings to be 
held Sept. 26. 

Gamble-Skogmo, Inc., and affil- 
iates own and operate 521 retail 
stores and supply merchandise to 
1,656 authorized dealer stores. 
The companies involved in the 
proposed plan, in addition to 
Gamble-Skogmo, Inc., are Gam- 
-ble Stores, Inc.; Nasco, Inc.; 
Solar Corp., Western Auto Sup- 
ply Co. (California), Gamble 
Skogmo, Ltd., and Macleod’s 
Ltd., the last two being Cana- 
These com- 
retail and 
merchandise 


dian corporations. 
panies conduct a 
wholesale general 
automotive 
furniture, 


business, including 


supplies, household 
electrical appliances, men’s, wo- 
men’s, and children’s clothing 
and accessories, hardware and 
farm tools and equipment. 

Solar Corp., a manufacturing 
unit, makes batteries, washing 
machines, paints and varnishes, 
and motor scooters which are sold 
through affiliated stores and to 
independent dealers. 

Among the purposes of the 
proposed unification plan is to 
provide for a wider distribution 
and broader market for the com- 
mon stock ultimately, unification 
of management of the companies 
and consolidation of accounting 
and numerous other departments. 

Five of the seven companies 
are outgrowths of a small retail 
selling auto parts and 
equipment, opened in 1925 in St. 
Cloud, Minn., by Bertin C. Gam- 
ble and Philip W. Skogmo. They 
had previously conducted an auto- 
mobile agency in Fergus Falls, 
Minn. The operations of the first 
store proved so successful that 


store, 


within three years there were 
nearly 50 stores added and Gam- 
ble-Skogmo, Inc, was founded in 
1928 to simplify the control of 
operations. 

The business expanded rapidly 
through successive additions of 
company and dealer stores and 
in 1939, the controlling interest 
in Western Auto Supply of Cal- 
ifornia was purchased by the 
Gamble interests, carrying opera- 


256 


purchased. 


SCHOOER HEADS GAROD’S 
NEW YORK RADIO SALES 


The Belle Electronics Corp., 70 
Washington St., Brooklyn 1, N.Y., 
announces the appointment of 
Harry A. Shooer as sales manager 
of the Garod Radio distributing 
agency covering greater New 


York, Nassau, Suffolk, and West- 


chester counties. Mr. Shooer’s | 
offices are located at 70 Washing- | 


ton St., Brooklyn, Be 


Mr. Shooer recently resigned | 


a key position with the OPA and 
was connected with the regional 
office in the Empire State Build- 


ing. Mr. Shooer joined the OPA | 


in 1942 and late in 1944 he was 
elevated to regional price special- 
ist with jurisdiction on domestic 
radio receivers and a complete 
range of major electrical appli- 
ances including phonograph 
records, accessories, and photo- 
graphic equipment. 

Prior to his wartime service 
with the OPA, Mr. Shooer was 
well-known in the radio and 
major appliance field, 
directed several sales organiza- 


having 


tions marketing nationally known 


lines. 
WHITING-ADAMS NAMES 
SALES REPRESENTATIVE 


John A. 
Ohio, recently 
Army service as sergeant, has 
been appointed territorial sales 
representative by the Whiting- 


Adams Co., Inc., Boston, paint- | 


brush manufacturers. 


Mr. Hoftyzer, after graduating | 


from college, immediately entered 
the Army. 
tributors for the Whiting-Adams, 
Star Brush Mfg. 


paint brushes in Ohio, Michigan 
and Western New York State. 


PLASTIC TABLE TOPS 
NOW IN PRODUCTION 


As the result of an arrange- 
ment recently completed, the 
R. C. Cox Corp., 205 W. Wacker 
Drive, Chicago 6, IIl., announces 
it will distribute the total output 


of Product Design and Mfg. Corp. 


in New Jersey. The factory is 


currently in production on plastic 


table tops, and it is announced 
that in 30 days there will be 


available in various sizes, com- 


|} and manufacturers’ 


Hoftyzer, Cleveland, | 
released from | 


He will contact dis- | 


Co., Ine., and | 
J. C. Pushee & Sons lines of | 


plete tables for home, office or 


factory use. Production plans in 
the near future include the manu- 
facture of unpainted furniture 
such as chests, vanities, and book 


cases. 


OLD GUARD AND X-CLUB 
TO MEET, OCT. 15 


The “Old Guard” will hold its 
dinner Oct. 15, during the period 
of the joint wholesale hardware 
convention, 
in the Colonial Room of the 
Hotel Brighton, Atlantic City, 
N. J. On the afternoon of Oct. 
15, the X-Club will hold its 
luncheon at the Marlborough- 
Blenheim Hotel. Arrangements 
of both events are in charge of 
George H. Harper, National En- 
ameling and Stamping Co., Mil- 


waukee, Wis. 


VET HARDWARE DEALER 
DESIRES CATALOGS 


The Perlmutter Building Sup- 
ply Co., 179 Broadway, Monti- 
cello, New York, has recently 
reopened for business and _ re- 
quests catalogs and price and 
hardware, 
electrical appliances, building 
supplies, etc. The firm was 
closed for the past five years 


discount sheets on 


while its owner was in the service. 


SYLVANIA RELOCATES 
DIVISION OFFICES 


Sales offices of the Lighting 
Division of Sylvania Electric 
Products, Inc., have been re- 
located in the Washington Bldg.. 
15th and New York Ave., Wash- 
ington, D. C., according to G 
Dallas Rand, sales manager for 
the division. Old offices were in 
the National Savings and Trust 
Bldg. 

The sales offices of the South- 
eastern Lighting Division have 
also been relocated at 1223 Wijl- 
liam Oliver Bldg., Atlanta 3, Ga. 
according to Hugh Saussy, sales 
manager for the Southeastern 
division. Old offices were located 
at 681-685 Whitehall St., S.W., 
Atlanta. 


CORRECTION 

In a “What’s New” description 
on page 159 of the Aug. 29th 
issue of Harpware Ace, describ- 
ing the new Clemson Lawn Ma- 
chine, introduced by Clemson 
Bros., Inc., Middletown, N. Y.., 
it was stated that the grass-cut- 
ting height is adjustable to five 
settings. This is incorrect. for 
this setting and the shear setting 
both operate on a worm gear 
principle that permits an infinite 
number of settings between the 
limits. 


























FAST TALKING, FAST SHOOTING HERB PARSONS 
who mastered the difficult and entertaining feat of talking 
while making even the most difficult feats, is back on the 


road as a Western-Winchester exhibition 





shooter. He is 


shown above with his arsenal of company sporting arms, 
ammunition and targets, used in his cross-country tour to 
make more customers for dealers. 
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HAROLD A. PARKS 


Who has become a member 
of the Advisory Committee on 
Commercial Standards upon 
the invitation of F. W. Rey- 
nolds, acting chief, Division of 


Trade Standards. Mr. Parks 


is secretary-treasurer of the | 


Hardware Manufacturers’ Sta- 


tistical Association, 205 
Church St., New Haven 6, 
Conn. The committee to 


which he has been appointed 
will provide direct industry- 
consumer participation in the 
determination of commercial 
standards’ policies. In effect, 
the committee will be a stand- 
ing committee on over-all 
policy analogous to existing 
standing committees on indi- 
vidual standards. 








NEW INTERESTS OWN 
FRANK T. BUDGE CO. 


The pioneer hardware business 


of the Frank T. Budge Co., in 
the heart of the Miami, Fla., 


downtown section has been pur- 
chased from the estate by Ira 
Guilden and a group of Miami 
men. Through a separate cor- 
Flagler Street 
Properties, Inc., Mr. Guilden has 
leased the building for 50 years 
at an average annual rental of 
$36,940, or a total of $1,847,000. 

Within five years, it is proposed 
to replace the structure with a 
six or seven-story building. The 
present store was the first brick 
building to be erected on Flagler 
St., and the company was found- 
ed by the late Frank T. Budge 
in 1896, the same year that the 


poration, the 


city of Miami was incorporated. | 


A. N. Brady, vice-president and 


manager of the company, who has 


been with this firm since 1910, 
was elected president by the 


directors, and announces that the | 
| various kinds of American Phil- 
lips machine screws, sheet metal 


company will become more ag- 
gressive. The retail store, with 
a 50-foot frontage on Flagler and 
extending back 165 feet on 


Miami Ave., will be painted and | 
redecorated inside and out, and | 
will be modernized. The whole- | 
sale warehouse in the Dallas park 


department will be expanded. 

Other officers elected by the 
Budge Co. are: George U. Rob- 
son, vice-president and director; 
N. V. Maxwell, treasurer and 
director; Stuart W. Patton, secre- 
tary and director; Oscar FE. 
Dooly, Jr., and Samuel Perlman, 
directors. R. D. Maxwell, the 
original partner of the founder, 
is retiring from the company, as 
is J. A. Wright, Jr., as secretary. 


FOSTER MFG. GETS 
ALKEMI SOIL ACTIVATOR 
RIGHTS 

Exclusive distribution rights to 
the Alkemi Soil Activator have 
been granted to Foster Mfg. Co., 
Buffalo, N. Y., according to an 
announcement by Everett Foster, 
president. 


AMERICAN SCREW CO. 
TO MOVE TO NEW, 
MODERN PLANT 


Sometime in November, the 
American Screw Co., Providence, 
a 
of moving to its 


new, modern 


area will be enlarged, and this / 


will begin the long process 


plant at Willimantic, Conn. Al- | 


though the company will 
tinue to operate one plant in 
Providence where it has been 
located for the past 108 years, 
the spacious, air-conditioned 
headquarters in Willimantic will 
hereafter be the main production 
center. 

Company officials estimate that 


| the complete changeover to the 
approxi- | 


new plant will take 
mately a year to accomplish, the 


gradualness of the transfer being | 


so arranged that there will be no 
interruption or loss in the pro- 
duction schedule. Customers, 
therefore, will in no suffer 
any diminution in their supply 
of American products. 

The new premises cover a total 
of 87 acres, and the new, fire- 
proof, brick-and-concrete build- 
ings, which contain nearly 400,- 
000 sq. ft. of floor 
equipped for maximum produc- 


way 


space, are 
tion efficiency. 


entirely to production, contains 
over 318,000 sq. ft. of manufac- 
turing space. This huge produc- 
tion area is one gigantic room 
under one roof and on one floor. 
Here under ideal working con- 
including air condition- 
ceilings 


ditions 


ing, sound absorptive 


and floors and fluorescent light- 
ing will be manufactured all the 


screws, wood screws, and stove 
bolts, as well as a limited amount 
of slotted new 


products, now in the final stages 


screws. Some 


of development, will also be man- 
| 


ufactured there. 


con- 


The main build- | 
ing, which is given over almost | 































































) What's in a name? 


The dictionary says a name is “a 
distinctive appelation by which a thing is 
known.” CAMILLUS on the tang desig- 

nates a truly distinctive pocket knife. 
Why? Because fine quality is the first 
consideration of Camillus manufac- 
ture...fine quality at reasonable cost. 
Because seventy years accumulated 
knowledge — plus expert design, 
skilled workmanship, precision pro- 
duction and ruthless inspection — 
backs up this drive. This fine qual- 
ity in your customer's hand turns 
interest into a sale...turns sales 
into greater profit—for you. 
That’s what the name CAMILLUS 
means — greater profit for you. 
Camillus Cutlery Company, 
New York 17, New York. 






























































one of the oldest and largest 





manufacturers of knives in America, 
founded 70 years ago by Adolph Kastor 
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CAMILLUS 
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Postwar burnproof cover 
is here now! 


DEVELOPED BY U. S. RUBBER CO. 
FOR FIREFIGHTERS’ SUITS! 


ELLS ON SIGHT! 


Better-looking ironed work. 
Elastic binding for easy fit. 

For the present, only a lim- 

ited supply of these cover 
and pad sets are available. 
#Reg. U.S. Pat. Off 


The asbestos ironing board 
cover housewives dream 
about! Actually burnproof! 
Much safer and longer lasting! 
Washable! Easier to iron over. 


IRONING BOARD COVER 








HARDWARE BRIEFS 








ARKANSAS 


E. H. Yates has opened a hard- 
| ware store in Stephens, Ark, 


CALIFORNIA 


| Byron Sharpe has opened a 
| modern hardware and appliance 
| store at 535 S. Tyler Ave., El 
| Monte, Calif. 


| 
Albert Landsberg and Harry 
| Talsky have opened a modern 
hardware and appliance store at 
| 1060 S. Fairfax Ave., Los An- 
geles, A complete record depart- 
| ment is a trade building feature. 
| Both partners have just returned 
| from the service. 


] 
| Louis Wiener, who was in the 


| prietor of the newly opened 
| Pepper Tree Hardware Co., at 
| 12042 Burbank Blvd., in Bur- 
| bank, Calif. 

| 


| GEORGIA 


The Perkins-Corbitt Hardware | 


Co., recently opened in Willa- 
coochee, Ga., carries a line of 
electrical home appliances as well 
as hardware. The owners are 
| J. W. Corbitt and T. C. Perkins. 


IOWA 


William J. Gross, 71, Clarinda, 

Ia., has retired after 41 years as 

|a hardware salesman. He has 

| been on the road for the Harper 

| McIntire Co., of Ottumwa, Ia., 
| in southwest Iowa since 1904. 

MARYLAND 
The firm of the Clark & Ow- 


} ings, Ellicott City, Md., will be 


| dissolved on or after Oct. 1, ac- 
| cording to Edward T. Clark, and 
Mr. Owings will take over the 
International Harvester line and 
to a new location. The 
present business will then be 
continued under the name of 
Edward T. Clark & Sons, Mr. 
Clark’s two veteran sons, joining 
him in the firm. 


move 


MINNESOTA 


Albert A. Jacobson, in busi- 
ness in Rolla, N. D., since 1931, 
has bought a hardware store in 
Hastings, Minn. 

MISSOURI 

The Central Hardware and 
Auto Supply Store was expected 
to open in Washington, Mo., the 
first week of September. Louis 
Pues is owner. 








plumbing business in New York | 
| City for 24 years is now pro-| 





Arthur E. Johnson has _pur- 
chased a two-story brick building 
at the northwest corner of 39th 
and Bell Sts., Kansas City, Mo., 
for his Johnson Hardware Co., 
occupant of the corner since 1921, 


NEW JERSEY 


The Keyport Hardware Co., 26 
W. Front St., Keyport, N. J., has 
purchased the three-story build- 
ing, part of which it now occu- 
pies. The additional space will 
be used for expansion of its ap- 
pliance lines and further devel- 
opment of an industrial supply 
division. 


NEW YORK 


P. and H. Hardware, estab- 
lished by two war veterans, 
Bernard Pollick and Bernard 
Hallam, in October, 1945, has 
moved from 92-12 168th St., 
Jamaica, N. Y., to 79-07 Jamaica 
Ave., Woodhaven, N. Y. The 
partners designed and _ installed 
the fixtures themselves on a plan 
which enables their retail cus- 
tomers to see and handle prac- 
tically every item in stock. 


NORTH DAKOTA 


The Edgeley Hardware Co., 
Edgeley, N. D., is completing its 
new building. 

OKLAHOMA 

Earl Grindstaff and son have 
opened the new Stillwater Furni- 
ture and Hardware Store at 1207 
Main St., Stillwater, Okla., in a 
new modern brick and_ steel 
building. 


TEXAS 


Fire of undetermined origin 
caused an estimated damage of 
$40,000 when it swept through 
the building housing the Lub- 
bock Hardware and Supply Co., 
607 Main St., Lubbock, Texas. 
Aug 11. 

All fire-fighting equipment of 
the city was called out to battle 
the blaze. Water and smoke 
damage to the stock was said to 
be heavy. 

The firm is owned by A. E. 
Miller and his son, Earl D. Mil- 
ler, of Lubbock, and C. P. War- 
man, Wichita Falls. 

Stock in the store at the time 
of the fire was estimated at $50,- 
000, of which approximately 
one-third may be salvaged, ac- 
cording to A. E. Miller. He said 
he believed insurance would 
cover most of the loss. 
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OSCAR BENSON COVERS 
MANHATTEN-BRONX 
FOR CORBIN 


Oscar E. Benson, A.H.C., has 
been appointed to represent the 
P. & F. Corbin Div. of the Amer- 
ican Hardware Corp., New 





OSCAR E. BENSON 


Britain, Conn., in a sales capac- 
ity and will cover the Manhatten 
and Bronx territory in New York. 

Mr. Benson, an experienced 
builders’ hardware man, was 
connected with the Sargent Com- 
pany of New Haven, Conn., for 
33 years and served that organi- 
zation as field representative 
from 1921] to 1941 in the greater 
New York, Long Island, West- 


chester County and Connecticut 


territory. 

When our country’s defense 
program got under way in 1941, 
Mr. Benson was transferred to 
the builders’ hardware contract 
division of the Sargent Company 
where he was identified with spe- 
cification writing and interpreta- 
tion, estimating and detailing. In 
1942, to meet the urgent need 
for a qualified hardware man in 
the export department, Mr. Ben- 
son was named to that post. As a 
result he became familiar with 
hardware procedure and require- 
ment peculiar to the field of 
foreign trade. 

Mr. Benson, a native New 
Yorker, is a member of the 
American Society of Architec- 
tural Hardware Consultants. 


FARM ELECTRIFICATION 
MEETING, NOV. 7-8 


The 1946 National Farm Elec- 
trification Conference discussed 
recently by representatives of 
farm and farm equipment manu- 
facturers’ groups will be held at 
the Hotel Sherman, Chicago, 
Nov. 7-8. The meeting will not 
include any exhibits. 


The conference is designed “to | Bros. Co., Inc., and Remington | 
bring together individuals and| Arms Co., Inc. 


| the Army Air Forces. 





| turers’ 





groups interested in raising farm 
living standards and reducing 
farm production costs by increas- 
ing the profitable uses of elec- 
Attending the | 
meeting 


tricity on farms.” 
recent organizational 
were representatives from the 
\merican Washer & Ironer Man- 
ufacturers’ Assn., and the Na- 
tional Association of Farm, Wa- 
ter Supply Equipment Manufac- 
turers, 


BRAWLEY REPRESENTING 
G.E. CLOCKS IN BOSTON 


John B. Brawley has been ap- 
pointed Northeastern District 
clock representative for the Gen.- | 
eral Electric Co., 1285 Boston | 
Ave., Bridgeport 2, Conn., it has 
been announced by C. A. Reeves, | 
district manager. | 

Mr. Brawley joined the G-E| 
clock division a year ago after | 
serving overseas as a captain in | 
Prior to | 
the war he was in the insurance 
business, 

His new headquarters are in| 


Boston. 


DISTRIBUTION COUNCIL 


Don G. Mitchell, president of 
Sylvania Electric Products, “0 


| 
SYLVANIA PRESIDENT ON | 
| 


New York City, has been named 
to serve on the National Distri- | 
bution Council, according to a 
recent announcement made by | 
Secretary of Commerce Henry | 
4. Wallace. The Council, com- 
prised of twenty-nine of the| 
country’s outstanding sales, mar- | 
keting and research executives, 
was formed for the primary pur- 
pose of helping American indus- 
try improve its distribution ca- 
pacity and efficiency. 

Mr. Mitchell is a former head 
of the Marketing Division of the 
American Management Associa- 
tion. This association recently 
awarded Mr. Mitchell a_ meri- 
torious citation for distinguished 
service to the science of market- 
ing. His award was based on 
the expanded concept of market | 
research employed at Sylvania 


Electric. 





WEST INDIES AGENCY 
HAS 50TH ANNIVERSARY 


Alec Russell & Co., manufac- 
agents in Georgetown, 
Demerara, British Guiana, with 
branch offices in Port-of-Spain, 
Trinidad and Bridgetown, Bar- | 
bados, is celebrating its 50th | 
anniversary. 

Some of the American firms | 
represented by the concern are: 
Collins Co., Henry Disston & | 


Sons, Gillespie & Co., Jacobs | 
| 


| 


A “DOWNSTAIRS” HAMPER 


TO YOUR CUSTO 



















of the kitchen or 


in the kitchen or pant 
room. Their colors h 


good designs an 
Hampers attract 


And the Whitney qu 


ship gives your custo 
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AN EXTRA HAMPER tucked into a corner 


the pantry is a great boon 


to busy homemakers. It’s always ready and 
waiting for soiled table and kitchen linens. 


Saves time. Saves steps. 


Whitney Hampers are just as much at home 


ry as they are in the bath- 
armonize with the popular 


kitchen decorative schemes. Their tailored 
styles combine well with the functional 
designs of other kitchen equipment. 


Sturdy construction insures long service . . . the 


d lovely colors of Whitney 
your customers’ attention. 


The Fact Tag on every hamper helps your 
salespeople to make sales easily and quickly. 


ality 


of materials and workman- 


mers 


lasting satisfaction. 


Preferred 
in the Past... 


Preferred 
in the Future 






F. A. WHITNEY CARRIAGE COMPANY © Since 1858 


Leominster, Massachusetts 
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Advances made by the me-) 
chanical refrigeration industry in | 
the development of refrigeration | 
and air conditioning equipment | 
for home and commercial use 
will be revealed this fall when 
the industry holds its first na- 
tional exposition since 1941. 

Due for unveiling at the Fourth 
All-Industry Refrigeration and 
Air Conditioning Exposition in 
the Cleveland Public Auditorium, 
Oct. 29 to Nov. 1, after nearly 
six years of war imposed “black- 
out.” will be the newest products 
ind latest improvements of the 
entire mechanical refrigeration 
and air conditioning industry. 

Sponsors of the exposition are 
the Refrigeration Equipment 
Mirs Asseciation, comprising 
100 member companies which 
manufacture all types of refriger- 
ation and air conditioning equip- 


Refrigeration, Air Conditioning Show 
To Be Held in Cleveland, Oct. 29-Nov. 1 | Joh» Armes 





sentatives have been named: 
John Armstrong, New England 
Atlantic States; 


ment; and the Frozen Food] Bonnie I. Smith Co., Southeastern 


Locker Mfrs. and Suppliers As-] area; Sidney Glass and Jerry | 


sociation, members of Southwestern _ terri- 
build and equip 


locker plants, now 


which | McCauley, 


country. It will be the first time | and George Geider, Pacific states. 

the frozen food equipment in-| The Midwest territory will be 

dustry has participated in an all-| handled from the Chicago office 

industry show on a large scale.| under the direction of G. W. 
The exposition also will mark | Hanney, vice-president and gen- 

the first time since January, 1941.| eral sales manager. 

that the entire industry has had 


la complete showing of its prod- DENVER mannerane FIRM 


ucts and this year’s event will 
be by far the largest in its his- 
tory. Reservations for floor space 
are two to three times greater | ©0., 1529 Fifteenth St., Denver 2, 
than ever before and it is ex-| Colo., wholesale and retail hard- 
pected that more than 300 ex-| ware firm established in 1871 is 
hibits will be crowded into 75.000 | celebrating its 75th business an- 
niversary this year. 


IN 75th BUSINESS YEAR 


The Moore Hardware and Iron 


square feet of space in four ex- 
hibition halls of the huge Cleve- 
land Auditorium. 


DEUTSCH-STRICKLER IN 
NEW HAMPER PLANT 








WALTER H. ALLEN CO., 
TEXAS WHOLESALERS, 
IN NEW PLANT 


Construction of its new build- 
ing now being completed, the 
Walter H. Allen Co., Inc., dealer- 
owned hardware wholesalers, have 
moved to the functionally de- 
signed one-story plant at 6210 
Denley Drive, Dallas, Texas. 

Of brick and steel construe: | 
tion, the new building has 62,400 | 
square feet of floor space, of 
which 57,000 square feet are 
devoted to warehouse. 

The company, which antici- | 
pates a $2,500,000 business this 
vear, is the brain-child of Walter 
H. Allen who travelled for many 
years as a hardware manufac 
turer’s representative. Convin 
ing nine Dallas area hardware 
store owners that his idea of col 
lective buying through a single 
stores-owned wholesaler was pra 
tical, Allen started the company 
ten years ago with a working 
capital of $10,000 and a 20 x 40 
foot building serving as office 
and warehouse. 

The firm now has a working 
capital of $300,000 and is owned 
by 117 retail hardware stores, 


ind by Mr. Allen. 


CHAIN BELT COMPANY 
BUYS DEFENSE PLANT 


Chain Belt Co. has materially 
increased its plant capacity 
through the purchase of the 
heavy ordnance plant, constructed 
for the Defense Plant Corp. in 
West Milwaukee. 

The plant, built in 1943, is a 
one-story structure with a two- 
story office bay. It has a front- 


260 


360 feet, giving it ; : 
: fee » og, ae — of opened its new plant at Easton, 
about 317,500 square feet. Present | , , ‘ 
Pa., for the production of its 


plans call for its use in the man- 

; bathroom 
ufacture of chain belts and some 
construction machinery. 


“Coronet” brand of 
| hampers. These hampers feature 
new styling and new construction. 


; | The “L” shaped building at 
JUICE KING’ ANNOUNCES | Easton provides over 100,000 feet 





SALES REPRESENTATION | of floor space and has, in addi- | 


In support of an extensive pro-| tion, five loading platforms and 
motion on the _ Single-Stroke| a railroad siding. Over 1,000,000 
“Juice King” home juicer, the| sq. ft. of storage space is avail- 


National Die Casting Co., Touhy able for the drying and seasoning | 


Ave. at Lawndale, Chicago 45, of lumber. The factory features 


| has announced the completion of a production line of over 400 


its national sales organization. feet. 











BACK FROM SWEDEN: Bernard H. Fuller, president, 


| Fuller Tool Co., Inc., 1164 Garrison Ave., New York 59, 


manufacturer of mechanics’ hand tools, recently completed 
his second trip to Sweden in five months, traveling on trans- 
atlantic airliners. In his first trip last March he completed 
negotiations with Eskilstuna Jernmanufactur of Eskilstuna, 
Sweden, manufacturer of Crown and Anchor brand carpen- 
ters’ wood chisels and table cutlery blades, to represent that 
firm exclusively in the United States and Canada. The Swedish 
concern will likewise have exclusive representation for the 
Fuller line in all Scandanavian countries. 


The following territorial repre- | 


frozen food] tory; Bert Clark, Iowa, Kansas, | 
numbering | Missouri and Nebraska; Louis | 
more than 7,000 throughout the} Brady, Rocky Mountain region, | 


Deutsch-Strickler, Inc., with | 
offices and showrooms at 1145 | 
age of 860 feet and a depth of Broadway, N. Y., on Aug. 10 | 


TRIPLE MILL SUPPLY 
CONVENTION, MAY 11-14 
The Triple Mill Supply Con- 
vention will be held in 1947 at 
Atlantic City, N. J., from May 
11-14, it has been announced }by 
| Theodore F. Smith, president ot 


| the American Supply & Machin- 
ery Manufacturers’ Assn., 1108 
Clark Bldg., Pittsburgh, Pa. Mr. 
Smith also made known that the 
approximately 400 rooms will be 
made available at the Hotel Tray- 
more, which will be the associa- 
tion’s headquarters. Joining with 
the American association in the 
convention are the National 
Supply & Machinery Distributors’ 
Association, 505 Arch St., Phila- 
delphia, and the Southern Supply 
& Machinery Distributors’ Asso- 
ciation, 712 Volunteer Bldg., At- 
| lanta, Ga. 


COUNTY HDWE. NAMES 

MERCHANDISING MGR. 

Jack Pasternack, former hard- 
line retailer with Montgomery 
Ward, has been named merchan- 
dising manager of the County 
Hardware Corp., Mt. Vernon, 
N. Y. according to Jack Klarman, 
president. Mr. Pasternack was 
with Montgomery-Ward for the 
past eight years and previously 
had been associated with several 
large hardware firms. The County 
Hardware, retailer of hardware, 
housewares, appliances, paints, 
china, and glassware, electrical 
supplies, plumbing and building 
materials, recently expanded its 


quarters. 


HACKETT BROTHERS 
ARE NOT WITHDRAWING 
FROM BUSINESS 

In a news story which appeared 
on these pages of the Aug. 29 
issue, about a change in the or- 
ganization of Geo. W. Hackett 
& Sons, Sunbury, Pa., and its 
associated branches, the East 
End Hardware Co. and Hackett’s 
Middleburg Hardware, it was 
erroneously stated that the elder 
members of the firm had dis- 
posed of their interests. 

It should have been stated that 
the senior partners, J. Hurst 
Hackett and George Hackett. has 
disposed of just part of their 
interests in the business. Both 
continue as active partners in 
the firm and have no intention of 
withdrawing at this time. 

Part of the interests of the 
two elder partners have been ac- 
quired by George Snyder Hackctt. 
son of George Hackett; Hurst 
Welliver Hackett, Robert Clymer 
Hackett and James Eckman 


Hackett, son of J. Hurst Hackett. 

| and George Lee Hoffman, hus- 
band of the former Theodosia 
Hackett, daughter of J. Hurst 
Hackett. 
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You sell moments of thrill, hours of SAL- KING - LIST RICE s4so 


fun, when you sell this truly magnifi- | 


cent motor... the New 1947 Blue 
Ribbon Champion. 
Champion’s instant startability, slow trolling pace, vast 
potentials of power mean Pleasure Ahead for your cus- 
tomers... Profits Ahead for you. 
4.2 HORSE POWER ‘ CERTIFIED 
Some of the Features that Make Champion Famous . 
Patented dual internal rotary valve . . . Scintilla high 
voltage magneto insures instant starting . . . Constant 
level, concentric float carburetor . . . Forged steel con- 
necting rod with needle bearings . . . Rotary impeller 
pump; positive trouble-free cooling . . . Front panel 
control makes simple, convenient operation. 


Every Blue Ribbon Champion 
Carries this Seal of Quality 


CHAMPION 


OUTBOARD MOTORS CoO. 


MINNEAPOLIS, MINNESOTA 
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New lightweight single-action Sal-King is guaranteed. 
Weighs 434 oz... . has the durability and —— of a 
heavy reel. Finest precision construction . . . all-cluminum 
with special anodized finish to prevent corrosion. Fits all 
fly rods; holds 100 yards of line. Adjustable click regu- 
lates drag. Sul-King is handsomely packaged for over- 
the-counter sales appeal. Priced for quick turnover. 


e IMMEDIATE DELIVERIES 


Lord Weldon Fly Rod Reel. All Fishing Rods, four styles—one and 
metal; etched finish prevents corro- two piece rods. Light, sturdy, all- 
sion. Single action, flyweight. Holds _ steel with wooden handles, special 
over 50 yards of line. end tip and strong, steel 


Guaranteed. List price . . $3. 50 end piece. List price. . . $2. 00 


DeLuxe Two-Piece Sand Spike— Reel Seat—topered sliding band 
chrome finished, collapsible. Holds holds large or small reel. Steel; 
any size pole...fits all zinc-plated. List price per 


tackle boxes. List price. , $2.00 dozen .. . $2. 00 


Calcutta Bamboo Poles and Fishing Rods SOON! 
Write for full information 
—Give name of jobber 


ROYAL ENGINEERING CO. 


1333 FOLSOM STREET - SAN FRANCISCO 3. CALIFORNIA 
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UCING 


Yyurile 
SALT ‘N 


PEPPER 
Shaker Set 


Crisp design, sparkling colors com- 
bine with modern plastic to fashion the 
new Burrite Salt & Pepper Set 
display counter showpiece! 

In two-tone or solid plastic colors, 
with transparent plastic center. Screw 
tops, heavily threaded, marked with 
molded ‘S” and “P’”’. Knife sharp aper- 
tures insure free flow. Wide base mini- 
mizes tipping. 

Packed one dozen sets (24 shakers) 
to the box, 8 boxes to carton. Shipping 
weight 10 pounds. Code word: ‘‘Salp.” 

Write or wire Dept.H-9 for prices 
and delivery. 


Pa 
NEW 


















Cable Address 
“Burrite’ L.A. 


3831 VERDUGO ROAD, LOS ANGELES 41, 
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STEPHEN M. RYDER 


Stephen Morse Ryder, presi- 
dent of the Chisholm Ryder Co., 


Niagara Falls, N. Y., died Aug. | 


31, after a short illness, three | 


weeks after his 88th birthday. 


Mr. Ryder was born aboard a 
whaler in the North Atlantic and 
spent the first two years of his | 
life at sea. After a varied career 
of sailing, schooling and teaching 
he entered the food processing | 
machinery field in 1903, becom- | 
ing associated with the Chisholm. | 
Scott Co. in the manufacture and | 
sale of pea viners. In 1925 he} 
purchased the Chisholm - Scott 
Co. for S. M. Ryder & Son Co., | 
later forming the Chisholm-Rgder 
Co. In 1932 the Premax Products 
Co., Niagara Falls, was incorpo- 
rated with the Chisholm-Ryder 
Co. and is now operated as a) 





STEPHEN M. RYDER 


division. The American Utensil 
Co., Chicago, and the Niagara 
Searchlight Co., Niagara Falls, 
manufacturers of flashlights and 
electric lanterns, were later ac- 


quired, 


EVAN KNUDSON 


Evan Knudson, 55, president 
of the Henkle & Joyce Hardware 
Company, wholesale firm of Lin- 
coln, Neb., died August 30 in 
Lincoln. Born at Rexford, Kan., 
Mr. Knudson had operated hard- 
ware stores in Rexford, Good- 
land, and Brewster, Kan., before 
coming to Lincoln in 1938, when | 
he became associated with Hen- 
kle & Joyce. 

Mr. Knudson was a past direc- 
tor of the Western Retail Hard- | 
ware and Implement Association. | 
He was also a member of the | 


Chamber of Commerce and served | 












as chairman of its wholesale com- 
mittee. He had been past com- 
mander of the American Legion 





EVAN KNUDSON 


at Goodland, Kan., and was also 
a past president of the Good 
land chamber of commerce. 


Survivors are, his widow, Mrs. 


| Thelma Knudson; two sons, Jack 


Knudson, of Goodland, Kans., 
and Curtis Knudson of Lincoln, 
Nebr.; three brothers and one 
sister. 


CHARLES E. BROWN 


Charles E. Brown, who traveled 
for the Shapleigh Hardware Co., 
wholesale hardware firm of St. 
Louis, Mo., for more than 30 


| years passed away at his home in 


Mt. Vernon, Ill., on August 14. 
After entering the employ of the 
Shapleigh organization in 1911 
and serving his apprenticeship in 
the,stock department, he was as- 
signed an important territory in 
Illinois which he covered until 
the time of his death. Mr. Brown 
was very active in forming the 
American War Dads and held 
the office of local commander 
and state director of that organi- 
zation. 





Cc. E. BROWN 
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WALTER R. SCHLAGE 65. Born in Jersey City, N. J., 
Mr. Stoldt went to Stamford as 
a youth and soon afterward 
oined the lock company. A s: 
ter survives, 





Walter R. Schlage, 63, whose 
invention of the cylindrical push 
button lock led to the organiza- 












JOHN T. JONES 


John T. Jones, 73, former 
Dalhart, Texas, hardware store 
|} owner, and brother of Jesse 
Jones, former Secretary of Com- 
merce, died at his home in 
Houston, Texas, Aug. 14, after 
many months of illness. 













WILLIAM P. FOSTER 


William P. Foster, 85, a former 
partner in the firm of Mathews 
& Boucher Hardware Co., Roch- 
ester, N. Y., died Aug. 16. 



















WALTER R. SCHLAGE 






tion of the Schlage Lock Co., | 
San Francisco, Calif., passed| JOSEPH D. KAVANAGH 
away Aug. 23. | Joseph D. Kavanagh, 65, super- 
Mr. Schlage came to America | jntendent of plant protection at 
from Germany in 1902. At first he| Remington Arms Company, 
traveled extensively in this coun- | Bridgeport, Conn., died of a 
try and South America but in | j;eart attack August 23. 
1906 made his permanent resi- Mr. Kavanagh, who enjoyed a 
dence in the San Francisco bay | world-wide acquaintance among 
area. There he worked as ~ ma-| Jaw enforcement officials, was 
chine shop foreman for i2 years. | known as the dean of plant pro- 
His realization that the conven-| tection executives and took an 
tional type of door locks had! active part in the panel discus- 
hardly been changed for centu-| sions on the subject at the an- 
ries caused him to concentrate| nual meetings of the Interna- 




























his experimentation on a new and | tional Association of Chiefs of 
revolutionary type of lock. His | Police, of which he was an as- 
first experiments resulted in an sociate member. He was a mem- 
electric lock, a push-pull knob} ber of the Connecticut Chiefs of 
and tilting knob lock. With those | Police Association, the New Eng- 
improvements, he quit his ma-| land Chiefs of Police Associa- 
chine shop job and devoted all tion, the National Identification 























his time and effort to lock de-| Association and was the organ- 

velopment. izer of the Connecticut FBI Na- Photo Courtesy 
With the development of the | tional Polic Academy Associates. Marshall Field & Co 

cylindrical push button lock, re- He organized and trained the 





ward came to Mr. Schlage and 
being an inventor and engineer, 





Remington Arms Company guard Distinctive styling in any building begins 

; : force. A former alderman of the 
he desired only to devote himself ‘ ' , . 

: city of New York, Mr. Kavanagh 

to the development and _ refine had | ie chisel Build — led 

° é ee = yoyee oO “} ° orr y + > ye = re 

ment of a whole line of locks te on ee pa. y < correct Nardware. Dullders Nardware style 

ington Arms Company _ thirty 







with correct planning . . . naturally includes 









by SAGER embodies the complete cycle 






fit every purpose. In this he had 







the backing of Charles Kendrick | °*** , - ; 2 rod 
wie caoniak “i 08 << on x of traditional period design. Each SAGER 





























locks were produced under the product, in a full and complete line, is 


most modern industrial methods. 
Thus began the development of 
the Schlage Lock Co. 

Mr. Schlage leaves his widow. 


authentic, a characterful reproduction of 


the original . . . combined with durability, 







convenience and ease of installation. 
and a son, Ernest, who is en- ; ee ne 
Slnsee at the Bililens Lack Co Builders hardware styled by SAGER insures 


both character and lasting satisfaction. 











JOHN F. STOLDT 


John F. Stoldt, sales manager 
of the specialty sales division for 
the Yale & Towne Mfg. Co.. 
Stamford, Conn., who two weeks 
ago celebrated his fiftieth year 
with the concern, passed away 


recently at his home. He was J. D. KAVANAGH NORTH CHICAGO, ILLINOIS 






BETTER STYLE IN BUILDERS HARDWARE by 
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AGENTS 


NEW YORK: 45 Warren St BOSTON: 115 Broad Street 


SAN FRANCISCO: 703 Market St. 
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HARDWARE MAN’S SONS | 
OPENS NEW STORES | 


Two sons of Roy R. Robe, Sr. | 


who operates Robe’s Hardware | 


& Auto Supply Store, 22-24 E.| 
Sixth Ave., Emporia, Kan., have | 


entered the hardware business. 
Donald Eugene Robe has opened | 
a hardware store in Eureka, Kan. | 
and Lyle A. Robe, who until re- 
cently was a captain in the Army 
has opened a modern store in | 
Arkansas City, Kan. A _ large} 
share of the buying for both new | 
stores will be done through the 
Emporia store. 

Mr. Robe, Sr. started in the} 
trade 13 years ago with $1500, | 
part of which he lost in a bank | 
failure. He rented a one-store 
and basement location and began 
with no knowledge of the trade. 
Mr. Robe knew farm 


collars and put on no white col- 
lar airs, to which he attributes 


much of his success. 


MAJOR JOHN HESSION 
ON THE SIDELINES 
AT CAMP PERRY 
Major John Hession, for al- 
most 40 years one of America’s 


greatest match rifle shooters, was | 


sitting on the sidelines at the 
National Rifle Matches at Camp 
Perry, Ohio, August 31 through 
September 8. 

Dean of American match shoot- 
ers, Major Jack has held every 
world’s record from 200 to 1,000 
yards and has attended every 
National Rifle Match since they 
were inaugurated in 1907. This 
year, Major Jack acted as expert 
adviser to the great number of 
war veterans who competed for 
the first time. 

Now, Winchester manager of 
shooting promotion, Major Jack’s 
mdést spectacular feats occurred 
at Camp Perry. He won the All 
Comers Long Range Aggregate 
in 1908; the Marine Corps Cup 
in 1913, the same year that he 
shot with three victorious U. S. 
teams, the Palma, International 
and Pan-American, and in 1920 
the Adjutant General’s Match at 
800, 900, and 1,000 yards with 
a perfect score plus 14 bull’s- 
eyes, one of his many world’s 
records. 

Other imposing victories over 
the years include the two-time 
winning of the Wimbledon Cup 
and four championships in eight 
starts at the Metropolitan 
Matches, one of the America’s 


stiffest competitive shoots. In 


folks and 
they liked him, for he dressed in | 
simple clothes and wore no white | 





in the latter event setting four 
world’s records, which included 
a run of 102 consecutive bull’s- 
eyes. 


H. B. IVES CO. APPOINTS 
MIDWESTERN SALESMAN 
The H. B. Ives Co., manufac- 


turers of builders’ hardware, New 


Haven, Conn., has announced that 


Armin J. Keller has joined the 


ARMIN J. KELLER 


company. He will be its midwest 
ern representative with head 
quarters in Chicago. Before join- 
ing Ives, Mr. Keller was in the 
sales department of General 
Mills, Inc., of Minneapolis, Minn 


CORY USES THEATRE 
TO TEACH PROPER 
SELLING METHOD 


Increased emphasis is 
placed upon proper sales training 
at Cory Corp., manufacturers of 
Cory Glass Coffee Brewers. An- 
ticipating the need for a well 
integrated program of sales train- 
ing to meet forthcoming competi- 
tive selling in the appliance field, 
Cory is intensifying its efforts to 
effectively train its own sales 
force as well as that of Cory 
jobbers and dealers. To help do 


this, the Cory Corp. has built 
221 


being 


into its executive offices at 
N. LaSalle St., Chicago, a new 
“theater training room. 
This room will serve as the focal 
training 


style” 
point for an intensive 
program built around the use of 
sound slide film presentations of 
how they 


Cory products and 


should be sold. 

Management representatives of 
key dealers and jobbers will be 
shown Cory films in a series o/ 


1925 he established a new world’s | meetings designed to sell them 


record for the Palma, 225 x 225| on the importance of formulating 


and repeated the performance | similar sales training programs 
the same day in the team match.| for their own people. 
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@ Hardware dealers all over the country are cash- 
ing in on the sale of Stewart products. A few are 
shown below. There are many others in iron, wire 
and bronze. You make no investment, and you are 
not required to carry any stock. Plan NOW to get 
your share of a tremendous backlog of this business. 
Write for complete details. There is no obligation 
whatever. 
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Stewart Chain Link Wire Fence will be available in various 
heights and weights with or without barbed wire overhang. 
Style 0TH shown. 















Stewart Wire Window 
Guards fit any size 
or shape opening. 
Available now for 
protective purposes. 
































Steop Railings are - 
used extensivelyby / — 
builders of small 

homes. Made in 
various designs. X\ 
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llitapaco tACE PAPER PLACE 
ges ¢ MATS AND DOILIES IN THE... 
HIGH UNIT-SALE “HANDY PACK’ 


You multiply your unit-sale many times over with the Milapaco 
HANDY PACK — 100 beautiful Lace Paper Place Mats or Doilies 
Stewart Plain and Ornamental tron Railings for stairs, porches to a package. It's a quick self-seller, with its full size illustra- 
= Sukeamadinen variety of standard tion on each package and “how-to-use-them"™ suggestions on the 

package back. Try a display of Milapaco HANDY PACKS in 
your paper products department and watch the sales and profits 
mount by themselves. 










































































































THE STEWART IRON WORKS CO., INC. 
1337 Stewart Block Cincinneti 1, Ohic 
Experts in Metal Fabrications Since 1886 





MILWAUKEE LACE PAPER CO. 


ESTABLISHED 1898 


1306 E. Meinecke Ave. ® Milwaukee 12, Wis 





BRANCH OFFICES AND WAREHOUSES 


98 BLEECKER ST... NEW YORK 12, N.Y 
1018 SANTA FE AVE., LOS ANGELES 21, CALIF 
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OPA BOOSTS RETAIL CEILINGS 


OF STANDARD WIRE NAILS 


Retail mark-ups for keg lots raised 20 P.C. if bought 
from jobber; 30 P.C. if direct from manufacturers. 
In quantities less than 25 lbs., maximum retail prices 


8, 


Ceiling prices for retail sales 
of standard wire nails were raised 
by the Office of Price Adminis- 
tration in an action which brings 
the retail of 
one regulation. 


sales nails 


Aug. 


increases 


The action, effective 23, 
1946, reflects the pre- 
viously authorized by OPA for 
nail manufacturers and jobbers. 
The order all standard 
wire nails, brads or staples, in 


covers 


cluding bright wire, cement coat- 
ed, and galvanized nails, such as 


common nails, fine nails, finish- 


ing nails, shingle nails, roofing 


nails, hinge nails, flooring brads, | 


and metal lath staples. 


Since retailers formerly 
ceived a higher margin on sales 
made on the pound basis, this 


new action seeks to protect large 


quantity purchasers, such as con- | 


apply- 
mark- 


and farmers, by 


same 


tractors 
the 
up on sales of 25 pounds or more 
as is for keg lot 
the same time keg lot mark-ups 
are The 
aimed at the practice of retailers 
breaking keg lots to sell 
nails on the pound basis, a much 
to the 


Ing percentage 


used sales 


increased. action is 


more costly method 
tractor. 

On the average, a slight price 
for sold 
on the pound basis, that is, in 
quantities of less than 25 Ibs. 


increase is given nails 


The action establishes the ceil- 
ing prices on the pound sale of | 
extras 


nails by reference to the 
they take. An “extra” means the 
quoted additions to the base 
price for adjustments for sizes, 
special features and galvanizing. 

In line with previous action on 
jobbers’ sales, the mark-ups for 
retailers selling keg lots is raised 


to 20 per cent if purchased from | 


a jobber, to 30 per cent if bought 
direct from a manufacturer. 

On the sales of standard wire 
nails than 25 


less 25 
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under | 


| chinery 
re- | 


at | 


con- | 





pounds, the | 


maximum price per pound for 
nails taking extras of less than 
$1 is established at 8 cents per 


| pound, of $1 to $3 extras is fixed 


for 


$3 


12 


than a 


and cents 


more 


at 10 
nails 
extra. 

For example, the action would 
mean in Pittsburgh that the 16d 
which takes the 


cents, 
taking 


common nail, 


10, and 12 cents per lb. depending upon extras. 


small extra of 35 cents on a 100- | 


pound keg, will now cost the 
consumer $5.72 per 100-pound 
keg if the retailer purchased his 
lot from a jobber. The price for 
the same keg of nails, purchased 





114 


by the retailer from a manufac- | 


turer, will cost $5.37. On March 
31, 1946, a keg of this size of nails 
sold for $4.73. The percentage 


| Screen Cloth 


margins in both cases are greater 
than they were on March 31. 

The machine flooring brad, 
one inch by 15 bright, a typical 
example of a nail with a large 
extra—$#4.65 per 100 pounds 
now permits the retailer to sell 
the nail at $10.96 and $11.92 
when bought from mill or job- 
ber, respectively. 

(Amendment 40 Second Re- 
vised Supplementary Regulation 
to General Maximum Price 
Regulation Modification of 
Maximum Prices Established by 
GMPR for Certain Miscellaneous 
Commodities and Services; and 
Amendment 2 to Supplementary 
Order 151 Jobbers’, Whole- 
salers’ and Retailers’ Maximum 
Price for Certain Hardware and 
Items—both effec- 
tive August 23, 1946.) 








Industry- Wide Price Boost Given 
Dairy Equipment Producers 


ma- 
have 


Manufacturers of dairy 
and equipment 
been given an industry-wide 9 


per cent increase over base date | 
replaces | 


price ceilings, which 
the eight per cent interim ad- 
vance effective since June 10, 
1946, the Office of Price Admin- 
istration has announced. 

At the same time, OPA au- 
thorized resellers of these prod- 
ucts, who were formerly required 
to absorb part of the interim 


price advance, to pass on the 


| full percentage amount of their 


suppliers’ increase. This change 
was required by the new price 


control act which makes it man- | 


datory that distributors get their 
average current costs of acquisi- 
tion plus the average percentage 


mark-up in effect on March 3], | 


1946. 
This action 
Aug. 23, 1946. 
The 


became. effective 


manufacturers’ increase 


| was found to be necessary upon 


completion of an industry-wide 
survey, which underway 
when the interim action was 
taken, to enable the industry to 


was 


earn its base period, 1936-39, re- | 


worth. Profit and 


turn on net 


loss statements of 12 companies | 


accounting for about 70 per cent 
of the industry’s total sales and 
a wage advance check covering 





industry’s 
the data 


the 
up 


80 
total 
used. 

The survey revealed that the 
following increases in terms of 


per cent of 
sales made 


| labor as a result 


base date sales prices were re- | 


| quired: 3.7 per cent to enable 
| the 
| period 
| on net worth; 3.7 per cent for 


earn its base 
11.9 per cent 


industry to 


return of 


higher costs due to approved di- 


rect and indirect labor increases; | 


3.9 per cent for increases in the 
cost of materials including cast- 
ings, motors, valves, pipe and 
fittings, lumber and all types of 
steel. This total percentage, 11.3 
per cent, was cut 2.3 per cent 
to reflect expected improvement 
in labor efficiency and a reduc- 
tion in overtime premiums paid 
of the avail- 
ability of skilled labor, 
OPA said. 

(Amendment No. 1 to Order 
No. 644 Under Revised Maxi- 
mum Price Regulation No. 136— 
Dairy Machinery and Equipment 

effective Aug. 23, 1946.) 


more 





4. 





OPA GRANTS 17 P.C. 
VISE INCREASE 
The interim price increases 
granted manufacturers and re- 
sellers on vises May 1, 1946, has 
been raised from 8 per cent to 


17 per cent, effective Aug. 23, 


| 1946, OPA has announced. 


This increase is based on a re- 


survey of the industry made in | 


cent of the industry’s total sales | 


and additional data supplied 
since then on material and wage 
increases Dec. 31, 1945. 
While insufficient to form the 
basis for a permanent price in- 
crease factor, the data showed 
that the higher interim price pro- 


since 


vided today for the manufactur- | 615 


the minimum required 
OPA pricing standards, 


ers is 


under 


| 


June covering more than 80 per | granted 


When complete information is 
obtained, a permanent increase 
factor will be provided to return 
to the industry its 1936-39 ratio 
of profit to net worth. 
Resellers are permitted to in- 
crease their sales prices the same 
percentage amounts as their net 
invoiced costs are raised as a 
result of the higher ceilings 
manufacturers. This is 
required under a provision of the 
Price Control Extension Act of 
1946 that resellers must be al- 
lowed average current costs of 
acquisition plus their average 
percentage mark-up effect 
March 31, 1946. 
(Amendment 1 
under Revised 
Price Regulation 136—Vises 
fective Aug. 23, 1946.) 


in 
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A ‘ 
NEW y 
Tone-Right ~ / 


BUZZER! —/ “/ 


List Price 
$1.00 each 
No. 46 


MURDOCK BUZZERS and 
PUSH BUTTONS SELL FAST! 


J, Quality Products Priced Right for Easy Sales! 


Hardware dealers everywhere report fast sales on these special- 
ties. These sure-fire money-makers are made by the Wm. J. Mur- 
dock Co., for 50 years a leader in communications equipment. 
MURDOCK'S Tone-Right Buzzer attracts favorable attention be- 
cause of its modern louver-design. Buzzer produces a pleasing, 
uniform tone and is guaranteed for years of trouble-free service. 
Choice of colors in attractive moulded cases. Operates on 6 to 
8 volts, A.C. only. 32" x 15%" x 1%" deep. This no-contact 
buzzer is fully insulated. 


These Two Push Buttons Ring Your Profit Bell... 


Display Them On Your Counter for Self-Service Sales! 


List 
$.30 each 
No. 10 


5.40 each 


MURDOCK Push Buttons are time-tested products. Smart, com- 
pact appecrance ... smooth working, positive contacts ... all 
metal parts rustproof and insulated. Available in attractive 
moulded cases. 


No. 10 — 15%" x 1%" x %" high. Name plate model No. 11 has 
removable metal escutcheon, 34" x 1s" x %/" high. 


WHOLESALERS: Write Today for Trade Discount 


WM. J. MURDOCK CO. 234 Carter St. | Chelsea 50, Mass. 





FILLING THE BIGGEST-YET DEMAND 
FOR HOUSEHOLD SAFETY! 


#1110 CHAIN DOOR FASTENER 
FOR BURGLAR-PROOF PROTECTION 


These extra strong Chain Door Fasteners are made 
of wrought steel, brass plated. Packed | dozen to a 
box with screws. 


ORDER FROM YOUR JOBBER TODAY 


g 





HARDWARE 
CORPORATION 
328 Grand Ave., Brooklyn 5, N.Y.C. 
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4” Pocket 
Scissors 
Kiddie 
Set 5” Elect. 
Style 
Scissors 


2 PIECE CARVING BLOCK SET. Made by the famous Personna Blade Co 
9” Stainless steel hollow ground blade. Full tang. Set in durable hardwood 
block for protection and beauty. Retails at $8.50. Dealer's discount 40%. 


4” POCKET SCISSORS. Forged full nickel plate, Case XX. $9 per dozen, net. 
5” ELECTRICIAN STYLE SCISSORS Heavy forged, full nickel plate 
Case XX. $15 per dozen, net. 


KIDDIE SPOON AND FORK SET Stainless steel, with pink or blue 
plastic handle. Individually boxed. Retails at 75¢. Dealer's discount 40% 


3 PIECE UTILITY CARVING SET. Fork, knife and sharpening steel. Plastic 
handle, 8” Stainless steel blade. Sets individually packed in display boxes 
Retails at $3.60 per set. Dealer discount %. 


| IMMEDIATE SHIPMENT e ALL PRICES F.O.B. NEW YORK CITY 


Write or phone ua for your cutlery needs. 


Cutlery Division, GENERAL PAINTS, Inc. 


DEPT. 1 45 VESEY STREET NEW YORK 7, N. Y. 
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New Decontrol Division 


Handles Industry Petitions 


Bureau 
AGB) 


(Washington 

of HARDWARE 
OPA’s procedures for decon- 
trol of non-agricultural commodi- 
bear out OPA Chief Paul 
Porter’s earlier statements that 
the new price control law would 
adhered to in arriv- 
price determina- 


ties 


be rigidly 
ing at future 
tions. 

Procedural Regulation 17, ef- 
fective Aug. 23, made it quite 
clear that industry will have to 
that the commodities it 
produces meet the standards con- 
tained in the law before OPA 
will consider petitions for decon- 
trol. 

Industry petitions will be han- 
dled by a newly-created Decon- 
trol Division, headed by John 
Bulkley, assistant deputy admin- 
istrator for decontrol. 


prove 


Only procedure for petitioning 
for decontrol on grounds of the 
balance of supply and demand 
have been provided in the new 
regulation. Before Dec. 31, 1946, 
there is for indus- 


no provision 


try advisory committee action to 
institute decontrol of items sole- 
ly because of their unimportance 
to business or living costs. OPA 
is charged with the responsibility 
to clear off the dockets by that 
date those it 
finds to tela 
tion to business or living costs. 
Before that date, decontrol on 
that basis is left wholly up to 
OPA, according to the announce- 
the regula- 
31, industry 


every item except 


be important in 


accompanying 


After Dec. 


ment 


tions, 


moval of price controls from any 
additional items they 
unimportant. Informal advice on 
their views may be given at any 


consider 


time, 

In general, this is the proce- 
established by the new 
regulation: 


dure 


file a 


decontrol. 


1—Committees must 
formal for 
The committee must show, in its 
petition, its reasons for thinking 


petition 


the existing supply demand re- 
lationship of the commodity in 
question warrants decontrol. A 
simple statement that supply and 
demand are in balance will not 
be sufficient, says OPA. The pro- 
cedure established requires the 
request to be supported by a 
thorough analysis of current pro- 
and its relation to de- 
together with substanti- 
evidence to support this 
Suggested as evidence 


duction 
mand, 
ating 
analysis. 
are such data as: 
estimates of demand 


well-grounded 
at all levels 
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| popular size 6.00-16 
| senger car tire, which represents 
se | 70 per cent of all passenger car 
committees may petition for re- | 





of distribution; industry surveys 
of current production made by 
trade groups or research organi- 
zations of a representative sam- 
ple of firms; surveys of raw ma- 
terial and labor supplies and 
geographical distribution, and 
any other statistical information 
available. 

In determining whether pro- 
duction matches demand, OPA 
says the tests would be: can those 
who buy the commodity for their 
own use at existing ceiling prices 
do so with the same facility and 
width of choice they had before 
the development of wartime pres- 
sures and is this a purely fleeting 
condition or is there reasonable 
likelihood that it will continue? 


Since comparison with prewar 
buying conditions is essential to 
the determination, parallel data 
for a typical prewar year (1941 
is suggested) is also asked for. 
This should be supplied for ex- 
actly the same selling period as 
the current data. 

2—Within 15 days after receipt 


of the petition, OPA will either | 


tell the committee that decontrol 
of the item has been approved, or 


| give its reason why the standards 


of decontrol have not been met. 


If the petition is not in proper | 
| form, it 


will be dismissed. In 
this case, the committee can file 
a new petition. Groups may also 
send in further information after 
their petition is on file, but this 
will be treated as a new petition. 


3—If a request for decontrol is 


not granted in full, the industry 
committee may request a formal 
hearing. This hearing will be 
held within 10 days of the receipt 





| ments. 
| sented, will greatly aid the de- 


of the request. Here industry 
members will be given an oppor- 
tunity to present their arguments 
for decontrol. Also, the Con- 
sumer and Labor Advisory Com- 
mittees of OPA will be notified, 
so they can present evidence on 
behalf of consumers and _ labor. 
Again, the decision must be given 
in 15 days. If it is adverse, OPA 
must cite the economic data or 
other facts on which the denial 
is based. 

4—The Price Decontrol Board 
is the final tribunal in case de- 
control is refused by OPA after 


| both a petition and a hearing. 


The industry may present its 
petition to the Board for review 
or a re-hearing. 

OPA also pointed out that the 
above lists of types of evidence 
represent only minimum require- 
Additional data, if pre- 


termination. 








Auto and Track Tire 


Ceilings 


Up 2% Per Cent at All Levels 


Retail ceiling prices on pas- 
senger car, motorcycle, truck, bus 
ind industrial have been 
increased approximately 2'4 per 
cent to meet the requirement of 
the new price control act that 
distributors be allowed their per- 
centage mark-up of March 31, 
1946, the OPA has announced. 

The increase, effective Aug. 23, 
1946, is allowed both on sales by 
retail dealers and on all sales at 
retail by wholesale distributors. 
The new retail ceiling for the 
t-ply 


tires 


pas- 


tires sold, will be $16.10, com- 


| pared with $15.70 previously. 


On all sales of passenger car 
and motorcycle tires to resellers 
by wholesale distributors, an in- 
crease of approximately 1.2 per 
cent is allowed. No increase is 
provided in existing ceilings for 
sales of truck and bus and in- 
dustrial tires to resellers by 
wholesale distributors, as _pre- 
vailing methods of determining 
ceilings for these sales already 
yield the required March 31, 
1946, margins, OPA said. 

No retail or wholesale price 
ceiling increases are provided in 
the action on farm tractor, farm 
implement, airplane or bicycle 
tires, as no increase has occurred 
in manufacturers’ ceilings for 


such tires since March 31, 1946. 

OPA pointed out that on June 
18, 1946, manufacturers’ ceilings 
were raised on passenger car, 
motorcycle, truck and bus and 
industrial tires. The increases 
were keyed to a rise of 50 cents 
in the popular size 6.00-16 4-ply 
passenger car tire. At that time 
retail ceilings for passenger car 
and motorcycle tires were given 
the same dollar-and-cent increases 
as manufacturers’ ceilings. Retail 


ceilings were not advanced at 


that time on truck and bus and 
industrial tires, as generally <ales 
were being made of these tires 
at discounts off the existing ceil- 
ings, and retailers could, if de- 
sired, go up to their established 


ceiling levels. 

(Amendment 13 to Revise 
Maximum Price Regulation 143 

Wholesale Prices for New Rub- 
ber Tires and Tubes; and 
Amendment 9 to Revised Maxi- 
mum Price Regulation 528- 
Tires and Tubes, Recapping and 
Repairing, and Certain Repair 
Materials —— both effective Aug. 
23, 1946.) 








OPA DECONTROLS 
SOME POLISHES 


Suspension from price control 
of shoe polish, floor polish, fur- 
niture polish, automobile polish, 
industrial wax finishes and dress- 
ings containing specified amounts 
of certain imported waxes has 
been announced by the Office of 
Price Administration. 

Effective August 28, 1946, the 
suspension applies not only to 
these polishes and finishes but 
also to other products containing 
three per cent or more of one or 
more of the imported vegetable 
waxes, carnauba, ouricury or 
candelilla wax. 

OPA explained that since sus- 
pension of the imported vege- 
table waxes, carnauba, ouricury 
and candolilla, from price control 
on October 24, 1945, prices have 


more than doubled. As a result, 
manufacturers of products con- 
taining these waxes found it im- 
possible to make the end prod- 
ucts under their March, 1942, 
ceiling prices. Many individual 
price increases were granted 
these manufacturers but they 
soon became inadequate. 

Consideration was given to 
placing the raw materials under 
control again. However, since 
world market prices could not be 
controlled and manufacturers’ 
wax raw material costs would 
fluctuate it would be impossible 
to maintain retail ceiling prices 
on end products. 

Products affected by this action 
are minor household _ items 
Moreover, the cost of industrial 
wax finishes and polishes for in- 
dustrial use are minor business 
costs, OPA pointed out. 

(Amendment 45 to Supplemen- 
tary Order 129—-Exemption and 
Suspension From Price Control 
of Machines, Parts, Industrial 
Materials and Services 


-effective 
August 28, 1946.) 
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Popular with your shooters 


LYMAN 
SIGHTS 


IDEAL RELOADING TOOLS 
TELESCOPE SIGHTS 
| CUTTS COMP 


Lyman Products profitable to handle. 
They are accepted by sportsmen. 
Distributed through the trade. 
Nationally advertised. 


Write us for Catalogs and Folders 


THE LYMAN GUN SIGHT CORP. 


Established 1878 
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MIDDLEFIELD, CONN. 





First in the Field and on the Range— 
HOPPE’S No. 9 


The continued, increasing demand for Hoppe’s No. 
9 establishes two facts. The first is that this efficient 
gun cleaner and rust preventative gives consumer 
satisfaction. The second is that it sells steadier and 
faster and assures greater profit oppor- 
tunities. In other words, when you handle 
Hoppe’s No. 9 Solvent, Hoppe’s Gun 
cleaning Patches, Hoppe’s Lubricating 
Oil, Hoppe’s Gun Grease and Hoppe’s 
Gun cleaning Packs you are offering your 
customers products that they know and 
use. It’s none to early now to lay in your 
Fall supply so get your order in to your 
jobber today. 


FRANK A. HOPPE, INC., 
2314A North 8th St., Philadelphia 33, Pa. 


























Substitute Ceiling Prices Set 


For Replacement Bicycle Tires 


Without changing the general 
level of prices, the Office of Price 
Administration has 
the substitution of 
cent ceiling prices for replace- 
ment bicycle tires and tubes ac- 
cording to size and type. These 
prices, effective Aug. 28, 


replace existing dollar-and-cent 


ceilings based on various brand 
names. 
The new pricing method re- 


lieves the pricing agency of the 
necessity of amending its regu- 


lations for each change or crea- 


dollar-and- | 


announced | 


1946, | 


former method resulted in some 
delays for sellers, OPA said. 
Ceilings for tires are 
cording to whether the tire is 
classified as Standard Light- 
weight, DeLuxe, Premium, Spe- 
or Single Tube. 
listed for 
Puncture 


set ac- 


cial Purpose, 
Tube ceilings 
Standard, Thorn and 
Resistant, and Premium. 

Brand owners are required to 
submit a list of their brand name 
tires to OPA, showing what type 
tire or tube each _ represents. 
Tires and tubes not included in 


are 


up by this action may be priced 
authorization upon 
tion to OPA, the agency said. 
Such application must set forth 
sufficient information from which 
an in-line price may be obtained. 

All existing OPA provisions 
concerning ceiling prices for sales 
to brand owners and for sales to 
original equipment buyers re- 
main unchanged. No change is 
made, either, in cash and volume 
discount provisions in effect for 
sales to jobbers, or in the pric- 
ing of factory-second bicycle 
tires and tubes. 

(Amendment No. 13 to Maxi- 
mum Price Regulation 435—-New 
Bicycle Tires and Tubes—effec- 


by 











tion of a new brand name. The| the dollar-and-cent ceilings set | tive Aug. 28, 1946.) 
CEILING FOR CAST IRON (Amendment No. 4 to Re-, much as 20 per cent over the 


ENAMELED PLUMBING 
FIXTURES UP 10 P.C. 


A 10 per cent increase over the 
ceilings (March, 
for iron 
plumbing fixtures is announced 
by the OPA. 

The new ceilings 


effect August 21, 1946. 


existing 


prices) cast enameled 


went into 


Resellers 


1942, | 


are permitted to pass on to their | 


customers the percentage amount 
by which have been 
increased as a result of price in- 
creases granted manufacturers 
since March 31, 1946, in accord- 
ance with percentage 
provisions of the Price 
Extension Act of 1946. 

The action allows 
turers to increase their prices to 
a point 20 per cent above their 
October 1, 1941, prices. 

Main factor for the advance is 
the OPA approved 
the price for pig iron 


their costs 


Control 


manufac- 


increase in 
In addi- 
tion, known wage increases are 
reflected in the price action 
(Amendment 26 Order 
48 under Section 22 of Maximum 
Price Regulation 591—Cast Iron 
Enameled Plumbing Fixtures 


effective August 21, 1946.) 


under 


HOW TO PRICE USED 
1946 REFRIGERATORS 


A method of determining re- 
tail ceilings on used 1946 models 
of all household 
frigerators has 


mechanical 
announced 


re- 


been 


| ded 


mark-up 
| Sears, 


vised Maximum Price Regulation 
139—-Used Household Mechani- 
cal Refrigerators—effective Au- 
gust 26, 1946.) 


RAISE RUBBER CONTENT 
OF SOME 30 ITEMS 


About 30 products, including 
rubber cement for all purposes, 
shoe soles and heels, tennis and 
squash balls, and baseball and 
golf ball centers, have been ad- 
to the list of items which 
may be made wholly or in part 
from natural rubber and in some 
instances butyl rubber, W. J. 
Director of the Civilian 
Production Administration’s Rub- 


| ber Division, announced. 


At the same time, use of rub- 
ber latex, now in extremely short 


| supply, was restricted to a stated 


list of products. The list is com- 
posed chiefly of medical goods, 
but includes food-sealing com- 
pounds and some_ rubber-pro- 
tected or lined equipment such 


as that for handling corrosive 


| materials and explosives. 


by the Office of Price Adminis- | 


tration. 

The maximum cash price, ef- 
fective August 26, 1946, that may 
be paid for any used 1946 model, 
reconditioned and guaranteed for 
90 days, is 85 of the 
original retail ceiling of the box 
when sold new. On “as is” sales, 
$3.50 will be deducted from the 
above amount. An addition of 
$5 may be made when used 1946 
models are sold under a guar- 
anty for one year or more. 


per cent 


270 


These actions were taken by’ 
issuing a revised rubber order 
R-1, which incorporates Appen- 


dix I and all of the recent amend- | 


ments. 
JULY RANGE PRODUCTION 
HIT 200,000 


July output of gas and electric 
ranges approached 200,000, pre- 
liminary estimates by the Civi- 
Production Administration 
indicate. Most of these will go 
into homes for veterans. 

Production of electric ranges 
for the first time exceeded the 
1940-41 monthly rate of 47,000 


lian 


and may have jumped as 


units, 


June level of 46,000, CPA officials 
said. 


While July shipments of gas 


ranges declined from the June 
| rate of 141,000 units, CPA be- 
lieves that they still surpassed 


the prewar monthly average of 
125,000. 

Principal difficulties still con- 
fronting the gas and electric 
range industry are shortages of 
steel and castings. July also saw 
the production of 80 to 90 thou- 
sand coal, wood, liquid fuel and 
combination ranges. 


RADIO TUBE SELLERS MAY 
PASS ON 20 P.C. BOOST 
GIVEN PRODUCERS 


Wholesalers and retailers of 
radio receiving tubes and allied 
special purpose tubes have been 
authorized to pass on percentage- 
the full 20 per cent in- 
creases in manufacturers’ ceiling 
prices granted on May 2, 1946, 
the Office of Price Administration 
has announced. 

Effective August 23, 1946, this 
action complies with the pro- 
visions of the Price Control Ex- 
tension Act of 1946 restoring the 
percentage markups wholesalers 
and retailers had on March 31, 
1946, the OPA said. 

This increase in ceiling prices 
will not change the retail prices 
of radio sets, since the sales are 
to tube distributors for replace- 
ment purposes only. 

(Amendment No. 1 Order 
No. 619 under Revised Maximum 


wise 


to 


Price Regulation No. 136—Ma- 
chines, Parts and_ Industrial 
Equipment—effective August 23, 
1946.) 





applica- | 


| 
| An increase of approximately 
| 


RETAIL PRICES UP 6 P.C. 
FOR REFRIGERATORS 


six per cent in retail prices of 
household mechanical _ refrige. 
rators has been announced by the 
Office of Price Administration 
On a standard box, the increase 
will be from $10 to $12. 

Following the recent announce. 
ment of retail price increases for 
21 consumer goods lines, this 
increase, effective August 2], 
1946, results in part from a new 
reconversion price increase of 
3.5 per cent granted refrigerator 
manufacturers today. When a 
previous industry-wide increase 
was granted manufacturers, OPA 
required resellers to absorb 
what amounted to 2.5 per cent of 
the retail price. 

Passing on six per cent to con- 
sumers is mandatory under re- 
seller provisions of the Price Con- 
trol Extension Act of 1946, which 
require OPA to restore to re. 
sellers their percentage mark-ups 
in effect on March 31, 1946. 

The new increase on refriger 
ators completes price increases 
on consumer durable goods that 
are required to be made by 
OPA within 30 days after July 
25, 1946—the date of extension 
of the Price Control Act. 

(Amendment No. 22 to Maxi- 





mum Price Regulation 598—Do- 


| mestic Household Mechanical Re- 





frigerators—effective August 21, 


1946.) 


CPA ACTS TO PREVENT 
WORK GLOVE HOARDING 


To prevent hoarding of work 
gloves, needed in many essen- 
tial industries, the CPA _ has 
limited manufacturers’  inven- 
tories of this item to no more 
than 30 days’ supply. The action 
was effected by amendment of 
Direction 9 to Priorities Regula- 
tion 32. 

Work glove manufacturers now 
having larger inventories are re- 
quired to bring them within the 
proper limits during the next 15 
days. 


The OPA recently granted 
price increases for the textile 
fabrics used in making work 


gloves, and this will probably 
lead to increased price ceilings 
for the gloves as well. CPA has, 
therefore, tightened the inven- 
tory restrictions on work gloves 
because some manufacturers 
might want to hold up deliveries 
until the new prices became ef- 
fective. 

Production is now 
mately 10 per cent larger than 
in the past two years, but is still 
far short of immediate needs, 
principally because of shortages 
of leather and certain textile 
fabrics. 


approxi- 
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CARE MEANS 
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A Product of COLUMBIAN ENAMELING & STAMPING CO., INC., Terre Haute, Ind. 


gan WEN? 


COLLEGE 
for 26 Years! 


@ That's right! This Columbian Sauce Pan was used by the 


70 





cooking class of a college for 26 years—and today it is as 
good and as useful as the day it was made. Columbian 
builds real durability into its Porcelain on Steel Enameledware. 
Teachers and students the nation over are learning today 
that “a little care means long wear” and, more important 
than that, they are learning that Porcelain on Steel Enameled- 
ware lends spic-and-span cleanliness to their cooking, and 
protection to delicate food flavors. These points have been 


proved to users of Columbian ware for years. 





WHITE-ROCK 


PORCELAIN ON STEEL ENAMELEDWARE 




















4755Z LUSCIOUS LOOKING 
FRUIT WALL PLACQUES 
In High Relief 


Beautifully colored on hard composition, so realistic, that 
when seen on the wall, one feels like biting right into the fruits. 


OE ee 



























4'/, inches high, the high relief one inch deep, and through this relief 
the placque presents the optical delusion as if the entire fruit was 
hanging on the wall. Assorted among following: Peach and Pear, 
Strawberries and Cherries, Orange and Apple. 


Packed one pair in individual GIFT BOXES 
$2.50 per doz. pieces 


Weight 4 Ibs. to the doz. pieces. Each doz. consists of two of 
each fruit. 










from $1.80 to $120.00 per doz. Completely illustrated set Z of price lists 


We carry a tremendous line of fast selling GIFT GOODS, ranging in price 
mailed to any HARDWARE DEALER on request. 











333 & 335 Z 


iF E Oo K A U | # caeoail A South Market St. 


Chicago 6, Ill. 



















SPRING HINGES 


THE NEW Streamline 
"SIMPLEX" SPRING BUTT-HINGE 


@ Combines every important 
feature of proven advan- 
tage with the beauty of 
modern design and sim- 
plicity of application. 





@ Quality in every detail in- 
sured by our sixty years 
experience in the design 
and manufacture of spring 
hinges. 
















Double Acting Type BUT900/ 


Trim and Streamlined . . . the "'Simplex"' Spring Hinge is designed 
to harmonize with the most modern requirements in builders’ hardware. 
Application direct to door casing without the use of a hanging 
strip is both simple and coonentiedl, requiring a mortise cut in the 
door only. 
Here is a product that maintains our tradition for quality ...a 
tradition that has guided us through more than 60 years of exacting 


ag Go. 











Chica jo Spring Hina 


CHICA U.S.A. NEW 
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3-IN-ONE Oil 
DISPENSER 








































































































































Your local 
Boyle-Midway 
salesman has 
one for you! 





~ 3-IN-ONE 
Om 


il Take One 25* 
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- TAKES 
Very Little Space 


REMINDS 


Customers to Buy 


MAKES 


Extra Sales 
Every Day 


BOYLE-MIDWAY INC. 


22 E. 40th St., New York 16, N.Y. 
S255 W. G5th St., Chicago 38, fl. 


4820 E. 50th St., Los Angeles 11, Colif. 
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| creases granted 





| Alternative Pricing Method Provided 
For Items Sold Under Freeze Ceilings 


sion 


| gins 
| new acquisition costs. The new | 


Resellers of products sold at 
wholesale or retail under “freeze” 
ceilings have been provided with 
an alternative pricing method 
permitting them to pass on in- 
suppliers since 
March 31, 1946, the Office of 
Price Administration has an- 
nounced. 

Following reseller 
of the Price Control 


provisions 
Extension 


Act of 1946, this action, effective | 
Aug. 23, 1946, permits these re- | 
sellers to figure March 31, 1946, | 


percentage mark-ups and to ap- 
ply these mark-ups to current 
costs of acquisition. The action 
affects the General 
Price Regulation, which “freezes” 
at March, 1942, level the whole- 


sale and retail prices of thou- | 
| sands of commodities not priced | March 31, 1946, Mark-up 


under separate regulations. 


The order will not apply to 
resellers of products on which 
modifications of freeze prices 
|have been made. Provisions 
under other orders will be made 
for resellers excluded from to- 
day’s pricing method. 

This measure is not expected 
to result in any immediate sub. 
stantial increases in prices, since 
provision in separate orders for 
manufacturers has generally been 
made thus far for retailers and 
wholesalers, OPA said. When 
industry-wide price increases are 
made in the future, the agency 
said it would indicate retail ef- 





Maximum | fect, where retail ceilings are at 


March, 1942, “freeze” levels. 
(Supplementary Order No. 176 
Alternative Pricing By Use of 

effec- 





tive Aug. 23, 1946.) 








HEATING EQUIPMENT 
GIVEN PRICE RISE 

Increases in resellers’ ceilings 
for compressors and condensing 
units five horsepower or less in 
capacity and repair and service 
parts therefor, warm-air furnaces, 
floor and wall furnaces, cast-iron 
radiation and accessories, speci- 
fied tanks and brass 
plumbing fixture supply fittings 
and trimmings and waste fittings 
and trimmings have been an- 
nounced by the OPA to comply 
with the new price control law’s 


vessel s, 


requirement on distributor mar- 
gins. 

As a result, it is estimated that 
consumers will pay from one to 
three per more for com- 
pressor and condensing units, 
1.5 per cent 
more for the brass plumbing fix- 
fittings and tanks 
about per 


cent 
warm-air furnaces; 


ture supply 


and vessels and 


cent more for cast-iron radiation. 


one 


The series of orders is similar 
already 
by OPA on other building mate- 
rials where resellers have been 


to several others issuer 


given dollar-and-cent increases 
on increased costs resulting to 
them from increases granted 
their suppliers after April 1. 
Under the Price Control Exten- 

Act of 1946, OPA must 


restore industry percentage mar- 
of March 31, 1946, over 


ceilings go into effect Aug. 
1946. 


(Amendment 12 to Maximum 





Price Regulation 272—Cast-Iron 
Boilers and Cast-Iron Radiation; 
Amendment 26 to Order 1 under 
Maximum Price Regulation 591 
Specified Mechanical Building 
Equipment; Amendment 28 to 
Order 48 under Section 22 of 
Maximum Price Regulation 59] 
Specified Mechanical Building 
Equipment; Amendment 1 to 
Maximum Price Regulation 96— 
Specified Tanks and Vessels—all 
effective Aug. 23, 1946.) 
1,300,000 RADIO SETS 
PRODUCED IN JULY 
July radio output was more 
than 1,300,000 sets, roughly the 
same as in June, but the propor- 
tion of consoles and automobile 
radios increased, according to 
estimates released today by Win- 
ston A. Bryant, Chief of the Civi- 
lian Production Administration’s 
Consumer Durable Goods Branch 
The total number of radios pro- 
duced about 20 cent 
higher than the prewar rate. 
During June, of the 1,378,000 
radio sets produced and shipped, 
88 per cent were table models, 
and six per cent each consoles 
and automobile radios. July pro- 
duction was not as_ heavily 
weighted by small models, Mr 
Bryant said. He estimated that 
consoles were about 75 per cent, 
and auto radios about 60 per 





was per 


cent, of prewar rates. 


Scarcity of wood for cabinets 


23, | has been preventing production 
| at higher levels. Tubes and gang 


condensers are also short. 








HARDWARE AGE 


crease 
studie: 
rent 
period 
Mar 
grante 
may e 
increa 
prices 
appro\ 
by OP 
Most 
grante 
but so 
sentin, 
dollar 
yet tal 
Fact 
increa 
per ceé 
advan 
princi 
quired 
sales. 
volved 
cost il 
the pr 
dyes, « 
Res 
provisi 
Extens 
mitted 
ufactu 
the | 
their « 
(An 
Maxin 
Cert 


effec 


PRICI 
WA 
The 

air fi 

smalle 
per ce 
price 

Price 


warm 
1946, | 
nized | 
be r, 19 
prices 
inches 
3] 
1942, | 

The 
terials 
steel, ' 


trols s 


age 


as inc 
by the 
were tl 
this ac 


SEP’ 




















j 


J eye 
eilings 
apply to 
on which 
eze so prices 
Provisions 
'l be made 
| from to- 


t expected 
diate sub. 
ices, since 
orders for 
rally been 
ailers and 
id. When 
reases are 
le agency 
retail ef. 
igs are at 
evels. 

tr No. 176 
by Use of 
up—effec- 


Cast-Iron 
adiation; 
r 1 under 
ition 59] 
Building 
it 28 to 
nn 22 of 
ition 59] 
Building 
it 1 to 
‘ion 96— 
ssels all 
) 


SETS 
JLY 
as more 
ghly the 
+ propor- 
tomobile 
ding to 
by Win- 
he Civi- 
tration’s 
Branch 
ios pro- 
er cent 
ate. 
378.000 
hipped, 
models, 
onsoles 
ily pro- 
heavily 
Mr 
-d that 
r cent, 
Ai) per 


abinets 


luction 
qd gang 


AGE 


TOILET TISSUE AND 
PAPER TOWELS UP 
6 P.C. AT ALL LEVELS 


Ceiling prices for toilet tissue 
and paper towels have been 
raised six per cent by the Office 
of Price Administration. 

The action, effective August 
23, 1946, applies to all levels and 
is based on an industry-wide in- 
crease approved after financial 
studies by OPA showed that cur- 
rent returns are below base 
period returns on net worth. 

Manufacturers who have been 
granted individual adjustments 
may either add the industry-wide 
increase to their original ceiling 
prices or continue with the price 
approved for them individually 
by OPA, whichever is the higher. 
Most of the manufacturers were 
granted individual adjustments, 
but some small producers, repre- 
senting only 16 per cent of the 
dollar volume of sales, had not 
yet taken relief action. 

Factors for the action were an 
increase in wages, averaging two 
per cent on net sales, and the 
advance of the cost of materials, 
principally pulp, bringing the re- 
quired increase to 4.6 per cent on 
sales. Additonal factors  in- 
volved included coal and freight 
cost increases, and advances in 
the price of felts, wires, repairs, 
dyes, chemicals and supplies. 

Resellers, to comply with the 
provisions of the Price Control 
Extension Act of 1946, are per- 
mitted to pass-through the man- 
ufacturers’ increases by applying 
the percentage increase over 
their cost of acquisition. 

(Amendment 2 to _ Revised 
Maximum Price Regulation 266 

Certain Tissue Paper Products 

effective August 23, 1946.) 


PRICES RAISED FOR SMALL 
WARM AIR FURNACES 


The maximum prices for warm 
air furnaces (24 and 
smaller), have been raised by 10 
per cent over the June 30, 1946, 
ceiling by the Office of 
Price Administration. 


inches 


price 


{ previous increase in price 


was granted manufacturers of | 
warm air furnaces on April 19, 
1946, in an action which recog- 


nized cost increases up to Octo- 
ber, 1945. This new action brings 
prices for warm air furnaces (24 


: 
inches and smaller), on an aver- 


age 31.7 per cent over March, 
1942. prices. 

The advance in cost of ma- 
terials such as pig iron, sheet 


steel, castings, motors and con- 
trols since last October as well 
as increases in wages approved 
by the Wage Stabilization Board 
were the main factors underlying 
this action. 
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The increase is the minimum 
required by law under OPA’s in- 
dustry earning standards. In 
order to compensate for their in- 
creases in acquisition cost, re- 


sellers are permitted to increase 


their maximum prices in exist- 
nce on March 31, 1946, by the 
same percentage. 

The prices went into effect 


August 28, 1946. 
(Amendment No. 60 under Sec- 


tion 5.1 of Order 1 under Maxi- 
mum Price Regulation 591— 
Specified Mechanical Building 


Equipment—effective August 28, 


1946.) 


MARCH, 1946 MARGINS 
RESTORED TO LEAD 
PRODUCT DISTRIBUTORS 


Resellers of lead products may 
raise their maximum prices 
enough to restore their March 31, 
1946, mark-ups on 
these products as required by the 
Price Control Extension Act of 
1946, the Office of Price Admin- 
| istration has announced. 


percentage 





The products affected include 
any metallic lead product made 
from lead or lead alloys covered 
by the general March, 1942, price 
freeze regulation such as babbitt 
or bearing metal, solder, type 
metal, sheet, pipe, fittings, an- 
odes, burning bar, plates, seals, 
| shots, strip, tubings, 
pew and similar products. Not 
| included are lead chemicals, pig- 





sleeving, 





ments, paints or products cov- 


| ° 
lered by regulations other than 
the General Maximum Price 





Regulation. 

| Effective Aug. 23, 1946, resell- 
| ers of these products may com- 
| pute their maximum 
| prices by adding their March 31, 
| 


own new 


1946, percentage mark-ups to 
oF current acquisition costs. 


OPA explained that this ac- 
| tion is necessary because the 
| agency cut the percentage mark- 
|ups of these resellers when it 


| permitted them on June 3, 1946, 
add to their freeze ceiling 
only the same 
cents per pound increase in the 


| to 
prices 1.75 per 
price of lead granted producers 
of these that time. 

Because lead products are sold 
by so different wholesale 
and retail distributors it was im- 
the 


products at 


many 
practicable to determine 
average percentage mark-up re- 
quired in the 30 days permitted 
to comply with the 


the agency 
new act. For that reason, each 
reseller may use the procedure 


provided by today’s action to de- 
termine his new maximum prices. 

(Amendment 15 to Supple- 
mentary Regulation 14G—Metal- 
lic Lead Products—effective Aug. 
23, 1946.) 





















THIS UNIQUE 
PORTABLE 
MAINTENANCE 































COMPLETE 


$334°° 





a. practical welder 
: built into a strong, handy, shock- 
proof carrying case. Plugged in on 
any standard 110-V, 60-cycle AC out- 
let, the Magic Wand Welder will weld, 
braze or solder any metal—iron, steel, 
bronze, brass, aluminum, etc. Amy handy man, 
guided by the clear, detailed Magic Wand Instruc- 
tion Manual, will quickly learn to do electric flame 
and metallic arc welding, light and heavy brazing 
and soldering jobs successfully and economically 
with this unique outfit. 















includine 





A complete professional welding kit, 
heavy-duty transformer, electrode holders adjustab!e 
for flame or arc welding, special polarized outlet 
plug, welding, brazing and soldering supplies, weld- 
ing helmet and Instruction Manual. Fully guaranteed 
against any defect. 


SOLD THROUGH HARDWARE WHOLESALERS 













Here’s a “natural” for today’s market—one of those items 
that many of your ~ustomers, have been waiting to get their 
hands on. They'll buy it for its handiness, its many uses, its 
savings in time and money. Let us send you full informatior 
on profits, repeat sales of supplies, advertising aids, etc., and 
address of yotr nearby jobber. 
Write today to: 


JOHN H.GRAHAM &CO. ‘nc. 
General Sales Agent 
Dept. J., 105 Duane St. 
New York 8, N. Y. 
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3220 W. LAKE STREET 


WHITE) 


APPLIANCES || 
™i PROVEN IN 


be. | 


Distinctive matched design of White Cross appliances, 
coupled with proven dependability of this quality line, in- 
sures complete customer satisfaction, profitable repeat 
sales. The appliances shown below embody features and 
styling that identify White Cross as the appliance line that 
captures popular imagination. 







AUTOMATIC 
POP-UP 
TOASTER 


Fully Automatic Pop 
—- Toaster. This 
silent, automatic pop- 
uptoaster, an entirely 
new development, 
has no clock mecha- 
nism to cause trouble. 
Thermostatic timing 
fully governs the 
toasting temperature 
at all times, regard- 
less of fluctuatin 
voltages. Toasts bread evenly to any color selected with 
color dial. Equipped with convenient crumb remover. Fin- 
ished in lustrous chrome with massive bakelite base and 
handles to match. Heavy cord attached. A. C. only. 





Matched Design 


Matched Design 


Bakes two individual waffles at the same time on stickproof 
aluminum grids, each 5 x 5%" size. eee enclosed 
hinges. Heat indicator announces baking temperature. 
Finished in lustrous chrome with matched lifting and side 
handles. Detachable cord set. A. C. or D. C. 


LARGE 
AUTOMATIC , 
WAFFLE at 
IRON 







Matched Design 


Fully Automatic Waffle Iron. Requires no watching. Jewel 
signal light announces baking temperature. Waffles are 
baked everytime as set by color selector. No-stick grids, 
7%" size, with batter groove. Finished in high lustrous 
chrome with matched walnut-color lift and side handles. 
Detachable cord set. A. C. only. 


Subsidiary of Eureka Williams Corporation 


PERFORMANCE! 


NATIONAL STAMPING & ELECTRIC WORKS 


CHICAGO 24, ILLINOIS 







‘Surplus Nails Directed 









Towards Veteran Housing 


In a move to assist the veter- 


ans’ emergency housing program, | 
Robert M. Littlejohn, War Assets | 
administrator, has ordered imme- | 
diate disposal of all surplus nails | 


to the Federal Public Housing 
Authority and Veterans 
istration. 

The disposal measures were 
disclosed by War Assets Admin- 
istration in a recent letter from 
Mr. Littlejohn to Wilson W. 


Wyatt, administrator of National| WAA will 


Housing Agency. 
The letter read in part: 
“All nails in 
nails surplus to the needs of the 
owning which can be 
made available will be sold by 
1 September, 1946, and delivered 


agencies 


confirmed and | 
unconfirmed inventory as well as | 


by 15 September, 1946. 

“Nails presently earmarked for 
FPHA or Veterans Administra- 
tion for which shipping instruc- 
tions have been received will be 
shipped immediately by WAA 


Admin- | warehouses and shipment by own- 


| ing agencies will be expedited. 


“For nails currently frozen for 
FPHA or Veterans Administra- 
tion, shipping instructions must 
be received within 10 days or 
proceed with their 
disposal to other buyers. 

“Nails not offered to FPHA or 
Veterans Administration will be 
offered to them for 10 days and 
immediately thereafter to HH 
certificate holders and then to 


others in accordance with the 


| eon priority regulations.” 








MFRS. LINOLEUM PRICES 
RAISED 2.8 P.C. 


Manufacturers’ maximum prices 
felt-base floor | 


of linoleum and 
and wall coverings have been in- 
creased approximately 2.8 per 
ent, the Office of Price Adminis- 
tration has announced. 

In announcing a recent pre- 
vious increase for floor and wall 
coverings, OPA explained that 
the increase did not take into 
consideration recent 
creases granted in the industry 
and that further 
would be necessary. 
effective August 30, 


tion, 1946, 


provides for significant materials | “°"~ Bai 
| their manufacturers’ prices. 


‘ost’ increases and_ increased 
freight rates as well as labor cost 
increases and is taken under the 
industry earning standard. 

Consumer prices will be in- 
creased by the same percentage 
amount that manufacturers’ ceil- 
ings are raised, OPA said. This 
is in accordance with reseller 
provisions of the Price Control 
Extension Act of 1946. 

(Amendment No. 3 to Order 
No. 4875 under Maximum Price 
Regulation No. 188—Linoleum 
and Felt-Base Floor and Wall 
Coverings—Adjusiment of Maxi- 
mum Prices—effective August 30, 
1946.) 


PERCENTAGE PASS-ON 
FOR ARMORED CABLE 


Resellers of armored cable 
have been granted a percentage 


pass-on of two general increases | 


| granted 


| mored cable on May 8, 1946, and 


wage in-| 


adjustment | 
Today’s ac- | 


manufacturers of ar- 


June 14, 1946, averaging 27 per 
cent according to the Office of 
Price Administration. This ac- 
tion, effective August 23, 1946, is 
mandatory under the Price Con- 
trol Extension Act of 1946 which 
requires that wholesalers’ or re- 
tailers’ maximum prices allow 
them costs plus the average per- 


| centage discount or mark-up in 


effect March 31, 1946. 
Formerly these resellers were 
allowed to increase their ceiling 
prices only the dollar-and-cent 
amounts that their costs were 
raised due to the increases in 


The new resellers’ prices for 


|armored cable are provided in 
| markups 
| selling prices of 18 per cent for 


over manufacturers’ 
two conductor, size 14, solid wire 
and 21 per cent for other types 
of armored cable reflecting the 
percentage pass-on required, OPA 
said. 

(Amendment 15 to Maximum 
Price Regulation 82—Wire and 
Cable—effective August 23, 
1946.) 


RISE GRANTED MFRS. 
OF VENETIAN BLINDS 


Increases over March, 1942, 
ceilings of 15 per cent for steel 
venetian blinds and of 20 per 
cent for wooden and fiber vene- 
tian blinds under reconversion 
pricing standards have been an- 


(Continued on page 276) 
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“ SPECIAL AGENT 45 


Patterned after the famous Service 

.45 caliber automatic pistol, the BANA 

Special Agent 45 actually shoots small 

wooden pellets. It is loaded with 6 to 8 of these 

pellets and it will shoot every time the trigger is pulled 
until the magazine is empty. 

Sturdily constructed, the Special Agent 45 has a simple, fool- 
proof mechanism which is completely self-contained. Complete with 
about 30 pellets, it is attractively packaged, ready to supply Young 
America’s demand for the best in a realistic toy pistol. 


BANA WALL TYPE CAN OPENER - SLIP-TITE HOSE COUPLINGS - BANA SWIVEL SNAPS 


o BANA 2:0 


BANA COMPANY + 116 New Montgomery Street * San Francisco, Calif. 

















IDEAL PROTECTIVE COATING WAR SURPLUS ITEMS 


» INTERIOR... EXTERIOR Offered forlmmediateDelivery 


} St We e HOUSEHOLD... INDUSTRIAL 
r STAPLES, insulated, brass, ¥” long x %” wide inside. Packed 


100 staples to each box. 250 boxes to a case. Weight 65 Ibs. 
per case. 





50,000 boxes 
09 cents per box (Nine cents per box) 


POTS, solder, Hi-grade cast iron, with lip, 7” diameter with 
steel handle. 

Minimum quantity 

Maximum quantity 


POTS, solder, Hi-grade cast iron, with lip, 9” diameter with 


@POWER MIXED steel handle. 


for easy application! Minimum quantity 
Maximum quantity 


h) 


j @ DRIES RAPIDLY 


and evenly! STAPLES, Wire, Steel, double point, bright No. 9, 7/16” long, 
7/32” wide, packed in one pound packages, 100 packages to 


“a age Nankee ALUMINUM PAINT | the case. 
: LSxremon— nreno8 NEVER SETTLES...NEVER DISCOLORS! | Minimum quantity 100 packages 
* Aluminum paint a i Maximum quantity 12,000 packages 
pronnateh fr YOR FURTHER INFORMATION AND SAMPLES, WRITE DEPT.- wa 15¢ per package (Fifteen cents per package) 


ms MANUFACTURED BY To place your order, or for fur- 
é ther Information write or wire: 





Maukee HMuminum Paiat Co..w BERNARD ALLEN RUDLIN 


JAMAICA AVE. AT 169th ST. * JAMAICA 3,N.Y 
1303 West Main Street Richmond 20, Virginia 
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ast R 
asy, 


is changed readily to 
a Flat Coaster 


DIXIE 
Giant Wagon 


Stake Wagon that 





Stake sides 3/8-inch thick, 5 inches 
high in front, 2 1/2 inches in rear. 


Corners have secure metal 
locks to hold to body. 














10-inch disc wheels, 
18 gauge steel, with 


nated wood bear- 
ings. 1-inch extruded 
Rubber tires. a 

































Undercarriage all steel 
16 and 18 gauge. 








1 to Carton—Crated weight 41 Ibs. (Approx.) 
Dealers Price $10.95 each 


Delivery September, October, November 


DIXICO 
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hub caps. Oil impreg- ( 112-inch select Hard- 
wood body, 18 X 42 
inches. Bound with 15 
gauge steel moulding 





1324 First Ave., N. 
Birmingham 3, Ala. 


( fice of Price 





nounced by the 
Administration. 

These are the first industry- 
wide increases granted on those 
items. They cover legal increases 
in materials prices and approved 
increases in basic wage rates for 
the industry. 

This action effective September 
10, 1946, will not apply to manu- 
facturers who have received in- 
dividual adjustments unless their 
adjustments were lower than the 
increases provided today. When 
resellers receive the first ship- 
ments at higher prices, consumer 
prices will be increased by the 
same percentages as manufac- 
turers’ ceilings, OPA said. This 
is in accordance with the require- 
ment of the Price Control Exten- 
sion Act of 1946 that resellers’ 
margins be unchanged from those 
in effect on March 31, 1946. 

(Order No. 18 under Section 
1499.159e of Maximum Price 
Regulation 188—Venetian Blinds 
Made With Steel, Wood or Fiber 
Slats—Adjustment of Maximum 
Prices—effective September 10, 


1946. 


STERLING FLATWARE 

NOW DECONTROLLED 

Sterling silver flatware, includ- 
ing knives, forks and spoons 


| made of sterling silver, has been 


indefinitely suspended from price 
control, the OPA has announced. 
Sterling silver hollowware, such 
as sugar bowls, cream pitchers 
and gravy boats, has been ex- 
empted from price control since 
December, 1945. 

The action, effective August 
30, 1946, has been taken on two 
bases: 

(1) As the vast majority of 
silverware sold is silver plated, 
sterling silver flatware is insig- 
nificant in the cost of living. 








Silver plated flatware remains 


under ceilings. 

(2) The August 1, 1946, in- 
crease in the ceiling price of sil- 
ver from 71.11 cents to 90.5 cents 
per ounce substantially increases 
the cost of manufacturing this 
silver. OPA would be required 
to grant increased ceiling to indi- 
vidual manufacturers in addition 
to permitting an idustrywide in- 
crease. 

(Amendment No. 50 to Sup- 
plementary Order 126—Exemp- 
tion and Suspension of Certain 
Articles of Consumer Goods 
From Price Control—effective 
August 30, 1946.) 





WHERE TO LOCATE 
A BUSINESS 


In selecting a location for a 
small retail store, certain hazards 
may be avoided and certain fa- 
vorable factors may be utilized, 
according to the Department of 
Commerce. A new booklet issued 


| by the Department and entitled 


“Selecting A Store Location” 
discusses such factors as choos- 
ing a town, an area and a site; 
consideration of population, buy- 
ing power, amount and quality 
of competition, natural barriers 
to traffic flow, unsightly buildings 
and land areas, and available 
parking space. A checklist for 
guidance in selecting a location, 
a bibliography of published ma- 
terial on the subject and a dis- 
cussion of general methods for 
selecting a location of certain 
types of retail stores are included. 
Copies of “Selecting A Store 
Location” may be obtained from 
the Superintendent of Documents, 
Government Printing Offices, 
Washington 25, D. C., or from 
field offices of the Department of 
Commerce for 20 cents. 












FEDERAL SIMPLIFICATION NEWS 











GALVANIZED WARE 

A proposed Simplified Practice 
Recommendation for standard 
grade galvanized ware has been 
submitted to producers, distrib- 
utors, and users for comment or 
acceptance, or both, according 
to an announcement of the Divi- 
sion of Simplified Practice of the 
National Bureau of Standards. 

This recommendation, which 
was proposed by the Galvanized 
Ware Manufacturers Council, 
covers the capacities or dimen- 
sions of both hot-dipped and 
sheet-construction types of stand- 
ard grade galvanized ware. The | 
items included are: water pails, | 
fire pails, well buckets, round! 


tubs, square tubs, baskets, coal 
hods, sprinklers, garbage and 
ash cans, garbage pails and grain 
or feed measures. Heavy and 
extra heavy grades of galvanized 
ware are not included. 

Should this proposal, as sub- 
mitted, or as adjusted in accord- 
ance with suggestions which may 
be received, meet with the ap- 
proval of producers, distributors 
and users, it will be promulgated 
and issued in printed form. 

Mimeographed copies of the 
proposed recommendation may be 


| obtained from the Division of 
| Simplified Practice, National 


Bureau of Standards, Washing- 


ton 25, D. C. 
——s 
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pe These DUBL-A items have proved themselves self-salesmen for years, 
ncreases » 

ng this na No. 5 HANG-UP HOOKS 


required om - Made of steel, nickel plated. Four 

; hooks complete with screws to a card. 

Packed 2 dozen cards to a box. Six 

ide te: J boxes or 1 gross to a carton. Shipping 
: weight per gross of cards, 16 Ibs. 


to indi- 
addition 


lo ~Sup- 
Exemp- 
Certain 

Goods 
ffective 


TE 
| for a 
hazards 
ain fa- No. 198 SINK DRAIN PROTECTOR 
itilized, Made of solid brass, finished in bright 
nent of nickel. Keeps pipes from clogging—easy ; No. 10 LINE TIGHTENER 
issued to install. Mounted on individual cards. ‘ae 7 : 
entitled Twe dozen cards to a hex. Six boxes “ Ruggedly constructed of steel, cadmium plated 
rae or 1 gross to a carton. Shipping weight % ; and furnished with brass grommet—easy to in- 
_ ° erees. 12 the. re Sar stall—long lasting. Mounted on individual cards. 
choos- tit dias . Pr pre a Two dozen cards to a box. Six boxes or one gross 
a site; to a carton. Shipping weight per gross, s. 
Shipping ight per g 12 Ib 
n, buy- 


quality 
arriers 
ildings 
ailable 
ist for 
cation, 
>d ma- 


ip Introducing LEHMAN'S “EVER-BEAUTIFUL” LOVELY 
vertain HAMMERED ALUMINUM HOLLOW-WARE 


luded. 


Store 





from 
ments, 
Yfhices, 
- from 
ent of 





WALL SHIELD 


No. 929 (shown) Polished Bright Hammered a:wminum 


, coal —Floral design. 2 pc. Casserole Dish with genuine around the switch plate 
and 8" PYREX insert—Diameter 11's" excluding handle. 
grain _ owe ight 
; pa A complete line of Serving Trays, Salad Bowls, ree i. — 
teal Hostess Sets, Platters, Water Pitchers, Vacuum wr phar Sesteatin th: table 
Ice Tubs, Casserole Sets, etc. Manufacturers of WRITE WITHOUT DELAY fe t hest qualit ba 
“Ever-Beautiful’ Lehman Lovely Hammered FOR bee F e per 9 IMMEDIATE 
sub- Aluminum and Silver Plated Hollow-Ware. DELIVERIES ‘bl 
-cord- Single shields retail for 15¢ sl a 
} may PROMPT DELIVERIES! Double shields retail for 25¢ sy; 
ie Exhibiting Empire State Glass Decorating Co., Decorated Glassware os P sersced ORDER AT ONCE 
yutors prices an iscounts. 
gated s T ee heavier 
Lehman Bros. Silverware Corp. HIELD CO ag mer 
ro} , ° WALL § . edge for beauty .. . pro- 
- Showroom: 1472 Broadway, Executive Offices fects well paper around 
‘ e Py H iol: i witc Sas, 
reac and Factory, 197 Grand St., New York City. Plastic Specialists not curl... stays flat 
for single 


n of against wall... 
jonal See our complete line on display at the National Hardware Show, 347 W. FOURTH ST. or double switches. 
Grand Central Palace, New York City, Space 112, Sept. 16-21 CINCINNATI 2, OHIO 


hing- Chicago Gift Show—Palmer House—Room 780—July 29th-Aug. 9th 
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po¢ DREAD 
YOUR eLING, 100? 


oES 
' price LABELIN 


KUM-KLEEN SELF-ADHESIVE PRICE LABELS 
NEED NO MOISTENING, NO MUSS, FUSS OR LICKING 


Kum-Kleen Self-Adhesive Price Labels are the cleanest 
labels ever devised. They practically do their own stick- 
ing. You don’t have to lick them or moisten them or 
pound them down. Simple finger-tip pressure—and they 
adhere to any smooth, clean surface: metal, china, glass, 
plastic, polished wood, cellophane, etc. 

Moreover, Kum-Kleen Price Labels stick through ex- 
tremes of heat and cold and sudden climatic changes. 
They cannot pop or curl off. Yet, after the sale is made, 
they are easily peeled off without leaving a mark. 

They are far faster and easier to mark than water 
gum labels, and the time you save more than pays for 
their cost. Kum-Kleen Self-Adhesive Price Labels are 
in use by national manufacturers and by retailers all 
over the United States. 

Throw away your sponge and let Rover play with his 
friends—keep your fingers clean and your temper even 
with Kum-Kleen Self-Adhesive Price Labels. 


Send for Free Samples & Literature 
SEE YOUR JOBBER 


AVERY ADHESIVES 
451 E. Third St., Los Angeles 13, Calif. 


New York, Chicago, Atlanta, Boston, Detroit, Indianapolis, 
Kensas City, Pittsburgh, San Francisco, St. Paul, Seattle, Tulsa, 
Washington, D.C. * in Canada, Enterprise Sales, Toronto 
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WILLIAM C. PERKINS, 
special representative for the 
American Chain & Cable Co., 
Inc., York, Pa., is 77 years of 
age and is now rounding out 
62 vears of identification with 
the hardware industry. Mr. 
Perkins started his career in 
hardware with S. J. B. Cook & 
Co., hardware commission mer- 
chants of Baltimore, Md. The 
firm represented one of the 
chain manufacturers and was 
later acquired by the Amer- 
ican Chain Co. Upon the 
liquidation of the Cook com- 
pany in 1886, he became as- 
sociated with manufacturers’ WILLIAM C. PERKINS 
agents giving direct represen- 
tation to hardware and mill supply wholesalers in the 
south and southwest, continuing his chain manufacturer=' 
connection with John C. Schmidt & Co. until 1900 and 
with its successor, the Standard Chain Co. until 1916 
when the Standard interests were acquired by the Amer- 
ican Chain Co., now the American Chain & Cable C».. 
Inc. Mr. Perkins became their southern sales repre: 
sentative calling upon the wholesale trade in 14 southern 
states. He later became district sales manager with head 
quarters in New York, later also supervising sales activ'- 
ties in the New. York area. In 1922 he was transferred 
to Pittsburgh as district manager and directed the com 
pany’s sales program in western Pennsylvania, Ohio. 
Michigan, and Kentucky, in addition to the southern and 
southwestern territories. On July 1, 1945, he became 
special representative of the company. Mr. Perkins took 
an active part, as a member of the Methodist Unification 
Commission, in effecting the Union of Methodism in 193° 
and has been active for many years in the administrative 
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circles of the Methodist Church. He is well known a: 
hardware conventions and, at the January meeting of the 
Texas Wholesale Hardware Association, was elected to 
honorary life membership in that organization. He is a 
past master of Oriental Lodge 158 A. F. & A. M. of 
Baltimore and is a Thirty-second Degree Mason. He says 
his chief hobby is “the promotion of the interests of 
‘Acco’ and its clientele.” 


H. D. WATTS, treasurer 
of The Martin-Senour Co., 
Chicago, Ill, paint manufac- 
turers, recently completed a 
half century with the same 
firm. Mr. Watts joined the 
company as a bookkeeper in 
1896, immediately after his 
graduation from business col- 
lege and five years after the 
inception of the business. Ip 
1905 he was made treasurer 
of the company which position 
he has occupied ever since. 
Mr. Watts was the guest of 
honor at a party given by W. 
M. Stuart, vice-president and 
general manager of the com- 
pany at the Union League 
Club, Chicago, on April 16. At that time he was pre- 
sented with $2,500 by the company, while his co-workers 
in the organization presented Mrs. Watts and him with a 
vacation trip to California. Mr. and Mrs. Watts cele- 
brated their golden wedding anniversary in 1943. Mr. 
Watts is a member of the First Congregational Church in 
Western Springs, II]. His hobbies are his lawn, garden, 
flowers and Irish setter, Pat. ° 





H. D. WATTS 


MAX KELLER, senior partner 
of M. Keller & Son, New York City, 
is an active participant in the hard- 
ware business at the ripe age of 81 
years. His activities date back over 
60 years. He recalls with pride that 
-his apprenticeship began when his 
first enterprise consisted of a stock 
of tinware and housewares that he 
drove about the midwest in the early 
eighties in a two-horse_ traveling 
emporium. He remembered one of 
the horses was named “Pot” and 
the other one “Pan.” During the 
blizzard of 1888, he holed up in a 
homesteaders cabin near Dodge City and he brought the 
horses in the cabin for warmth. About 1890 he opened 
a general store in Hillsboro, Hill Co., Texas. His estab- 
lishment was the first in town to install a telephone and 
electric lights. The year 1905 brought him to New York 
where he opened his present location. He was joined by 
his son after the first World War. Always an early riser, 
he delights in greeting the day’s first caller. Active in 
fraternal work, he counts many amongst his friends. He 
says that the hardware business is not for a lazy person. 
“I’ve always enjoyed it because interesting people are in 
the line.” 





MAX KELLER 


SEPTEMBER 12, 1946 





Acme) SHEAR & SCISSORS TIPS 

















..at ACME... 


For all Acme forged steel Shears are now 
being heat-treated by use of electronics that 
does a uniform job—timing and all—more 
accurately, more thoroughly than ever 


before. 


But that’s just one of the many technical 
improvements behind the constant high 


an important job 


quality of Acme products. 


And it’s just that kind of behind-the-scenes 
work that comes through for you in a big 
way...in the form of better merchandise, 
building sales and customer satisfaction 


right do 


Give these fine brands the backing they de- 
serve. And look to Acme to set a new pace in 
performance and profits in Scissors and Shears. 


ACME szurar co. 


wn the line. 


Present lines include best-selling mod- 
els in Utility Shears, Sewing Scissors, 
Kitchen Shears, Dressmaker Shears and 
others. All Acme products are 
quality-controlled from start to finish. 


BRIDGEPORT 1, CONNECTICUT 


ACME 


Makers of 
+ EVERSHARP -: 


PURITAN 
WINDSOR «+ KLEENCUT + AMERICUT 


- What has electronics : 
- to do with shears? : 
a = — 


Keep Your Eye om ACME/ 
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PRICE AND OPA CEILING ADVANCES 


Some cabinet hardware. 


Some barn door hardware, etc. 


Some lead products. 


One make wire nails and staples (except galv.) Copper. Some copper products. 


Some machinery and parts. 
Window material. 
fixtures. 


Some stock screen goods, 
One line locksets, latches, etc. Some paper products. Radio tubes. 


Mechanical refrigerators. Some millwork. Furniture. 


Cast iron enameled plumbing 


and barbless wire, around 44 cents per 


spool. 
* * * 


material Effective 
Chicago, IIl., an- 


Window 
Sept. 1, the Arvey Corp., 
nounced that consumer prices on its R-V- 
Lite All Purpose Window Material 
increased approximately 10 per cent. 


Was 


* * * 


Striking tool handles. Lighting fixtures and parts. Some carbon products. 
Hard surface floor and wall coverings. Some work clothing. Tires. 

Some building materials. Vises. Some repair parts. Steel power boilers, etc. 
Softwood. Plywood. Brazs mill products. Armored cable. Some playthings. 


Power-driven tools—jacks — By 
OPA action, effective Aug. 27, “the maxi- 
mum price for sales of new portable power 








Builders’ hardware prices 


Among recent mark-ups reported through 
sources, are the following, from 
National Lock Co. ad 
knobs, 


effective 


jobber 
three manufacturers 


vanced prices on cabinet pulls, 
catches and latches 10 per cent, 
Allith Prouty, Inc., advanced barn 
hangers, brackets 
3 per cent over their 
Brass Co., 


latches, etc., 


July 26. 
track 
hinges to a basis 33 1 
1940 prices 
turers of locksets, 
all their prices by 


door and and 


National manufac 
advanced 
10 per cent, effective 
Aug. 5. 

* * * 
Aug. 23 
A, was one in 


Wire nails Among the 
price rulings issued by OP 
sales of 


ceiling prices for retail 


were raised, 


which 
standard wire nails 
the retail sales of nails under one regula- 
tion. effect 
that this retail increase averages about 23 
in ceiling prices for standard 


to bring 
Early press comment to the 


per cent 
wire nails sold by the keg, has not yet been 
confirmed. On Aug. 12, OPA broadened 
its definition of “mill carload price” to in- 
“emergency basing point” as well 
The effect 


the actual 


clude an 
as the governing basing point. 
is to permit a reseller to use 
basing point from which nails were pur- 
chased by him—rather than his nearby or 
supply 
price. 


computing his 


8, OPA 


point—in 
Effective Aug. 
special authority to Pittsburgh 
to quote $4.10 per 100-lb. keg, 
staples, 


natural 
selling 
granted 
Steel Co. 
Pittsburgh, on 
(other than galvanized). 
cents per 100 pounds above the regular ceil- 
of $3.75 now in effect. Distrib- 


wire nails and 


This price is 35 
ing price 
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utors purchasing nails from the company 
may pass on the increase, 
nate on their invoices that the nails sold 
were purchased from the Pittsburgh Steel 
Co. The company has also been granted 
prices on barbed 


permission to raise its 


but must desig- 


driven tools, by resellers, shall be the price 
the reseller had in effect to a purchaser of 
the same class just prior to Sept. 18, 1945, 
increased by the same percentage by which 
their net invoiced cost has been increased,” 
under price regulation 136. Effective Aug. 
30, also under regulation 136, resellers of 


mechanical jacks are granted 


heavy-duty 








Wholesale Hardware Sales* 


By Geographic Di 


ivisions, for July, 1946 








SALES REPORTED 


| Percent Change 
GEOGRAPHIC July 1946 
DIVISION vs. 


U. S. TOTAL 
New land 
Middle Atlantic 
East North Central 
West North Central 
South Atlantic 
East South Central 
West South Centrai 
Mountain 
Pacific 


l+++++++ I+ 


SALES YEAR-TO-DATE b 


Amount (Add 000) 
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Bureau of the Census 


a Includes 21 reports received too late to be incorporat: 


iness Division by Current Wholesale Trade 
releases. 


Pubi 
ed in cau published 


ished in 
Consus 
b includes reports received too late for inclusion i castes eanedl 
c Number does not apply in all cases to the year-to-date figures. 





States comprising regions: 
New England—(Conn., Maine, _ N. H., 
Middle Atlantic—(N. J., N. Y., 

East North Central—(Ill., Ind., Mich., Ohio, 


R. L, Vt.) 


Wisc.) 


West North Central—(lowa, Kan. -- Minn., Mo., Neb., N. D., S. _ _ 
. Va. 


South Atlantic—(Del., D. C., 


East South Central—(Ala., 
Mountain—(Ariz., Colo., Idaho, Mont., 
Pacific—(Calif., Ore., Wash.) 


Fia., Ga., Md., 
Ky., Miss., Tenn. 


West South Central—(Ark., La., Okla., Texas) 
Nev. 


N. C., S. C., Va., 
) 


, N. M., Utah, Wyo.) 
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BY ALL STANDARDS. 
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OIL RANGES 
AND HEATERS 







w GLASWIK is a very 
profitable item because it’s 
tops in quality and perform- 
SERS y 
RAVV 
















ance. Made of chemically 
treated woven spun glass, 
outlasts ordinary kindler 
many times over. 
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FEATURES 


















Lights instantly! - No carbon 
or soot! - Uses less oil! - Pro- 
duces more heat! - Requires 
less attention! - Lasts longer! 


Anddon’t forget FLAMEMASTER 
and TOPNOTCH — two other 
fast selling wicks. 
ATLAS ASBESTOS COMPANY 
North Wales, Penna. 





CHEMICALL WOVEN 
TREATED PUN GLASS 


INDLE as «|. never had so much 


demand for Plastic Wood 


before!”’ 





























FOR OIL BURNING WICKLESS STOVES, 
RANGES AND HEATERS 







Mentored by 
amas ASBESTOS COMPANY, NORTH WALES, PA 








(A Leading Midwest Jobber) 
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WRITE TODAY FOR 





SALES REPRESENTATIVES Advertising Campaign 
MANUFACTURER’S AGENTS Big this FALL! 
Old established manufacturer—one of the na- ¢ ontinues ( 


tion's largest in this type of household product 
since 1889, now in process of reorganizing sales 


setup in favor of manufacturer's representatives, 
is desirous of representation in the following 149 ADVERTISEMENTS 
plus BOOKLETS, DISPLAYS 
















territories. 

RICHMOND, VA. (Including Maryland, West Virginia, 
Southern Pennsylvania, North Carolina, and the State of 
Virginia) | build bigger sales for you! 
ATLANTA, GEORGIA [Including South Carolina, Florida, 
Alabama, Tennessee, Mississippi, and the State of Georgia) | * 


HOUSTON, TEXAS (Including Louisiana, Arkansas, Okla- STOCK UP 


homa, New Mexico and Texas) 
ST. LOUIS, MISSOURI (Including Kentucky, Southern Illinois, 
on a line running diagonally from Springfield across to In- DISPLAY eee FEATURE 

dianapolis, Indiana, and Southern Indiana) 










CHICAGO, ILL. (Including Michigan, No. Illinois from || P.S. Don’t forget to stock up 


Springfield, No. Indiana from Indianapolis, lowa and W. e|| PLASTIC WOOD SOLVENT, e 


Ohio on a line between Marion and Columbus) 


ROCHESTER, N. Y. (Including East Ohio from Marion, North 
West Pennsylvania and New York State except the Metro- 
politan area of New York City) BOYLE-MIDWAY INC., 29 E. 40th St., New York 16, N.Y. 
NEW YORK CITY (Including all Metropolitan area, New 5235 W. 65th St., Chicago 38, Ill. ¢ 4820 E. 50th St., Los Angeles 11, Cal. 
Jersey, Philadelphia and Delaware} 


State complete information in your first letter re- 
garding present lines handled, experience, size of PLA yale Lele) .) 
organization and territory covered. 


Box No. H.A. K-750 c/o HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 





too, for extra sales volume/ 









A CELLULOSE FIBRE FILLER 
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Wholesale Hardware Inventories‘ 
By Geographic Divisions, for July, 1946 








END-OF-MONTH INVENTORIES (Cost) 


Percent Change 
July 1946 


GEOGRAPHIC 
DIVISION vs. 
Number 
of 

Firms July June 
1945 1946 
U. $. TOTAL 188 +36 +1 
New England 13 +35 -1 
Middle Atlantic 40 +27 — 3 
East North Central a) +58 +4 
West North Central 3 +33 — 3 
South Atiantic 23 +33 — 3 
East South Central 7 +49 +6 
West South Central 17 +26 + 2 
Mountain 8 + 26 +7 
Pacific 16 +31 + §& 


STOCK-SALES-RATIOS b 
Amount (Add 000) 

July July June July July June 
1948 1945 1946 1946 1945 1946 
$58,259 | $42,833 | $57,602 | 152 171 158 
2,027 | 1,502/ 2,057; 250 | 268 239 
5,753 | 4,518) 5,968 | 135 163 153 
12,963 | 8,174 | 12,492) 154 159 168 
10,458 | 7, 10,800 | 134 174 | ~~ «150 
3,378 2.841 | 3,481 | 95 119 121 
1,700; 1,141/ 1,610| 149 127 148 
7,302| 5,890 7,269 163 183 162 

897 | 714 836 96 117 
13,691 | 10,464 | 13,099) 195 181 





Bureau of the Census 


Published in Business Division by Current Wholesale Trade 
a includes 19 reports received too late to be incorporated in Census Bureau published releases. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 








a percentage pass-through of the March 
27 increase in manufacturers’ maximum 
prices, to replace the dollar-and-cent “pass- 
along” previously permitted. 

> . 7. 


Machinery and parts—-A further 
order by OPA, under price regulation 136, 
provides that resellers’ ceiling prices for 
several machines, machine parts and in- 
dustrial equipment items may be raised to 
reflect the full percentage mark-ups of 
recent increases in their manufacturers’ 
maximum prices. Resulting price increases, 
effective Aug. 23, give distributors their 
average current costs, plus the average per- 
centage mark-up in effect March 31. 
Products covered include gears, pinions, 
sprockets, speed reducers and chains—13 
per cent; gear motors—13 to 27 per cent. 
Fans and blowers—9 per cent for those 
using fractional, and 14 per cent for those 
using integral, horsepower motors. Meat 
and poultry packing equipment—8.5 per 
cent. Power gasoline pumps—6.9 per cent 
Bakery machinery and equipment—9 per 
cent. Steel power boilers and equipment 


16 per cent. 
* . * 


Mechanical refrigerators Ef- 
fective Aug. 21, OPA amended price regu- 
lation 598, increasing by about six per cent 
the retail ceilings on household mechanical 
refrigerators. This will send prices of 
standard boxes up by $10 to $12, complet- 
ing the price increases on consumer dura- 
ble goods which were required to be made 
within 30 days after July 25, date of the 
price control extension act. The rise re- 
sults in part from a new reconversion price 
increase of 3.5 per cent granted refrigera- 
tor manufacturers. Also, an_ increase 
amounting to 2.5 per cent of the retail 
price, which resellers have had to absorb, 
is now being passed on to consumers. The 
public will pay the higher prices as soon 


282 


as dealers receive refrigerators ticketed 
with the new ceilings. In a later (Aug. 
21) action, OPA ruled that the maximum 
cash price that could be paid for any 1946 
used refrigerator, reconditioned and guar- 
anteed for 90 days, is 85 per cent of the 
original retail ceiling of the box, when 


sold new. 
* _ - 


Carbon products raised — Ef- 
fective Aug. 13, price regulation 136 was 
revised by OPA, raising by 11 per cent the 
ceiling prices, for manufacturers, on car- 
bon products, including carbon, graphite 
and metal graphite brushes and contacts 
and other items of the same composition 
for electrical and mechanical use except 
electrodes for electric furnaces and carbon 
or graphite anodes for electrolytic cells. 
OPA says this was an interim increase, 


“necessary because of rising costs of ma- 


terial and labor, and granted to assure con- 
tinued production of these essential prod- 
ucts pending the completion of an indus- 
try survey, as the basis for a final price 
adjustment.” Resellers of these products 
are permitted to pass on the increase by 
raising their maximum prices the same 
percentage amounts as their net invoiced 
costs are advanced as a result of the a 
tion. Companies that have received indi- 
vidual price adjustments in the past ar 
not permitted to take this additional in- 
crease but may continue to sell at their 
adjusted prices even though they are 
higher. In another ruling, effective Aug. 
28, OPA rules that increases in the ceiling 
prices of electric motors, effective May 13, 
may not be applied to carbon, graphite and 
metal graphite brushes and contacts. 
* * © 


Building materials—As of Aug. 
20, OPA announced higher ceiling prices 
for four building materials, to guarantee 
producers profits equal to those realized in 
March, 1942. The materials were stock 
millwork, pine stock millwork, Douglas fir 
doors and stock screen goods. OPA also 
approved a 10 per cent increase, over 1942 
price ceilings, for cast iron enameled 
plumbing fixtures, effective Aug. 21. It 
also priced under the same regulation as 
items made from western pine, all stock 
millwork specialties made from any species 
of pine. Since millwork specialties made 
from southern pine were not produced in 
significant quantities before the war, they 
had not been included in original OPA re- 
lief for these items. Also effective Aug. 20, 
an interim increase of 7 per-cent in the 
maximum prices of striking tool handles, 
for producers and distributors, was an- 


nounced by OPA. 








Wholesale Hardware Collections 
on Accounts Receivable* 
By Geographic Divisions, for July, 1946 








ACCOUNTS RECEIVABLE 


Collection Percentages b 





| Percent Change 
GEOGRAPHIC July 1946 Amount (Add 000) 
DIVISION v8. 
| Number a 
| cm | July June 
| Firms | July June Ju July June July ul 
1945 | 1946 | 7 1945 | 1946 1946 | 1945 | 1946 
U. S. TOTAL | 263 | 440 | +2 | $04,025 | $31,972 | $43,758 | 104 102 | = (103 
New England | 0 | +0 | —1 | 1,063; 728; 1,070; 101 9 | 
Middle Atlantic | @ | +08 | +7 | 7,827 | 4,900; 7.052; 88 | % | 9 
East North Central | 44 | +50 | "0 | 8,598) 5.743) 8.580 | 108 112 107 
West North Central | 2 +51 | —3 | 6.62| 4.398| 6.840/ 118 | 109 113 
South Atlantic 2 | +0 | +6 3,870| 2.605 | 3,657, 109 103 | = (108 
East South Central =| «S14. |«+38'| —1 | 1,836 | 1,380 | 1.983 | 19 | lo 
West South Central | 24 +30 | —2 | 4,668) 3,503) 4,747/ 113 | 107 106 
Mountain | 8 +650 +1 847 563 | 837 8 95 
Pacific | 2 +19 | +5 | 9,509| 8,075, 9,122 96 93 94 
| | 
Bureau of the Census Published in Business Division by Current Wholesale Trade 


ts receivable for an identical group 





a Includes 21 reports received too late to be incorporated in ay Bureau published releases. 


b — ~ es are obtained by dividing the 
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s of ma- 


sure con- 
ial prod- 
in indus- 
ial price 
products 


rease by 


1€ Same 


invoiced 
the a 
ed indi- 
past ar: 
onal in- 
at their 
ley are 
ve Aug. 
- ceiling 
May 13, 
lite and 


a. 


f Aug 
prices 
arantee 
lized in 
» stock 
glas fir 
'A also 
sr 1942 
ameled 
21. It 
‘ion as 
stock 
species 
made 
ced in 
r, they 
PA re- 
ug. 20, 
in the 
indles, 


iS an- 




















: 4 of heavy gauge wire, with 
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Westchester )3rickote Products Co., Inc. | Dm 


Manufacturers 


hd 





ENE EOI. 





ELECTRIC FIRELOGS 


Andirons and other Accessories for the Fireplace 
IMMEDIATE DELIVERIES 








Red Bulbs, Aluminum Spinners and Pins for Electric 
Firelogs now available as a replacement item. 





— and you Dealers are waiting for 


Ou: products are nationally known and proven best sellers. 
Literature sent upon request 


WESTCHESTER BRICKOTE PRODUCTS CO., Inc. WORD FROM U N i ON 


1528 Williamsbridge Rd., New York 61, N. Y. 








on the New-line Le r 
ENGINEER DESIGNED . . . PRECISION BUILT e ade s 


You’ve borne with us through materials-shortages, 


yh 





production snags, disrupted delivery schedules 
due to national conditions. You expect to be 
repaid for your waiting by Values striking a new 


pitch in the seale of PROFITS. 


They’re coming! — the greater UNION lines with 


_ all the design and utility features built up while 























. ° . , z 
Sturdily constructed production was held up. They'll be shipped with 
aluminized rust-proof fin 
plete with nuts, bolts, metal clamps 
end mounting brackets, ready for 
installation. Approx. weight, 4 Ibs. 
each. Standard packing, 12 com- 
plete baskets nested. 


AVAILABLE IN TWO SIZES 
-OV 
SPOT WELDED 


N 
Stock No. 161, Stock No. 161N 
164, x11x6 164%. xl1x6 
Stock No. 181 Stock No. 181N 
18x 13x6 18x 13x6 


our grateful appreciation of your patience,—to be 


translated into record SALES of 


Roller and Ice Skates, Fishing Tackle, 
Chisels and Screwdrivers, Hack 
Saw Frames, Gun Implements 








HARDWARE«COMPANY 
ow WE aw 2 w 


TORRINGTON. CONN. 


NEW YOR. AMUER 
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Combination CelluloseSponge 
Head and Rubber Squeegee 


RETAIL PRICE 79c 


Cleans Windows with Less Work. A 
natural sales leader that catches hold 
immediately . .. the Minute WINDOW 
BRUSH does two operations better . . . 
by itself. First, the long-lasting DuPont 
Sponge quickly loosens and dissolves 
dirt and grimy film and rinses clean. 
Then, when brush is turned around 
the combination SQUEEGEE wipes 
the glass surface sparkling bright. No 
muss—chamois and cloths eliminated. 
Prevents hands raw from rubbing. 
Ideal for any size—picture window to 
casement pane. Many other clean- 
ing uses. VOLUME SELLER. Instant 
buy appeal. Brings steady good profits. 
Now is the time to introduce the 
Minute WINDOW BRUSH! 


CASH IN—Stock the 
Complete Minute Mop Line 


Women went and need all the 
Minute Mop handy household help- 
ers — Minute Mop and DOrainer, 
Dish Mops, Bottie Brushes, Bath- 
room Brushes, Soap Banks, Window 
Brushes, etc., all made of DuPont 
Cellulose Sponge. Each item is « 
star seller because if saves them 
time and trouble on a burdensome 
daily cleaning chore. Great new 
Display Stand furnished free with 
78-piece introductory assortment. 
Ask your jobber or write us today 
for details. 

SEE US IN BOOTH 94 NATIONAL 
HARDWARE SHOW, GRAND CEN- 
TRAL PALACE, NEW YORK, 

SEPT. 16 THRU 21. 


_\MINUTE MOP (0. 


~t3 &€. 23 rd. St. 
‘ CHICAGO 16 ILL. 


Late OPA rulings American 
line hemp, hemp tow, flax line fiber and 
flax tow were exempted from price control, 
effective August 25. On Aug. 30, gum and 
wood rosin of all grades were exempted 
from price controls by OPA. The exemp- 
tion is extended also to products contain- 
ing 50 per cent or more by weight of gum 
or wood rosin, such products including 
battery seals, brewers’ pitch, ester gum, 
metallic resinates, including rosin size, cer- 
tain synthetic resins and sealing wax. CPA 
predicts that supplies of these rosins will 
be adequate to meet current demands. 
Manufacturers’ maximum prices of lino- 
leum and felt-base floor and wall coverings 
have been increased approximately 2.8 per 
cent, OPA has announced, effective Aug. 
30. Manufacturers may sell gummed cloth 
tape and gummed sisal kraft tape on an 
adjustable pricing basis by an OPA de- 


cision effective Aug. 27. 


Metals changes by OPA On 
Aug. 23, OPA authorized lead product 
dealers to raise their ceiling prices enough 
to restore their March 31 profits margins, 
as required by the new price control law. 
Each seller will compute his own increase 
Dealer premiums for resellers of primary 
lead and of secondary lead also have been 
raised to restore their average percentage 
mark-ups in effect March 31. Premiums 
for copper resellers have been raised \- 
cent per pound in each quantity sales 
bracket, effective Aug. 23, by OPA amend- 
ment to price schedule 15. Manufacturers 
of copper electrical coils and windings 
have been granted price increases to reflect 
the advances in copper prices on June 5 
Premiums for distributors and resellers of 
silver have been raised by OPA, effective 
Aug. 23, to restore their average percentage 
mark-ups of March 31. Manufacturers 
using silver in wire and cable which they 








SALES OF 1,200 INDEPENDENT RETAIL HARDWARE 
DEALERS IN THE UNITED STATES 
July, 1946, Comparisons 


July ’46 July’4% 
Vo. Us. vs. 
stores July "45 June’46 
Total 1,200 +45 3 


$13,218,522 


June °46 


July °46 July °45 
$13,634,726 


$9,109,496 


1946, $109,305,024; 1945, $78,500,828 
First seven _months of 1946 showed 39 per cent gain over or 1945, 


Vumber 


of firms 


reporting * 


Sates 


Alabama 
Arizona 
Arkansas 
California 
Colorado 
Connecticut 
Florida 
Georgia 
Idaho 
Illinois 
Indiana 
— 
Kansas 
Maine 
Massachusetts 
Michigan 
Missouri 
Montana 
Nebraska 
New Jersey 
New Mexico 
New York 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
So. Carolina 
Texas 
Washington 
Wisconsin 68 


Chicago, Ill. 32 
Los Angeles. Cal. 17 
St. Louis, Mo. 6 
San Francisco, Cal. 20 


' Includes reports received too late 


ber does not apply in all cases to the year-to-date figures. 


Census, U. S. Department of Commerce. 


Percent Change 
July °46 July °46 
compered compared Dollar 
with with Sales 
July °45 June °46 July °%6 


162,103 
78,978 
169,326 
1,968,786 
114,381 
148,090 
285,148 
234,143 
157,024 
789,908 
463,225 
277,752 
217,719 
166,837 
525,928 
574,576 
196,565 
135.073 
111,966 
107,480 
176.510 
861.797 
1.126.931 
258,119 
296,253 
1,264,342 


T 


+35 
+62 
+51 
+46 
+46 
+68 
+46 
+32 
+61 
+43 
+43 
+52 
+40 
+50 
+56 
+28 
+53 
+87 
+31 
+29 
+57 


+50 


tT 


+ 
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299,163 

319,615 

38,258 

} 149,182 


for inclusion in previous monthly totals. * Nun 


Compiled by Bureau of 


HARDWARE AGE 
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2,103 
8,978 
9,326 
8,786 
4,381 
8,090 
5,148 
4,143 
7,024 
9,908 
3,225 
1,752 
719 
1,837 
928 











make, may raise their ceiling prices for 
these products by the same amounts as 
their silver costs have been increased, OPA 
has ruled. Since only finely drawn wire re- 
quires silver, only a few types of wire and 
cable are affected. 


oo ca 





aw 








Automotive parts—On Aug. 19, 
OPA announced increases in manufactur- 
ers’ ceiling prices for all automotive parts, 
from their base date freeze prices. These 
changes are to offset higher wage and ma- 
terial costs, and became effective Aug. 24. 
Parts for new cars already are free of con- 
trol. The increases were: 15.5 per cent on 
engines and engine parts, 26.8 per cent on 
radiator hose, 17.3 per cent on fan belts, 
12 per cent on bearings, 24.5 per cent on 
dump bodies and hoists, and 15 per cent 
on all other parts. In addition to the price 
mark-ups for manufacturers, OPA removed 
catalog houses and “trade-name resellers,” 
who sell only standard parts which they 
buy from producers, from coverage by the 
manufacturers’ price schedule, and placed 
them under the regulation covering distrib- 


utors, 
cod 





* 





m 








Lighting fixtures and parts 
Manufacturers of lighting fixtures and 
parts have been given a 10 per cent in- 
terim increase over their base ceiling prices 
for these products, effective Aug. 13. All 
types of non-portable lighting fixtures, 
both fluorescent and incandescent, for in- 
dustrial, commercial or residential use, and 
all parts for these fixtures are covered by 
the action amending price regulation 136. 
At the same time, resellers were permitted 
to raise their maximum prices the same 
percentage amounts as their net invoiced 
costs are increased. OPA explained that 
the increase was granted as a result of a 






preliminary check made, after the Light- 





ing Fixtures Industry Advisory Committee 





advised that rising production costs made 






the former ceiling prices unfair. 






* af « 


A busy day—On Aug. 23, OPA 
turned out a rapid series of price in- 










creases, to comply with the “dead-line” of 





its new law. It included a 10 per cent 





average increase on overalls and other 





cotton work clothing, which it says will be 





felt at retail in three to six weeks. Vary- 





ing increases on other cotton goods in- 






cluded men’s waterproof garments, rope 






and twine, and some part-wool blankets. 





OPA declined another general rise in 





automobile ceilings, but opened the way 





for dealers to “prove” any deficiency from 





their pre-war returns. However, tires went 





up 2% per cent and ceilings for many 





popular make trucks were raised. The rise 
on tires for passenger cars, motorcycles, 
trucks and industrial vehicles means 40 
cents more for the common 6.00-16 pas- 
senger tire, to a new ceiling of $16.10. A 
50-cent increase was granted earlier this 
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Be the first in your community to display PRO-TEX Hot Dish 
Mats. They’re New... Beautiful... Practical! Place your order 
now for earliest delivery. 


gives positive protection to their 
fine furniture. 


Made with sheet steel tops. Never be- 
fore has this construction been avail- 
able in table mat sets. The durable 
steel tops offer much longer service 
than the materials which are used in 
other mats. Not affected by heat, 
moisture or grease .. . easily cleaned 
with a damp cloth. 


Another important feature of these new 
mat sets is the timesproven PRO-TEX 
feature of dependable insulation. 


Made in three styles: Plain (without 
decoration); 2-color Breakfast Time 
Pattern; 3-color Floral Pattern. Packed 
in sets of 3 (one mat 7" x 10” and 
two mats 6x 8’) in an unusually 
attractive box that serves as a “silent 
salesman” on your counter. 


A special suede-like material has 
been developed to assure a soft, non- 
scratch base. Women instantly recog- 
nize that this luxurious, velvety finish 


This is the first of the post-war additions to 
the fast-selling PRO-TEX line of housewares. 


Other items are coming. Watch for them! 









BALLONOFF METAL PRODUCTS CO. 


1820 EAST 37th ST. . CLEVELAND 14, OHIO 























































The wise Judge 
is the man who 


* HOW IS YOUR ROOF COATING 
AND ROOFING ADHESIVE LINE 
FROM THE ANGLE OF 
“REPEAT BUSINESS"? 


The important first sale of any item 
usually involves costs (in time) 
greatly in excess of the actual profit 
allowed. For this reason it is impor- 
tant to stock a quality line that your 
customers will ask for . . . again 
and again. 


To your customers, ABESTO COLD 
ROOFING MATERIALS represent 
“value-received” quality. . . reduced 
labor costs . . . lasting satisfaction. 
To you fast-selling ABESTO means 
profitable repeat business. 


Write for our desi riptive literature and 
free specification sheets. 





ABESTO 
MANUFACTURING 
CORPORATION 


DEPT. H-6 


MICHIGAN CITY, INDIANA 


286 









summer. Increases also were ordered for 
warm air furnaces (10 per cent), toilet 
tissue and paper towels (6 per cent), vises, 
a variety of building material, eyeglass 
lenses, copper electrical coils, compressors, 
and cast iron radiators. The higher ceil- 
ings on building materials cover asphalt 
and tar roofing products, vitrified clay 
sewer pipe and allied products manufac- 
tured in the east central, south central and 
eastern areas; Portland cement (in south- 
ern California); asbestos cement roofing 
shingles and siding; metal lath; and (in 
some areas) clay building brick and drain 
tile. On vises, the interim price increase 
granted manufacturers and resellers on 
May | was raised from eight to 17 per 
cent, effective Aug. 23. Increases of re- 
sellers’ ceilings for compressors and con- 
densing units (5 horsepower or less in 
capacity) and repair and service of their 
parts, warm-air furnaces, floor and wall 
furnaces, cast-iron radiation and acces- 
sories, ‘specified tanks and vessels, brass 
plumbing fixture supply fittings and trim- 
mings and waste fittings and trimmings, 
were announced by OPA, to comply with 
the new price control law’s requirement 
on distributor margins. 
a + a 
Other Aug. 23 increases—Other 
dealer increases granted under the profit 
margin provision, all effective Aug. 23, in- 
cluded: Meat packing and poultry proces- 
sing machinery and equipment, 8.5 per 
cent; power-operated gasoline pumps, 6.9 
per cent; bakery machinery and equip- 
ment, 9 per cent; steel power boilers and 
equipment, 16 per cent. Softwood, ply- 
wood, about 4 per cent for jobbers and 
about 614 per cent for retailers, and brass 
mill products 3.04 per cent for all distrib- 
utors. On armored cable, an average in- 
crease of 27 per cent to manufacturers in 
two earlier moves, now may be passed on 
by dealers on a percentage basis, rather 
than on a dollar-and-cent basis as before. 
OPA further allowed ai increase of 5 to 
7 per cent in producers’ ceilings for indus- 
trial wooden boxes. Manufacturers of 
dairy machinery and equipment were given 
an industry-wide 9 per cent price increase, 
replacing an 8 per cent temporary increase 
put into effect June 10. 
* > * 
Equipment repair and services 
Firms performing repair and maintenance 
services on automobile vehicles and farm 
equipment have been provided by OPA, 
with an automatic adjustment formula for 
changing their charges for labor. The de- 
tails are in a supplementary order, No. 72, 
to price regulation 165, effective Aug. 23. 
+ > > 
Standards for price release 
OPA has announced stiff qualifying stand- 
ards for removal of price controls on non- 
agricultural commodities for the remainder 
of this year. Outlining the procedure that 
industry advisory committees must follow 











in petitioning for decontrol, on the ground 
that supply and demand are in balance. 
OPA said it will apply this test: “Can 
those who buy “the commodity for thei: 
own use at the existing ceiling prices do s« 
with the same facility and width of choi 
they had before the development of war 
time pressures, and is this a purely fleeting 
condition or is there reasonable likelihood 
that it will continue.” The new price 
statute directs OPA to remove controls on 
non-agricultural commodities (1) by De: 
31 where the commodity is not important 
to business or living costs, or (2) when 
ever the supply of a product exceeds or is 
approximately, in balance with demand 
* * * 

Lead products prices—Effective 
Aug. 23, OPA authorized resellers of lead 
products to raise their maximum prices 
enough to restore their March 31, 1946, 
percentage mark-ups, as required by the 
Price Control Extension Act. Included are 
“any metallic product made from lead or 
lead alloys, covered by the general March, 
1942, price freeze regulation,” such as hab- 
bitt or bearing metal, solder, type metal, 
sheet, pipe and fittings, seals, shots, strip, 
tubings, wire and similar products. Not 
included are lead chemicals, pigments, 
paints or products covered by regulation 
other than the General Maximum Price 
Regulation. OPA explained that its new 
action is necessary because it had cut the 
percentage mark-ups of these resellers 
when it permitted them on June 3 to add 
to their freeze ceiling prices only the same 
1.75 per pound increase as that on the 
price of lead granted producers at that 
time. Because lead products are sold by 
so many different wholesale and retail 
distributors, mill supply houses, mail order 
houses, industrial distributors and _ retail 
outlets, OPA decided it was advisable that 
each reseller use the new procedure to 
determine his new maximum prices. 

” * 7 

No further lead rise—On Aug. 
29, OPA moved to end pricing uncertain- 
ties with respect to lead, announcing that 
no increase in the current ceiling prices 
of lead or lead scrap is planned in the 
foreseeable future. Substantial price in- 
creases for primary lead, secondary lead 
and lead scrap, OPA pointed out, were 
granted June 3. These increases, coupled 
with the subsidies paid on lead, comply 
with requirements of the price control 
extension act, and nothing justifies further 
price adjustments at this time. “There ha- 
been,” says OPA, “serious withholding of 
lead on the mistaken belief that ceiling 
prices would be raised. Although a num 
ber of sales were made during the OPA 
suspension at a price of 9.5 cents a pound 
as compared to the ceiling of 8.25 cents 
a pound, it previously had been made clea: 
that no ‘bail out’ would be provided for 
those who bought at overceiling price: 
during the interim.” Further, CPA Admin 
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istrator Small has advised OPA that his 
agency will move quickly to prevent the 
building up of excessive inventories of 
lead. 





Zinc increase not assured—CPA 
expects soon to recommend a resumption 
of limited releases of zinc from the gov- 
ernment’s stockpile, because some pro- 
ducers have withdrawn from the market 
“due to dissatisfaction with prevailing 
prices.” On the other hand, OPA officials 
have said recently that there is “a very 
good chance” that no action will be taken 
on a new price ceiling for zinc. So far, 
they state, there has been no indication 
that the present price ceiling is inadequate. 
OPA’s position is that the current price is 
not retarding production, and since cost 
data submitted does not justify a price 
action, there is no basis for a new ceiling. 
Meantime, consumers complain of a dearth 
of available metals supplies. Production in 
hasic industries will be curtailed largely 
finless there is an immediate increase in 
copper, lead, and zinc supplies, says T. E. 
Veltfort, manager of the Copper and Brass 
Research Association. Copper refinery 
“shapes” are needed promptly to prevent 
stoppage of production required for hous- 
ing. automotive, electrical, and other key 
industries. “The short supply of lead, low 
grade zinc, and all types of mill scrap also 
will affect third and fourth quarter output 
severely,” he said. 

7 + * 

Some de-controls announced 
On Aug. 28, OPA removed price controls 
from a long list of additional items, in- 
cluding reptile skins and specialty leathers, 
shoe polish, floor and furniture polish, au- 
tomobile polish, and industrial wax finishes 
and dressings. Products made 90 per cent 
of reptile skins and specialty leathers also 
were decontrolled. This means price ceil- 
ings no longer will apply to snake and 
lizard skin shoes and handbags, doeskin 
gloves and some luggage and billfolds. On 
Aug. 30, OPA reported galoshes, arctics, 
and other rubber footwear were removed 
from price control, under the new plan 
which requires the lifting of ceilings when- 
ever supply balances demand. 

Industries seeking the highest price in- 
creases possible under the law must prove 
either that they can raise production 15 
per cent within six months, or that their 
present profits are not reasonable, under 
the tentative rules of procedure proposed. 





* 





> * 


Non-residential building curbed 

Effective Sept. 1, the government ordered 
a 27 per cent slash in non-residential 
building, and imposed more drastic pri- 
orities on building materials, in an effort 
to spur the lagging housing program, and 
to complete “a great volume of houses 
and apartments before winter sets in.” The 
new orders will double the materials on 
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sell like hotcakes because they provide 
the best cure for America’s closet plague i 


show that unsatisfactory closets 

are a major problem in thousands of 
American homes. 

Production of K-Veniences is improving, 
so plan now to draw your share of 


44,557 home owners have 

written personally for information 
about K-Veniences during the past eight 
months. Such enthusiastic 

response to our national advertising 
backs up the findings of 

nation-wide surveys which 


Feature K-Veniences consistently 
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which home builders get priority, earmark 
more building supplies exclusively for vet- 
erans’ housing, and start a shift of au- 
thority over practically all new construc- 
tion, from CPA Administrator Small, to 
Housing Expediter Wyatt. Larger volumes 
of scarce materials, ranging from 75 per 
cent on sinks to 95 per cent on bathtubs, 
will be set aside for sale only to builders 
who hold the “HH” housing priority. 
These “set asides” compare with 60 per 
cent in most cases at present. The set 
aside materials must be held indefinitely 
for veterans’ housing, instead of only for 
21 to 30 days. Twenty-seven more mate- 
rials, including stoves, linoleum, and light- 
ing fixtures, were added to the list of 25 
already subject to the home builders’ 
priority. Mr. Small appeals to householders 
to delay making roofing, plumbing, and 
other repairs—which may be made without 
government approval if they cost less than 
$400—until needs of the housing drive are 
met. He said that a two-month postpone- 
ment in repairs would help the housing 
campaign immeasurably, commenting that 
although the government’s emergency hous- 
ing program has been under way for eight 
months, many materials in short supply last 
January are still short. These include nails, 
heating ducts, furnaces, plumbing fixtures 
and fittings, millwork, interior doors, hard- 
wood flooring, wall board, plaster, motors 
and electric wiring and equipment. An 
Aug. 26 CPA order prohibits anyone from 
stocking more than a “practical minimum 
working inventory or a 45-day inventory, 
whichever is less” of such electrical wiring 
devices as switches, boxes, and base plugs. 


Controls suspended On Aug. 
21, OPA announced the suspension of price 
controls on a number of items, chiefly 
chemicals, declaring them unimportant in 
relation to business or living costs. In- 
cluded were beeswax composition contain- 
ing more than 50 per cent of the wax, and 
potato dextrine and its’ products. OPA 
also removed from dollar-and-cents price 
ceilings 10 imported items, including In- 
dian Numdah rugs, rayon net, English bone 
china and earthenware, Mexican istle fiber 
and Mexican sisal twine. Further, it sus- 
pended from price control the rentals of 
buses, trucks having a gross weight of 40,- 
000 lbs. or more, and smaller trucks when 
used as tank trucks, patrol wagons, snow 
plows or street sprinklers. Baby scales 
now are exempt from price control, OPA 
explains, to correct an error in its release 
of Aug. 14, which announced exemption of 
five groups of commodities from price con- 
trol. Baby scales should have been in- 
cluded, but bathroom scales, as previously 
stated, remain under ceilings. 

o * . 
Glove stocks limited On Aug. 


+23, CPA announced it will limit stocks of 
work gloves that may be held by manu- 


facturers. It put a top on inventories of 
“no more than 30 days’ supply,” and fixed 
the limit on some gloves which can be dis- 
tributed quickly at the “quantity produced 
during a week or ten days.” 
Aa * . 

Radio tubes—FEffective Aug. 23, 
OPA amended regulation 136, and autho- 
rized wholesalers and retailers of radio re- 
ceiving tubes, and allied special purpose 
tubes, to pass on proportionately the full 
20 per cent increases in manufacturers’ 
ceiling prices granted on May 2. This 
price increase for tubes will not change 
prices for radio sets, since it applies only 
to replacements, OPA said. The move was 
required by the new price control act, 
which provides for restoration of dealer 
profit margins which were in effect last 
March 31. 


Vacuum cleaners—C. G. Frantz, 
secretary-treasurer, Vacuum Cleaner Man- 
ufacturers’ Association, reports that 192,- 
655 vacuum cleaners for domestic use left 
the industry’s factories in July, compared 
with 161,631 in June and 155,843 in July, 
1941, last pre-war full production year. 


ae a * 


American watchmakers’ oppor- 
tunity—After inspecting several of the 
newest Swiss watch factories on a recent 
overseas business trip, T. Albert Potter, 
president of the Elgin National Watch 
Co., said in a recent interview, that he is 
convinced the most modern foreign ma- 
chinery is more than matched by the 
American watchmaking industry. The Swiss 
watch industry, operated as a cartel with 
government encouragement, has achieved 
amazing continuity of production uninter- 
rupted by labor disputes and work stop- 
pages. Despite the fact that exchange re- 
strictions have shut out the Swiss from 
several foreign markets, their watchmakers 
have orders for as long as 18 months 
ahead. The productive capacity of Europe 
generally, said Mr. Potter, has of course, 
been seriously disrupted by the war and 
by present economic conditions. For this 
reason, our U. S. manufacturers have an 
unprecedented opportunity to expand their 
foreign markets in those areas formerly 
dominated by Swiss producers. 


os a * 


Progress reported — Industry is 
pouring out civilian goods and services at 
a rate approaching total production at the 
climax of the war effort, said CPA Admin- 
istrator Small at the close of last month. 


Free for the present from the “stop-and- 
go” of labor discord, producers of basic 
materials have reached their virtual ca- 
pacity, he stated, and added that factories 
now are “within sight of full production 
of finished goods.” Automobile assembly 
lines ran 56 per cent more in July than 
in June, while sewing machine output, the 
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other outstanding laggard of reconversion, 
jumped 30 per cent. Civilian employment 
reached the unprecedented total of 58,- 
100,000. The expansion of factory and 
commercial activity was indicated by the 
fact that the entire increase of 1,400,000 
over June was in non-farming jobs. 


* * * 


July achievements — Mr. Small’s 
report on some “consumer goods” showed 
these July records: 

Washing Machines—187,000 units, 11 
per cent above the 1940-41 monthly rate. 

Vacuum Cleaners—197,000, 26 per cent 
above pre-war. 

Refrigerators—220,000, 28 per cent below 
pre-war. 

Sewing Machines—35,000, 48 per cent 
under 1941. 

Electric Ranges—57,000, 21 per cent 
above pre-war. 

Gas Ranges—127,000, 2 per cent above 
pre-war. 

Radios—1,330,000 units, 21 per cent 
above pre-war. 

Most building materials showed an in- 
crease, and “surpluses of brick and tile 
will be found in 1947.” As for the basic 
industries, production is at such a rate 
that further large increases cannot be ex- 
pected in the near future. Steel production, 
for example, is at nearly 90 per cent ca- 
pacity. 

+ ao & 

Non-coal ranges—Gas and elec- 
tric range production in July approxi- 
mated 200,000 units, with electric range 
output exceeding the 1940-41 rate for the 
first time. Production of electric ranges, 
some 55,200 units, was about 20 per cent 
above the June level. The principal prob- 
lems now confronting the industry are the 
shortages of steel and castings. Most pro- 
duction of ranges at present is slated for 
veterans’ homes. 

+ © * 


Synthetic vs. natural rubber 
The “showdown” between American-made 
synthetic rubber and imported natural 
rubber, both on price and quality, is not 
far off, representatives of the Office of 
Rubber Reserve say. Until recently, natu- 
ral rubber has had comparatively no seri- 
‘us competition from synthetic, but war- 
time shortages of the natural type forced 
intensive development of the synthetic, with 
the result that constant improvement has 
brought the newly developed laboratory 
product to the point where it now can be 
produced cheaper in the United States 
than the natural product can be shipped 
in. For example, recently the Office of 
Rubber Reserve was requested that it 
take delivery on a fourth quarter allotment 
of 25.000 tons of natural rubber at 23% 
cents a pound. “A few years ago, we 
might have been delighted to get it at that 
price,” said an official, “but today it 
seems a bit too high. It costs 2 cents a 
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More sales power with extra 
motor power—that’s KitchenAid! 
Why should customers fuss with 
“power-boosters” for under- 
muscled mixers? Just show ’em 
how KitchenAid does every job on 
its own—even freezes ice cream. 
There’s sales power in the ex- 
clusive Planetary Action, too—a 
principle that does away with 
“whirligig” bowls and gives timed- 
to-a-second results. Likewise in 





the 10 speeds with fingertip con- 
trol—in the sturdier, long-life 
construction. - 

KitchenAid is a powerhouse 
this way, too: It gives youa 
bigger initial sale—openings for 
attachment sales —and a full line 
to sell up to. 


% Got it? See your distributor. 
He’s getting limited deliveries now 
— at OPA-approved prices. 


KitchenAid 


The Hobart Manufacturing Co., KitchenAid Division, 


Troy, Ohio 
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A-10 
$1.25 


A-20 
$1.50 


Screw-in handle — detachable 
pad—one dozen in box. 
(Handles enclosed in every box) 


OUR 
NEW SPECIAL 
“TEDDY” 
A-5 
APPLICATOR: 


714” x 2”. Non-detachable pad. 
2 dozen in carton, with handles 
enclosed. 


59¢ ea. 


OTHER 'TEDDY" ITEMS 
Wall Dusters 
Polishing Mitts 
Buffing Bonnets 
Winter Mittens 


(lamb's wool and leather) 




























ORDER FROM YOUR JOBBER 


FRED V. FOWLER CO. 


Selling Agents for Stanton Suyply Company 
137 Federal St. BOSTON 10, MASS. 
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pound for delivery from the Far East, 
which puts the price at 25% cents a 
pound delivered. That’s a lot more. than 
synthetic costs now, and there’s very little 
| that the synthetic won’t do as well or even 
better than the natural.” Heavy duty 
truck an’! bus tires and large airplane 
tires are among the few products where 
synthetic rubber does not perform as well 
as the natural. In ordinary four-ply pas- 
senger car tires, synthetic has proved equal 
or better than tires made from natural 
rubber. 
* * € 


Lumber for corn-cribs—CPA has 
announced an emergency allocation of 
lumber to build corn cribs in six Middle 
West states. Unless lumber for cribbing 
is obtained in the next few weeks, the 
Department of Agriculture estimated that 
250,000,000 and 500,000,000 
bushels of corn will have to be stored on 


between 


the ground without adequate cover. A 
survey of storage needs is currently being 
made in Illinois, Iowa, Indiana, Minnesota, 
Nebraska and South Dakota, to determine 
which counties are in greatest need of crib- 
bing material, and what dealers in those 
counties are ready to handle the allocation 
of lumber. Further, in the farm construc- 
tion field, CPA has announced that chicken 
hatcheries, plants used to raise mushrooms 
and the like, and farms or ranches for 
raising fur-bearing animals are considered 
“farms”. As such, these come within the 
$1,000 small job allowance provision for 
any “farm building other than the farm- 
house.” 
* . . 


Two weekly “barometers”—The 
Bureau of Labor Statistics reported its 
index of wholesale prices, reflecting ap- 
proximately 900 commodities, in the Au- 
gust 24 week, stood at 128.4 per cent of 
It had risen 13.9 per 
cent higher than before suspension of price 


the 1926 average. 


controls at the end of June. Sales of the 
country’s department stores increased 40 
and 45 per cent for the week and four 
weeks ended August 24, compared with the 
corresponding periods of 1945, the Federal 
Reserve Board reports. 
” a 7 

Further housing “push’’—Hous- 
ing Expediter Wyatt hints at a further 
“big-push” on the housing front, with a 
deep new cut in non-residential building. 
Not officially announced, a 30 to 5O per 
cent further cut is expected in the already- 
reduced volume of office, store and factory 
construction. The Administrator said that 
orders to be issued by the end of this 
month would include (1) setting aside a 
“much greater volume of materials for 
housing than in the past,” (2) compliance 
action to insure that such materials actu- 
ally are held by manufacturers and dealers 
for contractors building homes, and (3) 
doubling of the number of building ma- 












trol. 
* * - 


Heating equipment lagging — 
Production of heating equipment, ham- 


pered by strikes, and by materials and 
labor shortages, is lagging so far behind 


demand that the industry will just be able 


to take care of essential repairs and re- 
placements this Winter. This is the con- 
clusion reached after a recent private sur- 
vey of furnace, boiler, oil and gas burner 
and stoker manufacturers. Some estimates 
place the industry’s backlog of demand at 
two years’ production. One company, 
Holland Furnace Co., predicts that it will 
take the heating industry five years to 
catch up with the demand for modern heat- 
ing systems. The one brighter spot is the 
outlook for stokers. The Stoker Manu- 
facturers Association report that stokers 
for converting handfired coal furnaces to 
automatic coal feeds are available in a 
range of sizes. Nevertheless, individual 
manufacturers confess that their produc- 
tion of stokers has been badly limited by 
the acute shortage of fractional horse- 
power motors, and these are proving a lead- 
ing impediment to oil and gas burner out- 


put, also. 
a 


Huge forward demand— Makers 
of agricultural equipment anticipate sus- 
tained demand for farm machinery for two 
or three years, with annual output ap- 
proaching $1,000,000,000 in about a year. 
While a recent survey points out that the 
industry, hampered by strikes and ma- 
terial shortages, will not be able to hit the 
billion mark this year, it seems headed for 
a later postwar volume which will break all 
production records. Farm equipment sales 
grew from a 1935 level of $294,546.000 to 
an all-time peak of $1,067,840,000 in the 
1944 war year. Figures are not reported 
for last year. Despite the sharp rise in 
farm equipment sales, only about one-third 
of the nation’s farms are “even moderately 
equipped” with farm machinery, according 
This has reflected partly 
the fact that some 58 per cent of all farms 


to the survey. 


are stated to have less than 40 crop-acres 
(heretofore considered the minimum for 
practical tractor operation) but also is 
attributed to the fact that modern equip- 
ment, particularly the low-cost tractor, is 
a product only of recent years. while, of 
course, the war delayed introduction of 
improved models and all new products. 
= 7 * 

The light metals—Light metals, 
brought into world-wide prominence during 
the war, are growing rapidly in their uses 
in civilian fields. Trade sources estimate 
that well above 1% billion pounds of 
aluminum will be consumed in the year 
ending with May, 1947. They believe, too, 
that more than 200 million pounds of mag- 
nesium products will be marketed in the 
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year. Production of the metal is at about 
five times the highest pre-war rate. Alu- 
minum, already established in the kitchen- 
ware and appliance field, is rapidly enter- 
ing into the furniture field. Dinette and 
kitchen table and chair sets of aluminum 
are in increasing production. Other items 
in which aluminum is being used include 
Venetian blinds, golf clubs, fruit crates, 
foil wrappers, wheelbarrows, heating and 
ventilating ducts, business machines, and 
even coal chutes. Magnesium, of course, 
is now produced in much less quantity 
than aluminum. It weighs 75 to 80 per 
cent as much as aluminum of the same 
strength, and less than half as much as 
steel. Magnesium has already invaded al- 
most as many fields as aluminum, but on a 
smaller scale. Most of the seats and land- 
ing gears, and many engine parts in trans- 
port planes, are magnesium. In the home 
appliance and utensil group, magnesium 
products include griddles, broom and brush 
handles and_ clothes _ baskets. Lawn 
mowers, wheelbarrows and hods of mag- 
nesium also are in production, while base- 
ball masks, golf bags, and fishing rod cases 
are among the sports goods which make 
good use of its lightness. Magnesium skis 
and canoes are also being offered, and, 
finally, this interesting metal is used in 


a variety of hand tools. 






* * * 





That paint scarcity——Perhaps the 
first reason which industry observers ad- 
vance, to explain the paint shortage, is 
the controls by OPA on linseed oil. They 
say that there is no ceiling price on flax- 
seed, but American linseed oil is subject 
to a price ceiling of 14.3 cents a pound in 
tank car lots. In Argentina similar oil is 
reported to be selling at 24 to 25 cents a 
pound. Against Russian (and other) com- 
petition, American processors can’t buy the 
South American seed and sell oil at the 
current ceiling. U. S. flaxseed production 
reached a peak of 51,000,000 bushels in 
1943. The following year it fell to 23,000,- 
000 bushels as competing crops, notably 
soybeans and wheat, became more _profit- 
able. Last year the flax crop came back to 
36,000,000 bushels, but this year an un- 
favorable planting season cut it again to 
21,000,000. The paint industry needs 30,- 
000,000 bushels of Argentine seed, and it 
isn’t getting enough, as they express it, “to 
wad a gun.” Tung oil, a fast dryer used in 
paints and enamels, is a Chinese product. 
Only limited domestic quantities are pro- 
duced in a few small areas along the Gulf 
Coast. Chinese production has slumped 
during the war. Exports from China since 
V-J day to June 30 were only 18,738,100 
lb., which compares with pre-war produc- 
tion estimates of 165,342,000 lb. annually. 
Then, too, quite a bit of soybean oil went 
into paint before the war. Government di- 
rectives compelled diversion of the entire 
soy oil supply into edible channels. But 
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the oil shortage is only half the paint an 
| story. Manufacturers of white lead, tita- buil 





2 nium dioxide, iron and zinc oxide and other ZyP 

pigments are away behind in filling orders. Exp 

| Price ceilings, government directives and tion 

| set-asides have put more dams into the tons 

paint stream, while trouble in the zinc and Jun 

PADCO lead mines is an added cause. All com- | the 


mentators refer to the container shortage. | und 
Tin plate for cans has been going to the OP: 
food industry. Even glass bottles are hard of ¢ 
for paintmakers to get. ping 
* * * of 

A terrific demand—-Added to sup- . ceili 

ply troubles is the tremendously increased . the 


demand for paint lines. During the war, the , ai new 
Navy and Army set-asides made huge in- i ; 
roads into the paint supply. Now that the hd Sher’ 2 


DEPENDABLE world’s greatest navy is going into storage, oem ~y / furn 
DECOYS more paint is needed to stop rust, and huge 
heavy government buying continues. Money j | enn- 
in the pockets of home owners, returned brou 


veterans, farmers, workers and others is any 


Your dollar volume on de- : LS, 
looking for a place to light. A paintup job 4 f- that 


coys will arow when you 
stock PADCO Decoys. 
Here is a decoy of proven its bit to the paint famine. Paint shelves Bere a qu 
dependability. PADCO are as barren as the meat shops of a few 
Deco Ys are correctly months ago, but still the customers come. —— 
shaved and hand-painted The National Paint, Varnish & Lacquer try | 
(without gloss) to a lifelike Association is authority for the statement orde 
appearance. They're that paint sales for the first six months this NEW YORK the 

sturdily cemteacted teem year were 13.2 per cent’ ahead of the first | OUTPUT DISTRIBUTED THROUGH THE soBBING TRADE EXCLUSIVELY gram 
Tupelo and Pop Ash, cork. | half of 1945. New oil cracking processes | ase cme nee vate 
like woods from the that enable mixers to turn out better paint yack 
swamps of the "Singing 
River” . . . and esvecially 
treated for maximum 
water resistance. 


for the house and outbuildings gets the 3 chas 
green light, while new construction adds = AS} that 


on on 








with less oil is one secret of increased are | 
production. Synthetic compounds, extend- upho 
ers and substitutes are being used to keep upho 
the mixers running. Cold water paints pro- cent, 


duced from casein are replacing oil paints ‘ . 
in thousands of homes. ag al a og This 


* ¢ @ slowe 
Each Packed in a 


Separate Box 


been 


eee a 
wg sum 


Poultry cut-back requested is re 


The Department of Agriculture has just a co 


ia}, > 


~ |H is the big improve- 
asked farmers and poultrymen to have 7 | ners in fetier “sete thet 


r ce we ns ; llets next Jan. | you have been waiting for 
per cent fewer hens and pu € ext J O. ae bie ae tere : low 
1 than on the same datg this year. It said really magazine size. (Slot MA ogs. 
opening 5%" by |'/2"'.) positi 


a laying flock of 435 million head, 7 per 
cent fewer than on Jan. 1, 1946, would be ahd Ag mage t . wash 


sufficient to meet “all currently known > emeanae and appeor- in tk 
e. 


ORDER YOURS TODAY... 
It's not too late... 7 2? THE MARKET IS BIG 


but order NOW Predict lower paper output— aoe 6 oe 


PASCAGOULA DECOY The Department of Commerce said recent- 
COMPANY 
Pascagoula, Mississippi 
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new 


requirements” of eggs in 1947. 
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ages 
P P SPECIAL — New Store 
ly that third quarter production of domes- Door letter slot, size 1034” 


tic paper and paperboard may be some- y ae ae aan 

what less than for the preceding quarter, ready for delivery. 
Other PADCO Products because of seasonal July slackening of Chris 

Paddies — Oars — Small Beats | mill operations. Output has also been | Maske Manufacturing Corp. ing tl 


| affected adversely by shortages of wood | 316 Bingaman St., Reading, Pa. cept 
cneanaeuea wenne CnemaNe 6 | pulp imports from Sweden, and there has guns, 


P. 0. BOX 711 e been no corresponding reduction in con- : demai 
PASCAGOULA, MISSISSIPPI aie sumption. Inventory replenishment has ——~ 4 metal 


* 
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. Gentlemen: been slight. Shortages are reported in just | eo " : / struct 
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Please send PADCO Products Catalogue ° about every grade of paper and paperboard ie, \ - . mechs 


Name products, particularly kraft wrapping —_— —e that | 


Ee: 
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DRTC cccccccccccccccccccccccccccccccosccce 


paper, coated printing papers, tissue and . a - terest 
fine papers, grocery bags, paper cups and which 
boxed favial tissues. On the other hand, war b 
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an increase in production of one scarce 
building material item, the paper liner for 
gypsum board lath, is reported by Housing 
Expediter Wyatt, who said July produc- 
tion of this paper liner exceeded 10,000 
tons. This compared with 8562 tons in 
June, 6862 in May, and 6390 in April, and 
the gain is credited to premium payments 
under the housing program. By a recent 
OPA action, effective Sept. 1, distributors 
of coarse paper products, and kraft wrap- 
ping paper and bags, are given the option 
of continuing with their June 30 price 
ceilings, or recalculating their ceilings by 
the percentage mark-ups required in the 
new price control act. 


& * . 


Furniture and furnishings—The 
furnishings field still presents a story of 
huge demand, with far from satisfactory 
euncly, The mid-summer furniture shows 
brought the largest turnout of buyers for 
any summer market on record, and showed 
that the American public was in a pur- 
chasing mood. So great was the demand 
that the majority of producers established 
a quota system for old customers, and took 
on no new ones. Few cared to book busi- 
ness more than 90 days ahead. The indus- 
try has since been attempting to fill its 
orders. One difficulty is in lumber, with 
the government’s veterans’ housing pro- 
gram taking wood which ordinarily might 
go into furniture. Mahogany and walnut 
are difficult to obtain. Covering materials 
are hard to get, and so are springs for 
upholstered furniture. Ceiling prices on 
upholstery have been raised about. 17 per 
cent, but the finished product price has 
been increased from 5 to 7% per cent. 
This situation is further said to have 
slowed up production. In furnishings, there 
is reason for a more optimistic view from 
a consumer standpoint. The lamp supply 
is more plentiful, and makers are taking 
new business to replace cleaned-up back- 
logs. Floor coverings are in a_ better 
position. The outlook for refrigerators, 
washers and radios is improving, although 
in the case of radios the cabinet types 
are not being produced in large quantities. 


as . * 


The toy outlook—Despite short- 
ages of materials, a fair supply of the 
heavier type of metal toys which for a 
time had disappeared from retail counters, 
is expected back on the market for this 
Christmas season. With most buyers turn- 
ing thumbs down on “war-like” items (ex- 
cept standard lines like lead soldiers, toy 
guns, and model airplane sets), today’s 
demand is for such peace-time staples as 
metal wheel goods, electric trains, con- 
struction sets, juvenile automobiles, and 
mechanical toys. Industry observers agree 
that the public is showing a definite in- 
terest in quality merchandise, much of 
which could not be produced during the 


war because of restrictions on the use of 
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SUPER CLOTHESLINE 


is stronger....cleaner.... 
Better in Every Way! 
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A clothesline of super quality—will last three 
or four times longer. The Agate Super Clothes- 
line is completely smooth—no ripples or depres- 
sions to catch dirt—one swipe with a damp 
cloth, and it’s clean. Tougher and stronger— 
does not deteriorate. Clothespins stay on bet- 
ter! Agate Clothesline is not affected by sun, 
water or standard cleaning agents. Minimum 
stretch—does not kink. Appeals on sight and 
the price is right—no wonder housewives agree 
that Agate Plastic Clothesline is Super! Packed 
in lengths of 50 feet and 100 feet. 


Ger Your Sock 1" 
Now! 
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The Symbol of 
Quality Plastic Products 


PLASTICS CORPORATION 


Merchandise Mart 
Chicago 54, Illinois 
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1 doz. each of 2", %", and 1" 
per display 


POPULAR 25c. RETAILER! 
GOOD VALUE! 


@ hardened, tempered alloy tool steel 
@ beveled edges, excellent cutting 

@ hardwood handles 

@ heovy steel ferrule 


SEE YOUR JOBBER 


great neck lines 
hack saw blades— 

molybdenum 
tungsten 
high speed 

keyhole saw blades & handles 

wood chisels & screw drivers 

(plastic or wood handles) 


GREAT NECK SAW 


MANUFACTURERS, INC. 
MINEOLA, N. Y. 


war years took up toy making as a side- 
line, using cardboard, scrap, and substi- 
| tute materials, already have left the field. 


i 


of plastic. In seasonal lines, there is a 
great call for such units as sand diggers, 
| snow shovels, gardening sets, and outdoor 
| playground equipment. Buyers also 
placing liberal orders for the established 


game sets. In an Aug. 30 price action, OPA 


tricycles, wagons, scooters, and other chil- 
dren’s wheel goods made of metal. Ceilings 
at retail will be lifted by the same amount. 
| OPA said higher labor and material costs 


| were responsible. 
| *e2e 





| 
over-extended 








| 


Increased radio output—CPA re- 
ports that more than 1,300,000 radio sets 
were produced in July. This represented 


a 20 per cent increase over the pre-war | 


production rate. Price-wise, the industry 


still is unhappy. The Radio Manufacturers’ | 


Association publicly acknowledges that “all 
of the radio industry’s resources” will be 


tapped, 


free itself of price control, but “because | 
of the lengthy procedures and detailed data | 


required before an industry advisory com- 
mittee can petition for decontrol, and on 
account of the long waiting periods al- 
lowed for decisions, it is unlikely that we 
obtain a decision decontrol for 


can on 


several months.” 
a a = 


The Federal Reserve confirms— 
Similar news comes from the monthly sur- 
vey of the Federal Reserve Board, which 
states that industrial production continued 
to rise in July, after the sharp advance in 
June, and reached 
1935-39 average. “Output of durable goods 
and minerals generally increased, while 
output of non-durable manufacturers as a 
group showed little change, with increases 
in some lines offset by declinés in others.” | 
Mineral production reached a new high, | 
46 per cent above the 1935-39 average, the | 
Board said. “Output of paperboard and | 


high 


furniture 


paper boxes declined from recent 


levels, while activity in the in- 

dustry remained at about the June rate.” 

Although the value of construction con- 

tracts awarded, as reported by the F. W. | 
Dodge Corp., declined further in July, the 

Board that it still 
than pre-war It 
mated that total unemployment decreased 
to about 2,300,000, lowest of the year. 







commented 


the 


was more 


twice average. esti- 


& 7 7 


Hold down ordering — Business 


orders and expenditures must not become 
to underlying 


in relation 
shifts in 


Federal Reserve Board warns. It says the 


incomes and consumption, the | 


current “unstable price situation” has made 
it difficult to appraise long-term markets. 


materials. Many manufacturers who in the 


There is a strong demand for novelty toys | 


are | 


ordered a 48 per cent increase in manu- | 
facturers’ ceilings on toy trucks, planes, | 


| In this line you will find also a wide assort- 


if necessary, to win its fight to | 





174 per cent of the 
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DRAKE 


SOLDERING IRONS 
SELL RAPIDLY 


win customer 


good will 
= Ee 


No.701—100 watt DRAKE Solder- 
ing Iron. Same type iron comes 
in 60 and 150 watt ratings. 


rate 0 
for th 
tion d 
from 
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of Lal 


for all 
For over a quarter of a century— 
DRAKE Soldering Irons have been a 
quality product of precision manu- 
facture—keeping constant pace with 
progress. Widely advertised—they 
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sell quickly and profitably. index 


prima 
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With industry rapidly 
reconverting to peace 
time production—there 
is a big market for 
Drake Soldering Irons. 
Remember — there is 
a Drake Iron to meet 
every need and pur- 
pose. It will pay you 
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Shortages are still general and delivery 
dates have been greatly extended, so there 
is danger of an “excessive” placement of 
orders for goods with manufacturers. In 
their monthly business review, the Board 
cites large Cepartment stores as an ex- 
ample. Outstanding orders of these stores 
this summer were more than three times 
as large. in relation to their current sales, 
as before the war. As soon as they com- 
mence receiving shipments of goods in 
large volume, distributors may find it 
necessary to cut the rate at which they 
are placing new orders. It is possible for 
this adjustment to be made gradually and 
the Board comments, 


. 


in “orderly fashion,’ 
but if outstanding orders continue to 
mount and the downward shift is delayed, 
large cancellations might occur “in the 
event of an important change in the out- 
look for supplies and prices.” Inflationary 
pressure continues to be dominant, with 
individual incomes after a temporary de- 
cline, rebounding to their 1945 summer 
levels. “The severity of eventual readjust- 
ments in commodity markets, in economic 
activity, and employment,” the Board said, 
“will depend upon the extent to which 
inflationary forces are held in check in the 
period before increased production relieves 
the pressure on prices.” 

” * * 

A costly drop—In the face of a 
huge and urgent demand, it is disappoint- 
ing to learn from the latest reports by the 
American Iron & Steel Institute that ship- 
ments of galvanized sheets during June 
declined to the smallest monthly total re- 
ported since July, 1944. For the first half 
of 1946, shipments amounted to 650,232 
tons, as compared with 892,712 tons in 
the first six months of 1945, a drop of 
27 per cent. Production in June was at a 
rate of only 50.1 per cent of capacity, and 
for the first half year there was a produc- 
tion drop of 241,675 tons, or 27 per cent, 
from the year-ago output. 


+ *. . 


A Washington price index—For 
the week ended Aug. 17, the U. S. Bureau 
of Labor Statistics reported its group index 
for all commodities, other than farm prod- 
ucts and foods, stood 5.1 per cent higher 
than at the end of June, and 10.7 per cent 
above a year ago. The bureau’s weekly 
index includes about 900 commodities in 


primary markets, and is more “sensitive,” 


therefore, than many other indexes. 


* * A 
Store sales—The Federal Reserve 
Board reports that U. S. department store 
sales rose 90 per cent and 43 per cent for 
the week and four-week periods ended 
Aug. 17 in comparison with the 1945 


period. The former increase, though spec- | 


tacular, was not especially significant, be- 
cause practically all department stores 
were closed two days during the celebra- 


tion of V-] Day. 
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a OPERATES with GASOLINE 
/ or ELECTRIC MOTOR 














e Wear-resistant elastic impeller e Quiet operation 
e Runs either direction e Double “Squeegee” seals 
e No packing or stuffing box e Instant self-priming 


e Resists wear in sandy water 


Next time a pitcher spout pump prospect enters your store, 
show him a Simer Paddle Pump. It will do his job quicker, 
easier, better—and with a retail price as low as $20 for pump, 
coupling, base (without motor). It will do almost any job 
around the farm, where the lift does not exceed 20 ft. Look 
at this list of uses: Pumps cistern water, handles low pressure 
shallow wells, irrigates gardens, empties basements and 
cesspools, pumps lubricating oil, fills stock tanks and silos, 
fights fires. Hooks up with any capacitor electric motor or 
gasoline engine—and is light enough to carry around. 34” 





1 
2 
& 
: 
: 





and 1” sizes, 1750 R.P.M., direct connected. Write for 
literature to: Jerome Simer Company, 
422 Stinson Boulevard, Minneapolis 13, Minn. 


Scmer PADDLE PUMP 


















Ethyl Cleaner Displays 


Window, counter, and floor sales aids in 


bright red, yellow, and white are available 


for Ethyl Cleaner, a soapless detergent for 


household and auto use. Said to wash wool- 
ens and clean windows, mirrors, stoves, re- 
frigerators, venetian blinds, glassware, tile, 
As car wash, 
said to eliminate grease and grime. Ethyl 
105 Lexington Ave., New 


painted walls and woodwork. 


Specialties Corp., 


York 17 


Shoe Shine Tree 


Made of heavy aluminum and with wall 
adjustable for men’s 
Tree can be re- 
moved when not in use, Satin finish. In- 
dividually packed—2 doz. in standard ship- 


bracket. Tree is 
ladies’ or childrens’ shoes. 


ping container. Retail price, $1.00. Dayton 
Plastics & Metal Stampings, 810 N. Gettys- 


burg Ave., Dayton, Ohio. 


Plastic Signs 


\ line of engraved plastic signs for build- 
ings, including popular semi-stock items, is 
described in a new folder being offered by 
the Winters Stamp Mig. Co., 75 W. Jersey 
St., Elizabeth, N. J. Signs require no re- 
painting or polishing and may be cleaned 
by wiping with a damp cloth. Made of 
sheets of black, satin-finish Lamicoid lami- 
nated over a layer of eggshell white. Let- 
ters are engraved through the black into 
the white to provide permanent, deep-relief 


legibility. Color backgrounds available. 


Solar Flashlight 
Battery Display 

Solar Electric Corp., 110 William St.. 
New York 7, is making available a “‘self- 


service” counter display containing 50 size 


“D” flashlight cells. Special promotional 


“deal” available to dealers and wholesalers. 


Oil Floor Furnace Catalog 


The Coleman Co., Inc., Wichita 1, Kan.. 
is making available a color catalog illus- 
trating and describing its line of automatic 
cil floor furnaces suited to one-story homes 
with or w thout basement. 


“Clix” Razor Set 


No. 444 “Clix E-Z-Flo” 
double-edge safety razor with nickel-plated 
cap and bakelite guard and handle and 10 


set consists of a 


Clix thin double-edge blades. Packed in 
red and green cardboard box. Retails for 
39 cents. Clix Div., Conrad Razor Blade 
Co., Inc., 444 Madison Ave., New York 


City 22. 


Plumbing Trap 
“Kw klean”™ 


systems to be cleaned readily by removing 


enables blocked plumbing 
bowl. Maker states it is particularly 
adaptable where dishwashing machines and 
garbage disposal units are installed. Made 
of brass casting in rough, polished, or 
chromium-plate finish. Bethlehem Indus- 
trial Corp., 122 Greenwich St., New York 
City 6 
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Table Lamp 


The Railley Corp., 129th St. and Taft 
Ave., Cleveland, Ohio, offered a new lamp, 
the “Lucerne” with a modern square base 
of Plexiglas hand-carved with delicate floral 


designs inside the solid plast blocks, creat- 
ing effect of frost-flowers embedded in ice. 
Mounting is white die-cast metal. Shade 
is hand sewn white rayon, white lined, with 
eggshell and silver braid trim, topped by a 
Plexiglas finial. 


Hand Scraper 


“Tro-Ton” a scraper and sander, at- 
tached to a single handle. Either can be 
brought into operative position by a slight 
twist of the hand. Double edge reversible 


blade. Suggested retail selling price, 75 
cents each; blades 10 cents each. Dealer 
price, $6.00 a dozen; extra blades, 75 cents 
a dozen. Denver Floor and Safety Supply 
Co., 301 Wilda Bldg., Denver 2, Colo. 


Drill for Office Use 


“Kwik-Twst” drill cuts one-quarter inch 
holes through a half inch of paper, maker 
states. Also useful on cardboard, leather 
and fabrics. Drilled-out cuttings travel up 
into the transparent handle which empties 
easily. Celluloid template for drilling holes 
to fit all standard types of binders fur- 
nished with each drill. Drill reverses into 
handle for safety in traveling. Retails for 
$1. Smead Mfg. Co., Hastings, Minn. 
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They're a peach 
of a palit, so... 


She'll want them in peach, or 
one of the five other colors, 
to harmonize with her bath- 
room decoration scheme. 

And sell her their safety 
features. The Rubbermaid Toilet Top Tray fits on 
any toilet tank ... makes a safe, nonskid place 
to set bottles and cosmetic jars, spectacles and 
wrist watches, And the matching bathtub mat has 
four rows of big suction cups that grip the bottom 
of the tub to prevent slipping and skidding. 

Tell her that all rubber houseware bearing the 
name “Rubbermaid” is molded from a specially 
compounded synthetic rubber that outlasts natural 
rubber 4 to 5 times. Has greater resistance than 
ordinary rubber to hot water, soap, oil, and 
grease. Point out the strong, tough structure of 
Rubbermaid Houseware . . . made to take_years 
of wear. 

Your customers see our advertising in women’s 
national magazines. They know that “Rubber- 
maid”? means the best in rubber houseware. It 
will pay you to push this profitable, nationally 
advertised line. 


Cubbermaid WP 


THE WOOSTER RUBBER COMPANY 


WOOSTER OHIO 
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ELECTRIC 
SOLDERING 
TOOLS 


For professional soldering in 
machine shops, factories, ga- 
rages and other places where 
soldering at high 
Vulcan 













precision 
speed is essential. 
Electric Soldering Tools pro- 
duce, conduct and deliver 
constant ample heat. 


SCREW TIP - 10 SIZES 
PLUG TIP : 5 SIZES 



























Pygmy pencil type also for use 
where there is little clearance 





or cramped space. 













You'll want to stock both the 
Vulcan Standard and the Vul- 
can Pygmy Soldering Tools, as 
well as the lower-priced Mer- 
cury (for occasional or house- 


hold use.) 


VULCAN 
ELECTRIC COMPANY 
DANVERS 3, MASS. 














Makers also of VULCAN Electric Sold- 
ering Teols for productive use, Elec 
tric Glue Pots, Solder Pots and other 
Electric Heating Devices 
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WHATS NEW 


Aluminum Candlesticks 


Made from solid aluminum, these candle- | 
sticks have appearance of sterling. Avail- 








able in modern and classic designs. Retail 
prices begin at $4.95. Deeco, Inc., 166 W. 
Olive St., Burbank, Calif. 


All-Purpose Aluminum 
Coating 


Said to withstand more than 900 deg. F. 
without breakdown; to be highly resistant 
to acids and alkalies; to produce a bright, 
mirror-like finish with high heat and light 
reflecting ability. One coat of “Vertex” 
maker states will cover any color, includ- 
ing black, and provide coverage of 700 sq. 
ft. or more per gal. on good surfaces, dry- 


| ing in two hours time or less under ordi- 


nary conditions. Packed ready to use in 
quart and gallon cans, 5-gal. kits and in 


| 30 and 55-gal. drums. J. C. Whitlam Mfg. 


Co., Wadsworth, Ohio: 


“Can-O-Mat” Deluxe 


Features chrome cover plate, handle, and 
wall bracket. Plastic knob in choice of 
four colors.. Forward turn of handle pierces 
and opens can; reverse turn releases can. 
All corners rounded, all-enclosed. No wash- 
ing or oiling necessary. Cutter open cans 
of any size or shape, maker states. Hangs 
flat against wall when not in use. Rival 
Vig. Co., Kansas City, Mo. 



































Now Available 
For Immediately Delivery 


Screen, Storm and Combination 
Door Checks and Closers 


No. 100 JUNIOR 
For Lightweight Screen Doors 


No. 200 SENIOR 
For Heavyweight Screen Doors 





No. 300 GENERAL 


For Screen, Combination and 
Storm Doors 










1630-50 PENN AVENUE 











"ARMSTRONG BROS." 


Pipe Vises are improved tools; quick-action 
“Hinged” vises have unbreakable drop forged 
hooks. Like “Open Side’ vise have solid 
lower jaw which prevents bending of small 
or thin wall pipe. The “Chain” Vises also 
have patented l-piece jaws that prevent kink- 
ing of small pipe and are all steel construc- 
tion with drop forged jaws, base and 

handles and proof-tested chains. 


Write for catalog 
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Table Radio Display 


This seven-color counter or window dis- 
plays holds one 1946 Stewart-Warner table 








LEVELLAND 
[HAIN 


WELDED AND WELDLESS 
FOR EVERY PURPOSE 
















































model radio, The set displayed is the plas- 
oors tic AC-DC model No. 9002B. Stewart-War- 
ner Corp., 1826 Diversey Pkway., Chicago, 


Ill. 














Doors oe ee 
Leakproof Oil Can 
L Resiyled to fit the hand and made with 
and a welded bottom to make it leak-proof. 
Spring steel bottom maintains its spring 
permanently, maker states. Finished in 
= bright red synthetic enamel, baked on. 
TS, Inc. : 
ENUE 6 
VANIA ® High grade welded and weldless 





Cleveland Chain merchandise has been 
a profitable seller in hardware stores for 
generations. Its fine uniform quality 





never varies. That is why it enjoys 
such widespread preference . . . why 
it can build future business for you. 


REEL SALESMAN 
DISPLAY STAND 


— : Tested merchandiser for a large 





Seamless steel spout. Flexible spout if de- assortment of welded and weld- 


















sired, Can comes in four sizes with choice less chain. Holds four full reels 
of six spout lengths, straight or bent. Atlas of chain or equivalent in one- 
4nsonia Co., North Haven, Conn. half or one-third reels. Finish, 
ie red baked enamel. Available 
Razor Blade Holder with any one of nine assortments 
—— “U-Dial-It”—consists of three parts, of of Cleveland Chain. 
aluminum, plus a double edge razor blade. 
Five cutting positions to be dialed, make it SALES MASTER 7 
a scraper, slicer, ripper, clipper, or trimmer, A larger display stand hold- 
maker states. Dialing is accomplished by ing six full reels of chain 
5." loosening knob and turning Pilate. H. R. and having compartments in SINC. rDR’ 
oe — Co., 425 Second St., San Francisco, the base for storing and mer- E e° < 1869 
orged calif. chandising heavier types of wo 
pone een va , chain such as Proof Coil. 
also AVAILABLE THROUGH LEADING HARDWARE JOBBERS 
kink- 4 
itruc- e 
os The Cleveland Chain & Yl. Co. 
. ~ wee pee ee ee NR rat a i _ _ ——s 
lains. 





Cleveland, 5 Ohio 
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CHINA MARKERS 
PRINT PRICES PLAINLY 


For quick, self-service 
sales just mark the price 
big and bold directly on 
the article. Do away with 
dangling tags or peeling 
stickers. Blaisdell China 
Markers write readily on 
metal, china, glass, 
plastic or any glossy 
surface. Marks are 
brilliant, legible and 
permanent... but easy to 
remove with a damp 
cloth. 
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The special process by 
which these pencils are 
encased in paper, seals 
in the ingredients, 
ponies oxidation... 

eeps them always fresh 
and ready. 


Made in the following colors: 


163-T Thin Black 169-T Red 

164-T White 1694-T Vermilion Red 
165-T CrimsonRed 170-T Yellow 

166-T Brown 171-T Green 

167-T Light Bive 172-T Purple 

168-T Bive 173.-T Thick Black 
168)4-T Midnight Bive 


ONIMYVWW-VNIHO 


30Vvr" 


Pat. Of } 
Order from your dealer or — 





pococountll aaceustnaesleuencnepeninaam, 
' 

| Mail this coupon for FREE SAMPLE ‘ 
| S&%atsOe7 Pencit COMPANY 

141 Berkley St., Philadelphia 44, Pa., Dept. H-4 

‘ Send me sample of No, . 
' 

. nawe 

' 

' eracer 

' 

' 

' city, ZONE, STATE — 

' 

meee eee SS SCE EE SE EEE BBS ewe ee eee e 








WHATSNEW National Hangers 


Aluminum Stepladders 
In Various Heights 
The M. and M. Mfg. Co., 7583 Hamilton 


Ave., Pittsburgh, Pa., announces a com- 
plete line of new aluminum folding step 
ladders which are strong enough for any 





No. 180 F Combination suit hanger. Hardwood 
hanger top with rust-proof metal clips. Packed 100 
to carton. Retails 25¢. 

No. 850 Rustproof finished metal skirt hanger 
Packed 200 to carton. Retails 15¢. 

New All-Plastic Kiddie Hanger in pastel pink or 
blue, has nursery animal characters and alphabet 
cut - out designs. 
Slotted ends keep 
garments from 
slipping. 12° 
long. Packed 1!00 
to carton. Retails 
25¢. 


Order now for 
immediate 
delivery. 
Write for 
discounts. 





industrial purpose. Available in 3, 4, 5 
and 6 ft. heights and weighing approxi- 
mately 1% lb. per ft. of height, the lad- 
ders are being produced by modern, me- 
chanical methods to sell in carload lots 
at prices ranging from $6.15 to $10.30 each, 
f.o.b. factory. All ladders are equipped 
with bucket rests except the 3-ft. ladder. 
Constructed of Aluminum Alloy 528, which 
has a tensile strength of 37,000 lb. per 
sq. in. Fitted with rubber safety treads to 
prevent skidding. 


National Hanger Co., Inc. 
253 W. 26th St., New York 1, N. Y. 
Tel: Br 9-1529 






















“Astor-X” Ant Brush 


Maker guarantees this professional anti- 
cide which is designed primarily to kill 
ant colonies indoors. The preparation is 
equipped with a brush-in-cap applicator. 
Astor Exterminating Co., 276 Devonshire 
St., Boston, Mass. One and one-half oz. 
bottle, 50 cents; 5 oz., $1.25. 


: Sulphate 
‘alice Thallj um si) 
wetients 


BULLETIN NO 301- 


pate teat 


WHITE MACHINE WORKS 
FORT WAYNE 1, IND. 
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Westinghouse 
Radio-Player Combination 


Combining a six-tube a-c d-c standard 
band radio receiver with a fully automatic 
phonograph in a mahogany veneer cabi- 






















PYRENE Vaporizing 
Liquid extinguisher, 1 
and 112 qt. pump 
type, non-conducting, 
non-damaging — 
smothers fire in sec- 





PYRENE Vaporizing 
Liquid extinguisher, 2 
qt. and 1 gal. stored 
pressure type —re- 
quires no pumping 
...for protection of 


Hardwood = onds. Ideal for homes, trucks, diesel and elec- 

Packed 100 autos, factories and tric equipment ond 
net, the new Model H-122 table-size Duo- all fires in incipiency. flammable liquids. 

tt hanger combination is announced by the Home 

el pink or Radio Div., Westinghouse Electric Corp.. 

1 alphabet Sunbury, Pa. The receiver, which forms 








the front section of the new unit, can be 
removed for independent use. The auto- 
matic record changer, under a top-raising 
lid, accommodates 12 10-in or 10 12-in. 
discs. Special features include a_ built-in 
loop antenna, a continuously variable tone 
control, a phase-inverter tube, and a push- 
pull output circuit for high quality repro- 
duction with ample volume. The new model 
is 9 in. high, 14% in. wide and 19 in. 


PYRENE Water-Type 
— contains plain wa- 
ter, discharged by 
pressure from gas 
cartridge. No chemi- 
cals; no annual re- 


PYRENE Foam ex- 
tinguisher — makes 
about 22 gallons of 
foam for smothering 
fires in papers, 
wood, etc. and in 


Ine deep. charging. Approved gasoline, oils, lac- 
ay for fires in wood, quers and other 

N.Y. papers, textiles, etc. flammable liquid 
Six-Cornered Alum. Bowl in stores, offices, fac- hazards. Equipped 

er tories and schools. with special wall- 


Heavy gage hammered aluminum with 


Also soda-acid type. 


protection bracket. 





































deeply-stamped floral and print motif and 


lightly fluted edges. Measures 11% by 
19% in. across handles. Packed, 12 to a 
| Sgrens 


standardize on pyrene 


... a type for every hazard 





carton. Retails at about $3.95. La Belle 
Silver Co., Inc., Glendale, Long Island, | 
N. Y. Fire equipment sales have increased rapidly for two 

reasons: First, dependable equipment is again available 
for general distribution. Second, shortages of materials, 
supplies and equipment have made people conscious ' 
of the need for adequate fire protection. Your customers 
realize that to be burned out now means tragedy. 


They cannot replace plants or equipment at this time. 





Scraper-Knife 


The Conrad streamlined combination | 
scraper knife blade can be adjusted to any | 
position. When not in use blade can be | 
locked in handle. To sell for 50 cents, 
complete with three extra Conrad single- 
edge blades. Conrad Razor Blade Co., Inc., 
144 Madison Ave., New York City 22. 





Pyrene helps you sell the complete line of various types 
and sizes by telling industry in national magazines, 
industrial and technical publications the peril of fire 
and the difficulty of property replacement. 






amp* 






Syrene Manufacturing Compan} 
"NEWARK 8 NEW JERSEY U 


Affiliated with the C-O-Two Fire Equipment Co 
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* 
PROTECTING 
AMERICA'S 





THE BOSS MFG. CO., KEWANEE, ILL 











gtéEtc a Prompt deliveries | 


ARM aie ” ° NG-BRAY 


IREGRI 


ZA HOOKS 








both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment prevent han- 


diing and card-end loss— every 
hook saleable and usable. Made in 
6 sizes 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 11 sizes, 
in standard boxes, handy packages 


or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins 


Priority Business 
—is waiting on belt lacing at local 
plants and schools. 
Write for Catalog 
ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago 30, U.S.A. 
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WHATS NEW 





Mending Tapes 
In Various Colors 


“Fabrit” Mending Tape in assorted 
colors mends most fabrics such as sheets, 
shirts, curtains, dresses, etc., by merely 


_sT 





pressing on while ironing, according to 
the maker, Madison Products Co., 3005 
Detroit Ave., Toledo, Ohio. Claimed to be 
wash-proof and dryclean-proof. Retails for 
39 cents per spool. Display case of 1%4-in 
solid walnut free with 6 doz. order. 


Fire-proofing Rinse 


“No Blaze,” a fireproofing rinse for mak- 
ing curtains and similar inflammables fire- 
resistant, is being introduced by Syntho- 
leene Corp., 64 Hamilton St., Paterson 1, 
N. J. Requires no boiling or rubbing. Ar- 
ticles treated with “No Blaze” said to 
attain greater stiffness and better finish, 
eliminating the need for starch. May be 
sprayed on upholstery, rugs, portieres, 
tapestries and other unwashables_ with 
equal fireproofing effectiveness. Said to be 
safe from all fabrics, including cotton, 
wool, silk, celanese and rayon. Packaged 
in red and white boxes, one dozen to the 
carton. The 14-0z. box, which sells for 60 
cents, provides enough solution to fireproof 





curtains of an average home. The 28-oz. 
size retails for $1.10. 


Display Boards 
For Rittenhouse Chimes 


A. E. Rittenhouse Co., Inc., Honeoye 
Falls, N. Y., offers choice of three display 
boards of different sizes and types of 
chimes. All three boards are completely 
wired so that the musical notes of all 
models may be heard by merely pushing 
a button. Net charge for board shown 
here, $12.45, but Models 314 and 220, 
with a list value of $12.45, are given free. 
Chimes on display: Models 220 and 250 
billed as usual. Board 18 in. wide, 12% 
in. deep at base and 17 in. high. Shipping 
weight 25 lb. 


Brien HOUSE 





Milk Scale Shows 


Net, Gross Weight 


The new “Detecto” Milk Scale is now 
available for immediate delivery. It has an 
adjustable pointer which may be set any- 





. 


where on the dial to offset the weight of 
the milk pail. The net weight and gross 
weight are visible at one glance. Capacity 
is 60 lb. with a dial graduated by 1/10 
lb. Model #160, $7, F.O.B. Brooklyn. 
Packed 12 to a case. Detecto Scales, Inc. 
1 Main St., Brooklyn 1, N. Y. 
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Aluminum Dutch Oven 


The “Marco Chef” has added two new 
products to its aluminum cookware line. 
They are a Jumbo dutch oven and a series 





of covered sauce pots which come in one, 
two and four-qt. sizes. The “Marco” Jumbo 
Dutch Oven is large enough to hold a full 
sized fowl. Bakes and stews directly on 
the stove top, Mardigian Corp., 1130 W. 
Grand Blvd., Detroit 8, Mich. 


‘Danco’ Nylon Hammer 
For Home, Industrial Use 


A new “soft” hammer with faces of 
nylon is being made by the Danielson Mfg. 
Co., Danielson, Conn. Nylon claimed by 


test to be better than all other “soft” ham- 
mer materials. Said to wear longer; not 
to chip or mushroom; to have no rebound; 
to be resistant to fire, chemicals and oils, 
and not to heat up or change in shape 
under continued use. Nylon faces’ replace- 
able. Claimed not to work loose. At present 
available in 2/3 lb. and 2 lb. weights. 
Lists at $2.30 and $4.30 respectively. Some 
jobbing territories open. 


‘Dog Romp’ Allows 
Plenty of Freedom 


The “Safe Run” Invisible Dog Romp 
consists of two 14-in. steel stakes; 25 ft. 
of heavy rust-proof galvanized wire and a 
4%-ft. galvanized chain with a swivel snap 
fastener. Can be easily placed and quickly 





ot 
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\r rr... . 
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removed. Hugs the ground and can be 
moved easily. To sell for $2.95. Coburn 
Mfg. Co., Whitewater, Wis. 
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The Ant and Shull of the Masters 













AS REPRODUCED BY 


KAYLAN 


This Block Granite stotue of King 
Ramses t!, who ruled Egypt during the 
XIX Dynasty, now rests in a museum in 
Turin, Italy. 

It was sculptured by an unknown artist 
about 1250 B.C. 

The Art and Skill of master workmen, 
such as he, is apparent todey in many 
fields. 

At KAYLAN, o NEW name in Cutlery, 
this skill shows itself in blades thot are 
“Forever Sharp.” See for yourself—write 
for complete catalog today. 


4 


237 WOLF STREET * SYRACUSE, NEW YORK 


BALANCE 
.». Show a better balance 
on your profit sheet 


Feature the balance of Magor tools... 
the more the user “hefts and handles” 
them himself, the more he stays sold 
on Magor. And the more he knows 
about shovels, spades and scoops, the 
more that holds true! Users appreci- 
ate, too, the turn- and split-resistant 
normalized steel edges of Magor tools. 
And you'll appreciate the profits that 
Magor prices assure you. 




















Gets The Meat Out 


WHOLE 


Cook's Nut Cracker 
and Sheller is a 
new and salable 
item 


No other nut 
cracker like it. The 
‘Sheller Feature 

attached to it is 
also entirely new 


This combination tool cracks the nut, 
shells it and picks the remaining shell 
away—the nut comes out WHOLE. 
Stainless steel, weighs only 4 oz. Packed 
in individual boxes attractively decor- 
ated with pictures of nuts in colors. 
Retails at $1.00. Good profit. Attrac- 
tive jobber and retailer prices. 


COOK SALES 


1212 LOWERLINE ST. 
NEW ORLEANS, LA. 


a 


/ 


it Shells It Picks 





it's a Dlo-lex” proouct 


Colorful 
BOWL COVERS 


EXTRA LARGE SIZES 
FiT.. MATCH YOUR NEW 


PYREX* B 


c Ce 
i } omy’ 


California 
by 
“FLORENCE TEXTILE 


te GR = propucts 
1178 So. la Brea Ave. 


JOBBER los Angeles 35, Calif. 


%& Registered trade mark of Corning Glass Works 


From Your 
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WHATS NEW 


Display Piece 
For Goorin Headgear 

The Goorin Co., 905 Fifth Ave., Pitts- 
burgh and Los Angeles, is furnishing 
hardware and sporting goods dealers a 





life-size, three-dimensional figure of a Royal 
Canadian Mounted Police, done in actual 
colors, as a figure on which to display 
“Mountie” headware and sportswear. 


Stock Decal Designs 


Vevercord Co., 5323 W. Lake St., Chi- 
cago, IIL, is distributing a new loose-leaf 
catalog of stock decal designs for product 
decoration now available to industry. Pat- 
terns displayed are for use on juvenile fur- 
niture, toys, glassware, crockery, houseware 
specialties, bath fixtures, etc. 


Burgess Battery 
Making Plane Model Parts 


The Morton M-5 Miniature 5-cylinder 
Model Airplane Engine, the D-17 Beech- 
craft Model Airplane and two- and three- 
bladed all-metal adjustable pitch propellers 
will soon be available’to dealers catering 
to modeling and craft hobbyists, accord- 
ing to the Handicraft division of the 
Burgess Battery Co., 180 N. Wabash Ave., 
Chicago, which recently acquired all the 
patent rights, finished engines and parts of 
the above-mentioned products. 


é 


SE. DRAFT 
CONTROLS 


ype ond Size of Installation 


Easy Selling . . . Profit Making! 


Cole Draft 
Governor 


Deluxe 6-in., 
Model No. 
406 


for oil stoves 
and heaters 
of all types 
Built-in damp- 
er, self-lubri- 
cating bear- 
ings and other 
exclusive fectures make it tops in efficiency. 


Draft KoreKtor 
No. 906, 6-inch. 
Low cost, highly efficien’. 
Has close-fitting blac> 
knife-edge, non- 
clogging pivots; 
simplified out- 
side draft ad- 
justment; long 
tee side, or 
sold less tee 


ORDER 

Now! 

We manufacture a complete line of 

draft controls to lower fuel costs. 

WIRE OR WRITE FOR FULL DETAILS 
Cole-Sewell Engineering Co. 


2288 University Ave. St. Paul 4, Minn. 
(Formerly Cole-Sullivan Engineering Co.) 








America’s Champion 
Cleaning Twins 
Make Double Sales! 


\-Point 
Promotivn ; ... Nationally 
Starts , Advertised in 
immediate Leading 
rofits az Magazines 


America’s No. 
Cleaner for 
Upholstery, 

Rugs and Fine 

Fabrics 


No Soap! No Water! 
No Rinsing! No Drying! 
‘order from your jodber 
MYSTIC FOAM CORP. 
Cleveland 14, Ohio 


The Mystic Foam Ce., 
Les Angeles, Calif. 
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READY MIXED 


iking! 
Draft ALUMINUM PAI 
ernor FOR USE ON The quality of BERKSHIRE ALUMI- 
é-in., Dual Use Blow Torch INTERIOR ax» EXTERIOR NUM PAINT is lasting. This product 
1 No. SURFACES may be kept in the container indefi- 
nitely, and the lid may be taken off, 


6 One of the features of “Jim Dandy” ONE GALLON 
itoves Blow Torch, Model No. 300-B, is an ad- "ERKSHine paint cOMPEE’ paint used, and lid replaced an infinite 
— justable “to-any-position” nozzle. This al- SPaincricin wasgacnustt?S number of times without affecting the 
a cohol-type torch can be used as a stove or quality or color. 

bane. emergency signal flare as well as a blow : 

d other torch. Can be placed flat and used for two N OT JUST ANOTHE R PAINT 


ciency. - P : 
hours’ cooking. The flame is 2200 deg. hot. 


Torch fits the pocket. Claimed to be non- 
explosive. Retails at $5.00. Made by Mod- 
ern Metal Products Co. Sales agent, As- BERKSHIRE may be painted directly over damp surfaces and 
quith Associates, 131 State St., Boston 9, will seal the surface painted. 

Mass. ‘ BERKSHIRE resists heat, cold, and sudden changes in the tem- 
perature. 

BERKSHIRE prevents rust and deterioration of metals. 
BERKSHIRE may be applied on interior or exterior surfaces with 
brush or spray gun and dries with a hard, lasting, metallic lustre. 
It is no longer necessary to stock several different types of 
ALUMINUM PAINT—STOCK JUST ONE—BERKSHIRE. 


ASK YOUR DISTRIBUTOR FOR BERKSHIRE 


= «=| BERKSHIRE PAINT COMPANY 


MAKERS OF FAMOUS DARI-GLO 


SPRINGFIELD, MASS. 


BERKSHIRE ready-mixed ALUMINUM PAINT is the all-surface 
paint—can be used on all types of surfaces—wood, metal, canvas, 
concrete, cement, etc. 


Lamont Safety 
Clothes Line Hanger 


The Lamont Safety Clothes Line Hanger 
eliminates the possibility of accident or ill- 


BOX 251, HIGHLAND STATION 


JOHN 

















ness from exposure as the clothes line may 
be right into the room. Arm folds down 
along window frame. No parts to get out 
of order ®r wear out. Can be secured with 


two *-in. lag screws. Sells for $6. Lamont 
The wire of a thousand uses. When a cus- 


Industries, Inc., 70 Cliff St., New York 7. 


Crosley ‘Por-Table’ Has 
Shock-proof Cabinet 


The gunmetal plastic cabinet of the new 
Crosley “Por-Table” is claimed to be shock- 
proof. Ivory plastic control knobs. Dimen- 
sions: 8 in. high, 12 in. wide and 5% in. 
deep. Plays AC-DC or by battery. About 
140 hours’ battery life. Four radio tubes; 
one rectifier. Automatic sensitivity control. 
Four-inch PM speaker. Slide rule dial. 
Enclosed loop antenna. Crosley Corp., 
13251 Arlington St., Cincinnati, Ohio. 


tomer wants a small amount of the highest 
quality steel wire the Johnson attractive 
package is the answer. Put up in boxes 
containing '/, Ib., 2 Ib., and | Ib. for 
convenient handling and display. This 
product is readily salable to countless 
users. Every mechanic, amateur or profes- 
sional, is a prospect for this wire. 








JOHNSON STEEL & WIRE CO.1NC 
WORCESTER 1, MASSACHUSETTS 


OETROIT CHICAGO LOS ANGELES TORONTO 


NEW YORK AKRON 
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7 NEW HORN 
Barb-Reeler 


Year 
Round 
Profit 

Item 





Every farmer is a prospect for the 
Horn Barb-Reeler. This new farm 
item lays wire along a fence line 
like pushing a lawn mower. Helps 
do fencing jobs quicker and 
easier. Lessens possibility of torn 
clothing or gloves . . . does away 
with hazard of bodily injuries. 
Sturdy, steel construction, built 
to last. Fence building is a year 
‘round job; the Horn Barb- 
Reeler, year ’round sales-builder. 
Get details from your distrib 
utor, or write us for descriptive 
folders. 


HORN 
MANUFACTURING CO. 
Fort Dodge, Ia. 












Sensitive to touch 
— light to handle — 
relaxing to use. 


Chapmanized steel 
RED DEVIL wheel. 





aaa. 
pies 


A product of 


Red Devil Toofs. 


IRVINGTON 11, NEW JERSEY, U S.A 


] 


| 
| 


WHATS NEW 


| Large Freezer Features 
| Norge Refrigerator 


Norge refrigerator Model LFN-746 has 
| 7-ft. interior with extra-large side freezer, 





capable of holding up to 31% lbs. of frozen 

















foods. Automatic defrosting. Bottle stor- 
age for 16 bottles of beverages, a big bot 
tle of ginger ale, and five quarts of milk. 
Full width “hydrovoir” for vegetable stor- 
age: “tiltabin” for canned goods, Extra 


| large “coldpack” for 7 to 12 lbs. of meat. 


GLASS CUTTER 


Dimensions: 59% in. by 29% in. by 


23 5/64 in. Norge Div., Borg-Warner Corp., 


670 E. Woodbridge St., Detroit, Mich. 


Water Heater 
For Small Quantities 


The Elden Products Co., 7310 Woodward 
Ave., Detroit 2, Mich., announces an elec- 
tric water heater that heats a wash bowl 
of water to the boiling point in five min- 
utes. The heater measures 5% in. by 2 in. 
and weighs only one pound. The unit 
operates by placing i in water and plug- 
ging extension cord into the nearest elec- 
trical outlet. All steel casing, chrome- 
plated, prevents rusting. Heating element 





made of heat-resisting Chromel wire. Com- 
plete with 6 ft. of waterproof all rubber 
cord, is guaranteed for one year and is 


priced at $6.50. 



























HEAVY USAGE 
STRAIGHT 
SPRING 
NN fed 3 





For use in factories, cot- 
ton fields, farms, ware- 
houses or wherever a 
rugged, heavy duty bal- 
ance of reliable accuracy 
is required. Dial is re- 
cessed for protection, 
graduations deep etched 
for durability and read- 
ability. Adjustmenc 
allows indicator to be 
set at zero to balance 
scoop or pan attached 
to hook. 


CAPACITIES 

! 100 Ib. by 1 Ib. 
160 Ib. by 1 Ib. 
200 Ib. by 2 Ibs. 





SEE YOUR JOBBER 
HANSON SCALE CO. 


525 N. Ada Street, 
Chicago 22, Ill. 


NEATER IN APPEARANCE 
EASIER TO HANDLE 
SUPERIOR IN SERVICE 


U. S. POULTRY NETTING 


STRAITLOK — HEXLOK 


Awl 









INDIANA 
STCEL & WIRE CO. 


M 





HARDWARE AGE 
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Illuminated 
Clipboards 


“Ray-Rite” Illuminated Clipboard is 
powered by two standard flashlight bat- 
teries with the light bulb set in a reflector 


built into a strong spring clip, the entire 
unit constructed of metal and mounted on 
a masonite backboard. Available in two 
sizes, 7 in. by 12 in. or 9 in. by 14 in. 
Packed in 12 unit cartons for shipping. 
Lennan Lights, Inc., 231 W. Olive Ave., 
Burbank, Cal. 





Deodorant Germicide 


The Formalda Co., Loeb Arcade, Minne- 
apolis 2, Minn., announces “Formalda- 
Mist,” a fragrant, deodorant germicide. 
Highly concentrated emulsion containing 
31 ingredients, with formaldehyde as a 
base. For use in sickrooms, bathrooms, 
kitchens, closets, etc. 

Comes in 6-ounce bottle with wick, 8 
and 16-ounce bottles for spraying pur- 
poses and in gallon jugs for refills and 
commercial use. Retail prices, 6-ounce 
bottle with wick, 59 cents; 8-ounce bottle, 
59 cents; 16-ounce bottle 89 cents, and 
gallon jug, $5.00. 


‘Nu-Edge’ Rack 
Holds Five Knives 


The Metaloid Co., 5815 Kinsman Rd., 
Cleveland 4, Ohio, is making the “Nu- 
Edge” Knife Rack as a convenient way to 
hold kitchen knives. In white enamel. 
Holds five knives of any length blades. 
Decalcomania design. “Knife Guard” edge 
prevents knives from slipping out, yet 
slight lift on handle allows any knife to 
be easily removed. 



















Nation- Wide 
Distribution thru 
leading 
Wholesalers 


MELODEON 


A new, happy note for kitchen, hall, The new MELODEON is self-con- 
study, or any room in the home. tained. Sounds two musical notes 
Expertly designed for beauty, com- for front door, one note for rear 
pactness, utility—and moderately door. Graceful, fluted, metal cover, 
priced. Precision engineering as- inrich Ivory Baked Enamel. Backed 
sures fine tonal quality. by Mell-o-Chime cooperation! 













































AMERICA’S FINEST ELECTRIC DOOR CHIMES 


National Sales Representatives: Hatheway & Co., 75 Montgomery St., Jersey City, N 


MELL-O-CHIME AND SIGNAL CORP. 
119 SOUTH JEFFERSON ST. * CHICAGO 6, ILLINOIS 








Eacn MONTH more SpeedWay 
Drills come off the .production line; are 
being shipped each day. But, frankly, 
though we are beginning to cut into our 
mountainous pile of back orders, there's 
a deal of waiting still for a lot of people 
who are ordering SpeedWay Tools today. 
However, because they are worth waiting 
for, we suggest that you place your order 
now with your local SpeedWay dealer 
for earliest possible delivery. 


SPEEDWAY MFG. CO. 


1819 S. 52nd Ave., Chicago 50, Ill. 


No. 89 equipped with Snap-Release Chuck. 
No. 89-J with Jacob chuck (as 
illustrated) . . . $5.00 extra 








































* BIG PROFIT 
* SMALL INVESTMENT 
* QUICK REFILLS 


S4artou NO. LW 1318 
LOCK WASHERS 


@ This compact assortment 

gives customers a large se- 

lection of 1318 rust proofed, 

spring steel lockwashers, in 

12 fast selling sizes from =6 
Tees 


rder direct or from your jobber 


Sheanone Ghat and Shed Co 


BOSTON 10, MASS. 




















\ BETWEEN AND THE COLD 


A pliable, plastic 

weatherstripping. 
Easily and quickly 
applied to windows, 
doors, baseboards. 
Stops expensive heat 
leaks. 


Just press into 
place. Mortite does 
not shrink or crack. 
Keeps out dust and 
dirt. 

Roll covers about 


80 feet, enowh $9 25 
r 2 windows. 











Higher west of Rockies 
and Canada 








Above is one of the advertisements running in 


American Home Saturday Evening Post 
Better Homes & Gardens Time 

House & Garden Parents’ Magazine 
House Beautiful Popular Mechanics 
and other national magazines and newspapers. 


Sales are growing for Mortite, in its 4th suc- 


cessful yeor ... 


in new, transparent moisture-proof package. 


ORDER THROUGH YOUR JOBBER 


4. W. MORTELL CO., 568 Burch $1, Kankakee, ili. 


308 











an improved product now 


What S NEW 


Oil-Burning 
| Immersion Heater 


The “Sterling” Utility Heater is an oil- 
burning immersion heater which may be 
| submerged in an open vat or stock tank. 





| For the farm home it is capable of heating 


ample hot water in a short time for bath- 
ing and other household uses. Installed -in 


| a stock tank, it is claimed to raise the tem- 


| 


perature of drinking water to about 60 deg. 


| in winter. In an open vat it is supposed to 


| quickly bring 24 gal. of water to a boil for 


slaughtering jobs and defeathering of fowl. 
Heater made of heavy gage steel housing 
and burner base has welded seams to in- 
sure its being watertight. Inside this 
housing and base the burner and fuel line 
is placed. Burner vaporizes the fuel so 
that the generated gases and not the raw 


| fuel are ignited. A variety of combustibles 


may be used, such as fuel oil, gasoline, 
kerosene and Diesel fuel. The fuel is fed 
from a 2% gal. capacity tank, through a 
control valve which regulates the flow of 
fuel to the burner. The heater operates on 
a natural draft through a 4 in. stove pipe 
which is furnished with the unit. A lighter 
wick is also supplied. Weighs only 42% 
Ib. and is easily portable. Retails for 
$29.50. Handled exclusively by the Henry 
Co., 341 E. Ohio St., Chicago. Made by 
Sterling Mfg. Co., Omaha, Nebr. 


‘Sta-Sharp’ Self-Aligning 
Lawn Mower Blades 


These blades manufactured by The Mod- 
ern Specialties Corp., Norwalk, Conn., are 
self-aligning—they follow contour of old 
rotator—and sharpen themselves as they 











cut, maker claims. Other features are: 
high grade tempered steel; can be used on 
mower with worn bearings; and can be 
easily attached and adapted to practically 
all mowers. Made in three sizes, 14, 16, 
and 18 inches. Come in colors for ready 
size identification. Suggested retail selling 
price, $2.00 per blade. 


Tractor Enamel 


A new tractor and implement enamel 
claimed to have twice the durability of 
pre-war tractor enamels is now being dis- 
tributed nationally by the Sherwin-Wil- 
liams Co., 101 Prospect Ave., Cleveland, 
Ohio. 

Six colors available include matches for 
John Deere yellow, Allis Chalmers orange, 
International Harvéster red and Fordson 
gray and black. 








Folding Ladder Fitted 
With Non-slip Shoes 


The “Lifesaver” Dual-purpose Folding 
Ladder, produced by the Fritz Ziebarth Co., 
Rialto, Cal., has adjustable shoes, zinc- 
coated to prevent rust. Each shoe has a 





heavy pad of ten suction cups. The shoes 
were specially designed for wet, slippery, 
greasy and soft, yielding surfaces. Size 
of shoe prevents ready sinking into dirt. A 
flip of the shoe allows a serrated steel toe 
to dig into ice or uneven ground. Shoes 
weigh 1% lb. each. Ladder folds into one- 
fourth normal space. Rungs made of hard- 
wood and have steel angle braces. Avail- 
able in even lengths from 8 to 14 ft. and 
weigh approximately 1 Ib. per foot. “Life- 
saver” shoes available separately in pairs 
and are designed to fit all types of ladders. 


HARDWARE AGE 
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Ebaloy Introduces 
Cast-Aluminum Gift Set 


A gift set containing a cast-aluminum 
ice crusher, lime juicer, and a non-break- 
able graduate has been introduced by 

















Ebaloy, Inc., Rockford, Il., manufacturer 
of cast-aluminum housewares. Attractively 
packaged. Finished with a burnished finish. 
The ice cube crusher crushes just enough 
for an average drink. Ice particles cannot 
escape. Crusher weighs only 7 oz. The 
lime juicer has no holes and holds all juice 
and thus eliminates the dripping of citric 
acids. The squeezer-paddle strains juice as 
it extracts. The graduate measures liquids 
in % oz. quantities to 3 oz. 





Upright Room Heater . 


A new circular stand type of electrical 
room heater is announced by the Tepfer 
Appliance Co., 49 Central Ave., Cincinnati, 
Ohio. Heater stands 30 in. high, and takes 
only 6 in. of floor space. A series of alu- 
minum louvres throw the heat outward ir 
a rapid circulating movement rather than 
the ordinary straight radiation. The heater 
claimed to be in balance even when jarred 
or overturned. Its protective features guard 
children, rugs, draperies, and pets from 
being burned. 
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— 
SMALL INVESTMENT...GOOD PROFITS! 


" 





WITH DOBECKMUN 





Help yourself to new business and 
profits with a limited investment 
in DOBECKMUN Plastic Glazing. 
With users ready now for fall in- 
stallations of this superior glass 
substitute, you'll realize a quick 
turnover and make more under the 
DOBECKMUN profit plan. 

These points help you sell and 
bring repeat orders: 
* TWO BRANDS TO SELL. Superior 


PLASTIC 





SUNFED* for economy and less per- 
manent installations. 

© ATTRACTIVE 2-ROLL DISPLAY RACK 
helps make sales easily and quickly. 
Single roll dispenser also available. 
¢ HIGH ULTRAVIOLET TRANSMISSION. 
50 times more than ordinary glass. 
A valuable selling point to poultry 
raisers and farmers. 

© MANY PRACTICAL USES FOR FARM 
AND HOME. Pleases customers and 


GLAZING 











= 


maintains year ‘round business. 
Easy to install. 


Send today for details, profit plan and free booklet “Put the Sun to Work"’. 
THE DOBECKMUN COMPANY °* Box 6417 * CLEVELAND 1, OHIO 


First and largest fe of | d plastic glazing 


DOPLEX. _, SUNFED 


quality poptex* for longer life and 
extra heavy protection at low cost. 








_ 






















4 i FROM A KNOWN SELLER’ 


WitCox 


4 WIRE ROPE SOCKETS 


WILCOX clinches the sale whenever there’s 
a demand for Wire. Rope Sockets. Customers 
know WILCOX for dependability, long life 
and right price — makes sales easier. 


JOBBERS: Get set to handle 
increasing demand for WILCOX 





| | ewELDLESS 


— Sockets. Stock now—for more profit. 
@ STRENGTH IN DEALERS: Order WILCOX Sock- 
EXCESS OF ANY ets from your Jobber now. They’re 
WIRE ROPE fast movers—not “sleepers”. Cash 
WHICH CAN BE in on WILCOX'’S steady repeat 
FITTED business. 


@ GALVANIZED 
OR SELF-COL- 


Prompt Shipment from Stock 
ORED 


Write for catalog 















| WE PROTECT THE TRADE 


face Conn. 





Middl 






77 South asi St. : 
4 Specify WILCOX-CRITTENDEN 
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ALUMINUM 
LAWN RAKE 


NEW 


LIGHT 
WEIGHT 


EASIER 
10 
USE 





No. 1900 
MADE OF NEW 24ST. 
20 GA. ALUMINUM 
FEATURES 


ROUNDED TEETH 
GREATER FLEXIBILITY 
RAKES LEAVES AND GRASS 
DOES NOT PICK IT UP 
RUST RESISTING 
RETAIL PRICE $]-25 eo. 

Visit Booth 52 National Hardware Show 
MANUFACTURED BY 


NEWMAN MFG. & SALES CO. 


205-207 WESTPORT RD. 
KANSAS CITY 2, MO., U.S.A. 














Every User Recommends It— 


Every man who uses a Townsend Wire 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid- 
ity with which the wire is brought into 
position for nailing, and the fact that he 
can stretch the wire and nail it to the post 
without assistance, These time and labor 
saving features have made the 


Townsend Wire Stretcher 


a profitable seller for over 30 years. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips war- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 
boxes, crates and bales. 


Send for Trade- | 


prices, also folder which gives complete | 


details. 


B. W. TOWNSEND 
Painted Post, N. Y. 
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WHATS NEW 


Gibson ‘Kookall’ 
Electric Range 


Steel, 





one-piece inner structure. One- 


| piece top and backguard eliminates dirt 


collecting crevices. Three large drawers 








include warming drawer. Three-inch re- 
cessed toe space. Oven has Fibreglas in- 
sulation, completely enveloped on all sides 
to keep kitchen cool. Oven timer auto- 


} 


matically turns oven on and off and also | 


serves as kitchen clock. “Minute Watch- 


man” can be set for any number of min- | 


utes up to one hour to tell when cooking 
time is up. Oven light automatically illum- 
inates interior when door is opened. 
Switches on backguard, out of reach of 
children. Convenience outlet on instrument 

Seven-heat surface 
“Kookall” for 


“Ups-a-Daisy” 


panel for appliances. 
elements. Six-quart eco- 
nomical cooking of soups. 
element lifts to top position as a fourth 
surface element or lowers for deep-well 
cooking. Fluorescent top lamp. Gibson 
Refrigerator Co., Greenville, Mich. 


‘Butch’ Tenderizer 

Ready for immediate delivery is the new 
“Butch” meat tenderizer and frencher, 
manufactured by the National Mfg. Co., 
Cedar Rapids, Iowa. 


F 





Tenderizes the toughest meat, makes 
meat go farther, cook faster and taste bet- 
ter, according to the manufacturer. Keeps 
minute steaks from shrinking, sews meat 
scraps into patties and lets the chef use 
cheaper cuts of meat. Has four cold rolled, 
case hardened steel blades. Walnut grips 
are riveted to metal handles. Frencher top. 
Retails for $3.90. 


SHELBY — DEPENDABLE HARDWARE 


YOUR JOBBER 


“When a feller needs a friend,” 
he’s right there to serve you. You 
can depend on him. 

Of course he handles SHELBY 
Builders’ Hardware . . . he can 
depend on it... it never let him 
down and it will never let you or 
your customers down. SHELBY 
is an old name in Builders’ Hard. 
ware ... always noted for Qual- 


ity Products. SHELBY is worth 
remembering! 
Ask for SHELBY when you order 


from your Jobber. 











SHELBY Spring and Chain Door Stop. 
The finest on the market and essential 
for all storm doors. 


SPRING HINGE CO 


SHELBY. OHI 





Saflfets 


REG. U.S PAT OFF 


BELT LACING 


The all purpose belt lacing 
with the patented steel 
binder bars, that: (1) hold 
hooks permanently in align- 
ment, (2) lap over and 
protect belt ends, prevent 
fraying and add to belt 


<7 
v7 
4% 
life. 
Safety Belt Lacing can be 5 
applied by any standard 
lacing machine vise lacer 
V 


or put on with a hammer if 
you have an_ inexpensive 
Safety TU-WAY Hammer 
or Vise Lacer. 


SAFETY BENCH LACER 


Applies all standard make belt hooks. Belt 
thickness adjustment assures "perfect" fit. 





SAFETY BELT-LACER CO. 


5390 N. Menard Ave. Chicago 30, U.S.A. 


HARDWARE AGE 
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HARDWARE ‘Ignition Fritz’ 


“Ignition Fritz,” product of Littelfuse NW 
sER Inc., 4757 N. Ravenswood Ave., Chicago 


40, is designed for the car owner or me- 
chanic, to quickly locate ignition troubles. 
























riend,” It has neon tubes which light up if spark 
yu. You plugs are performing efficiently, making it 

unnecessary to remove plugs for testing. 
IELBY Tests while the motor is running. With 





weak spark first neon tube glows. With 


he can strong spark both tubes glow. Tests for 
let him cracked ignition cables, radio interference 
you or caused by cracked distributor heads, 
IELBY cracked spark plugs, broken insulation, | 
’ Hard. etc. The cap is a built-in tire valve ad- 
- Qual- juster and the tip is an accurate gap 
worth gauge for testing spark plugs. Retails for 
49 cents. Supplied on individual card 
mountings for bin merchardising and vol- 
| order 


ume sales and also 24 on easel displays 
for counter sales. 





SG 





) Preferred Ly Experienced Contractors 





34° 

| @ A good wiring job depends on just two things: (1) skilled 
por Stop. workmanship; (2) top grade supplies. Universal knobs, tubes 
essential 


and fittings are supplies that help a good job stay good. 
| See your Electrical Supply Jobber. 


tHE UNIVERSAL cuay propucts co. 


1535 EAST FIRST ST. SANDUSKY, OHIO 


INGE CO 


“ | 











4 Automatic Retractable NEW Floor Sander Designed for 


| N G Leash for Dog Pa . Ke 
The “Promenader” automatic dog jeash Lopilacle Cnt 
comes in red, blue, black, green, marble- DRUM TYPE 

2 tone and in combinations of same. En- 

PA cased in Tenite plastic is an automatic reel 

vA upon which is wound 10 ft. of tough, dura- 








ble plastic cord. The dog is free to draw 


the full lead, subject only to a thumb- | 
iM operated brake located on the handle. With 
the brake the dog may be checked at any | 


desired Jength. With the brake released, 
5 
5 


| 

the reel automatically rewinds the leach | 
as the dog moves closer. Light enough | 

oks. Belt 

fect" fit. 












e It’s compact, lightweight (86 Ibs.) .. . has auto- 


matic drum lift which tapers the cut at the wall... 





single belt drive .. . simplified paper clamping... 
easy-cleaning vacuum system...more 
exclusive features than any rental 
type floor sander on the market. 
| Send for FREE Booklet today! 
SKILSAW, INC. 


5033-43 Elston Avenue, Chicago 30, Ill. 
Factory Branches in All Principal Cities 


PORTABLE HitToo PY a 


MADE BY SKILSAW, INC. 





and compact enough to fit into a man’s 





trouser pocket or a woman’s purse. Manu- | { ” ss SunSnean 
facturer offers a year’s guarantee. Manu- | a Sen famous a 
C0. factured by Inventors Products Corp., 6903 | Fists “a Fats SunGaimosas 


D, U.S.A. S. State St., Chicago. 
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reel 
tee 


Call Ryerson when 
you need steel —any kind, 
shape, or size. Large stocks are 
available at eleven convenient 
plants. Ask for a Ryerson Stock 
List—your guide to quick ship- 
ment of steel. 


Principal Products include: 


Bors * Plates * Sheets * Structurals 

Inland 4-Way Floor Plate * Mechanical Tubing 

Boiler Tubes ° Hi-Bond Reinforcing Bars 

Allegheny Stainless * Alloy Steels * Tool 

Steel * Babbitt Metol * Wire © Chain 
Bolts * Rivets, Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Steel-Service Plants of: 
CHICAGO, MILWAUKEE, DETROIT, ST. LOUIS, 
PHILADELPHIA, CLEVELAND, PITTSBURGH, 
CINCINNATI, BUFFALO, NEW YORK, BOSTON 








The Lost ate 
BETTER BRAND 


mouse and rat 


TRAPS 





@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OfL TEMPERED SPRINGS 


McGILL METAL Propucts Co. 
Marengo, Illinois 
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| order for 24 2%-oz. and 12 8-oz. jars in- 
| cludes a three-color display merchandiser. | 





| wheel attached to a crank. The 


_WHATS NEW 


‘Paintstir’ 
Mixes Paint in Can 


Thorough mixing of paint will result 


| 


| 
| 


from the use of a new paint mixer, accord- | 


ing to the Chadkin Sales Co, 7922 Beverly 
Blvd., Los Angeles 36, Cal. 





Product consists of a perforated paddle 
“Paintstir” 
handle is inserted through the center of 
the paint can lid. 


The end of the handle | 


is pointed for punching the lid. Turning | 


the handle assures a uniform mixture of 
all ingredients, it is claimed. Comes in 


two sizes, for gallon or quart paint cans. | 


4 marked card accompanies each mixer 
to facilitate centering the “Paintstir” in 
the lid of the can. 


| ‘Pro’ Removes 


Corrosion from Metals 


“Pro,” the first in a new line of non- 
automotive products, has been announced 
by the McAleer Mfg. Co., Rochester, Mich., 
manufacturer of automotive polishes and 
waxes. “Pro” is a corrosion removing paste 
type cleaner for the removal of blemishes, 
dirt and corrosion from sporting and home 
workshop metal and plastic equipment, 


such as: golf clubs, fishing reels, lures, 
leaders, hunting knives, boat trim, axes, 
guns, machine tools, surface plates, saws, 


squares, planes, chisels and many other 


items. Originally developed for sportsmen 


| or four 4-Ib. cans to case. 


and craftsmen in coastal areas where the | 


ravages of salt-water corrosion is a seri- 





Sold in a 2%-oz. jar at 50 
jar at $l. Every 


ous problem. 
cents and in an 8-oz. 





ey 


| Rock-Hard Water Putty. 





LOWER PRICES 


THE WORLD'S 
MOST POWERFUL 
HAND PRUNER 
CYCLE 
MOTION 






LIST PRICE 
WAS $2.75 EA. 
NOW $2.25 EA. 


NICKLE-CHROME 
ALLOY STEEL 
DROP FORGED 
HAND PRUNER 

WITH CUTLERY 

STEEL BLADES. 


LIST PRICE 
Was $3-25 Ea. 
Now $3-° Ea, 


No. 185 


OTHER NEWMAN TOOLS 
TREE TRIMMERS — TREE SAWS 
HEDGE SHEARS — GRAPE SHEARS 
LOPPING SHEARS — VISES 
IMMEDIATE SHIPMENT 


MANUFACTURED BY 
NEWMAN MFG. & SALES CO. 


205-207 WESTPORT RD. 
KANSAS CITY 2, MO., U.S. A. 
































( WERE'S WHAT 
FOLKS NEED 
to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
4a powder form... jast 
mix with water and 
ase. Will not shriak. 
Sticks and stays pat. 
























mediate deliv- 
on Durham’s 


Packed twelve 1-Ib. cans 
Also available in 25, 50 


and 100-Jb. drums for 
large industria] users. 





The PLASTIC Repair Material 
in POWDER Form 





Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 





HARDWARE AGE 
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ORLD’S Low Heat Dial on Iron 
)WERFUL For Ironing Synthetics 
PRUNER Arvi , he 
YCLE Arvin automatic electric irons have a 
‘OTION new segment on the automatic dial devoted 
OwWN.- exclusively to synthetic fabrics, which re- 
rARD 
UT. 
RICE 
75 EA, 
25 EA, 
SHROME 
STEEL 
ORGED 
RUNER 
-UTLERY 
BLADES. quire an unusually low heat for safe iron- 
PRICE ing. Heat of room temperature to 260 deg. 
3:25 Eq is most suitable for some synthetics. 
3.00 an The “Arvin” iron is manufactured by 
. Noblitt-Sparks Industries, Inc., Columbus, 
Ind. 
S el ae 
SAWS . 
SHEARS Drill and Tool Catalog 
SES Issued by National 
j A new catalog has been published by 
the National Twist Drill and Tool Co., 
$ co Rochester, Mich. In addition to sections 
p on twist drills, reamers, counterbores, mill- 
. ing cutters, end mills, and hobs, there is 
A, an engineering data section of 60 pages. 
This contains tables and charts on drill- 


ing, milling, and gears. Available to quali- 
fied tool buyers and other officials. Re- 
quests should be made to the applicant’s 


cy 









WHAT local distributor. 

VEED ack, ane 

s, floors, Antiseptic Dispenser 

dwork or ; 

po Operates in Water Tank 

o! comes The “Kleen Flush” Automatic Antiseptic 

mv ... fast Dispenser dispenses a measured quantity 

on of “Kleen Flush” Fluid automatically with 

aeaen each flushing of a toilet. Dispenser should 
4 last indefinitely. It, with bottle of fluid, re- 





tails for $1.19. Pint bottle to sell for 49 
cents. Fluid, available in pints, quarts and 
gallons, recommended for general use on 
floors, in kitchens, dog houses, poultry 




















houses, basements, etc. Southern Metal 
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Stamping Co., 2220 Calliope St., New Or- x oO & & a T 
leans 13, La. 











Leading Stores Report... 


$1000 PROFIT PER MONTH 
on Polly MIRACLE GRILLS! 





IT'S A SKILLET! 


IT'S A GRIDDLE! 





IT’S A ROASTING DISH! IT'S A SIZZLING PLATTER! 
Order from your Jobber or write today to: 


FRANK L. POLLARD CO. 1501-37th Avenue, Oakland 1, California 


YES, women really go for this 
big 19-inch MIRACLE GRILL — 
it’s a griddle on one side, a 
skillet on the other, a roast- 
ing dish and sizzling platter, 
too! Big enough to cook bacon 
and eggs together, or six hot- 
cakes! Die-forged aluminum 
heats evenly all over, insures 
better frying! 














Now you can get the Robert positive-action bob float valve in brass, dural 
and stainless steel. Precision-machined, it won't chatter, leak or drip! An 
adjustable actuating lever maintains the water level for which it is set. A 
removable plunger permits replacement of soft-rubber disk and leather 
cup-leather. Threaded outlet shank simplifies spray and splash control. 


Positive Action 
BOB FLOAT VALVE 


Robert bob float valves are available in sizes of *6", 2", 4" and 1”. 


immediate Delivery! 






Manufacturing Company 
3417 Crenshaw Boulevard, Los Angeles 16, Calif, 
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Stucthmon 


QMABIS 


PETER RABBIT 
the MAGICIAN 





A complete magician’s outfit with all 
trick materials for children to put on 
real shows. Even includes tickets, pro- 


grams. Also large 4-color plastic 
bound book, 9x12, tells how to do the 
tricks and Peter's life story. 


SEND FOR COLOR CATALOG PAGES ON: 


@ Mother Goose Set 
@ Magic Blackboards 
© Office Slate 


® Magic Slate Speller 
® Magic Desks 
@ Paper Savers 


The STRATHMORE CO. 


Aurora, Illinois 


Cc. H. Carroll Arthur Frey James Vysco 
1421 Mdse. Mart 200 Fifth Ave. 417 No. Akard 
Chicago New York Dallas 





(Promil) 
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HI-CARBON SOLID 


STEEL RODS 
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Best Sellers 


That’s what dealers and jobbers say 
about Premax Solid Steel Rods. Ship- 
ments are being made and soon 
Premax Rods will be available for all. 
In the meantime, consult your jobber. 


Frhemax Froducts 


DIVISION CHISHOLM-RYDER CO., INC. 
4601 Highland Ave., Niagara Falls, N.Y. 
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WHATS NEW 





Retail *1 | | Knife Sharpener 


The New England Carbide Tool Co., 
Cambridge, Mass., announces a new knife 
sharpener using carbide. 





The “Aladdin” Knife Sharpener is made 
of carbide, other non-corrosive metals and 
colorful plastics. It may be washed with- 
out damage or danger of rust. The sharp- 
ener is self-contained, having no moving 
parts. Packaged as a gift. Fastens to wall, 
table or bench. Renews the edge of hollow 
ground steel knives as well as regularly 
ground knives. Available in limited quan- 
tities. Priced at $3 and weighs 8 oz. 


‘Amepco’ Plastic 
Shelf Edging 





This new decorative shelf edging is 
made in red, green, blue, yellow, white 
and ivory. Easy to tack on. Washes. Sug- 
gested for clothes closets, boudoirs, dress- 





ing tables and kitchen shelving. Nine feet 
to a box, retails at 45 cents. American 
Extruded Products Co., 1001 N. LaBrea, 
Hollywood 38, Cal. 


“Zud” Dealer Aid 


Rusta‘n Products, Inc., 220 E. 152nd St., 
New York City, is making this point-of- 
sale display available to its dealers. Dis- 


ZzuUD 





play is printed in two colors and bears the 
Good Housekeeping Seal. “Zud” is a 
cleaner for rust and stains, and is sold in 
10, 25, and 50-cent sizes. 





‘Tornado’ Gas Burner 
Has Interchangeable Tips 


The “Tornado” Burner is claimed to 
have a self-adjusting valve which makes 
air adjustments unnecessary. Brass needle 
valve regulator maintains the desired flow 
of gas, and is a gas shut-off, according to 
maker. Claimed to have a feature which 
eliminates the cold cone common in many 





burners. Interchangeable brass tips pro- 
vide approximately % in. %-in. and % 
in. blast. Base of cadmium-plated steel. 
Retails for $2.95. Robert Mfg. Co., Inc., 
206 E. 44th St., New York City 17. 


Adjustable Casters 


A patented feature of “Levelor” Casters 
permits finger-tip adjustment with auto- 
matic locking. Screw thread arrangement 
makes possible fractional height adjust- 
ments, with “Levelors” locking automati- 
cally and securely. Can be re-adjusted to 
new height positions by unlocking with 
slight downward pull. Molded of plastic 
in clear and mahogany finish. Easily at- 
tached to all types of furniture legs, they 





stop the wobble caused by uneven floors, 
and make level furniture that is half-off 
and half-on rugs. Four “Levelors” retail 
for 89 cents. Levelor Sales Corp., 46 Clin-* 
ton St., Newark 2, N. J., and 231 S. 
La Salle St., Chicago 6, Ill. 
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Vaculator Issues 
New Store Display 


Hill-Shaw Co., 311 N. Des Plaines St., 
Chicago 6, maker of “Vaculator” Glass 
Coffee Makers, are distributing a new 
counter and window display. 





The display reproduces in full colors a 
typical coffee plantation with cut-out fig- 
ures to give a third dimensional effect. A 
raised stage contains a cut-out of the 
“Dutch” Filter and a shelf for displaying 
the deluxe model “Vaculator.” 


Grease Trap 


scutcheon pins 







steel... brass... 


Your requirements of brass and steel escutcheon pins are avail- 
able for prom:! delivery. Packaged attractively and sturdily 
for your convenience. Metal edge, telescope type boxes assure 
constant protection for contents. 


We also manufacture escutcheon pins on special order from 
stainless steel, monel, bronze, silicon bronze and other metals. 
Tell us your requirements —large or small. 


JOHN HASSALL, inc. 


419 OAKLAND ST., BROOKLYN 22, N.Y. 


Quality Escutcheon Pins 
Since 1850 











For Septic Tank 


Grease trap designed especially for sep- 
tic tanks by D. J. Murray Mfg. Co., Wau- 
sau, Wis. Installed between .the kitchen 
sink and drain pipe to the tank, which pre- 
vents grease and fats from entering the 
septic tank, and does away with manually 
removing fat and scum accumulation on the 
tank surface. Its use prevents grease from 
passing through the septic tank and coat- 
ing the walls of the tile drainage field or 
dry wells. Once grease enters the septic 
tank, it destroys the bacteria action and 
this causes the septic system to become 








generous 
2 ounce 

| tubes 

| 25¢ 

| 4 ounce 








useless. Easy to clean. No moving parts. 
Its use also prevents clogging of the drain | 
pipe with grease and the often expensive 
cleaning out or actually tearing up the 
pipes. Made of cast iron. Size 10% in. 
deep by 7% in. wide at the bottom. Ship- 
ping weight, approximately 50 lbs. 
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for countless household and industrial uses 
Ready to Use—Sticks Fast—Holds Fast 

Waterproof—Mends Everything 
Lop Notch Cement for Over a Generation 
Just display Ambroid prominently on your 
counter for easy profits. Attractive, eye-catch- 
ing display box furnished free. One dozen to 
the box. Put it to work for you now. Also 

in pints, quarts, and gallons. 

full-size sample on request. Just send us 
F REE your name and the name of your wholesaler. 
A postcard will do. 


AMBROID CO., INC. 


EST 1910 


305 FRANKLIN ST., BOSTON 10, MASS. 
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New Edmont Carton 
Displays Work Gloves 


A compact dispenser-display carton 
| which utilizes a fold-back corner as a 
| display shelf for a pair of gloves is now 































being used by the Edmont Mfg. Co., Cos- 
hocton, Ohio, for its line of rubber-coated 
work gloves. The dozen-pair packing car- 
ton has a perforated corner which folds 
back and clips down to the top of the box. 
| The dispenser-display puts one pair of 
gloves out in the open for ready inspection. 
| Edmont Rubber-Coated Work Gloves have 
a cotton fabric lining dip-coated with Neo- 
| prene, 


‘Hold Tite’ Prepares 
Painting Surfaces 


“Bull Dog Hold Tite,” a clear liquid 
developed to prepare paint, enamel and 
varnish glossy surfaces’for covering coats, 
and for removing wax and grease, is an- 
nounced by Gillespie Varnish Co., Dey and 
Howell Sts., Jersey City 6, N. J. Added to 
new paint in the ratio of % pt. of “Hold 
| Tite” to 1 gallon of paint claimed to cause 
new paint to bind or anchor more tena- 











Household necessities fashioned in colorful, | 
durable and washable Braided Plastic. National f 
publicity makes them “tops” in demand everywhere 

. and a “must” to be stocked in every store . . 
every item a real “runner.” 


cateleg of LEE-BERT . 
Os “PRODUCTS IN PLASTIC” 





SAGINAW . &, 
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WATS NEW 





ciously to old finishes. Wiping the old 
surface off with a cloth dampened with 
“Hold Tite” cleans and deadens surface 
gloss, according to maker. Available in all 
commercial sizes. 


Pump for Heavy Grease 
Or Light Fluids 


The Bishman No. 825 Grease Pump is 
claimed to handle any fluid that seeks its 
own level. With heavy greases or viscous 
fluids it is said to pump up to three gal- 
lons per minute. Even flow of liquids is 
claimed to be made possible by the hollow 
center or air column in the piston plunger 
rod, in which a compensating air pressure 
is built up by the pumping action. Positive 
shut-off valve with fill spout on No. 825A 
stops escape of both liquid and vapor. Fits 





2 in. and 1% in. barrel openings. Shipping 
weight, 10 lb. Dealer’s cost, $7.90. Bish- 
man Mfg. Co., Osseo, Minn. 





Deodorized Dry Cleaner 


The Zeen Chemical Co., 2000 Elm St., 
Cleveland 13, Ohio, claims its “Zeen” Dry 
Cleaner will clean dirt, grime, perspiration, 
hair grease, spots and stains for all types 





of fabrics, with no fading of colors. May 
be used on all but washable carpets and 
rugs. Claimed to have no objectionable 
odor. 








Latest News on 


RECONVERSION 
on page 266 
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. 825A 


_ ——. CONVENIENCE OF @) HEAT 
First Aid f =s—sREGULATOR SETS 


Your furnace-user friends will thank you later — if you 


for LEAK om ¢ urge them vow’ to install a new A-P DEPENDABLE Heat 
NN J | Regular Set on their coal fired furnaces. 








With uniform, comfortable home temperatures controlla- 


Now you can offer clean, conven- 
ble at the touch of a thermostat dial, and the season's savings 


pping ient “first aid” for leaky water 
Bish- pumps, radiators, valves and 
many =_— — ag have plenty of reason to remember you — year after year — 
ing units. mina andling r, -endly 
messy bulk-lengths of asbestos for your friendly suggestion. 
packing by placing a handy Lucky 
Strike package display in your 
store traffic pattern. Talk LUCKY 
STRIKE to your jobber today! 


of scarce coal totalling 10% to 25%, these homemakers will 


The new A-P Heat Regulator Set — precision-built for years 

of DEPENDABLE service — is available for steam, hot 

water, or warm air heating systems. It is complete with 

modern wall Thermostat, Limit Control, Damper Regulator, 

ATTRACTIVE 2-COLOR Transformer, and complete installation kit, with full instruc- 
COUNTER DISPLAY ) tions for easy installation. 


ets neue, ave. \ AUTOMATIC PRODUCTS COMPANY 


graphited asbestos packing. jeot 2442C NORTH THIRTY-SECOND STREET 
[ «“ MILWAUKEE 10, WISCONSIN 


AT OME UL Cae (7) DEPENDABLE Coes 


Lavelle Rubber Companys Chicago FOR HEATING + AIR CONDITIONING + REFRIGERATION 
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Wy’, 
FAST SELLING 


ALL PURPOSE 


HOUSEHOLD 
CLEANER 


A DETERGENT 
Used for 
© DISHES 
¢ LAUNDRY 
e FLOORS 
* WOODWORK 





An amazing new concentrated soapless 
household cleanser that contains an anti- 
bacteria solution. Easy on hands and mate- 
rials. Washes in any kind of water, hot or 
cold, hard or soft. Cleans but does not re- 
move the wax from polished surfaces. Dishes 
dry to a high sheen without towelling. 


Full 8 oz. bottle. Retail 35¢ 
REGULAR DEALER DISCOUNTS 


CA yA Lé 4D E 


Cavolcade brings you tomorrow today 


105 West Adams Street 
Chicago 3, Illinois 








4 
VMeces Lely / 
ON EVERY 
FARM 


ON EVERY 
CONSTRUCTION 
JOB 


thre rh Y r Job 


EMBURY MFG. CO., WARSAW, N. Y. 
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Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


American Hardware Manufacturers 
Association’s meeting jointly with the Na- 
tional Wholesale Hardware Association, 
Oct. 14-17, inclusive, 1946, at the Marl- 
borough-Blenheim, Atlantic City, N. J. 
Charles F. Rockwell, 342 Madison Ave., 
New York 17, N. Y., is secretary-treasurer, 
American Hardware Manufacturers’ Asso- 
ciation; George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is managing director, 
National Wholesale Hardware Association. 

National Hardware Show, Inc., at 
the Grand Central Palace, New York City, 
Sept. 16-21, 1946. Headquarters are at 331 
Madison Ave., New York City 17, N. Y. 

New York State Retail Hardware As- 
sociation, annual convention and trade 
show. Headquarters at Seneca Hotel, show 
at Convention Hall, Rochester, N. Y., Feb. 
+6, 1947. N. H. Kiley, 508 Hills Bldg., 


Syracuse, N. Y., is secretary. 





National Wholesale Hardware Asso- 
ciation’s meeting jointly with the Ameri- 
can Hardware Manufacturers’ Association, 
Oct. 14-17, inclusive, 1946, at the Marl- 
borough-Blenheim, Atlantic City, N. J. 
George A. Fernley, 505 Arch St., Philadel- 
phia 6, Pa., is managing director, National 
Wholesale Hardware Association; Charles 
F. Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer, American 
Hardware Manufacturers’ Association. 

National Metal Exposition, Nov. 18- 
22, 1946, at Municipal Auditorium, At- 
lantic City, N. J. Chester L. Wells, 7301 
Euclid Ave., Cleveland 3, Ohio, is assistant 
managing director. 


Builders’ Hardware Quiz Answers 
(Questions on page 248) 


Chapter 7-—Elementary Course 
Door Stops anp Cupspoarp HARDWARE 


1. In order to protect the walls and 
wood work. 
2. Where obstacles, such as radiators, 
prevent the use of a door stop. 
. Expansion shields. 
. Elbow catches and cupboard turns. 


. Two. 


ie we 


6. Cup drawer pulls and bar drawer 
pulls. 
7. Shelf rests where shelves are ad- 


justable. 

8. No, the cabinets come equipped 
with hardware., 

9. Chrome-plating. 

10. Japanned-steel thumb latches. 


Chapter 8—Elementary Course 


Winpow anp CLoset HARDWARE 


l. Crescent type. 

2. Hook sash lifts and bar sash lifts. 

3. Window bead screws. 

4. Bolts and casement fastener. 

. So that the window will stay open 
as desired. 

6. Catches and chain. 

. Galvanizing and snap type chains. 
8. Hinges and catches. 

9. Shutter dogs. 

10. They are stronger, will not bend 

and will hold more clothes. 


Chapter 9—Elementary Course 
ARCHITECT AND CONTRACTOR 


1. The architect and the contractor. 
2. From building reports, from news- 


paper reports of building and driv- 
ing around territory to locate new 
construction. 

3. He is the owner’s representative. 

4. Designing the building. Writing 
the specifications and seeing that 
materials specified are used. 

5. Making hardware allowances for 
him and writing his hardware spe- 
cifications. 

6. He builds according to the archi- 
tect’s plans and specifications. 

7. Price, servicé and meeting the ar- 
chitect’s specifications. 

8. When the work commences or 
when the contract is let. 

9. Medicine cabinets, steel sash, kitch- 
‘en cabinets and overhead doors. 
10. Builders’ hardware is the founda- 

tion of a good hardware business. 


Correct Answers to 
Test Your Hardware Sense 


(Questions on page 234) 

1—Answer. Equivalent price per sq. ft. 
would be 10 cents. 

2—Answer. (a) $1.20. (6) $1.97. (c) 
$2.88. 

3—Answer. Federal tax of 10 per cent 
or 50 cents must be added making a total 
the customer must pay of $5.45. 

4—Answer. Federal tax on electric clocks 
is 20 per cent so tax of $1 must be added 
to the retail price of $4.95 or a total of 
$5.95. 

5—Answer. Sixteen gallons of coating 
will be required for the job. 
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Bossins of strong “yarn” from the spin- 
dles are placed on machines which twist a required 
number of them into strong “‘strands.” Although 
varying in size and appearance, according to the 
yarns they are to combine, all strand-making machines 
operate on the same general principles. Mechanical 
governors control speed and tension. Yet here as at 
other steps in rope making, human skill and not 
machinery determines the quality of the product. 
H & A craftsmanship guards the uniformity and 
strength of all strands, whether destined for the fa- 
mous H & A “Blue Heart’’ Manila Rope, or for any 
other of the popular H & A brands. 


Dealers and jobbers 
are invited to write 
direct for trade infor- 
mation on the com- 
plete H & A line of 
Rope, Twine, Pack- 
ing, Oakum, etc. 
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THE HOOVEN & ALLISON COMPANY 
XENIA, OHIO 


PPT 
“Spinners of Fine Cordage Since 1869 
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WINDS UP 


DOUBLE 


LINE TIGHTENER 


MILLIONS of women ore 
looking for this means to 
easier washdays. This fast 
moving household necessi- 
ty is meeting with enthusi- 
astic sales records when- 
ever displayed. Attractive 





displays, literature and 
demonstrators are a great 
aid to dealers selling Mac- 
Tite clothes line tighteners. 


‘ 

Fits everyones back yard .... equally as useful in basement 
or attic. If not available from your jobber, write today for 
sales literature and information. 


HYDA-KORD 


TRADE MARK 


LOOSE CORD 


Every home and nome- 
maker needs Hyda-Kord 
to get rid of excess lamp, 



















MANUFACTURING 


phone and radio cords. 
The Hyda-Kord, molded of 
plastic is a trouble-free 
item that has customer 
appeal, Its universal ac- 
ceptance generates multi- 
ple sales. If not available 
from your jobber, write 
today for sales literature 
and information. 
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Everything You Should Know About 
BUILDERS HARDWARE 


Easy to read and easy to understand in the only 
up-to-date and complete text book on all phases 
of this important and profitable basic hardware line. 


“TAKING THE MYSTERY OUT OF 


BUILDERS’ HARDWARE” 
WAS $3.—NOW ONLY $1.50. ORDER YOURS TODAY 


The Deluxe Cloth-Bound Edition, Which Originally Sold for 
$3 Per Copy, Has Just Been Reduced in Price to Only $1.50 
—Just One-Half of Its Cost When First Issued. 


Also, A New Cardboard-Bound Edition Has Been Made 


Available At Only $1 Per Copy. 


USE THE ORDER BLANK BELOW 





Here are some of the features and 
profitable ideas in this book that will 
mean more dollars for you! 

220 pages—page size 8' x Ils: inches— 
sturdily bound to withstand hard usage. 

How to bring prospects into your store. 

Suggestions on making bids that will mean 
more sales and profits to you. 

How to cash in on the sale of replacements 
and “follow-up” items. 

A wealth of specific information on equip- 
ping public buildings. 

Nine comparative charts which show you 
how to match different items. 

A working Blue Print, size 25 x 11/2 inches, 
Glossary of more than 300 Technical 
Builders’ Hardware Terms; Cross Refer- 
ence Index, etc. 

Over 600 Illustrations, Charts and Diagrams. 

27 Illustrations of Different Builders’ Hard- 
ware Display Rooms. 











oe 
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Arblished by WAROWARE AGE- 





If you are one of the many hardware men who have always 
wanted to know more about Builders’ Hardware—and how to 
make more profit from its sale—but could not because of the lack 
of information on this subject—"“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” is the book for you. 


You will get the benefits of the author's, Adon H. Brownell, life- 
time experience in successfully selling, buying and manufacturing 
Builders’ Hardware. You will be shown how to quickly and easily 
set up a Builders’ Hardware department capable of servicing all 
the needs of your community. 


You'll also be shown how to read blue prints, and to specify 
jobs; how to work with property owners, contractors and archi- 
tects; how to use Builders’ Hardware to increase sales in your 


other departments. 


The experienced architectural hardware consultant will want 
this book for its use as a handy reference work. The beginner will 
want it as a text book to use as the only complete home study 
course in this subject ever published. 


Your clerks, too, should have this new book. They will become 
more valuable to you and more valuable to themselves by read- 


ing and studying it. 


MAIL THIS COUPON TODAY! 
Hardwore Age, 100 East 42nd St., New York 17, N. Y. 














Please send me .... 


here ...., its price being $1 per copy, plus a few cents 
copy in Canada and Foreign Countries. 

IES 4.6 60) > 0 nid ounce nae bias anak SoS Firm 
Si id's. 4>'epnneedbin eedceliaas | Se ey 


() Check here if you enclose payment, in which case we pay postage. 


copies of the Deluxe Cloth Bound Edition “Taking the Mystery Out of 
Builders’ Hardware” by Adon H. Brownell. I will pay the postman $1.50 each, plus a few cents post- 
age. (Canada and Foreign Countries $2.00). If you prefer the cardboard-bound edition, please check 


postage in the United States, and $1.50 per 
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Mr. Hardware Dealer | 


BERLOU GUARANTEED MOTHSPRAY is just 
the product your customers are looking for — 
just the product they will gladly buy — just 
the product for sales and profits. 


BERLOU guarantees your customers, in writing, 
freedom from moths for 5 years — or pays for 
the damage. 


BERLOU helps you sell this effective mothspray 
by extensive national magazine advertising 
coverage — by radio announcements — coop- 
erative newspaper advertising — attractive 
dealer displays and literature — and liberal 
PMs. 

Write today for complete information on the 
mothspray that is priced for sales, priced for 
profits. 


THE BERLOU MANUFACTURING COMPANY 
37 Blaine Avenue @ Marion, Ohio 
in Canede: THE BERLOU COMPANY LTD., London, Canada 


BERLOU 





GUARANTEED 
MOTHSPRAY 
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EAR after year, Vigoro sales grow dur- 
ing every season .. . but the fastest 
growing seasonal increases have consist- 
ently been during the fall. That’s because 
lawn authorities recommend fall feeding 
and more and more people are taking 


their advice. 


So the wise garden supply dealer is 
cashing in on this unusual opportunity. 
He displays Vigoro in the fall . . . makes 
more Vigoro sales... makes bigger Vigoro 


profits. Hard-selling display material is 


available to you. Just send for it. 






A product of a. 

, SWIFT & COMPANY 

Plants Foods Division 
Chicago 9, Iilinois 







HERE IS SOMETHING 

YOU CAN 

SELL E& DELIVER’ 
RIGHT NOW 


*at a profit 


SHOWER DOORS 
A Packaged Shower Door...$9.97 
THE STORY IN A NUTSHELL... 








Hundreds of different 
keys—yet we can supply 
| an extra key for your cus- 
| tomers for only 10c! Just 
send us the lock serial 
number. Sterling pad- 
locks are easy to open 
and close—and they won’t 
jam or stick. Simply con- 
structed of four perma- 
nently joined parts, with- 


MEASURING 


Complete molded frame with all 
necessary accessories (except glass) 
costs you $14.95, less quantity dealer 
discount of 334%, or $9.97 net, 
f.0. b. Hollywood, packed to ship. 

In order to prove to you how 
easy and profitable it is to sell and 
install “AMERICAN MAID” 
Shower Doors, we will ship you 
sample packaged door at this 
quantity price together with 
complete instructions. 


Here is a water-tight door, pres- | 
sure set in non-deteriorating duo- | 


me cm rubber, equipped with anti-drip 


channel, protecting floor from water 
when door is open, and insuring 
rapid drainage into shower stall. 
Many special and exclusive features 
make these doors easy to sell and 
assure satisfied customers. Here is 
a door that will not rust, corrode 


out springs or rivets. Sug- 
gested retail: 2%” size— 
85c; 13%4” size—60c. Ask 
your jobber, or write us. 


9 @ 


e Cold rolled steel shackle 
e Adequately rust- proofed 
e An ideal exposed lock 


fy ROTARY SHACKLE LOCK 


STERLING LOCK COMPANY 
1301 S. Third St., Minneapolis 4, Minn. 


QUARTER-CENTURY OF DEPENDABLE SERVICE 





Now you’rE COOKIN’, MISTER! 


YOU CAN’T GO WRONG BUYING ROAST-KING 


Here's o HOT ITEM that will 


OPEN NEW ACCOUNTS 


like the Atom Bombs Opened Up Japan! is 


Ride the “Gravy Train’ with 


ROAST-KING 


or tarnish. It is designed right and 


built right for lasting satisfaction. a aalerncsdhper creed sagas %. 


PEAK-PULLING POWER 
end “PROFITUNITY” 





Shipped knocked down so that you assem- 
ble. Just measure shower stall opening, 
make two simple cuts for desired width, 
assemble and install. Only tools required, 
mitre box, sow, drill and hammer. 


It's a Sales “APPETIZER”! 











YOUR COST LY 
Send your order today for sample door Fea yg 
which will be shipped COD. unless you desire 


to make regular credit arrangements. 


it’s a “MAIN COURSE” Too! 


COMPLETE JOB 


Get the jump on your 
competitors with this 
EYE-APPEAL BUY-APPEAL MEM 


IMMEDIATE 
DELIVERY! 


MOMAWH 


AMERICAN SHOWER DOOR COMPANY PM oo ac Ca 


1001 N. la Brea + Hollywood 38, Calif. Hotel McAlpin 34th Street at Broadway New York 
* SEND FOR CIRCULARS ON OTHER ITEMS * * ® * 
HARDWARE AGE 


COOK YOURSELF A SWEET 
BATCH OF PROFITS WITH 


iti ANY CALE 


Cost of Frame 


Approx. Cost of Glass 
(You Furnish) 


Cost of Shower Door Complete $12.97 
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SOUTHINGTON STEVENS 
SCREWS NO. 306 MACHINIST'S LEVEL 


For Wood or Metal 


Southington Wood Screws, Drive 
Screws and Sheet Metal Screws 
have upheld their quality since 
1867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. Send for screw 
catalog, also our catalog covering 





The newest addition to the popular Stevens line. 
Precision built for skilled craftsmen. Features 
include: Machined casting with adjustment 
‘ rew in base. V-grooved for curved surface. 
og equares, tri-equares, bevels, Nickel-plated tubular cover turns over vial and 

a protects glass when not in use. Precision- 
PHILLIPS RECESSED HEAD SCREWS ground glass is tested for accuracy. Graduated 
FOR WOOD AND SHEET METAL reading shows .005" per foot. Has cast-iron 


Driver fits se- YQ Supply the in- base with black crackle finish, nickel plated 


— into ta- ehatt ing _ holder and end plugs. 
pered recess — 


will not slip ee. Packed in individual box. Weight 1 Ib. List 


out, or work to All standard | price $5.00 subject to regular trade discount. 
one side. sizes. Delivery within 30 days of receipt of order. 


THE SOUTHINGTON 
HDWE. MFG. Co. E. A. STEVENS LEVEL CO. 
=. SOUTHINGTON, CONN. ii; NEWTON FALLS, OHIO 
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“WHIRLING FAIRY” 


Perfect sprinkler for large or small areas ; drench- 
ing spray or low, even sprinkle. Proved by years | 
of use. Built for smooth operation and trouble- | 
free service. Non-breakable brass head. Still at | 
moderate price! Order from jobber. 


“POPPY SPRINKLER” 


EWING GALLOWAY PHOTO 


HALL Zéce CORPORATION HIGHLAND MILLS, N.Y. 


ADDRESS 963 PARK AVENUE 


sie 
THERE'S ACTION 


HALL’S ecccacccble Bass & Ta 
tins HOLD "EM! 







With 


more and more HALL Lines 
of Fame becoming avail- 
able, retailers are fast re- 
plenishing their stocks with 
numbers their #customers 
have been patiently await- 
ing— 


HERE--= 





_ 















Pound for pound of fish you set your hooks 















into, HALLS Invincible Bass & Tarpon Line . 
will give you more pleasure and satisfaction Lines of 
than any linen line you can imagine. Its e SILK 
performance in casting and reeling is e NYLON 
perfect. And, of course, you con count on e LINEN 
HALL lines to hold ‘em! 

e COTTON 























This is also true of other HALL salt woter 
as well as fresh water lines of silk, nylon, 
linen of cotton. 

Send for Catalogue 


HALLS Tucductble 
Bass & Tarpon Line 
— mode with special, 
firm twist, from the best 
grade pure Irish linen 
obtainable. 


—backed by more than a 
century of experience in 
producing and finishing— 
and reflecting many new 
war-born refinements and 
special processes. 









Send for Catalogue 
Give Name of Your Jobber 


HALL LINE CORPORATION 


963 Park Avenue 
Highland Mills, N. Y. 
















Throws drenching but gentle spray. 

No twisted, broken arms because 

head and arms are cast in one rugged 

piece. Guaranteed to stand hardest 

use and wear! Ask your jobber for 

——— “Poppy” Sprinklers. 
er today! 





SELL MORE KITCHEN CUTLERY 


Let the ""Kler-Vue"" Silent Salesman Display'Rack 
Step Up Your Knife Sales 





*"Kler-Vue"’ Silent Salesman with Giess Front — Patented 





Create more sales by displaying all types of kitchen cutlery 
where housewives can see the knives needed to complete their 
kitchen sets. "Kler-Vue" display racks are, a valuable addition 
to any hardware store's selling equipment. They stand on counter 
or table, each one holding two sharpening steels and 24 knives 
of any brand or thickness up to 12 inch blade. Detachable bot- 
tom permits easy cleaning or replacement of glass front. 

Dimensions: 36" long, 14" high, 2/4" deep. Natural wood finish. 
A larger edition of the popular "Kier-Vue" Household Knife 
Rack. Packed two in corrugated box. Net price—$i6.00 per 
pair, f.0.b. factory. 30 Ibs. total weight. Order today. 


“KLER-VUE" KNIFE RACK CO. INC. 
MFG. CO. 1776 Broadway New York 19, N. Y. 
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This Display Will Help 
You Sell— 


“V"-Belt 
PULLEYS 


The No. 50 Display 
Board provides an as- 
sortment of 24 pulleys 
in the 12 most popu- 
lar sizes ranging from 
114" up to 5” in 
diameter. 





Pulleys are for "A" 
section belts and 
come in !/," and 54" 


ee nee. | Immediate delivery 


The Display Board is finished in RED, WHITE and 


BLUE, and has storage space in the back for addi- 
tional sizes. | $ 33 (slightly higher 
Ask Your Jobber | ae west of the Rockies) 
or Write 
McKinney's forged iron cabinet hardware is in great 


CHICAGO DIE CASTING MFG. COQ. || demand... . for use in living rooms, kitchens, dens, 


2507 W. Monroe St., Chicago 12, Ill. game rooms—and for cabinets in any room of the house. 


The Kit comprises five single items—2 knobs, 2 latches, 
a drawer pull, and one pair each of the following 
hinges: H, H.L., full surface, and two sizes of strap 
hinges. In the Kit are one dozen only of each of the 
single items and one dozen pair of each of the hinges 
plus the hardware mounted on the board. All hardware 
is rust-resisting, dull black finish . . . packed complete 
with screws in individual envelopes. 


This attractive display board, (21. x 11”), finished 
with natural wood grain, shows the hardware to 
advantage . . . timely, fast-selling hardware that makes 
} | | an immediate “hit’’ with home owners and builders. 


Most jobbers have the Kit and all items in stock 
for immediate delivery. If your jobber cannot 
supply you, sign and mail the coupon. 




















McKinney Manufacturing Co. 
1400 Metropolitan Street, Pittsburgh 12, Pa. 
Please send me the McKinney Forged Iron Cabinet Hard- 


NU-TOP STOVE PADS Sell On Sight! 
ware Display Kit #68 @ $47.33, F.O.B. Pittsburgh. 


enya NU-TOP Stove viene pre- 6 SIZES 
vent mars and scratches on stove tops, a 
tables, refrigerators, etc. Neat, dis- ova = os 
tinctive design. Three Styles. No. P. T. 7 : 7" 
(Illustrated) is plain bright metal. 18 x 20" 
No..T. D. is decorated and No. C. P. 5! x Bl," 
is chrome plated. Strongly constructed. Round 7" in 


Write for prices. Diemeter 





NAME 





ADDRESS 


CITY... STATE 


(Note-—Name of your jobber MUST be shown above.) 


en 
ae | 

















THE METALOID CO. 


5815 Kinsman Rd. Cleveland 4, Ohio MANUFACTURING COMPANY 


PITTSBURGH 12, PENNS TEVANIA 
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OX ripre BRUSH CO. Ic. 


FREDERICK, MARYLAND 
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NOKORODE SOLDERING PASTE 


Will flux all metals except Aluminum. 

Takes the place of acid in all soldering 

jobs. Absolutely non-corrosive, safe as 

or ee. resin and rapid as acid. Not affected by 

i heat and does not spatter. The solder will 

not turn dark after using, and the work has high 
tensile strength. 


NOKORODE SOLDERING SALTS 


Eliminates the use of corrosive soldering acid and is 
the remedy for all soldering troubles—makes perfect, 
lasting and non-corrosive joints wherever used. Ex- 
tensively used by plumbers, tinsmiths and leading 
manufacturers in all lines. Highly economical, and 
has no disagreeable fumes while under heat—will not 
burn the operator’s hands or clothing. 


NOKORODE SOLDERING FLUID 


Like Nokorode Salts, eliminates the use of corrosive 
soldering acid . . . ready for instant use. Packed in 
one and five gallon containers, also in steel drums 
cesvest with faucets containing approximately 55 
gallons. 


NO CHARGE FOR CONTAINER 
CORE SOLDERS, NOKORODE, IDEAL ACID, GEM 


RESIN SOLDERS. ALSO MANUFACTURED IN 
PLAIN STRING AND BAR FORM. 


THE M. W. DUNTON COMPANY 


678 EDDY STREET 
PROVIDENCE 3, RHODE ISLAND, U. $. A. 











BRUSH-TOP 


SPOT REMOVER 


pees Why Use a Cloth? 


Just Brush Spots Away! 


Put this handy little 25<¢ Spot Remover pack- 
age on display now and watch how fas? it 
moves. Backed with 22 million consumer ads 
a month in 7 leading magazines. There's 
nothing like it for instantly removing spots 
from hats, coats, dresses, gloves, ties and 
upholstery, etc. It literally brushes grease 
spots away in a flash. Write for free sample 
and discounts. 


SAFEWAY CHEMICAL COMPANY 


5709 West 58th Street + Cleveland 2, Ohio 
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Be prepared for this heating season’s de- 
mand for PORTABLE BASKETS and LOG 
RESTS by placing your order now. 


Prompt deliveries are made by ROYAL dis- 











tributors. 
CHATTANOOGA IMPLEMENT & MFG. CO. | 
CHATTANOOGA GB, TENN. 





“HANDY, 


HANNAn 


RE Dyer 


Offers 


a New ene 
° T S 
PROFI" 


Retail Hardware Dealers 


Here is an item with a proven con- 
sumer acceptance . . . which can be 
sold profitably at a suggested retail 
price of $2.39. Favorably accepted 
by jobbers and retailers everywhere. 
— 2 


@ 2834 ft. available clothes! 
using space 30° sq. by 46” high. 

@ ideal for drying baby clothes or 
small daily washings. 

@ Wo parts to stain or soll clothes 
or snag fine fabrics. 












© Sturdily built of selected hardwood. 





age doorway. 
e let — 
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© Easily carried, when opes, through aver- 
DURABLE — COMPACT | 





S a business “bringer-in”, Weldwood Glue is tops in 

its class. You'll find this item is a fast seller and a 

good repeater that means worthwhile profits for your store 
... all year around. 


And remember, it’s the satisfaction with small items that 
helps bring customers back for /arger sales. 


Weldwood Glue is quick to make friends with cabinet 
makers, handy men, and thousands of hobbyists who find 
that it more than measures up to every demand. 


For Weldwood Glue is a plastic resin compound of tre- 
mendous strength. It’s waterproof and rot-proof ... quick- 
setting and stain-proof. And, it mixes quickly and easily 
| with cold water. 
| Weldwood Glue is packed in attractive display cartons, 
all ready to set up. Comes in 10, 25 and 50 cent sizes; also 
in 1,5, 10 and 25 pound cans. 


If your regular jobber can’t supply you, mail the coupon, 


shown below, TODAY! 


WELDWOOD 


PLASTIC RESIN 


WATERPROOF GLUE 





UNITED STATES PLYWOOD CORPORATION, Industrial Adhesives 
Division, Dept. 269, 55 West 44th Street, New York 18, N. Y. 
Please send me prices, discounts, samples, and dealer help informa- 
tion concerning Weldwood Glue's profitable plan for dealers. 


Address 





Name 





My jobber is 


























$e HELLER Goan 


@ 7 GREAT NEW PROMOTIONS 
shown for the first time 





. @ DELIVERIES flowing in increasing volume by 
from our big, fully automatic plant % 


_ @ NATIONAL ADVERTISING fo bring more + 
ass cand more customers into your Store 


= 


PROMOTIONAL HOUSEWARES 


Offices ond Plant WHITE PLAINS NEW YORK 


Showrooms: N.Y 1150 BROADWAY Chicago: 1108 MERCHANDISE MART 














2 in 1 
ALL PURPOSE HAMMER 


Drop forged steel with an improved 
perfect fitting rubber head which can 
easily be replaced when necessary. 


Has many special uses. Steel and 
rubber heads make it indispensable 
for tire work, also for body and fender 
repairing. 

Now available in any quantity. 


Prices and discounts gladly furnished 
on request. 


We also manufacture a fuil line of tire changing tools. 
Send for illustrated list and jobbers’ prices. 


BALLOON TIRE MOULD COMPANY 
527 Ceres Avenue 
Los Angeles 13, California 


Sheiten 
vianes 


‘PRECISION BUILT 


For the Hard-to-Please! 





Open hearth steel cutters carefully tempered 
and ground. Fine grey iron bodies, rugged 
construction, perfect balance. Easy, accurate 


adjustments. Quality construction that crafts- 
men quickly recognize. 


SHELTON PLANE & TOOL MFG. CO. 
SHELTON, CONNECTICUT 
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TOP© LINE is the 
CORNERSTONE qY 


TOP-LINE offers you a new and 
beautiful line of 1947 electrical 
appliances, designed to please 
customers and build a profitable 
volume for your store. 











TOP (LINE 


ToYs APPLIANCES 
TENNESSEE VALLEY ASSOCIATED MARKETERS 


GAMBILL BUILDING. NASHVILLE. TENNESSEE 








ALL ALUMINUME 4 ness: 
25 million 
LION | 


women 
MAIL BOX 


All aluminum except for 
wooden bottom, here’s a 
light weight, long lasting 
mail box. It’s built to stand 
the weather — rust proof 
aluminum — two hinged 
flaps, one to keep out the 


@ Step Stool 
@ Junior Chair 
@ Handy Stool 


@ Stool with Foot Rest 
A Product of Keen Equipment Co., Inc., Vinelond, N. J. 





rain and snow, the other 
may be securely locked. 
Always in demand—Priced 
for your profit. 


Prompt Deliveries 
from Stock 


WE INVITE JOBBER INQUIRIES 


KNAPP FOUNDRY Co., Inc. 


CRUSE Zed Sopa ced, i, B 


SEPTEMBER 12, 1946 


HIS modern step stool fills every wo- 
man’s kitchen need. Take advantage of 
this consumer demand created by NAT- 
IONAL ADVERTISING ... your guarantee 
of rising sales. Write for our Mat Service. 











Metional valor v 
Everybodys Hex 
i 810 ARCH STREET 

PHILADELPHIA 7, PA. 
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Whatever your Washer needs may be, 
we can fill them! For more than 25 
years we have been faithfully serving 
the hardware trade. 






Our Washers are Master Products. 
Flat, clean cut, hand sorted—no scrap, 
no slugs, no miscuts. 


U.S. S. WASHERS « S. A. E. WASHERS 
RIVETING BURRS ¢ SQUARE WASHERS 
EXPANSION PLUGS « MACHINERY BUSHINGS 
AIRCRAFT WASHERS « DISCS | 
LIGHT STEEL WASHERS * COPPER WASHERS 
BRASS WASHERS * ALUMINUM WASHERS 
STAINLESS STEEL WASHERS « Ete. 
and over 10,000 sets of tools for special washers 


PRODUCTS <= 


Cleveland 5, Ohio gets a 

















BOMMER 


SPRING HINGES and 


“KEILSON | 


MAIL BOXES 


Bommer welcomes to its family of products the 
well known “KEILSON" line of Government ap- 
proved Mail Boxes. Since 1876 the manufac- 
turers of both BOMMER Spring Hinges and 
“KEILSON" Mail Boxes separately were win- 












PROFIT 
BUILDING 
HAMMER 


ning the approval of the trade. Now, together Easier sales,a steady flow of profit and complete customer 
as Bommer Products they will endeavor to ren- satisfaction are assured with the new Phoenix Deluxe 
Hammer. 


der an ever wider service. 
This fine quality hammer is drop forged for strength, pre- 
BOMMER PRODUCTS ARE THE BEST cision heat treated for toughness, and is perfectly balanced. 
2 It’s an easy-swinging, self-selling tool guaranteed to 
please the most critical craftsmen. 


TRADE MARK 
Cash in now on the Phoenix Deluxe...the most advanced 
BOMMER hammer in design, metallurgy and production methods 

on the market today. Ask your jobber to send you some. 





To complete your line add Phoenix ball pein hammers 


BOMMER SPRING HINGE CO. BROOKLYN 5, N. Y. PHOENIX MANUFACTURING COMPANY 





CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE Catasauqua, Pa. Joliet, ill. 








CREE: 
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ORDERS FROM EVERYWHERE FOR 
PP THESE STACK-PLASTIC TOYS DE LUXE 













THE COMET SPEEDSTER 


A B-I-G beautiful car done in gleaming plastics to put 
new speed in your toy sales. Not a midget, but 14% 
inches of real car, § inches wide and 4% inches high; 
with real rubber tires; ski-vue transparent top, suedette 
upholstery, and other 1946 features. 























(, ‘WE CAN STILL MAKE ) Sells for 3.95 
LAST-MINUTE DELIVERIES Looks like *10.00 
Speed is the word! Get your orders THE FARE-BOX BANK 

Spoken of everywhere as “The most intelligent toy idea 


in, and we'll match your speed with 
| IMMEDIATE DELIVERY 


Individually boxed, 12 to a 
carton —in assorted colors — 


of the year.” And how it sells! Again, it's B-I-G...8% 
inches high, 4 inches square. A knockout to look at... 
full of action... puts a thrill in thrift...makes play pay. 
Approved by Teachers, Child Psychologists and Parents 
everywhere. 










standard discounts. If jobber Sells for 3.49 
is out, order direct. Big supply Looks like *2-50O 
a keen newspaper mats 





“TODAY IS TOY-DAY’”’ 
5835 W. WASHINGTON BLVD - CULVER CITY, CALIF. 








free 

















































a oo 
— removes . 
BRONZE BEARING BENCH GRINDERS --GREASE, GRIME, PAINT, WITHOUT WATER! 
Built rigid and heavy to withstand long hard service. 
_ Ideal for grinding and polishing work — for home, GENTLE — not injurious to skin 
shop or garage. 
- iO gs KEEPS HANDS SOFT — fortified with 
Note the fully enclosed base—a safe guard for the belt Lanoli d ‘ 
re- and “V” pulley, which can be driven from the back or anolin an Vegetable Oils 
ed. below. Equipped with guards and adjustable tool rests —_ j j 
to for perfect work. Also popular priced Saw Mandrels. QUICK ACTING — Guaranteed satisfaction 
Write for descriptive circular of our entire lire ld fk iG (kits rrr ee ee “T 
ail | TUDOR CHEMICAL SPECIALTIES, INC. ! 
d TRY IT 1 Dept. HA, Tudor Bldg. 
> Msjentic Toal Mig. Ca. VOT | Rab w. Tm St, New Yor 53, N.Y. | 
= | Send me a Free Sample of Quickee 
° UALITY TOOLS a, NOW in our 1 I 
7 own building to 
ly keep up with is esate este on errant ence eal eat ane 
mi. 120 N. JEFFERSON STREET ever increas- SOIL ekersicdl sancid did’ b bog wad dcop cick 
CHICAGO, ILL., U.S.A. ing demand. : se ae Sees cc © Te hs dee orn ved 
AGE Cees ces ce ae ame ae ae ae Oe ee ee ee oe ee 
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This Superkleen Angular Sash Tool is 
built (not just cut) at the proper angle 
to take the fretfulness out of sash work— 
and do a cleaner, neater job besides. 

Just check this line-up of features: 
the best obtainable hog bristles an- 
chored for keeps by the exclusive Devoe 
“‘Sta-Set’”’ process—every one “flag end” 
—and absolutely clean—the long, ta- 
pered round handle is specifically de- 
signed for easier handling. 

The Superkleen Angular Sash Tool 
means profitable business for you. Your 
Devoe representative has full informa- 
tion about prices, profits and shipping 
schedules. Get in touch with him right 
now. 














































Millions of users 

recognize Rogers famous fish 
glue as the best thing to stick with. 
And thousands of dealers have learned they’ll 
never get stuck with it. Because Rogers is sold 
only through the hardware jobber. Profits are 
absolutely protected. Order through your jobber 
today 















loosens frozen parts 


Proved by case histories from some of the 
3500 industrial users. 


The Stubborn Spindle: Spindle of automatic machine froze. 12-ton 
hydraulic press used to remove bushings—without success. Kroil ap- 
plied. In 20 minutes part removed with ease. 


Monotype Filter: $50,000 worth of monotype equipment lying idle 
while we fussed for 2 days with 12 lousy screws. Soaked the parts in 
kerosene, light oil and several penetrating oils. Then we used Kroil. 
**Darn stuff turned rust into mush so we could turn the screws and use 
the parts again.”’ 


Heat Treat Trolleys: Before trying Kroil we broke off every nut on 
our heat treat quench trolleys. Since then we have not lost one and have 
decreased our repairing time from 30 to 6 minutes per trolley. 

Kroil gets results because it is based on a recent laboratory di 

not used in any other penetrating oil. Try it yourself and you'll . be glod 

to recommend it. 


Now available in 8-oz. spout cans—list 50 cents—packed 24 to the 
corton, with on attractive display sign. 


KANO LABORATORIES, 85 E. Wacker Drive, Chicago 1, Ill. 


ABORATOR 


nG\, |e 
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GIRL 


“Pot Cleaner 
of the Nation” 


Back again at 
my regular job 
of making 
work easier in 

homes and on farms. You'll be 
glad to know I've improved in appearance 
and effectiveness because of war-time experi- 
ences. As always, I am being distributed only 
through regular jobber and wholesale chan- 
nels. For your adequate supply get your 
orders in promptly to insure earliest delivery. 


METAL TEXTILE CORPORATION 
ORANGE, N. J. 









FLO-MASTER 


FOUNTNBRUSH 





ro a 









Siontakeaan 
The FLO-MASTER 


ews 
a 


—_~< aT . 


It Writes ¢ It Draws °¢ It Marks 
On Any Surface Anywhere 


VERY industry, every office, every. store, every 
school, every farm, every home, every individual has 
countless uses for the “Cado” pocket FLO-MASTER 
Fountnbrush and FLO-DRI Inks. It writes, draws, 
marks om any sur- " 
face. Dries instantly. 
All aluminum. Auto- 
matic valve control 
insures against leaks 
or flooding. You'll 
sell thousands, Write 
now for details and 
prices on the com- 
plete FLOMASTER 


line. 


CUSHMAN & DENISON MFG. CO. 






"*CADO" 
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135 West 23rd Street New York 11, N. Y. 
























FIRST... 
because RENUZIT is adependable,safe,efficient, French Dry Cleaner! 
because RENUZIT sales are greater than all dry cleaners combined! 
because RENUZIT is the most widely advertised product in its field! 
because RENUZIT is a fast-moving, quick turnover, big profit-maker! 








100,000,000 EXTRA ADVERTISING 
IMPRESSIONS EVERY MONTH! 












AMERICAN WEEKLY 

WOMAN'S HOME COMPANION 

e McCALL’S 

°33 METROPOLITAN NEWS- 
PAPERS 


© 25 NETWORK RADIO STATIONS 
°POINT-OF-SALE DISPLAY 
MATERIAL 


*DIRECT-MAIL SELLING 
MATERIAL 


All combining to make a 
year-‘round advertising 
campaign that carries the 
RENUZIT story to house- 
wives from coast to coast. 
A “natural” for the jobber 
—a “natural” for the re- 
tailer—a “natural” for 
the housewife —a ‘‘natu- 
ral" money-maker! 


RADBILL OIL CO. 
PHILA. 3, PA. 


Sell All 3 Sizes! 
1GAL. QUART 




































































for every child from 
5 months to 5 years 


Jy) 


AUTO SEAT DELUXE NO. 71 


Heavy canvas with metal frame. 
Equipped with colored spinner 
beads and removable fiberboard 
bottom. Color, maroon, trimmed 
in white. 











JUVENILE SWING NO. 21 |) 


Extra heavy canvas with | 
} 





metal frame. strong web | 
straps and safety belt. Color, } 
blue, trimmed in white. \ 


METAL STAND NO. 10 
Can be used for both baby swing 
and juvenile swing. Tubular cold 
rolled steel. Clear lacquer finish. 


BABY SWING NO. 51 


Rubber feet. Packed in individ- Safety spring. Color, white 


ual corrugated cartons. Easily 


assembled. trimmed in blue. 


Mothers take one look at the line and begin a series of 
quick maneuvers that wind up with an on the spot pur- 
chase, even at the expense of a new hat or new dress. 
Mothers see in the FIVE FILER BROTHERS!’ line an 
excursion in baby’s contentment to say nothing of peace 
and quiet for herself. 

You can make these cribs, seats and swings one of your 
most important sources of profit. Ask to see the full line 
for both indoor and outdoor use. Dealers—write for litera- 
ture and names of your distributors. 


Manufactured by 
THE FIVE FILER BROTHERS 


Grove City, Pa. 


“JOTHER LINES CARRIED: L. E. Stemmier Archery © Ryder Nursery 
Cheirs © 8B. & H. Doll Beds © Supercraft Juvenile Furniture 


EW LER = ALLEN 


COMPA 


RERS' REPRESENTATIVE 
CcFEeEHE RA 


a 
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SQUEEZ-EZY 
Self-Wringing Mops 
They wring “Dry” without soiling the 


hands, appealing to housewives because 
they are sanitary, clean and inexpensive. 









A line of “Self - Wringing 
Mops” that brings quick prof- 
its and Repeat Sales. 

Squcez-Ezy “Beauty” Mop 
Illustrated 


RENEWAL HEADS 


Customers return 
again and again for 
New Heads. The 
strong, sturdy handle 
gives lasting service. 


VISIT OUR BOOTH 
No. 74 
Showing Complete Line 
NATIONAL HARDWARE SHOW 


Grand Central Palace 
New York 


September 16th thru 21st, 1946 


SQUEEZ-EZY MOP SELLING CORP'N 


New Orleans (18) Louisiana 



































Metal frame. Heavy canvas cover. 





Sure-fire items for rapid turnover. 

Saucepans, Frying Pans, Chicken Fryers, Sauce Pots, 
Grillettes, Double Boilers, Egg Poachers, 

Bun Warmers, Casserole Dishes 

Durable heavy gauge aluminum. 

Steel, Plastic or removable Hardwood Handles. 
Quick selling at full profit to the dealer. 

Reorders pouring in—additional items on display. 


WE'LL BE AT GRAND CENTRAL PALACE IN 
BOOTH 117 


INQUIRIES FROM RECOGNIZED JOBBERS INVITED 


I. LEVY SONS 1107 Broadway, N.Y. 


SOLE NATIONAL DISTRIBUTORS for STEMCO 
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NEW! 8 WAYS BETTER 


A Must in 
Orchards 


Gardens - Homes 
Dairies - Stores 





It’s the Handy Handle with 1001 labor-saving uses! 


@ Nothing else like it! The new Handi-Handle is so simple and easy to 
use. Saves time, cuts costs in dozens of ways. Makes it impossible to 
crush contents. Made of extra-heavy 18 gauge steel, channeled for 
rigidity. Light, durable, finished in brilliant scarlet color. Priced right. 
Has these 8 big advantages 


1. Avoids personal injury. . Has smooth, round grip. 


5 
2. Prevents crushing of contents. 6. Handles can't slip off. 
3. Gives perfect balance. 7. Can be used everywhere. 
4. Maximum handle rigidity. 8. Sells the year ‘round. 


Twenty-four handles, a window streamer and a folder are packed in a 
cleverly conceived counter display carton. Six cartons to a container. 


ASK YOUR JOBBER TO SUPPLY YOU — OR WRITE THE MANUFACTURER. 

















ANOTHER CLEVELAND, 
PRODUCT BY i] ry OHIO 








| PRESTORER 


COMPLETELY CLEANS 
THE HARDEST BRUSH 


A new method based 
upon emulsification of 
paint oils—not a solvent 
cleaner. No fire hazard, 
no toxic fumes. 





Rapid repeat item; 
stocked by leading 
dealers from coast to 
coast. Packed in new 
lithographed packages 
that actually sell 
themselves. Liberal 
discount. Ask your jobber 





or write. 
BEFORE AFTER 
PRESTORER PRESTORER 
TREATMENT TREATMENT 





TECHNICAL DEVELOPMENT LABORATORIES 


A Division of The Penetone Company 


DEPT. H8 TENAFLY, NEW JERSEY 



















Shipped Prepaid 


TERMS—60 days net, or less 2% cash di int + within 
10 days from date of invoice to those with setenilenea credit, or 


3% discount when cash accompanies the order. 


Christmas Gift Sensation 


The demand for flower seeds is greater than ever—more than 
half of all American families have gardens. Cash in on the 
trend for garden gifts with this unique selection of fine flower 
seeds—the Christmas gift sensation of the year! Write for 
further information. 


Colorful Display Rack, FREE with Every Order 


W. Atlee Burpee Co. 


PHILADELPHIA 32, PA. CLINTON, IOWA 
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deLuxe Gift Box Retails for only 
of BURPEE FLOWER SEEDS | <o* Yo 60- 


A SPECIAL SELECTION 
12 Color Packets OF FAVORITE FLOWERS 
All 12 full-size color packets, 2 in each of the 6 com- 


partments, show their regular selling prices, ranging 
from 10¢ to 25¢ — they total $2.20. A big gift value. 


Sy > Your Customers Buy a $2.20 Gift for $1.00 


This beautiful, bright red gift box (9 15/16 x 10%, in.), decorated 
with a lovely Kodachrome garden scene, is so eye-appealing that it 
will sell itself. The perfect Christmas gift, it is also appropriate for 
Valentine's Day, Easter, Mothers’ Day and Fathers’ Day—ideal for 
birthdays and bridge prizes. All 12 packets have natural color pictures 
of the flowers they will produce—enough for a whole garden! They 
are truly "The Hit Parade of Favorite Flowers." 

Burpee is the best known, most advertised brand of seeds. Leading 
magazines and newspapers have published many articles and news of 
Burpee seeds. The famous slogan “Burpee Seeds Grow” is a by-word 
among gardeners everywhere. 


Send Purchase Order or Coupon Today! 


——sce em Oe eee Tee ee eer ee ee eee 


r 

! W. Atlee Burpee Co. (If you live west of Ohio, & 
| Philadelphia 32, Pa. OR Clinton, lowa “rite to Clinton, lowa) 
' . 
& Send prepaid doz. de Luxe Gift Boxes of Burpee Seeds & 
. at $7.20 per doz. . 
: Shipment in early October or date preferred ° 
: Firm Name Enclosed is $ H 
4 * 
8 Address . 
' ' 
1 Zone 7 
g ° O. if any eee a 
a ' 
& Signed. . 
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NEW SAW HORSE 


rhe SCC CHORSE 


(Patented) 


Folds Down to 8" x 9"x 42" 































| @ Ideal for Transporting 
| from job to job. 


@ Saves space in transit 
and storage. 





@ Rigid as a one-piece saw- 
| horse. 


| 
| @ Easy to assemble or 


knock-down. 


@ Metal parts are of 14 


gauge, cadmium plated steel. Write for complete in- 
P ” " formation on this con- 
@ Top is 2” x 6” x 42” venient saw-horse today. 
white pine. 
| 

| @ Equipped with 9” x 36” Order from 

tool tray. Your Jobber! 


UNIQUE TOOL PRODUCTS CO. 


4640 N. CLARK STREET, CHICAGO 40, ILLINOIS 





No other modern’ convenience 
equals running water, and McDon- 
ald offers you the opportunity for 
first place sales. Known for more 
than 90 years McDonald Systems 
are nationally advertised and 
accepted. They offer exclusive 
features that mean dependable 
performance. For full details, 
write today! 





@ veer WELL 

Compoct.. SHALLOW WELL 
skillfully en- Simple ... accessible 
gineered ..- .. . dependable. A 
top perform- feader in the Water 


ence. Also autem fld | FULLY GUARANTEED 
= AS TO QUALITY, FIT, AND FINISH 





tems 


Patterns are available for practically all 
plows, listers, middlebreakers in No. 1 
soft center or No. 2 crucible steel of the 
highest quality obtainable. Send today for 
catalog and trade prices. 


A. Y. McDONALD MFG. COMPANY ¢ Dubuque, lowa 


PLUMBERS BRASS . Oit EQUIPMENT 
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POWER TOOL 
ACCESSORIES 





380 





430 431 


#370—'%” Hardened 3-jaw Chuck to fit 2”-24 Spindle. 


Other threading to specification. 

#373—12" Hardened 3-jaw Chuck to fit ¥2”-24 Spindle. 
Other threading to specification. 

#380—'2” Chuck with No. 2 Morse Taper Arbor. 

#381—'2” Chuck with Arbor to fit 2” or 4%” Spindle. 

#382—'%2"” Chuck with Collars and Arbor to fit 12” 
or %” Spindle. 

#383—Arbor to fit %2” or 4” Spindle, with Collars. 

#384—'2" Chuck with 2” Straight Arbor. 

#407—No. 2 Morse Taper Arbor with Collars and Nut. 

#408—No. 1 Morse Taper Arbor with Collars and Nut. 

#410—Rigid Coupling for connecting two 42” Shafts. 

#411—Electric Drill Arbor for holding Grinding or Pol- 
ishing Wheel. 

#430—Plumb Bobs—Round, Perfectly Balanced, Nickel 
Plated. 4 oz. or 8 oz. 

#431—Plumb Bobs—Hexagon, Perfectly Balanced, Nickel 
Plated, Screw Cap. 8 oz. or 12 oz. 


ORDER FROM YOUR JOBBER 


SERVING THE TRADE FOR 30 YEARS WITH QUALITY 
AUTOMATIC SCREW MACHINE PRODUCTS AND 
POWER TOOL ACCESSORIES 


BROWN-MCLAREN MFc. Co. 


HAMBURG, MICHIGAN 


MAKERS OF SCREW MACHINE PRODUCTS AND 


TOOLS OF QUALITY 





Not only are PANTHER and DRAGON Friction and 
Rubber Tapes attractively packaged for immediate sales 
appeal, but their physical and dielectric qualities make 
them tapes that bring repeat orders. Wrapped and sealed 
individually in cellophane, these widely-advertised tapes 
have good working characteristics, stay fresh and are free 
from raveling. There is guaranteed footage in PANTHER 
and DRAGON Tapes, which fully meet ASTM and Fed- 
eral Emergency Specifications. 


PANTHER and DRAGON 
Friction Tapes have high 
dielectric, tensile strength 
and adhesive qualities. 





EXCELLO Friction Tape 
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PANTHER and DRAGON 
Rubber Tapes have this 
same combination plus the 
characteristic of fusing se- 
curely. 





Developed for radio service 
work where a narrow friction 
tape is essential. Machine-cut 
edge prevents raveling. No. 8 
size package contains either 2 
rolls 3” width or 3 rolls 1/4,” 
width tape in 60 ft. lengths. 
Each roll is wrapped and sealed 
individually in cellophane. 





PANTHER, DRAGON and EXCELLO Tapes are sold only 
through recognized wholesalers. Further details on these 


| tapes or the name and address of your nearest agent avail- 
| able by writing direct. 


PANTHER AND DRAGON 
friction & rubber TAPES 


HAZARD 


+7) INsuLaTEeD wirE works }7/ 


Division of The Okonite Co. 


Wilkes-Barre, Pennsylvania = Offices in Principal Cities 
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These hand-picked Assortments of screws and 
keys sell fast to mechanics, repairmen and service 
establishments. Feature them as a specialty line to bring 
in the more-and-more users of hex-socket screws. 
Sales extend to the household “handy man” for domes- 
tic appliance repairs, and carry a nice profit at retail. 





BOXED ASSORTMENT 


Metal compartment box; 
contains 590 set screws, from 
No. 10 to %” with keys to 
fit. Diagram inside of cover 
lists sizes of screws and 
wrenches contained in box. 
No. 602; lise price $ 34.80. 





KEY SET 
This canvas partitioned bag 
contains 11 short arm hex- 


agonal keys which fic all 
screws from and including 
No. 10 up to and including 
1%” diameter set screws. 
No. 603; list price $1.75. 





The above Sets and Assortments are made up primarily 
and especially for the hardware trade, to be ordered 
through your Hardware Wholesaler 


THE ALLEN MANUFACTURING CO. 


HARTFORD 1, + CONNECTICUT, U.S. ee 





HOLLOW SCREW 
ASSORTMENTS 





JUNIOR KEY KIT 


Seven short-arm Alien Keys 
are included in this strong 
leatherette envelope. They 
fit the hex holes of sizes Nos. 
8, 10, %", Ae”, 94”, “Ae” and 
4” set screws and Nos. 4, 5, 
6, 8, 10, also %”" and 5/6” 
cap screws. No. 604; list 
price $0.50. 


DRIVER SET 


Includes $ complete “‘Han- 
di-Hex”’ Keys in sizes from 
.050" to “%" hex diameters, 
fitting set screws from No. 4 
to %”" and cap screws from 
No. 1 to No. 8 inclusive. 
Also 3 extra blades for each 
of 5 handles. Use of this set 
greatly speeds up assembly 
with hex-socket (Allen- 
head) screws of the smaller 
sizes. No. 6075; list price 
$5.50. 

| 

| 


KEY ISLAND 


This handy key set (left) 
contains 14 keys fitting all 
sizes of set screws up to and 
including 1%"; cap screws 
up to 1"; shoulder screws 
to 1” and pipe plugs to 1”. 
The container is plainly 
labeled to show the correct | 
size ay Ang use with each 
screw. No. 615; list price 
$2.35. 





In the hands of highly skilled 
mechanics and operators at the 
FLETCHER plant, the finest steel 
obtainable is made into little pre- 
cision wheels . . . the heart of the 
FLETCHER glass cutter. 













FLETCHER'S specialized proc- 
esses of DUO-Grinding and con- 
trolled Honing result in matchless 
quality familiar to all users of 
"Gold Tip" glass cutters. Many 
other features in the bearing, blade 
and handle, combine to make the 
FLETCHER the choice of the me- 
chanic and the occasional user alike. 


For best results specify FLETCHER. 


































THE FLETCHER, TERRY CO. 
FORESTVILLE, CONN. 


Ra IN. TORON 




























| ANADA 








| Customers like this scientifically constructed wicking for its fast 
lighting and its clean, even burning. 

In R/M’s Tri-Ply, the middle layer of crimped asbestos felt 
| provides a multiplicity of oil passages to insure fast flow. This 
| patented design insures complete vaporization and minimum 
| carbonization. 
| Tri-Ply has many advantages. The hard outer layer resists 
| wear and tear. The soft inner layer makes burning uniform. 
i rippled construction permits wicks to be rolled without 
buckling. 

Stock widths of 7%”, 1”, 14%”, and 1%” will service over 
| 90% of all wickless burners. Standard rolls come 6 feet per box, 
12 boxes to the carton. Also in cartons of 100 feet. 


Ask your jobber for this popular, fast-selling, post-war wick. 


M ASBESTOS TEXTILE AND PACKING DIVISION 


RAYBESTOS-MANHATTAN, INC. 


| MANHATTAN | 











MANHEIM, PA NORTH CHARLESTON, S C 
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you'LL RING UP PROFITS WITH 


“JIM DANDY’ TORCHES 













Ha finch FLAME 


= JIM DANDY 


AUTOMATIC 
fet, Blow Torches | 



















Will Be At BOOTH 108 | «! 
NAT'L HARDWARE SHOW 


WITH A 
iT i | SPECIAL JOBBER’S PROMOTION | SQ 


ht = OLD and NEW CUSTOMERS 
— WILL PROFIT pene 
ani 
No. 675-B One of SIX MODELS BY OUR DEAL FEZ 


to retail from 986c to $4.95 each 








































Manufactured By Selling Agents 


co ASQUITH ASSOCIATES 


131 STATE STREET, BOSTON, MASS. 














STOCK TANK 
HEATER 


THE PIONEER - Hundreds 
of dealers now handle it. 


DEMAND 


Every farmer who has a stock 
tank is a prospect because it 
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¥ the Seat saves him time and disagree- 
able work in disagreeable 
estos felt weather. It helps to produce 

ow. This more milk and beef. 

eat DEPENDABLE 
1r resists For years the Warner safe, 
uniform. economical heater with 
j Minneapolis-Honeywell regu- 
without lator and chromalox trouble- 
free heat unit has proved its 
ice over reliability under the most 
per box, P _ extreme weather conditions. 
4 \ 
THE ; 

ar wick. Pe ag COLUMBIAN \ Base and top housing, PROFIT ABLE 
ea ate precision machined cast iron. A qood seller during Fall 
’ VISE MFG. CO. | Wes —1000 watt, 110 volt, WY. 55 Ibs. and Winter at full profit to 

: W88D—1000 watt, 220 volt, Wt. 55 Ibs. you. me territories 
: 9017 BESSEMER } + " open. Write for agency 
AVENUE details. 
"\ CLEVELAND 






THE NATIONAL IDEAL CO. 
906 N. SUMMIT ST., TOLEDO, OHIO 





Pe is > 4, OHIO 4 ‘ee 
2 es $5 
‘ igokin LARGEST MAKERS- 
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~»- TALISMAN FOR YOUR BUSINESS! 


The store—or department—that features D & M “Lucky Dog’ 
Brand sporting goods possesses, right at the start, a valuable, intangible 
asset which might well be termed a “good luck piece”. Fortunate is the 
merchant who “rides along”’ on the long established, ready CONSUMER 
ACCEPTANCE enjoyed by this famous brand on quality athletic equip- 
ment. Sold only through the legitimate jobber, featuring equipment for 
baseball, softball, football, basketball, volley ball, soccer and other sports. 
Write your jobber for details. The DRAPER-MAYNARD 
CO., 400 York Street, Cincinnati 14, Ohio, U. S. A. 





PREPARE YOURSELF NOW FOR CHRISTMAS! 


Anticipate your Needs for the Sportsmen for your 
Fall & Winter Hunting & Fishing Season! 


Size of Reel. Ait PURPOSE 
d ‘oss Free _2ingle Action 
Wheeling Plated FISHING REEL 
Finish 
Metal, 
Knob. For 
Kinds of Fishing 
attach to all 
Rods. Makes Good 
for Boys or Be- 
ginners to Learn 
Casting. Each in 
Box. One Doz. in 
Carton, $9.90 doz 





oo SSID 
TT 


Wiss 
“Mii 


A small tackle 

Kit Bag that attaches to 

the bag. Government sur 

plus goods. Waterproof ma Slipfit 

terial. PRICE $2.40 per Aluminum: Ree! 

dozen, $24.00 per gross Seat, 9” Wood . 
Bute, Good for SURF FISHING EQUIP- 
Noe or, fan. MENT — Butt Rests, Tuna 
a: oe Gift Harnesses, Tuna Vests, Creo! 
‘0. FR a Straps, Surf Bags. Also Metal 

So ia a Fishing Line Dryers. 


enon Lots Only = ROD BAG 
AGATINE other steel - 


GUIDES Surf Fusnine 


able. ® ROD 
un teat seth dint iain aad : Made of the finest steel ob- 
No. 8O1A 2” Bee BAS a 2 4 o / a gal & ne tainable . . . electrically tem- 

~—Made eavy anvas with wa . . 
Leather Butt at Bottom, Leather under Snap Flap 4 pered oes diamond point 
| Ideal for any 2 Piece Bed, up to 10°. Formerly tested for hardness... 
. One-piece Steel used by Arm ‘orces for Spare arrel. No . . : 
Fishing Rod with Clamp Reel RE $3.60 Per Doz, Sold in Dozen Lots Only. oe beautifully finished and numbered separately 
Rest, Agatine | of btsindess POCKET KNIFE SPECIALS—No. |i for easy reference in re-ordering. 
— — oe Black Cover Pocket Knife—$9.60 Per . _ No. - ° . : . 
Fou preter). PRICE $43.00 wwR 2-Blade White Cover Pocket Knife—$9.60 f DASCO supplies a complete line in a wide 
: paar MF A Re variety of dealer displays . . . these sales- 
Type Stainless Cover—$18.00 Per Doz. No. CS 4-Biade Seout Type imitation Stag— making displays are furnished without 
er Doz. No. BO |-Blade Bottle Opener on nless Case—Has Hole For rh: ; 
Chait—$4.00 Per Dez. Ne. $280 2-Biade Imitation Stag Pocket Knife—$9.00 Per : charge. Send for literature today. 
oz. of all Clippers with Good File—$24.00 Per Gr. Tae 

We Guarantee money back if Merchandise proves unsatisfactory upon delivery. if 4 Sold by Leading Jobbers 
material i# unevailable, we reserve the right to substitute equal, or higher cost 
merchandise of a similar nature at No Betra Charge. Write Dept. HA for Catalog 


BERNARD GOLDWEBER fin Orie? Net't0 Dave 
1133 Broadway, New York 10, N.Y.  [2,,uaied Firms. , Zodver 
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SELL THIS NEW PROTECTION 


against 


RoT e MILDEW e TERMITES 


Stops rot in 
Ropes, Lines, 
Tackle 


Prevents 
decay in wood 
and Fabrics 





Get set for steady, year ‘round profits with this new, all- 
purpose line of preservatives. DE-K-PRUF offers your cus- 
tomers lasting protection against the costly damage caused by 
destructive fungi and insects. It scientifically prevents decay 
in old or new wood ... in fabrics . . . in rope, line, tackle. 
Unlike old-fashioned preservatives, DE-K-PRUF is simple to 
apply, is insoluble in water and will not leach out in sunlight. 
There's a special type for every farm, home, marine and in- 
dustrial use. 


Literature, counter display and other sales 
material available. Backed by national advertising. 
Liberal Dealer Discount 


In sizes from quarts to drums. 


ASHAWAY, INC. — Selling Agent 
UNEXCELLED CHEMICAL CORP. 


11 Park Place New York 7, N. Y. 


VELO 














PROFITABLE VOLUME SELLERS! 
with these exclusive features— 
e FINGER TIP ADJUSTMENT 

e AUTOMATIC, SELF LOCKING 


New patented plastic casters steady wob- 
bly furniture on uneven floors or rugs. 
Easily attached with screw driver to furni- 
ture legs. Exclusive finger-tip height ad- oe) 
justment, locks automatically, unlocks with gi 
slight pressure for re-adjustment. Every , 
home, office, factory, showroom, restau- 
rant, store is a prospect. Popular 89¢ fast 
seller. Durable plastic, clear or mahogany. 
Packed in sets of 4, in display box holding 
12 sets. 


ATTRACTIVE 
self-selling 
Counter display 
carton available 











Order from your regular 
wholesaler or direct from— 


LEVELOR SALES CORP. 
19 Rector Street 
New York 6, N. Y. 






DISTRIBUTORS WANTED! 


Profitable, 








issions permit e - 
ment of salesmen, Send age. 
territory desired and types of a 
lets covered, hs 
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New York 17, N. Y. 





When 
"SUBSTANTIAL PRODUCTION" 
is 


NOT NEARLY ENOUGH 





By prewar standards, Gilbert is making 
many alarm clocks today. As yet, there is 
little variety in styles, colors or mechanical 
characteristics but, in total number of 
clocks, production volume is fast approach- 
ing that of the late 1930s. 


The demand, however, accumulated dur- 
ing years of wartime restrictions, is far 
greater than we have known before. That’s 
why .. . despite substantial production . . . 
you have been unable to get nearly so many 
Gilbert Alarm Clocks as you need. 


Production is now being allocated as 
fairly as possible against existing orders 
from established distributors. They, in turn, 
are re-allocating the clocks to their cus- 
tomers. Further production increases will 
permit larger, more frequent allotments and 

. eventually . . . acceptance of the new 
business which Gilbert has been so eager. 


though temporarily unable, to take care of. 


A frank statement 
of fact 
to 
Customers and Prospects 


of 


THE Won. L. GrtBert CLock Corp. 


clock makers to the nation since 1807 


WINSTED, CONN. 
Laconia, N. H. 


141 W. Jackson Bivd. 
Chicago 4, Ill. 


551 Fifth Avenue 

































Feature America’s leading 
paint removers 


When you recommend a product with a reputation for top- 

flight performance, you can be sure of a satisfied customer 

every time. That’s why dealers all over the country are 

stocking up on Lingerwett and Wonder-Paste. These two 

powerful solvents have been the painter’s choice for years 
are the largest-selling paint removers in America! 


LINGERWETT 


Lingerwett is a liquid remover that’s ideal for general 
removing jobs. Easily applied with an ordinary paint brush, 
it thoroughly penetrates paint, varnish, enamel, lacquer or 
shellac—no matter how old or thickly-encrusted the finish 
may be. Gets right down to the surface, reducing the finish 
to a soft, pulpy sludge that peels off like putty. Won't 
injure hands or brush bristles, and will not in any way affect 
the surface. 


WONDER-PASTE 


A thick, paste-like remover especially designed for use on 
exteriors and upright surfaces. Spreads easily, and stays 
put on completely vertical areas. Remains wet 6 to 8 hours. 
This enables the user to cover a relatively large surface 
before starting to strip. Eliminates the arm-tiring task of 
torch-stripping—yet does a more thorough job, because it 
leaves no charred areas or raised grain to be sanded! 


Wilson-imperial Co., Dept. H-96, 115 Chestnut St., Newark 5, N. J. 


Order Lingerwett and Wonder-Paste from your jobber 





MAIL COUPON FOR INFORMATION OR ADVERTISING DISPLAY CARDS 


SSS SSS SS SS SSS SSCS SSCS SSS ee ee, 


' , . er 
g Wilson-Imperial Co., Dept. H-96, 115 Chestnut St., Newark 5, N. J. 
8 I am now handling the products checked below, Please send me advertising 
8 displays on them 
' . , 
rn a Lingerwett OD Wonder-Paste 
. I am not at present handling the products checked, but would like complete 
t information concerning then 
. CO Lingerwett —) Wonder-Paste 
8 Nn 
Name ..... sae 
g NAME cence eee cence eee eer teresnestesencwneseesesasseeusess 
. Street . 
' Cc ’ 
' ity .. State ... ° ot scccces 
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INCREASE SALES AND PROFITS 





Stock our fast-selling line of 


E-Z LITE WICKS 


(fit all burner types) 
and our complete line of 


OIL BURNER SUPPLIES 


Get all your oil burner needs from 
One Reliable Source—Quickly, Easily, Profitably 


IMMEDIATE DELIVERY — WRITE FOR CATALOG 


KRIMPWICK SALES CO., HYDE PARK 36, MASS. 


Sole Distributor for Diamond Products Co. 



















COMBINATION 
RULER 


tools in one, this new Parva rule makes 

an excellent gift item. Its attractive lines 

and coloring give it a powerful sales 
appeal. It is sturdy, practical and extremely easy 
to use. Can be used as a letter weigher, ruler, 
magnifier, french curve, compass, protractor, level 
and mitre. 


Jobber inquiries invited 


PARUA PRODUCTS COMPANY 


WEST HAVEN, CONNECTICUT 
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*YOU MAKE 
$11.40 prorit 


on this Assortment 
of Best-Selling Pulleys 














You'll make more money featuring Congress 
Diamond-Bored Pulleys. The Congress dis- 
play assortment includes only the most pop- 
ular pulleys—tested by consist 

for hardware, hobby shop, and farm equip- 


CONGRESS DISPLAY 
ASSORTMENT — 
SMALL INVESTMENT 

— LARGE PROFIT 
each assortment. Your cost is only $15.00. 


50 pulleys assorted of 27 popular 
CONGRESS PULLEYS are 





sizes with diameters from 1'/” to 
5”, each individually packaged in 
an attractive dust free box makes 
up the CONGRESS display assort- 
ment. Above 3 color display card 
We're telling your customers—selling your 


customers—through ads in national publica- 
tions like Popular Science, Popular Mechan- 
ics, which reach millions of readers. Con- 
gress Diamond-Bored Pulleys ore the best 
advertised, best made. Will not separate. 
Perfectly balanced. Tested for true running. 


CONGRESS 


DIE CASTING 
DIVISION 


3750 E. Outer Drive 
DETROIT 12, MICH. 


and handy Inventory card included 
free with each assortment. Com- 
plete assortment $15.00. Your 
profit $11.40. 


if your jobber cannot supply, 
order direct and send job- 
ber's name, 





Meet us at the National 
Hardware Show, Septem- 
ber 16 through September 
21, 1946, Grand Central 
Palace, New York. 

















SHEPS NEATSLENE MARSIESS 
OlL. Made in three 
Sheps Neatslene, Sheps ® 














~ 
== and Sheps Star Harness Oli. 
oes Made A — fer 
Sse over years ontains 
= = and beet 











oll, pure neatsfoot oll, 
tallow. 





“BEST FOR LEATHER IN ALL KINDS OF WEATHER’ 


From the Foot Bones of beef animals processed in 
Omaha Packing Houses, comes the Pure Neatsfoot 
+ Oil used in SHEPS NEATSFOOT OILS. 


Made In three grades. Pure—Prime—Neo. 1 
Softens—Preserves Leather 


Sold by jobbers everywhere. Inquire of salesmes 
NEATSLENE COMPANY 
Roy W. Shepard, "'Shep 
OMAHA 8, NEBRASKA 
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ment dealers. You make $11.40 profit on | 


NATIONALLY ADVERTISED | 





SMALL HAND TOOLS FOR 


BIG PROFITS 





Higher profits and quality go hand in 
hand, with Parker Small Hand Tools a 
proof of the pudding. Dealers who stock 
Parker Tools, valued for their high quality, 
make higher profits from their sales, 

and build for themselves a long list of 
satisfied customers. Keep a place open on 
your shelves for the Parker line of Small 


Hand Tools. 





PARKER ne seg 


WORCESTER 1, MASS. ¥. &. 
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in only 3 months... 
Gold l vs S00 MILES 
of KORDITE Clothesline 


Enough to reach from the North Pole 
to the South Pole 


~~ tS 
Ee 


= 





























Women all over America see... buy...and rave about 
Korpite Ciotnestine, the new plastic wonder! They like 


aay sits smooth, “wipes-clean-with-a-damp-cloth” plastic surface. 
=e The all-weather, no stretch, less sag features intrigue them. 
a And “Wears five times longer’ is a sales clincher that’s 
fee hard to beat. 

oad Fair traded ... merchandised to a fare-thee-well .. . at- 
Me = tractively packaged . . . interestingly displayed ... priced to 
Ge increase your unit sale, $2.95 per 100 feet—Korpite means 


HW = quick, easy, cash-on-the-barrelhead sales and profits to you. 
az = Sell Korpite and you sell the finest—from Pole to Pole the 











eg e 
j i world’s best clothesline! 
| <3 Four 50-foot hanks form one continuous 200-foot length. 
e? 
*.* 
«* 
. RETAIL PRICE—50 Feet, $1.49—100 Feet, $2.95 
+ 
oe 
0 No Streaky 
** 3 Clothes! Wipes 
ee gleaming white P (3 4 
< =) clean with a - Penne ae 
a4 damp cloth. pit? / 
+ “TOR acne 
72% LessSag Less a 
“se Stretch! Hang SLOTHE Steg 
7 it once. That's 
“4 all. Clothes will 
* not drag on THESE DEALER HELPS BUILD YOUR SALES 
-% ground. , Display. 3-color, easel-back dis- 
* play piece tells the KORDITE story 
ax) , aapenteet — briefly, attractively. 


Fact Tag. A silent salesman ex- 

plaining KORDITE features. 

Leaflet. Attractively illustrated 
. leaflets available for distribution. 


not rot. or rust. 
This means five 
times longer life. 








KORDITE CORPORATION 


VICTOR, N.Y., U.S.A, 


KORDITE CORPORATION 
Victor, New York; Dept. HA 


Please send me, free, complete information and 
descriptive material telling the Kordite story. 


Store Name 
Buyer's Name 


Street and No 


City and State 
Our Distributor is 


Address 











THE WORLD'S FASTEST SELLING CAN OPENER 


Vaughan's No. 170 
SAFETY ROLL JR. 


, Over 50,000,000 Safety Roll Jr. Can 
p= Openers have been sold and we are 


pleased to be able to offer this popular 
number again. Sturdy and strong, all 
steel and retails at a low popular price. 


VAUGHAN NOVELTY MFG. CO. 


“*‘Werld's Largest Manufacturers of Can Openers and Bottle Openers” 
3211-25 CARROLL AVENUE 


CHICAGO 24, IiL., 











U.S. A. 











---- here’s a sweet deal 


Modglin’s handy Pocket Comb 
Merchandising aid. 


This “Silent Salesman” will perk 
up your comb sales. It is adapt- 
able to most any store where 
the presence of such colorful 
and timely point-of-sale mate- 
rial cannot help stimulating im- 
pulse buying. 
NOW AVAILABLE 
TWO WAYS 
No. 510—with 5-inch 
all fine tooth combs. 
No. 514— with 5-inch 
coarse-fine combs. 
Modglin makes the well known 
Salt & Peppers with “Twist-Easy” 
closure. Undie-Pins and five 
sizes of Thimbles. Ready Soon, 
“Midget” Salt & Pepper Shakers. 
SEE YOUR WHOLESALER 
many plastic items listed in our 
catalog, 


MOLDED PLASTIC SALES-BUILDERS 
Address inquiries to Counter Sales Dep’t. “}" 





MOLDED PLASTIC PRODUCTS 


3235 SAN FERNANDO ROAD-~ LOS ANGELES 41, CALIFORNIA 
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WHEN SHE BUYS SEEDS 
a 





HE BUYS GARDEN TOOLS... 


What a salesman! Takes very 
little space; draws no pay. 
Placed among your garden 
tools, it will add many a sale of profit-bearing 
garden needs: spades, forks, hoes, rakes, cultiva- 
tors, hose, fertilizers, dusts, sprays—to say nothing 
of the innumerable packets of garden seeds. 


Order this silent salesman now 


ASGROW SEEDS 


SEEDS 















OF ALL 
HAND TOOLS 





“=. 


IT'S THE 
DOUBLE 












Does more things 
easier, quicker than 


any other tool. Re- LEVER 
i locked to th 
nah wiih tesa uae. ACTION 


ed. Holds anything, any 
shape, with a grip that 
never slips. Built with 
strength to back up its 
power. Made of fine alloy 
steel. Electroplated. Two 
sizes. 7” and 10”. 

Sold thru Tool Jobbers and Dealers 


Invented, Developed and Made World Famous by 
PETERSEN MFG. CO., Dept. A-91, DeWitt, Nebr. 


Associeted Seed Growers, Inc., New Haven, Conn. 











For Quick and Constant 


Sales on HarDWARE COUNTERS! 
























Here is a 
DUAL PROFIT opportunity for you: 


Be. ACME HARDWOOD 
HANGERS for men and 
women — famous 
best sellers for the 
past 30 years, 
built for lifetime 
service. Now fea- 
turing the Man's Concave Hanger with 
wooden cross bar for trousers, and a pat- 
ented, reinforced, stationary metal hook 
that cannot pull out — or fall out. 








One-Piece, All Plastic LADY’S HANGERS 


have set new “highs” in sales—and re- 
peat sales—from coast to coast ! Cleverly 
designed to keep shoulders straight and 
high, and prevent ugly bustline wrinkles, 
these lovely hangers come in Sunny Am- 
ber, Crystal, Coral, Sea Green and Azure 
Blue. Patented design permits crease-free 
hanging of 3-piece ensemble on one 
hanger. Available in child's size, too. 
VISIT OUx BOOTH AT THE NATIONAL HARDWARE 
SHOW, GRAND CENTRAL PALACE, N.Y., SEPT. 16-21 
Jobbers’ Inquiries Invited 
Prices on Request 


c/¥ceme PLASTIC HANGER CO., Inc. 


Subsidiary of Hardwood Hanger Corp. 


380 THROOP AVENUE * BROOKLYN 21, N. Y. © MAIN 2-0021 
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Put Profits on a 
Production Line 


with FIRELINE 


Liath 


LinInG 


Pracri ALLY every home in your community offers you a 
chance to make profits with Fireline products. Whether it’s 
for cracked and burned-out firepots and fireboxes or for lining 
those still in good condition to increase heating efficiency, Fire- 
line offers you steady, year-round profit production. 
Fireline is highest-quality industrial refractory material adapted 
for domestic use. It’s easy to install. It comes ready to use— 
nothing to add—no mixing. Just pound into place with a 
hammer, then trim it smooth. When baked out, it will with- 
stand temperatures up to 3,000 deg.—higher than any domes- 
tic unit can ever attain. Packed in 50 and 100-lb. drums, also 
5 and 10-lb. cans (60 !bs. per case). 
COOK STOVES—Fireline replaces cracked and burned-out 
stove brick and firebox castings. It is readily moulded to 
any shape, then baked out by the fire. No need to stock 
all kinds and sizes of firebox castings and stove brick— 
instead sell Fireline in convenient containers off the shelf. 
Average sale 5 to 10 lbs. 
HEATING STOVES—In heating stoves, circulating heaters, 
base burners, etc., Fireline repairs cracked firepots and pro- 
tects good firepots from burning out. It forms a gas-tight 
lining entirely around the firepot which seals all cracks and 
holes. No more waiting for castings—instead quick turn- 
over and profit for you. Average sale 30 to 50 Ibs. 
FURNACES—Repairs cracked firepots—protects good fire- 
pots. Installed 1 to 1% in. thick entirely around the firepot, 
a Fireline lining prevents the escape of gas, odors, and soot 
into the building. 100 Ibs. required to line average 22 to 
24 in. furnace, resulting in a sizable sale—and profit. Also 
used for replacing fire tile in steel furnaces, for setting 
stokers, for oil burner combustion chambers. 
Fireline is available immediately from jobber stocks. Mail cou- 
pon below for prices, discounts, and descriptive literature. You 
will also receive information on these quick-profit Fireline prod- 
ucts. 
IRONSET ASBESTOS FURNACE CEMENT—The high- 
quality cement for setting and resetting furnaces and stoves, 
withstands higher temperatures. Will not crack, shrink, bloat 
or blister. Makes your work more permanent. 
FIRE-HEARTH CASTABLE—The ideal refractory for stoker 
hearths. Easily installed: just mix with water, pour into place, 
and trowel smooth. That's all there is to it. 


Firetine Stove & Furnace Linrinc Co. 
1859 KINGSBURY ST. (DEPT. 1). CHICAGO 14. ILL. 


1859 Kingsbury St. (Dept. I), Chicago 14, IM. 
Please send full information. prices ind discounts n Fireline 
products 


} Firm 

} Address 
] Signed 
! Jobber 


FIRELINE STOVE & FURNACE LINING CO 
! 
l 











THE | 


PREMIER; — 
CHIK- SAVER |_— 


* . 
oopurh® «te ye 








* 
PRICED 
RIGHT 


NOW AVAILABLE 


36142 : , 
ror iiabane A full size electric brooder— popu- 
200 CHIER CAPREITY Jar with farmers for its aie to 
2 reasonable price . . . IMMEDIATE 
METAL LEGS. CLOTH CURTAINS DELIVERY. 
NON-ROOST RIDGE P 

rs An all-galvanized steel brooder, 
6 FO0T Cane WO PLN fully po wt vents in each end — 
" dead air space in ridge above vent 
SHIPPING WEIGHT 43 LBS holes. Temperature regulated by 
handle on outside — 500-Watt en- 
closed type heater with bi-metal auto 
matic thermostat. Assures even heat 
at all times. Extra heavy steel legs, 

sturdy construction throughout. 
Orders for these brooders will be 
filled in order of their placement. 
— Order immediately or if you do not 
have our price list, send in coupon, 
THE NATIONAL IDEAL CO. 

TOLEDO 4, OHIO 








































ro 
; THE NATIONAL IDEAL COMPANY 
TOLEDO 4, OHIO 
Gentlemen 
1 om interested in the Premier Chik- 
Sever. Please send informetion on 
prices ond deliveries 











(GENIE 


TANK HEATERS ‘VY 


"America’s Finest Line 


of Tank Heaters”’ 

Standard the country over! The favorite 
water tank heater for stockmen every- 
where, because they provide greatest pos- 
sible heat radiation below the water line. 
Siphon feed assures steady flow of fuel, 
steady heat. No wicks, or burner to get 
out of order. Used also for brooder stove, 
hot dip tanks, space heater, feed cooker, etc. 


Burns all kinds of fuel oil. Equipped with 
detachable fuel tank, weather shield, and 
adjustable smoke pipe with revolving hood. 
Complete line. All steel or cast iron. 
Order Now! Get in Ahead Of 
The Rush! Write For Descrip- 
tive Literature and Prices! 


GUGEROCIG MANUFACTURING COMPANY 


200 Main Street GEORGE, IOWA 


MODEL 
C s--5 







els for every pur- 
pose. Retailing 
from $18 up. 
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for details. 








repairs cracks, dents, scratches in 
auto bodies and fenders, refrig- 
erators, stoves, sinks, furniture. 
ideal for patching rusted sec- 
tions in auto bodies, fenders, 
etc. Anyone can apply it with 

@ putty knife! Dries quickiy— 
adheres permanently to bare 
metal. Three sizes: % pound, 
pound and 2'2 pound. Write 























People everywhere use PLAS- J e 

TIC WOODS for filling wood. So, R 

too, is SWISS PLASTIC-METAL 71 

the nation-wide choice for filling . ' se 











WHITNEY SEED CO., Inc., BUFFALO, N. Y. PR ap cccceel te : eee —_ 
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wt Product 
SWISS LABORATORY g = % In these days of unprecedented scarcity 
3274 Stockholm Road fa\ Y =B —any fence is in big demand. But tomorrow 

CLEVELAND 20, OHIC eet, —when competitive selling returns—what 
then? Will the fence you sell today continue 
to bring ‘em in? 

Fe If it’s Mid-States, the answer is YES... 

_ because of its highly practical design and 
Display uniform top quality . . . its enviable reputa- 
Whitney Lawn Seed B / G tion for fence satisfaction on thousands of 
warmers 7 PROFITS American farms. . . and its consistent, hard- 
awe SEED this Fall hitting advertising to your customers. 
oe nen nee Also working to your advantage will be 
Mid-States’ constant high standard of service 
and its unswerving policy of selling only 
through its dealers. 

We cannot accept new business for imme- 
diate delivery, because our first duty is to our 
present dealers. But there'll come a day, and 
you'll be ahead by switching over to Mid- 
States—the line of tomorrow's greater sales 
opportunities. 


: MID-STATES STEEL AND WIRE COMPANY 
Fall Sowing is Best . . . say Authorities Crawfordsville, Indiana 


“Buy WHITNEY LAWN SEED Here” 


—says this Display 

















































Every year, in magazine and newspaper articles, experts on lawn 

care say: SOW LAWN SEED IN THE FALL for thick luxuriant lawns 

next spring. And more and more home owners, every fall, are taking 

their advice. 

Display Whitney Seeds NOW. They're nationally advertised and 
proved in thousands of lawns as Super-Refined Seeds of high germi- 
nation and freedom from weeds. 

A small investment puts you in line to make the attractive display 
pictured—give everybody what they want in lawn grass seed—and 
make a bigger profit this fall. Write now for prices and full details. 











helps to healthy future 


e FOR YOU 
e FOR YOUR COMPANY 
e FOR AMERICA 





_THIS TIME IT’S FOR YOU- _— OFFICIAL APPOINTMENT— 


A booklet for employees .. . The person appointed 
explaining graphically how Official U. S. Savings 
the payroll savings plan Bond Officer for his or- 
works . . . goals to save for, ganization is entitled to 
and how to reach them with display this two-color cer- 
Saving Bonds. tificate of identification 
and the Treasury's appre- 
ciation of his service. 















OFFICIAL COMMENDATION— THE PEACETIME PAYROLL 
SAVINGS PLAN — 


























A red-white-and-blue cer- 
. ea tificate of commendation A booklet, pub- 
@ -----S Ee -- os a by the U. S. Treasury for lished for key executives by 
J - el every company operating ' the Treasury Department, 
-. +2? e the payroll savings plan. containing helpful sugges- 
@ im You can display it proud- tions on the conduct of your 
ly, and it will remind peo- payroll savings plan for 

ple of the importance of the program. U.S. Savings Bonds. 


Are You Using These Booklets? 


If you’re not already using these helps to a healthy future, get in touch with 
your State Director of the Treasury Department Savings Bonds Division. And 
by all means keep up your payroll savings plan. It's a powerful weapon 
for the maintenance of a strong, secure economy — today and tomorrow! 








The Treasury Department acknowledges with appreciation the publication of this message by 


HARDWARE AGE 


This is an official U.S. Treasury advertisement prepared under the auspices of the Treasury Department and The Advertising Council 
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SEE OUR LINE OF 
FLASHMAS TER 
LASHLIGHTS 


INCLUDING 


oe y oe Lite 
eI, Unit Lite 
ei, Santry Lite 


ON DISPLAY IN 


SPACE 256 


-HATIONALS=- 
Verdioare Shaw 


SEPT. 16th thru 2lst, 1946 





SOLE DISTRIBUTORS 


THE BURROUGHS COMPANY 


225 5TH AVE. WINSTED, 
NEW YORK 10 Products of Cresale, Inc. CONN. 











75% PROFIT 


FOR YOU 





Stock Mouse Seep* for profit! This carton of 14 twenty- 
five cent packages costs you $2.00. You make $1.50—75% 
profit on every carton! 

Mouse SEEp* consists of tiny, chemically treated seed, 
the kernels of which mice eat —then they die. Seed is put 


in saucer and placed where mice 
appear. Easy. Clean. Convenient. 
Excellent results for over 50 
years. Consistently advertised in 
newspapers and magazines 
to 28 million mice-hating 
homes. 

If your wholesaler hasn’t 
Mouse SEEp*, write us, giv- 
ing his name. 


Wholesalers: Write 


for complete information. 
















Sales - mak- 
ing cello- 
phane window 


*(Mouseed—Reg. U. S. Pat. Off.) package. Attractive 











W. G. REARDON LABORATORIES, INC. 
Port Chester, N. Y. 
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display carton, occu- 
pies only 53/,” x 65%”. 





Easy profitable sales 





when you push 







this easier=-cutting 
new efficiency=-balanced 


RikIb 


PIPE CUTTER 

















. . . with fast-action 
thin-blade cutter wheel 


— * 
























@ It’s easy to sell your customers 
this popular nationally advertised 
Rita Cutter. For it cuts pipe fast 
and easily, leaving practically-no 
burr. Users like the well-balanced 
feel of the new style malleable frame, 
the true-cutting thin tool-steel blade 
wheel, every cutter factory tested. 
Five sizes to 6” capacity, also two 4- 
wheel cutters to 4” and three tubing 
cutters to 24%." It pays you to sell 
Riteipos. Buy at your Supply House. 


WORK-SAVER PIPE TOOLS 


THE RIDGE TOOL COMPANY «~ ELYRIA, OHIO, U.S.A. 














AT LAST—A Real Easy 
FLOOR CLEANER! 


Cleans like magic! Just mix FLOOR-KLEAN 
powder with water, and mop the floors! Ideal for 
dirty, darkened floors, before refinishing, or be- 
fore re-waxing! 


~ TA | L Ss’ sure-fire seller—fast repeat item. 


Stores - Jobbers - Sales Reprs. 
Write TODAY for fall details! 


30c. 


BENGAL CO., 570 W. 131 ST., N. Y. 27, N. Y. 





Duo-THERM 


Division of Motor Wheel Corporation 
Lansing 3, Michigan 


America’s Largest Manufacturer of 
Fuel Oil Heating Appliances 








Stick with Leech and it’ll Stick with You! 


FLUID CEMENT 
REG. U. S. PATENT OFFICE 1932 


If you want a fast selling cement, buy LEECH. Repeat 
sales are good. It’s a profit builder. We believe this 
cement has more all-round uses than any other on the 
market. Attractively packed and carded in sales producing 
displays—good margin for both retailer and jobber. For 
profit building sales, add LEECH to your line. Drop post 
card for prices. 





LEECH PRODUCTS CO., Box 243-C, Hutchinson, Kansas 








Sell This Profitable New Swartwout 
Ventilating Louver 


Needed for residential con- 
struction and remodeling. 
FHA-required. Easy to in- 
stall—no wood framing or 
outside trim. Mounts between 
studding. All steel, welded 
construction; one piece 
frame; weatherproof — in- 
sect-proof. All necessary 
sizes. Also flush type for 
old construction. Write to- 
day for information. 


The Swartwout Company 
18563 Euclid Ave. 
Cleveland 12, Ohle 

















The Only CAULKING GUN 


with a Lifetime Guarantee 


&. 














For Cartridge or Bulk 


Compounds 
immediate 
Delivery Precision made with all working 

parts accurately machined. *Extra 
beavy gauge barrels. *Uses all caulk- 
ing materials — even handles light 
oils. ‘Available in three sises— 
6%”, 10” and 15”. List prices— 
$6.50, $7.60, $8.50. Write for discounts. 


All BEAVER guns are guaranteed for life. Any gun damaged or worn 
out in service will be repaired or replaced by the manufacturer for only 
fifty cents. 


WESTERN RESERVE MFG. CO., 3715 E. 93rd St., Cleveland 5, Ohio 





bottom. One-hand operated. Single screen. Made 
of aluminum. 


Quickly cuts shortening 


into flour for pies. Creams a 
sugar and butter for 

cakes, cookies. Blends 

gravies, cream sauces... 

Made of stainless steel. ( FORK 


Available through jobbers only. 





120 2nd St. N. E. * Minneapolis 13, Minn. 
esis ace suena. eae 









Sifts directly into measur- 
ing -%: Levels measure- 
ment. 2-cup size. Coned- 








Makers of the Foley Food Mill 


FOLEY MFG. CO. 





Keep In Touch With The “‘OPPORTUNITIES”’ In The Trade — 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 
men, retailers and retail salesmen all use the medium that covers and con- 
tacts the hardware trade most thoroughly—Hardware Age. They know that 


There Are Many Business Opportunities In The Classified Section 


of this widely read trade publication. Hardware Age has been the recognized 
leader for bringing buyer and seller, employer and employee together for 
many years. Use it and see if results do not justify every claim. 


HARDWARE AGE, (Classified Opportunities Dept) 100 East 42nd St., New York 17, N. Y. 
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“KOOLHEAD” FOUNDRY CHILL NAILS 








TAPER PINS 


PACKED FOR THE JOBBING TRADE 


STAINLESS 


BRASS, ALUMINUM, ETC. 
TAPER PIN ASSORTMENTS 
WOODRUFF KEYS, MACHINE KEYS, 


STRAIGHT PINS, COTTER PINS 
“Stanho” /Zee/ Prodadett "HORSE SHOE NAILS 


259 at the NATIONAL 


Visit us at our Booth No. 
HARDWARE SHOW. 











STANDARD HORSE NAIL CORPORATIO 


wAsNce 1872 NEW BRIGHTON, PA. 





A Quality standards of 
= construction back up 
your sales arguments 





4: 


This popular hand hair clipper for home use gives 
your customers the long-time, trouble-free service 
that makes them feel their money was well-spent. 
Easy operating. Keen cutting. Made by the makers 
of equipment famous in the hair-cutting profession 
for more than 20 years. Get a profitable share of 
the hair clipper business created by the increasing 
importance of personal appearance. Stock and 
promote Oster hand clippers for home use. 


—mceai ad z 


Order from your jobber, H-26 


JOHN OSTER MFG. CO. 


1549 ANN STREET ° RACINE, WISCONSIN 













. Broors wONE 


Fer-We, wel Ctly ) 






NEW—MODERN DESIGN 
long nose, BERNARD parallel 
action PLIERS (#402-6"") 











ar 
BERNARDS work like o wrench 
Parallel jaws fit snug on nut 


Cutters on outside of head. Easily 
cuts baling wire. 














Compound leverage doubles 
gripping power. Cutters will bite 


Breaks glass perfectly. Jaws 








through 8-penny nail. 





close flat against glass 

















wo. SCHOLLHORN co. +. 1009 Chapel St, low eves 9, Conn. 


“Quolity Tools Since 1870" 


BERNARD, 


TRADE MARK RECISTERED 














(FRANKLIN LIQUID HIDE GLUE MENDS LIKE NEW | 



























































; go F 2 } + 
You WueT “ie ae DONT Pwr Paani aw sin) Lz SAY, THIS CHAIR'S IT's atways 
p = STRONGER THAN READY - TO - USE } 
1T EVER WAS / - Saw 
y. “EVERY haw) 
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DROP Se/ 
works” °~2® 


FRANKLIN 


2 genucne Hide Glue 


TEST IT YOURSELF— 
Sample sent when request 
is on business letterhead. 











THE FRANKLIN GLUE CO. 


COLUMBUS 15, OHIO 

















an 







































.-. spa pag ea 











Greater strength with smaller diameter — smoother — 
unaffected by salt water — made by our careful, slower 
special process—a worthy companion to Black Pearl, 
holder of the world’s record of 151 Ib. Tarpon on 18 
Ib. test line. Now available in six popular sizes or tests. 


“ASK YOUR JOBBER SALESMAN” 


NORWICH LINE COMPANY, INC. 


. NORWICH, N.Y. 
the-Line of Cha WNALODP 

















We invite you to see our READY-FOR-DELIVERY 
Line of 


ALUMINUM 


Sauce pans, saute pans, 
roast and bake pans, 
fry pans, flower vases, 
decorative fruit bowls. 


at the 
NATIONAL HARDWARE SHOW 
Grand Central Palace, September 16-21, Booth 274 


SPUN ALUMINUM PRODUCTS CO. 


565 Fifth Avenue, New York, N. Y. Plaza 3-9255 






Covers 
available 














.. move 
Over the Counter 


woe  fQST 


The Edlund Junior CAN OPENER 
(right) paces the popular Edlund 
Line, including Egg Beaters, Jar 
Openers . .. “Modern Kitchen 


Tools” one and all. 


Available from Jobbers throughout 
the U. S$. and Canada. 


EDLUND COMPANY, BURLINGTON }VT. 








STEADY PROFIT WINNER 
Pee For Yourself 


Lubri-Tasgon gets repeat business because it does a 
better job than other lubricants! 

GREATER PENETRATION .. . Lubri-Taszgon’s 
principle of colloidal penetration carries this ef- 
ficient lubricant into tight joints and bearings. 
GREATER LUBRICATION .. . Lubri-Tasgon in- 
stantly spreads over and “wets out” all chafing sur- 


A 

















faces. 

LONGER LIFE... Lubri-Tasgon acts as an anti- 
oxidant. It gives longer lubrication because it 
slows up, or prevents oxidation. 

WRITE TODAY for free sample and information 
about prices, discounts and display materials. 


SAMUEL CABOT, INC. 
1704 O'iver Bidg., Boston 9, Mass. 











When You Know 
The Trade-Name— 


of a certain product and want to know “Who Makes it?” 
look in the General Directory Section of the "Who Makes It?" 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphatetically in the same list. Keep your "Who Makes It?" 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 
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EASY TO USE — QUICKLY APPLIED 





DURAL waterproof cement for economically repair- 
ing rips and tears in convcs and other fabrics— 
clothing, upholstery, etc. Unequalled for thousand 
and one uses. Cement both parts—let dry—press 
together. Seams remain strong and waterproof when 
























































earl, washed, boiled or ironed. Available in 2 o2., 4 oz 
1 18 8 o2., quart and gallon sizes 
ests. 
r) MILWAUKEE 4, 
WISCONSIN 
a | GENUINE PRODUCTS 
“ A PROFIT MAKER BSCE NEY ceveucrs 
for Over a Quarter Century Or ee 
STOVOIL BARN EQUIPMENT 
ie Cattle Stalls, Stanchions, Pens, Water 
REMOVES Bowls, Milking Stools, Feed Carriers, 
RUST Feed aren Litter Carriers, Cork Brick, 
PREVENTS Steel Columns, Ventilation, polis 
cule ae Established 1879 
W oven ave POLISHES AmOwaaE aractalrins 
74 ALL METALS Liberal discount “Guaranteed to satisfy the user” 
Ask your Jobber — or write 
.* TH . TT . . 
4 SUPERIOR LABORATORIES - Grand Rapids 4, Mich. aac ties 2 























FULLER TOOL CO 
BRONX 59, New York 


Other 


FOR EVERY 
PAINT CUSTOMER 


A fast selling item for summer and fall profits. Keeps 
paint level - - clamps on pail, hangs securely on ladder. 
Fits quart to gallon pails. Stamped and welded 
steel construction. Retails for approx. $1.25 
with profitable markup. Available NOW, M) 
for right or left hand. 


“PAINTER’S PAL” FOR BRUSH AND PAIL 


ae Your Jobber or write us 
for sample and information 


GENERAL ENGINEERING CORP. | 


CHARLOTTE MICHIGAN U.S.A. 











Outdoor Fireplace Equipment fiat 


Popular Majestic line includes this prac- 
tical basic unit for efficient outdoor fire- 
places. Rugged; 
lasts for years. 
Bottom grate ad- 
justs for wood or 
charcoal. Other 
models, too. 





Mode! OF-28 


Maiestic 
Building 
Products 
Circulator 
Fireplaces 
Home 
Incinerators 
Coal Chutes 


Fireplace 
Accessories 


1103 Erie Sr. 


The Majestic Company Huntington, Ind. 
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BATHROOM AND KITCHEN ACCESSORIES 
“DESIGNED T0 MAKE THE PASSER-BUY” 
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- | 


LEATHER | | 
AND 


SADDLE SOAP 


WOOD PARTS 


If it’s made of WOOD send your 
inquiries to us. We manufacture 
handles of every type, dowels, | 
automatic turnings, and miscel- 
laneous wood items. 


Wood Products Division 
MAINE INDUSTRIES COMPANY 
General Offices - Bangor, Maine | 














Maker for You 


For use on all leather except 
suede. 


CLEANS POLISHES 
SOFTENS PRESERVES 


Packed in 6-o1., 12-02. & 5-Ib. Cons 


ASCO CHEMICAL Co. 





TROY 


FILE HANDLE. a. pee workmanship «nd 
— to user. It can't 


oa — files, taps and dies quickly and 
hoe. SCRAPERS—Single er double end. 
TROY oh tt 2 w onge 








641 Levingten Ave., Brooklyn 21, N. Y, Troy, 
2 |= 
FOLDING The ACTION 
Display-Way 


CHAIRS 


Upholstered ead 
Picia. Meny styles 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, N. Y. 








to Boost Sales! 





TURNS 3 TIMES 
A MINUTE 
STURDY, all steel; 
supplied with i8” 
table. Carries up 
to 200 Ibs. 110 





lay for 
GENERAL DIE AND STAMPING COMPANY 
262-W Mott Street e New York 12, N. Y. 




















SPAR-TEX 


.ANOTHER NAME FOR 


BETTER PAINTS 


THE SPAR-TEX COMPANY 
4309 THIRD AUE., NEW YORK 57, N.Y. 











Your Customers Can Mahe 
Their Own Signs For 90% 
Less—With Attractive 
Weatherpruf Easily Put On 


D-O DECAL 


LETTERS -NUMBERS-SIGNS 
BLACK & GOLD 
Display Loose Leaf 


Stock Binder FREE! 
No. 2 Deal Costs $20.22—Sells $33.70 


Sent postpaid to responsible dealers on approval 
BBERS 


ALSO SOLD THRU JO 
D-O DECAL CO. 


462 E. Fordham Road, Bronx 58, N. Y. 

















[ALUMINUM ICE CUBE TRAYS || 


Immediate 
Delivery 


Popular 
Sizes 
Write for prices 


Mention your 
FOR INSTANT RELEASE jobber 
EDISON COOLING CORPORATION 

310 E. 149th St. New York 51, N. Y. 











iat eaten: and FILLER 


DRAINS Cellars 
Pools, Washing 

Machines. Can 
4 


Mix Hot and 
Cold Water 


When Filling 
ILS at $1.60 


nY lobbe 


CENTRAL RUBBER PRODUCTS CO., Inc. 
821 Broadway @ New York 3, N.Y. 





354 








For Immediate Delivery 


Spring type mopsticks, household 
and janitor sizes; 14 quart gal- 
vanized heavy duty mop pails with 
steel wringer attached. Also toy 
brooms, whisk brooms and wood 
clothes pins. Order now for prompt 
delivery. 


SCOTT PRODUCTS CO. 


Manufacturers and Distributors 
CLEVELAND 10, OHIO 











NU-WAY 
Calf & Cow 
WEANER 





BECAUSE THE PRINCIPLE 18 RIGHT 
ds of satisfied users from coast te coast 
Jabs the Anim 
Deing the —. ay ye Be 
— = Item That Repesis — 
EE YOUR JOBBER 
AUSTIN MFG. CO., ROUND GROVE, ILL. 





Gripper Clips' 


Small and large Registered U. 8 Pat. Office 
Gines for holding 
teels, garden 





e GIBSON GOOD TOOLS, INC. @ 
Box 268 Orange, Mass., U.S.A. 











THEY PULL—CLINCH—HOLD 
The outstanding fastener for making, repairing 
screens, garden furniture, frames, etc. 
ORDER . NOW FROM YOUR JOBSER 
RIOR FASTENER CORPORATION 
Chicago (18), Ml. 








2949 Elston Ave. 





ELEPHANT 





Ceinart 


=". AM COLLOT SUPPLIES @ 
' 221 N.W.8 “Ave. Miami Fila 





COOK'S. 
—-»EW— 
SUPER VALUE 

NAIL CLIPPER 
Rettl ZOE 


THE H. C. COOK CO 
27 Beaver St., Ansonia, Coes 








STEEL WOOL 
oN 





Long, uniform, resilient 
strands for keener bite 
and longer life. Big 16- 
unit pkg. Order direct 
or from your jobber. 


‘GUNSHINE 
o15 


nN, 


MADE IN U.5.A. 


| ASK YOUR JOBBER’ 
FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUA 
HOYT & WORTHEN TANNING CORP 
MAVERWILL MASS 
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Mew Profits! 
@ WEATHER © ROOE 7 





e@ SOUND PROC: ‘ 


@ VERMIN PROOF f 
b PROOF, 


. MOISTUR 
LIGHT PROOF 





j 





SIMPLE PRINCIPLE 
EAS Y 'O InNStZaAgs 






CATALOG 


Certain items are discontinued .. . 
others are not yet back in production 
To save your time and your customers 
from disappointment, send for your 
special marked copy and... keep 
it handy. 


MARBLE ARMS & MFG. CO. 


540 Delta Ave. 
Gladstone, Mich., U.S.A. 









GAUGE GLASSES 
30.000 DOZENS 


A complete stock for immediate delivery of 
CORNING STANDARD, PYREX HIGH PRES- 
SURE, PYREX RED LINE and PYREX BROAD 
RED LINE GAUGE GLASSES. 

Machine facilities available for special lengths 
Also Gloss Cylinders, Oil Cup Glasses, Lubri- 
cator Glasses, etc Write, wire, or phone. 


SWIFT ~ DS 

















Rubber channel (A) is fastened 
to bottom of door or casement 
window with metal strip (B). 








Channel engages special thresh- 
old (C) to make a double air- 
tight seal 













Dead airspace insulates and 
sound proofs. 











626 Third Avenue N 
Minneapolis 3, Minnesota 


WE STOCK ALL OILS SOLD IN 


YOUR PAINT DEPARTMENT 


PURE GUM TURPENTINE—LINSEED OIL 
LACQUER THINNERS—REMOVERS 
ALCOHOL—SOLVENTS—NAPHTHA 

OIL-DRI (OIL ABSORBENT) 
ANY QUANTITY: CANS — DRUMS — TANK CARS 


SUNNYSIDE OIL CO. estas. i293 


2212 W. SUNNYSIDE AVE., CHICAGO 25 


—MILL -ROSE— 
GUN BRUSHES ond RODS 


= ee SL 





























Combination Gun Cleaning Rods for Rifles. All-Calibre Revelver Roda. 
Shet Gun Rods. Swivel Handle. Alil-Duralumin Jointed. Gun Cleaning 
Brushes for Rifles, Revolvers, Shot Guns in all sizese—Phespher Grenze, 
Bristle er Nylon. 


The MILL-ROSE Company « 1987 East 59th Street © Cleveland 3 

















i Equipped with 
< LUMITE PLASTIC 


SCREEN 
© Won't Stain 
Outlasts Metal 


rosion 




















*Pat. Applied For 


£- NEW TYPE -() SPECIAL Louvers \ 
* Louvers for Attic Ventilation for New Construction » 


LOUVERS 


® No Rust or Cor- 


Easy to Sell 2 on Every Job 


All Arr-O-Line Louvers are scientifically designed with many exclusive 
features that make them the best on the market today. 


STANDARD LOUVERS 
‘Good For The Life of Any Average Building 
Our complete line includes over 30 sizes and types for every use. 
We also build special louvers for the industrial trade. 
WHEN YOU INSULATE — YOU MUST VENTILATE 


\ Wire or Write for Details tArr- Oo _ Line, MANUFACTURERS + allie agg Ong 


Built Like a ae 


COMBINATION 
DOOR 

© Nice Job 

® No Exposed Nails 
© Easy to Install 
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Lassified Aduertising Rates 














Help Wanted. Ac< ts Wanted 
Business Opportunities 
Representatives Wanted. etc. 


Set solid, maximum, 50 words....... $5.00 
Each additional word.......... 10 





Positions Wanted 
Cee Rate) set solid, maximum, 


Allow Seven Words jor Keyed Address 
er Your Address 








les of Merchandise, Literature, Catalogs, 





*BOXED DISPLAY RATES 


etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 


for r 4 





$8.00 Per Column Inch P 





Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more consecutive 

insertions. 


No Agency Commies allowed on Classified 
dvertising. 


REMITTANCE —— ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 


HARDWARE AGE is published every other 
Thursday. 
previous to date of pu 


Address your correspondence and replies to 


100 East 42nd St., New York 17. N. Y. 


lassified forms close 15 days 


HARDWARE AGE 


Classified Opportunities Dept. 











se Help Wanted | 


CATALOGUE MAN WANTED: PERMA- 
NENT POSITION in Well Established Whole- | 





sale Hardware Firm in Middle West. Address 
Box K-621, care of Harpware Acz, 100 East 
42nd St., New York 17, N. Y. 
WANTED—FIRST CLASS GENTREMAN, 
must be experienced and capable of handling every 
detail connected with retail hardware business. 
Character and business references please Prefer 
settled man, age between 30 and 55. Must have 
good health and pleasing personality. Write giving 
full information, salary and percentage basis, if 
lesired. Address (Tampa, Florida), Box K-759, 
are of Harpware Ace, 100 East 42nd St., 
New York 17, N. ¥ 





(Sales Representatives Wanted | 





WANTE! SALESMEN CALLING ON hard 
ware, Furniture, Appliance and Department Stores 
to handle several fast selling lines. State experi 
ence and territory. Address Box K-775, care of 
Harpware Ace, 100 East 42nd St., New York 
8% N. Y. 





MANUFACTURERS REPRESENTATIVES 
WANTED:— 
CALL ON HARDWARE, PLUMBING AND SPE- 
CIALTY JOBBERS WITH RUBBER TANK BALLS, 
SEVERAL TERRITORIES OPEN 


Address Box K-767, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











REPRESENTATIVE WANTED- Calling on 
Hardware, Housefurnishing and Chain Stores, to 
Sell a Sideline of Novelty Cotton Rugs, Also 


Cocoa Mats, Rubber Mats and Treads. ‘:00d com 
mission paid. Address Box K-776, care of Harp 
ware Ace, 100 East 42nd St., New York 17, 
a Me 


MANUFACTURER REQUIRES SALESMAN 
to Sell One or All Lines Direct to hardware 
dealers, seed stores, greenhouses, and paint outlets. 
Products include hand tools, seed and paint spe- 
cialties. Territories: Southern & North Central 
States. Address Box K-754, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 





FOR MANUFACTURERS ATTENTION 


Products Research Sales Department, with 
established contacts in the National Chain 
Store, Department Store, and Hardware Jobber 
Fields will give your product a well-planned 
intensive sales coverage. Commissions only. 
May we help you? 
PRODUCTS RESEARCH CORPORATION 

209 S. LaSalle Street, Chicago 4, Illinois 














SOUTHEASTERN STATES 
Manufacturer’s Agents. Established 
1926. Staff of 6 men. Cover trade 4 
times yearly. Commission basis. In- 
quiries invited. 

McCUTCHEN-SIMPSON, NG. 
9822 N. E. 2nd Avenue Miami 38, Florida 











AUTOMATIC BURGLAR PROOF 
WINDOW LOCK NOW 
automatically. Self- 


NEW 
VENTILATION 
READY. Locks windows 
Selling counter display. Sells fast. Fine repeat. 
Top commissions. Salesman with following. State 
territory cover, lines carried. Atlantic Seaboard 
(except South), Northern ard Southwestern States 
open. Address Box K-761, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y 


REPRESENTATIVES WANTED-— 
We have an Excellent Line of Household Clean 
ers, Waxes, Polishes, and Insecticides for sales- 
man calling on hardware, variety and department 


SALES 


stores. Commission basis. State full information 
in first letter, territory covered, types of ac- 
counts, ete. Burton Products Company, 8439 So. 
Chicago Avenue, Chicago 17, Illinois. 


TS, BROKERS, JOBBERS. 
deck and industrial 


WANTED--AGEN 
Manufacturer of household, 
mops and mop heads desires sales representatives 
in all sections. 100% cooperation, fast delivery 
Write Box 726, Anderson, South Carolina 





The Schutze Sales Co. 
393 W. Central Ave. 
St. Paul 3, Minnesota 


Manufacturers’ Agency Selling 
Important Mid-Northwest Jobbers 








SALESMEN WANTED 


Full Time or Side Line Men Calling on 
Hardware, Variety and Department 
Stores for Complete Line of Leather Dog 
Furnishings and Paint Brushes. Good 
territories open. State full particulars. 


Address Box K 680, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














Sideline Salesmen Wanted! 


We offer prompt shipments on 


MEDICINE CABINETS, HAMPERS, 
RAKES, CASTERS, MOP WRINGERS, 
DRYERS, PIN-UP LAMPS, TOASTERS, 
KITCHEN STOOLS, BROILERS, MIR- 
RORS, RUGS, SMOKERS, DOOR MATS, 
DOLL CARRIAGES, ETC. 


The WALTER S. KRAUS CO. 
woopsiDE NEW YORK 








: 


FRANK C. STORRIE 
& 


ASSOCIATES 


SELLING AGENTS 
WISCONSIN—MICHIGAN—INDIANA 
OHIO—PENNSYLVANIA 
710 MICHIGAN BLDG. 
DETROIT 26, MICHIGAN 
THE COMPLETE MARKETING SERVICE TO THE 


WHOLESALE HARDWARE, CHAIN, DEPART- 
MENT STORE AND OTHER TRADE OUTLETS. 














YOUR EXPORT 
BUSINESS 


when entrusted to BETTERBY merely takes the 
shape of additional domestic sales transactions. You 
are relieved of al) details and worries. BETTERBY'S 
resident representatives abroad promote your sales 
and its staff of expertly trained export personnel 
competently handles all correspondence and consular 
and other documents for shipments all over the world. 
BETTERBY also eliminates your credit risks by 
naying for all goods in New York. 


BETTERBY — Exporters 


230 FIFTH AVENUE NEW YORK 1, N. Y. 
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HARDWARE AGE 
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Classified Opportunities Section... 











Accounts Wanted | 





MANUFACTURER DESIRES SALES REP- 
RESENTATIVES: Eastern manufacturer of 
popular-priced volume line desires the services of 
manufacturer’s agents or sales representatives to 
take over distribution. Our line sells to the drug, 


stationery, hardware, photographic and variety | 
trade. Replies are desired only from manufac- | 
turer’s agents or sales representatives who are | 


prepared to give our line complete coverage. 
Reply to Box K-705, care of Harpware AGz, 100 
East 42nd St., New York 17, N. Y. 





WANTED—MANUFACTURER’S AGENTS 
calling on builders’ hardware dealers and lumber 
yards to sell established quality line of casement 
hardware and storm sash hardware. Prompt ship- 
ments. Eastern, Southeastern, and Northwestern 
Territories Open. Also Wisconsin, Minnesota. 
Iowa and Texas. Prefer men residing in follow- 
ing Cities: New York, Syracuse, Buffalo, Harris 


burg. Pigtsburgh, Atlanta, Detroit, Milwaukee. 


Minneapolis, Kansas City, Dallas, Houston, Port 
land, Seattle. Address Box K-677, care of 
oe Acz, 100 East 42nd St., New York 





Distribation—Present and Postwar 
Betahiahed Raliehi Aggressive 





Ss. Agents 
ANCO CORPORATION, Pittsburgh, Ps. 
Branch Offices 
New York - Phitadelphia - Detroit - Chicage - Cleveland - Louisville 
Covering ali classes of jobbers. We will earry the 
seeounts or you can bill direct 
Write fer further information end references 








DISTRIBUTORS AND SALES 
REPRESENTATIVES WANTED 


For all territories by manufacturer of Aluminum 
Cookware and other kitchenware items, selling to 
hardware jobbers, chains, dealers and department 
stores. Good opportunity to earn large income. 


NORTHWEST STEEL PRODUCTS CO. 
2746 N. ELSTON AVE. CHICAGO 47, ILL. 











Hardware & Small Tool Department 


ef large, well represented exporter and 
manufacturers’ representative will add suit- 
able products for the Near, Middle and Far 
East. 
Address Box K-757, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











MANUFACTURERS LINE OF BOLTS, 
NUTS AND SCREWS WANTED for the hard- 
ware, mill supply and lumber trade in Pennsyl- 
vania, Velaware, Maryland and New Jersey. Ad- 
dress Box K-732, care of Hiarpware Ace, 100 
East 42nd St., New York 1 N. Y¥ 


MANUFACTURER'S REPRESENTATIVE 
WANTS TOOL AND TOY LINES. Also other 
hardware items. Manufacturers only. Calling on 
all type jobbers, chains and department stores. 
Complete coverage, West Virginia, Western Penn- 
sylvania, Western Maryland, Eastern Ohio, and 


| Western New York. Well known to the trade. 








MANUFACTURERS REPRESENTATIVE 


An Experienced, Aggressive Salesman with Ex- 
cellent Record wants Building Hardware Spe- 
cialty Line of Merit on protected territory 
basis covering California or Pacific Coast 
Must be sound company and factory line. 


HERBERT E. HUNICKE 
110 N. Palm Drive Beverly Hills, Calif. 

















MANUFACTURERS ONLY | 


Merchandiser with 20 years’ experience in Wholesale 
and Chain Stores, desires connection with reputable 
manufacturers as representative for Chicago or Mid- 
west. Lines suitable for Chains, Dept. Stores, Whole- 
salers or Exporters. Direct factory only. Send full 
details and illustrations 


MERCHANDISE MART STATION 
P. O. Box 3531 Chicago 54, Illinois 











MANUFACTURER’S REPRESENTATIVES 
WANTED BY EASTERN MANUFACTURER, 









making the highest grade wooden folding indoor 
lothes dryer on the market no quality 

ul. No other dryer is as It is sold 
primarily to hardware and furni es which 
carry housewares, houset iety 
stores. We sell direct l NOT ers. 
Despite very little sales effort on our part since 


Pearl Harbor, more than 1500 stores are regular 


repeat order accounts. High quality is the reason. | 


Salesmen must have car and carry samples until 
territory has been thoroughly covered Replies 
desired only from representatives having no con- 
flicting line and who thoroughly cover accounts 
of medium and small size. We are not interested 
in salesmen who concentrate on jobbers, chains 
and department stores. Full freight allowance and 





unusual quality induce 70% of all stores called 
on to place initial orders. 97% of these orders 
result in repeat order accounts. Our material 
position is excellent. We are making prompt 


shipments. Several good territories are open in 
New England, New York, New Jersey, Pennsyl- 
vania, Middle Western and Southern States. Com- 
mission ‘basis only. Write full details regarding 
age, education, business history, all lines now 
handled, territory covered and how often covered, 
also percentage of your sales volume sold to re- 
tail accounts other than department stores. Our 
sales manager will work a day or two w 
salesman in his own territory, demons 
salability and effective sales presentation 
Rox K-773, care of Harpwarre Act 
‘ St.. New York 17. N 





WANTED FOR EXPORT 


Regular lines of hardware of all kinds, espe- 
cially Shovels, Picks, Axes, Hand Saws, Locks, 
Hinges, Hammers and Nails. Also Window 
Glass, Hurricane Lanterns and other lines suit- 
able for Hardware, Chain Store Distribution. 


Address Box K-764, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











Address Box K-768, care of Harpware AGE, 
100 East 42nd St., New York 17, N. Y. 


MANUFACTURER’S AGENT SEEKS ONE 
OR TWO ADDITIONAL NON-CONFLICTING 
LINES. Has 22 years successful selling record 
in both Eastern and Mid-West Territories. Clos- 
ing up surplus goods activities and establishing 
headquarters in New York City to handle Metro- 


| politan area. Has capable associates available for 


both Chicago and Los Angeles areas, if desired. 
Experience includes builders’ hardware, general 
hardware, tools and housewares. Address Box 
K-712, care of Harpware Ace, 100 East 42nd 
St.. New York 17, N. Y. 


MISSOURI, KANSAS, IOWA, 
NEBRASKA, ARKANSAS, OKLAHOMA 
CUSACK AND HARMAN 


413-15 RELIANCE BLDG. 
KANSAS CITY, MO. 
DIRECT FACTORY REPRESENTATIVES 











MANUFACTURER'S AGENTS 


Established 20 years, covering Texas, Okla 
homa, Arkansas and Louisiana; selling Jobber 
of Hardware, Mill Supplies, Oil Well Sup 
plies, Electrical, Automotive, Plumbing and 
Allied Trades Quality Lines Only Will Be 
Available for Interview in New York City and 
Cleveland in October. If interested, write 

Box K-765, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 








MANUFACTURERS 


Nationally known Sales Organization desires One 
Additional Major Line Now selling Hardware, 
Houseware Jobbers, Department Stores, Chain Stores, 
etc. We have salesmen covering Pennsylvania, Ohio 
and West Virginia. We welcome the cpportunity to 
present references. Only direct factory representation 
considered 
HAUSER SALES SERVICE 

1609 Investment Bldg. Pittsburgh 22, Penna. 














MR. MANUFACTURER 


are you interested in 


TOMORROW ? 


Export Markets 
Are Highly Profitable 
with our established world-wide 
sales organization. We solicit addi- 
tional lines and handle all foreign 
inquiries. 


HAMOS COMPANY 


Manufacturers’ Erport Representatives 
277 BROADWAY, N. Y. 7, WN. Y. 








MANUFACTURERS 
ATTENTION! 


Sales Representative—23 years’ experience—24 in 
Organization—Well Rated—Cover, New York State 
(exclusive of Metropolitan Area), New Jersey, Penn- 
sylvania, Delaware, Maryland, District of Columbia, 
Virginia, West Virginia, North Carolina—Contact, 
Jobbers and Large Buyers. 

Can Handle Additional Lines: Hardware, Electrical 
or Housefurnishings. 


MITCHELL LOVE COMPANY 


712 N. 16th St., Philadelphia 30, Penna. 











(Classified Opportunities continued on page 358) 
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[Accounts Wanted | 





ESTABLISHED WHOLESALI HOUSE 
HANDLING SPECIALITY HARDWARE 
ilEMS in the past wishes to expand into complete 
line f standard hardware items 1 iding tools, 
builder hardware, etc. Additiona pecialty items 
also desired. Active representation assured. Travel 
four men throughout East Texa Excellent bank 
and trade reference Add B K-7 care of 
Harpware Act 100 East 4 t New York 
17, N. ¥ 

ESTABLISHED MANUFACTURER’S 
AGENTS WITH LARGE CLIENTELE in all 
the New England States, are s ing one more 
fast selling major line Minor lines of merit will 
also be considered We call o holesale and 
retail hardware outlets, mill suppliers, and chains. 
Reliable reference assured Maxwell Lawrence 
Sale Company, 114 State Street, Boston ) 
Ma achusett 

MANUFACTURERS--DO YOU WANT AN 


AGGRESSIVE SALES ORGANIZATION to 
cover the Middle Atlantic States or part thereof 


We can handle one or two more lines. At present 
call on Jobbers only in the Mill Supply, Heavy 
Hardware, Marine and Aytomotive Field. Limited 
warehouse facilities. Address Box K-687, care 
of Harpware Acer, 100 East 42nd St., New 
York 17, N. Y 

_ATTENTION MANUFACTURERS! ARE 
YOU A SMALL MANUFACTURER faced with 
the problem of not being able to market your 
product due to lack of distribution facilities? If 
50, we are interested in talking with you. We 
are not a selling agency We, too, are manufac 
turers with an established selling organization in 
43 States and We Want Additional Lines such 
as food, household and sundry items. Should you 
desire a connection, write us giving full details 
of the product available. All communications will 
be treated in strict confidence Reply Box K-758 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y 


MANUFACTURER'S REPRESENTATIVE 


WISHES ADDITIONAL LINES for plumbing 
mill supply and hardware distributors in M acy- 
land, D. C., Virginia and North Carolina Need 
two good items to round out present line Head 
quarters I}. C. Can give honest personal atten 
tion to manufacturers desiring representation 
Address Box K-760. care f Harowary Act 
100 East 42nd St.. New York 17,N.Y. 


_ MANUFACTURER'S REPRESENTATIVE. 
SALES ORGANIZATION WITH FIVE MEN 
traveling the following States—Texas, Oklahoma, 
Arkansas and Louisiana. Give complete coverage 
in both jobber and dealer trade. Now working 
three well established lines, but need one or two 
lines in electrical appliances, heating specialties 
_ aes hardware. Address Box K-753, care 
fa) A 


17, N. 





WANTED 
BUILDERS HARDWARE SPECIALTIES 
By Manufacturers Agents covering Illinois, Indiana, 
Michigan, Ohio, Minnesota, Wisconsin Have valu 
able contacts of 25 years standing with hardware job 
bers, department stores, chain and mall order houses 
Only Direct Factory Representation Considered 


JENWOOD SALES 
404 N. Wells St. Chicago, Illinois 











| store manager or salesman in either chain 


SEASONED SALES 
NICATE WITH 
MANUFAC- 


NCED AND 
tO COMMI 
REPUTABLE 
Representation in Pennsyl 
Maryland. Address 
Ace, 100 East 


EXPERIE 
MAN WISIIES 
RELIABLE ANI 
FURERS Desiring 
vania, New Jerse and 
K-777, care f IIARDWARE 
St., New York 17, N. Y. 


sox 
42nd 


LINES WANTED FOR NEW ENGLANI 
AND NEW YORK STATE By Experience 
Sales Organization. Well Acquainted with Hard 


ware, Automotive, Electric Supply Jobbers am 
Chains. Boston Showroom and Warehouse. Dur 
and Bradstreet rated. Address Perkins Sale: 
Co., 610 Newbury St., Boston 15, Mass. 

MANUFACTURER’S LINES WANTED Jan 

! t Complete Jobber, Department Store, 
Chain Store nd Dealer coverage in New Eng 
land and New York State Specializing in House 
vares, Gift S ting Goods and Metal ‘Toys 
Boston showreom if line warrants. Address Box 
K-772, care Harpware Acre, 100 East 42nd 
St New Yor ] Yy 


MANUFACTURERS’ REPRESENTATIVE 


| COVERING Texas, Oklahoma, Arkansas an: 
Louisiana interested in additional lines to sel! 
jobbers and dealers. Traveled this territory 


fifteen years and familiar with all type accounts 
Have three men selling. Address Box K-664 
care of Harnpware Ace, 100 East 42nd St., New 
York 17, N. Y. 


MANUFACTURERY’ AGENTS — SOUTH 
WEST’S MOST PROGRESSIVE ORGANIZA 
men covering California, Okla 


TION with fifteen 
| h yma, Texas, New Mexico, Utah, Colorado, Ne 
vada, Arizona and Entire Country of Mexico, 
wants Few Additional Lines for domestic and 
export trac 1.&S. Sales Company, P.O. Box 
1955, El Paso, Texas 
| 
AN OPEN LETTER TO ALL MANUFAC 
TURERS—In Cleveland, Ohio and the balance 


of Cuyahoga County there are approximately 1000 


lealers in the hardware, department, wallpaper, 
paint, furniture, plumbing, fixture and appliance 
fields of merchandising I personally contact 
nearly all them. I am seeking one or two 
more good reliable lines. Will entertain offers 
| from reliable manufacturers selling their products 
to this type of trade. If you need a salesman 
| who will give our line real honest productive 
| effort in this particular territory, I invite you to 
contact me If your line is one that I feel I 


can give it the attention it requires, and that I 


can successfully sell same, we can then, no doubt, 


make a satisfactory sales agreement. Cordially 
yours, L. Robert Wittrock, 8510 Linwood Ave., 
Cleveland, Ohio. 

. 

| SALESMAN WITH 20 YEARS’ EXPERI- 


ENCE Selling Sheet Metal Products to Jobbers, | 


and the Housefurnishing, Hardware, Furniture 
und Department Stores, would like an Additional 


Line. Metropolitan New York and New England 
Territory. Address Box K-771, care of Harpwarr 
Acr, 100 East 42nd St., New York 17, N. Y 


<me Ace, 100 East 42nd St., New York 





[ Posttiows Wanted | 





MAN 42, 15 YEARS’ EXPERIENCE IN 
HARDWARE AND ELECTRICAL BUSI- 
NESS; 8 years wholesale, retail; 5 years as 


salesman in chain retail; 2% years in hardware, 
electrical 4s manager in chain; desires position as 

or it 
Wm. H. Wade, 103 


dependent store. Address 
Atlantic St., Peoria 4, TI. 


POSITION WANTED AS EXECUTIVE OR 
BUYER, 15 years’ experience with wholesale 
| jobber in New York Area. Experienced in pur- 
chasing builders and cabinet hardware, shelf, 
tools, mill supplies, electrical and housewares. 
Married, 38 years old. Clean cut, versatile. Can 
Desires to locate with large re- 


jocate anywhere. 
tailer or wholesale jobbers. References exchanged. 
Address Box K-77U, care of Harpware AGE, 
100 East 42nd St., New York 17, N. Y. 
POSITION WANTED BY VETERAN with 
ret hardware store in Philadelphia, Penna. or 
Suburban Area. Nine years’ experience in hard- 
ware and auto accessories. Excellent references. 
| Address Box K-774, care of Harpware AGE, 
| 100 East 42nd St., New York 17, N. 


WANTED AS BUYER OR 
| EXECUTIVE. Experienced shelf, builders, cab- 
inet hardware, tools, machinery, housewares, 
1ousefurnishings, electrical, garden, mill supplies, 
wholesale, systematizing sales promotions, 
izations, college education, married early 
clean cut, versatile, Jewish. Can locate 
Complete details will be appreciated. 
. care of Harpware Ace, 100 
York 17, N. Y 


POSITION 


retail or 


vwhere 
434, 


New 


ox 
St., 


HARDWARE CLERK, YOUNG AND AG- 


GRESSIVE, more than 12 years’ experience in 
| builders and shelf hardware, mill, factory sup- 
plies, paints, plumbing, electrical, hotel and 


upartment house supplies. Until recently employed 


us manager of large hardware store with com- 
plete charge of buying, selling and personnel. 
Desire to locate with firm where hard work and 
ability will be appreciated. Best references for 
honesty, reliability, production. Address Box 
K-766. care of. Harpware Ace, 100 East 42nd 
St.. New York 17, N 





| Business Opportunities | 





MANUFACTURING 


| WHAT HAVE YOU? 

SMALL HOUSEWARES for ALL of Country’s 
| largest 5¢-$1 chains and most houseware whole- 
salers in New York area since 1930. Desirous of 
contacting firm, preferably Pacific Coast or Mid- 
west, manufacturing related items in plastic, 
metal. rubber. No commission. Outright purchase 
for distirbution to above channels. Have ware- 
house facilities Advantages to you: thorough 


coverage of above outlets, direct filling of orders 
freight and delivery time. 
Address Box K-763, care 
New York 


from stock, savings in 
Excellent opportunity. 
of Harpware Ace, 100 East 42nd St., 
> N.Y. 


17, N 





LADD'S DISCOUNT BOOK 


A limited supply of this famous and useful ald in 

quickly determining net di it itip! 

discount quotations is available. 
lasts these will be sold at 

$20.00 

Send check with order to 


LADD'S DISCOUNT BOOK 
c/o SARGENT & CO., New Haven, 





om 
As long as the supply 


Conn. 











HARDWARE AGE. 











* MARSHALLTOWN TROWELS * 


—— MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 







































































E OR 
oo You can hang your reputation on WHY SELL 10c OIL? 
shelf, A 40¢ oil is accepted with more confidence and used as 
wares. M O O ig E Quickly as a cheap oil. Why ring up a 10¢ sale when 
. Can 300%, added to it will add 1000% to your customer's 
ge re satisfaction. 
ged. PUSH-LESS HANGERS Sell 
PUSH-PINS The LUBRICATES 
They’re dependable! Needed in every home antl 
| for hanging light and heavy mirrors, pictures 
| and wall decorations. 
— | Use MOORE Marking Tacks 3 oz. spout can 
hard- on your own display boards | 40¢ 
ences. / i] 
AcE, ORDER FROM YOUR JOBBER — oF — * 
fOO!} SH-PIN COMPANY - Since 190C l) McCAMBRIDGE & McCAMBRIDGE CO. 
Berkley Street, Phila. 44. Pa Baltimore 23, Maryland 
OR 
, cab 
vares, 
plies, 
tions, 
early 
locate 
iated. 
100 
AG- 
ce im 
sup- 
— AUTOMATIC GRIP 
ae SCREWDRIVERS 
mnel. 
and 
for MORE WORK 
ox 
42nd IN LESS 
TIME! 
1000 LIGHTS 
Hold-E-Zees do the job better, faster. They excel wherever screw- between refills 
’ } drivers are used. Gripper instantly released by spring action, slid- TABER BUSHNE ad ‘a 
ing vp ovt of way when not in use. All materials highest quality. 
ING UPSON BROS., INC., 84 Exchange Street, Rochester 4, N. Y. 
tr 
hole- 
is of a ened inom 2 
Mid- 
istic, . 
hase - AS ‘3 ERS 
= mn \\ Ls 
ox @ AND ALUMI} ORIGINATED 1896 
care " MAYES GUARANTEES ACCURACY, SERVICE 
ASK YOUP DEALER *AND DURABILITY -= 
MAYES BROS.TOOL ee CO..Inc. Port Austin. ei 
— se se 
K FOLLOW THE LEADER IN Want Ad*’ ADVERTISING — 
St Year after year HARDWARE AGE has led its field in the Those who contact the hardware trade know from experi- 
+ volume of classified as well as display advertising. Its ence that HARDWARE AGE is the logical medium to use 
classified columns bring together buyer and seller, em- to secure RESULTS from their classified advertising. 
ployer and employee. Follow the leader. 
_ HARDWARE AGE  ctowisas Opportunities Dex. 100 East 42nd St., New York 17, N. Y. 
CE. 
SEPTEMBER 12, 1946 359 










































































































































Ondex Slo Adwertinen 
A Draper-Maynard Co. . -. 340 
o_o 5 Sintering Co - 251 | Dunham, Inc., Thomas C. ... -. 205 
opto "PI coe "oe K , D 5 Dunton Co., M. Ww . 326 
Acme Shear Co. ...... | Duo Therm Div. of Motor Wheel Corp. 350 
- ; du Pont de Nemours & Co., Ine EB. I. 
Adirondack Chair (C« . Duco Cement Div 86 
Agate Plastics Corp . 298 | Semesen Div peti cey * ony 
Air Express Div. (Rwy. Exp. Agy.).. 244] Dural Company, Inc. . +t 
Alabama Manufacturir ‘ - 143 | Durham Co. Donald pti ° 31 
» ct 26 ‘ —— 
guaus Wddnene thes 9 Duro Metal Products (Hand Teol Div.) 1 
Aluminum ¢ mpany f An ‘ | E 
(Sereen Cloth Di 38 | Eagle Lock Co. ee ee lil 
Aluminum Cooking Utensil Co . 4 | Eastern Metal Products Co........... 19 
Aluminum Goods Mfg. Co - 231] Ebaley, me 7 
Ambroid Co da . 815 | Edis n ling Corp ; 4 
American Cabinet Hdwe. Corp - 140 | Edlur Co ‘ 
American Chain & Cable Co - 164 | Ekee 5 oe Co. * 
; American Crayon Co. ..... - 236 | Electro-Line Products Co 
American Screw Co. . ee -+-+« 82] Embury Manufacturing ¢ 
American Shower Door C« -. 322 | Englishtown Cutlery, Ltd . 5 
American Sponge & Chamois ('o .. 230 | Everybody's Supply Co 399 
American Steel & Wire Co 5c. se . pact a 
American Thermos Bottle Co., The... 6 F 
Animal Trap Co. of America 912 | Ferris Factories, Inc. .. 
Armstrong Bray & Co r .. 302} Filer-Allen Manufacturing C 
Armstrong Bros. Tool Co . 298 | Finders Manufacturing Co - 329 
7 Arr-O-Line Manufacturing C¢ . 355 | Fireline Stove & Furnace Lining Co 248 
| Arrowhead Sales & Distributing Co... 361 | Fleteher, Terry (o., The 33 
Asco Chemical Ce 254 | Flex Blade Works .. 2 
| Sastties Seed Growers, Ine .. 345 | Flint & Walling Mfg. Co., In . Ban 
ee , | Atkins & € E. c aan oe Florence Stove Co. . ; an ia 
¢ The Pad that $s kind to Hands | Atlas-Ansonia Co : _ Florence Textile Products 304 
i Atlas Ashestos Co . 281 | Foley Manufacturing Co 350) 
Austin Manufacturing Co 5 . 854 | Fowler Co., Fred V 290 
Auto Arc-Weld Mfg. Co . 148 | Fox Shotguns ata 15 
Automatic Products Ce . 817 | Franklin Glue Co. .. aos. oe 
Autoyre Ce The .. . 853 | Fuller Tool Co. . nS $53 
Avery Adhesives Co. . 27 G 
BR G-M Laboratories, Inc. ............-. 242 
BM € Manufacturing Corp General Die & Stamping Co. ...... . 354 
Sallonof? Metal Products C« General Electrie Co. 
Balloon Tire Mould ¢ Clock Division ...... anew mee 
Bana Company, The Home Laundry Division ° -. | 88 
. Behr-Manning Corp ms Lamp Division ... . 10-11 
Sa Bengal Co. ......... 350, 361 | General Engineering Corp . .. 353 
terkshire Paint Co ” 395 | General Mills, Inc. ..... - 021 
THE FINEST PAL ON THE MARKET, | tier Storatactring 6500000000022 San | General Palais, ne, “Giiory bie) am 
Bethlehem Steel Co. ’ 137 | Gibson Good Tools, Inc . 3 4 
NATIONALLY ADVERTISED REGULARLY | Bird & Sen, Ine... TIIIIST [51 | Gilbert Clock Co.,” William L : B41 
Blaisdell Pencil Co. . . 300 aoe Seta Razor Co 8s 
Bommer Spring o> 4 : yoldweber ernard .... owe 
TO OVER 5,000,000 HOUSEWIVES. Hoss Manufacturing “Go ”,..2.../''" $30 | Goulds Pumps, Ine. cae 
: Boston Varnish Co. NED . 221 | Gray & Dudley Co Lt 
i] ant Cl Order from Boyle-Midway, Inc 3 cat Neck Saw Manufacturers, Ine... 294 
i EN Old English Products . 7¢ | Griffin Manufacturing Co --. 264 
i 9” Guarenined by Plastic Wood ‘ HW 
eh Good Housekeeping e e 3-In-One Oil , Mfe. Work 361 
s oy , 1 DEFLCTIVE 8 Bridgeport Hdwe. Mfg. Corp... The Hall Level & <" WE. cacteansee = 
¢ Savane 123-25 N. JEFFERSON ST. CHICAGO 6 Briggs & Stratton Corp oS in oo uae 
BS Isrown-McLaren Mfg. Co Hamilton Beach Co oe ee 855 
s | Buckeye Aluminum Co Handyman Co 306 
Buffalo Bolt Co. .. Hanson S« as - 1 . 298 
} | Burgess Battery Co. ae - Hardware Products, a ‘ = 
| pe erwere - 211 Har-Ken Products, Ine a aay ie 





T H $15 
; Burpee Co., W. Atlee ” 395 Hassall, Inc., Jolin ........--s+0+- - 315 

ri E Yewell L a N £ / j Burroughs Co., The—Los Anceles . 249 Hazard Insulated Wire "Works — . rh 
aise | Burroughs Co., The—New York City.. 349 Heller Company .....+++++-+ cheondns OE 


Hill-Shaw Co. 


POSITIVE IN ACTION ‘ Hobart Mfg. Co., Kitchenmaid Div... 2 
ELL DOO 0 . © @ NO COMPLICATED PARTS ‘ Hodell Chain Co. bed iene 128 
EASY TO INSTALL Cabet, Inc., Samuel ...........+.+00 853 Hodgman Rubber (Co..........+++- . 44 


NE 





























Calorie Stove Works ........-....... 160 | Hooven & Allison Co. .........++- . 319 
Camfield Manufacturing Oe necensdct ee Hoppe, Inc., Frank A. ........++- . 269 
Horn Manufacturing Co. ........+- . 806 
Horrocks-Ibhetson Co ove oe . 269 
r, Ideal n This late 1 Carborundum Co. tenes Horton Mfg. Co., The—Bristol, Conn.. 48 
. ind Newe Cavalcade Industries, Inc. ° Hoyt & Worthen Tanning Corp. ...... 354 
t “dd | inside oil bath pre a P ee Co., Ine Huenefeld Comnany, The ideveece Se 
Fach one in individual on a was sent hampion Lamp Oks .....-. urd Loe « Mfz. Co on 60m -- 4 
font oolhen ' oe Soe See See ey ating closer yet pre: sented Champion Outboard Motors Co. .. ae ee Se 
Chattanooga Implement & Mfg. © 1 7 
DOOR STOP Chefford Master Mfg. Co., In Independent Lock Co. ......+0e000% 167 
rue BEST SELLERS © ~ EZE LATCH Cheney Hammer Corp., Henry... Indiana Steel & Wire Co. .......--- 306 
Chicago Die Casting Mfg. Co........ Industrial Management Corp. ..... a 94 
——————F ail mop ar) Chicago Spring Hinge Co. ........ . Ingraham Co., The E. ........++- 72 
€ ced : C¥icago Wheel & Mfg. Co. .. ; | Inter-Coastal Co. sice ce 
: . re noel ne > Chicopee Mfg. Corp. of America International Chain & Mfg. Co...... 254 
as af < ener ak cae Chisholm-Ryder Co. ......... International Steel Wool Corp... 354 
. Fr ontrentions wid i ’ Clark Co., J. R. . Irwin Auger Bit Co : — ° 1 
- ; 2 . Clemson Brothers, Inc 
—_—-— Cleveland Cap Screw Co A ke ls M feat gaa en 
Cleveland Chair Mfg. Co. ... a ames Manufacturing Co. ......-- ae 9 
Nera iment Company - Lowel, Wigan USA Cleveland aaa oe ‘ ea a | Johnson Steel & Wire Co., Inc....... 305 
Coldwell-Philadelphia Div oakin 120 | - 
— Cole-Sewell Engineering Co ~.+. 304] K 
Collot Supplies, A. M - . 354 | Kano Laboratories cutcaseaantmens 332 
Columbia Steel Cr seeceeeesee 55 | Kaul Importing Agency, Inc., Leo .. 271 
+e Columbian Rope Co . 84) Kaylan Cutlery Co. ....... eanes ro 
Columbian Enameling & Stamping Co. 271 | Kay-Tite Company ... +. « 105 
(Gjenuin DOM ES of S] LEN( E Columbian Vise & Mfg. Co .. 839 | Keating Associates, C. S. .. - 142 
: 7 a Columbus Plastic Products, Inc .. 215 | Kellogg Brush Mfg. Co. ...... -» 96 
{ Su DE SI LENT Y- SOFTL o SMOOTH LY Congress Die Casting Div. ......... 343 | Keuffel & Esser Co sececcceseee MM 
4 > ar sag Screw Co. . . 217 | Keystone — gy Co RE . ms 
EF 7 wry x wry werk oe. Seer EE TC Yerrco yyy See Ge, Be cece .. 834 | Kler-Vue Knife Rac n 324 
hae SAV E FU R N | K U R E Cook Sales aad . 804 ae > — — bn 
: Corbin Cabinet Lock Co. — <napp Foundry Co., oo 
uy A FLOORS-CREATE oleiag Corbin Screw Corp. ..... . 69 | Knapp-Monarch Co. ... é 79 
t Coughlan Co., G. N , . 85 | Kordite Corp. ........ é : 244 
tf Silence Crescent Bronze Powder “Co . 122 | Krimpwick Sales ot . ; oo oe 
He ie Cushman & Denison Mfg. Co 333 | Kromex Corp. .......-- 1038 
ae Kyanize ..... aeeanws 7 ‘ 221 
\ a dD 
i D-O Decal Co. .. 
Domes of Silence Dalglish & Co., J. M........ ..- 98] Lamson & Sessions Co 
Damascus Steel Pro jucts Corp........ 340] Lavelie Rubber Co esee 
Rubber Cushion Glides Dazey Corp. “ SN TE. éandewtrseds 


Leech Products Co. . . 
Lehman Bros. Silverware “Corp. ‘ 
Leipzig & Lippe, Inc Woe 
Levelor Sales Corp 
Levy Sons, Inc., I 
Leyse Aluminum Co 
Libbey -Owens- ge Glass Cc 


DeLaval Separator Co . The 
Delta Manufacturing Co. 
Demand, Inc. .... eeces 
Dennis Mitchell Industries 
Devoe & Raynolds Co., Inc. 
Diamoloy Aluminum Co. 
Dietz Co., The R. E. . 





ED <adesne ° Linck Co., . 
Ask your Jobber if is not supplied write to Dixon Crucible Co., Joseph a Lincoln Metal. = BO Co 
Dobeckmun Co., The ........ .«+-++ 309] Locke Stove Co. 
DOM ES f S IL E \ C F | » S 4 Y C Domes of Silence ..... ...seseeee 860 | Lowell Manufacturing Co 
0 nc.. Cal s =) oa Dominion Electrical Mfg.. Inc....... 145 | Lucas & Co., Ine., John 
Drake Electric Works, Inc.. ... 294 | Lyman Gun Sight’ Corp. 
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Ondex So Adwentinen 








Mac-Erie Manuf 
Magor Car Cort 
Maine Industries (o 
Majestic Co. .. 
Majestic Tool Manufacturinz: Co 
Make-A-Lite Div ° 
Malleable Irom Range 
Mansfield Tire & Rubber ¢ 





Marble Arms & Mfg. Co . 3 
Marshalltown Trowel Co . 35 
Martin-Senour Co. .. — 
Maslo Manufacturing Corp. . - 


Master Products Co. . vee 
Mayes Brothers Tool Mfg. © Ir 
McCambridge & McCambridge Co 
McDonald Mfg. Co., A. Y 
McGill Metal Products ‘ 

McKee Glass Co. 

McKinney Manufacturing ‘ 
Mell-O-Chime & Signal ‘ 

Metal Textile Corp . 











Metaloid Co. ....... 

Mid-States Steel & Wire ¢ . 7 
Mill-Rose Co 355 
Miller Protect o Products Co . 243 
Miller, Inc., Robert FE . 860 
Millers Falls Co. . . 1 
Milwaukee Lace Paper ¢ 265 
Minute Mop Cx 284 
Model Tools 203 
Modern Metal Products ¢ 339 
Modern Plastic Co 220 


Modglin Co 344 
Mohawk Merchandise ¢ 04 
Moore Push Pin (¢ 
Mortell Co., J. W 

Morton Industries 

Mullins Mfg. Corp 
Multi-Kwik Co 
Muti-Products Tool €o., I 
Murdock Co., William J 
Myers & Bro. ¢ F. E 
Mystic Foam Co 





Nankee Aluminum Paint ¢ 
National Cash Register ( 
National Die Casting C 
National Hanger Co.. Ine ° 
National Ideal Co., The 63 
National Lock Co 

National Manufacturing Co 
National Stamping & Electri 
Neatslene Co ssece 
Nelson Manufacturing C 5 ae 
Newell Manufacturing € 
Newman Mfg. & Sales Co 
New York Wire Cloth ¢ 

Ney Manufacturing Co coccce OO 
Nicholson File Co ‘ cocccccce 168 








Norris Stamping & Mfg. Co 142 

Norwich Line Co., Ine . 352 

Nourse Oil Cx ° - 243 

Nutone, Inc 71 
0 

Oakes Co. 





Oaklar Engineering ¢ 
Okonite Co., The 

Oster Mfg. Co 

Oster Mfg. Co., John 
Owens-Corning Fiberglas Corp 
Owosso Products (: 

Ox Fibre Brush 

















Ox-Wall Tool Co 
P | 

Parker Manufacturing C ‘ -. 343 
Parva Products .. eae ° oe 
Pascagoula Decoy Co. .......... ~- 292 
Patent Cereals Co. $dehOeciseseceto TE 
Patent Specialties, Inc. ...........+. 379 
Pegese Ch, BRB, ccccccce ° 
eg Big rere co & 
Penetone Company Div., The 
Pennsylvania Rubber Co. ° 
Perfection Automatic Machine Ce 
Perma-Jack Corp., The oceee 5 
Peters Cartridge Div. .............. 47 
Petersen Manufacturing Co J 345 
Phoenix Manufacturing Co. ° 
Pioneer Gen-E-Motor Corp oa .. 139 
Pittsburgh Plate Glass Cc 

Brush Division ...... P -. 40 

Paint Division ....... -- 147 

Pennvernon Division . +e 110 | 
Plumb. Inc., Fayette R : o. ee 
Pollard Co., Frank L —e eo 318 | 
Popular Mechanics Magazine ........ 67 
Portable Products Corp. ............ 120 
Postwar Home Appliances, Inc. .... 114 
Poulson & Nardon, Inc. . .. 227 | 
Premax Products Division ‘ -. 314 
Prima Products, Inc. 134 
Prime Manufacturing Co 109 
Puritan Cordage Mill 159 
Pyrene Manufacturing C 301 

R 

Radbill Oil Co. . nee oo. 333 
Railway Express Agency om so. Se 
Rain-Beau Products Co. ...... vee 213 | 
Raybestos-Manhattan, Inc. .. 338 
Reardon Laboratories, Inc., W. G..... 349 
Red Devil Tools ..........-- ‘ +» 306 
Reflecto Letters Co. .......- ooee 115 
Remington Arms Co., Inc. .......... 193 | 
Revere Copper & Brass Inc. ......154-155 
Ridge Tool Co. ......... se 
Rite-Way Products Co. , «- 65 
Rival Manufacturing Co. . .- 240 
Robert Manufacturing Co. . - 313 
Rogers Isinglass & Glue Co ; 332 
Rome Manufacturing Co. Division. .154-155 
Rop-Loc Products Co oe . 238 
Royal Engineering Co. .... 261 
Rubberset Co. ........... ee 74-75 
Rudlin, Bernard Allen . ‘ -. 375 
Russell & Erwin Manufacturing ( -. 70 
Ryerson & Son, Ine., Jos. T «+++ 312 
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8 
Safety Belt Lacer Co. .....--«+eees . 310 
Safeway Chemical Co. --e0 326 
Sager Lock Works .. -+ 263 
Samson Cordage Works esses 360 
Sandvik Saw & Tool Corp -- 250 
Savage Arms Corp. ... ssoso Ie 
Schalk Chemical Co. . cose ae 
» Co., Willlam ove Se 
Manufacturing ( . 245 
roducts Co . 354 
n Bolt & Screw € . 308 
Bronze Paint Corp « J 
eine Hinge Cx 310 
Pls & Tool Mfg. ¢ 328 
Williams Co., The 27, 28-29, 8 
Siebring "Manufacturing Cc . 46 
Silent Sioux Oil Burner Corp . 104 
Silex Co., The se ‘ - 
Simer ( Jerome . . 295 
Simoniz Co . o = 
Skilsaw, In . . . 311 
Slaymaker aoe ‘Co. . ° . 58 
Smith Co A. O. (Stoker Di » 
Beces y-Vac om Oil Co., Inc + & 
s orton Brush Co., Ine - 132 
Southington Hdwe. Mfg. Co., The . 323 
Spar-Tex Co., The . 354 
tway Manufacturing (« . 307 
zg Goods, In 12-13 
Spu Aluminum Products Co. . 352 
Squeez-Ezy Mop Selling Cort . 334 
Stack Plastics Beoee --s S31 
Standard Horser ail Corp eee 
Works, The . oe - 56 
 ssncancesncetuasendue 336 
In . 363 
g Lack CC . 322 
Arms ( J 15 
vel Co 7 4 222 
Iron Works, Inc. ......... 265 
e Company 314 
Oi Co . 55 
Products, In 291 
Fastener Corp . 354 
Laboratories 353 
| Swartwout C ompany . B50 
Swift & Co., ‘‘Vigoro Div.”’ . 321 
“Swift Lubricator Co. . 355 
Swiss Laboratory ... R . B47 
T 
ishnell & ¢ ° -. 359 
strument ¢ ompanies ° - 42 
ee Laborat ries . 335 
sled cen ae 
eton, "Kenly & Co oo 
e Coal, Iron & Railroad Co... 55 
e - abricating Co. 108 


Fonmesses Valley Associated Market ers 329 
Textile Mile ...2sce . 258 











Toastmaster Products Div. .......... 50 
Townsend, B. W. ....... eTy -. 310 
Traubee Products .... cose San 
Tremco Manufacturing CA « .-- 99, 100 
Triangle Manufacturing C ---«0 360 
Trimz Co., Inc. ... dae see 241 
T File Works 354 
Tru-Test System, The ...... cosce 107 
Tudor Chemical Specialties, Inc - 331 
Twix Manufacturing Co., Inc sa 
U 
Unexcelled Chemical Corp. ......... 341 
Union Hardware Co. ....... -+. 283 
Union Pacific Railroad .... soce e 
Unique Tool Products Co. . .. 336 
United States Gypsum Co oo a 
United States Plywood Corp Weld- 
wood Div.) - 327 
United States Rubber C ‘ . 64 
United States Steel Comm ° . © 
United States Time Corp. .. ° . 66 
United Wallpaper, Inc io ae 
Universal Clay Products Co . 311 
Universal Metal Products Co 
Upson Brothers, Inc. ....... ° 
Upson-Walton Co. .........++. coven. tae 
Vv 
eh TE i ia rd ntwtiiekaon 199 
| Vaughan Novelty Mfg. Co. .... sos 
ferd-A-Ray Corp nase ooo 201 
Vigilant Products Co. .... «+20 208 
Virginia Wholesale Co. .... - 275 
Vita Var Corp err rere re -. 362 
Vichek Tool Co - osoce Sue 
Vulcan Electric Co. . - 298 
w 
Wall Shield Co -. 277 
| War Assets Administration -- 138 
Washburn Co., The . er -. 101 
Werner Co., R. D $0.00 - 
West Bend Aluminum Co . 219 
Westchester Brickote Products Co. .. 283 
Western Reserve Manufacturing Co... 350 
| Westinghouse Electric Corp , — 
Wheeling Corrugating Co a 
White Machine Works ... .. 300 
Whitney Carriage Co., F. A. . a aa 
Whitney Seed Co., Inc sors 
Wilcox Crittenden & Co., Inc «oe 309 
| Wilson-Imperial Co. . ae “<a 
Winchester Repeating ‘Arms Co. 
tattery Division Pere verrriri: a. 
Guns & Ammunition ............++ 130 
Wits & Bens Ca... Fa cvvcccccvccecose 144 
Woasler Meher OC ona. cevcvcicece 297 
Wright Steel & Wire Co.. G. F coca Gee 
x 
X-Acto Crescent Products Co., Inc.... 235 
Yale & Towne Mfg. Co. ..... see 3 
Young, Inc., Everett E. ...-........ 837 
Youngstown Kitchens Div. .......... 102 


Youngstown Manufacturing, Inc. .... 7 








EXPORT OFFICE 
NEW ORLEANS 


SS 






. . ry 
LEVELS 
Adjustable T ype 
FITTED WITH 6 CAT'S EYE VIALS 
=== OTHER LEVELS FOR EVERY ust =—=—— 


HALL LEVEL & MFG. WORKS — 
1119 E 4th ST. — AUSTIN, TEXAS \__ paterson teers 
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DEALERS! New Amazing 


« NICHROCITE ~- 


SAVES MANY ELECTRIC APPLIANCES 
MENDS HEATING ELEMENTS EASILY! 


Simply overlap ends, apply Nichro 
cite paste and turn on the current 

a perfect weld results. Used by big fmm 
utility companies. This simple and 

effective repair material is just the ree 
thing for that broken or burned out t 


heating element in your electric iron, stove, toaster or heater 
Does the job in a jiffy. 
HANDY FOR HOME AND INDUSTRIAL USE 
Trial Order, $1.00; 4 Ozs. $2.50; | Ib. $8.00 


Arrowhead Sales & Distributing Co. 
404 Phoenix Bldg. e Minneapolis, Minn. 














WANTED! 
SALES REPRESENTATION 


For All Territories, U.S. and Foreign 


We manufacture a large line of Paints, 
Colors-in-Oil, Insecticides, Moth-proofers, 
etc. We wish sales representation to 
dealers, jobbers, syndicates, dept. stores, 
export, etc. 

WRITE TODAY FOR FULL DETAILS! 


BENGAL CO. 570 W. 131 St. N.Y.C. (27), N.Y. 


















PERFECTION floating WASHER 


Washer profits go up with Per- 
fection floating Washers. Engineered 
to eliminate friction and prolong 
washer life. Perfect water seal is 
WASHER assured. The floating washer stops 
PROFITS faucet drip...ends water waste. 
STOPS Available in %", %” and Y.” 


WASHER sizes. Order through wholesale 
C hardware jobbers. 





TROUBLES 











VITA-VAR PENETRATING FLOOR 
SEALER AND WOOD FINISH __ 
47 WILL NOT 
CRATCH / 














Vita-Var Penetrating Floor Sealer and Wood Finish was 
applied to the left half of this board . . . on the right half 
ordinary surface finish was used. Note how the ordinary 
surface scratched and chipped away, while the Vita-Var 
Wood Finish remains unharmed. 

@ Penetrates to protect and preserve 

@ Tough, scratch-proof, wear resistant 

@ Easy fo use... never turns white 

@ Non-slippery satin finish 

@ Dirt can’t grind in . 

@ Available in clear finish or stained effect 


@ Does not require waxing 





Write today for details and descriptive folder! 
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PAINT ENGINEERS SINCE 1888 © NEWARK, N. J. 
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The STARLINE equipped dairy barn 
is the farmer's money-maker! 





Starline dairy barn equipment 
brings extra profits to you too! 


One of War’s greatest lessons on the farm as well as 
on the battlefield, has been that best results can be 
expected only when the best equipment is used. 


Today’s clamor for Starline Barn Equipment comes from 
the farmers’ realization that any compromise with old 
fashioned methods cuts down profits. 


To protect and maintain their milk profits, farmers every- 

where are first improving their barns with equipment 

STARLINE that means added cash for the purchase of other items 
_ tomorrow. 


Alert dealers everywhere are getting their customers 
lined up for the big opportunity that is coming as more 
\ Starline equipment becomes available. Starline’s novel 
t plans for merchandising will cut selling costs and help 
Starline dealers get this profitable business. 


TODAY'S OUTSTANDING BARN EQUIPMENT FIRST 


FEATURES Oncginated, Patented and Perfected a 


STARLINE, INC. 


Harvard, Illinois Albany, New York 
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“FARMERS WILL BUY THESE PROFIT-MAKERS Aézoz 











VENTILATOR 
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WATER BOWL 
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FOR THOSE WHO DEMAND THE FINEST 
BOSS HOLDS THE SPOTLIGHT— Everything in 


beauty and convenience plus the low cost economy of Kero- 
sene. Lustrous porcelain finish...easy to clean. Finest 
Utility Features, including glass in oven door for visible 
baking, roomy utensil compartment, useful shelf splasher. 
Fast efficient cooking heat...safe...odorless...sootless. 


Kemember Boss See Bos: ... Buy Boss, 


THE HUENEFELD CO. CINCINNATI 25, OHIO 





HOL LAND ‘s 
better llomes 


Dealers: Every worth while prospect in your 
community is reached, month after month, 
by continuous Boss consumer advertising 
appearing in leading national magazines. 


(See above ad in current issues) 








